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SAME-DAY SERVICE purred 
along smoothly in high gear all 
year long. Each inquiry was quoted 
on or acknowiedged by telegram 
the same doy it came in. 
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ONE and TEN-PAKS to slash 
distributor's Broken-Package prob- 
lem, manufacturer's handling costs. 


Seems like every time we turned around someone came nar dat validines eaboos 
up with a new idea on service, packaging or products 


to cutting handling costs. 


to help our distributors and their customers 


BUT 35 WAS NOTHING-WATCH ‘56! 
GREAT THINGS ARE HAPPENING == 


proved labels to assist everyone 


who handles Holo-Krome products. 


™~j 2FN4 mel uw OS 
THE HOLO-KROME SCREW CORP., 25 BROOK ST. © HARTFORD 10, CONN. 


SLIDING SHELVES to speed 
NEW PLANT WING and new equipment to meet the increasing demand for H-K orders through our own plant and 
products ... bring you even better service from our shipping cnd receiving departments. give you better service. 
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Your Business Has Personality, Too 


An editorial 


Classrooms Are Bulging—With Sales 
Potential 
Cedar Rapids salesman finds schools a growing 
sales market 


At-A-Glance Sales Analysis 
mM t and sal favor new procedure in 


Buffalo firm 





Syracuse sales manager discusses potentials 


Don't Get Scared—Get Curious 
First-hand product knowledge is sought by Atlantan 


.. .» Double in Brass 
One man performs two functions for Denver company 


How a Hobby Helps in Selling 
Gun collecting brings profit and enjoyment to 
Connecticut sales manager 


Say “Thanks” with Sales 
Orlande company observes “Award Recognition 
Week" with campaign 


There's No Mystery to Freight Rates 
First of o series describing freight rates and how 
they affect you 


How to Turn the Breaks into Sales 
Six definite ways are cited by Illinois salesman 


Salesman Keeps Customers 
Wilmington salesman services retired customer's hobby 


Cincinnati Forum Sessions Chalk Up 


Record Attendance 
441 registrants represent 240 firms at forum 


Factory Men Report, Build Teamwork 
New Jersey firm has suppliers’ salesmen turn in 


reports 


Six Solutions to Your Selling Problems 
Mi lis sol di his selling techniques 


P 





You, Too, Can Afford a House Organ 
Minimum of time and money produces results for 
Jacksonville firm 


100 





BACK TO SCHOOL 





For sales, that is. A Cedar 
Rapids salesman gives his 
formula for beating budget 
delays and low-price con 
sciousness. On page 82, 
you'll find out about the 
concentrated selling effort 
he gives high school 


Cpa Y 


It's a valuable trait for 
a salesman to develop 
When applied to product 
knowledge, it resulted in 
increased sales of technical 
products by an Atlanta 
salesman. Page 535 





SIX WAYS 





You can turn the breaks 
into sales, says Illinois 
salesman. He followed up 
his initial advantage with 
an account and—but turn 
to page 98 for the whole 


story. 





REGULAR FEATURES 


You Said it 

Talk of the Trade 
Product Quiz 

Supply Sales Trends 
Outlook for Business 


Manufacturers’ Activities 





Reed & Barton 


rolled up new finishing records 
for spoons and forks! 


f the 
. 1 example oO 
another typic#* ©" ineers 
cer edges of nickel —_ jewel Brand Abnan* a eco- 
To roll the burred = Reed & Barton, we te tO produce — brasives- 
Iver spoons and forks sfacturers of coopers ods of using * “t ock- 
si ay ee effective tof on } 2 a 
ed the j a plet 
Yet this methoc . , ve Belts 
method know® to them consuming and . de Brand — ip you* 
was troublesome ab ive Products —< this combination ae *t0 Fact giving messages like the one 
s ras wf - 
. - offer recom- oa a y h h ba k h | i 
vited n earDy 5 4 - 
Enginect® a r* solution to the prob rasives Call your or Industrial shown here c up the sales activ 
mendations The -- improve ment io d Abrasive Engineer Ab: 
lem produced a? { the proc- Bran 
¢ ciency © 


; ities of Jewel Brand Abrasive Prod- 
overall speed and ON pelts. More uni Distributor oF writ + ucts Distributors. Through actual 
using Jere nishing was achieved Massachusetts case studies, these messages keep 
juced to # minim abrasive belt users continuously in- 
formed about the cost-cutting, 

time-saving, job-improving advan- 

L tages of Jewel Brand Abrasive 

JEWE Belts and Jewel Brand Service. Dis- 

BRAND tributors of Jewel Brand Abrasive 

Gbrastwe Belts use these case history adver- 

Lelia tisements to good advantage. Re- 


prints are an important part of 
their selling kit. 


nationally fa 
tableware, employ 


comparatively costly 
ess by 


form quality 
Belt breakage ** 


Braintree 85, 


Jewe! Brand Belts feature - 
VELVET Jom the 


ge climinate WO? Consistent advertising in leading 

ing, bumping or seretenn’ metal and woodworking publica- 
tions as well as a complete, quality 
line of abrasive belts made in all 
popular widths and grits account 
for the popular appeal of the Jewel 
Brand Abrasive Belt franchise. 
Write for complete details, 
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Housing Designs Make Big Contributions to 


Strength, Efficiency of Link-Belt Bearings 


NOW! Geared Flexible 
Couplings from Stock 
With Finished Bores 


The majority of orders for 
Link-Belt Geared Flexible 
Couplings can now be filled 
from stock. Finished bore hubs 
are stocked for shaft sizes from 
42 to 2% in., complete with 
keyseat and setscrews. Larger 
sizes for bores to 6 in. are also 
available. In addition, all com- 
ponents are individually pack- 
aged and labeled. 
All stock finished bore hubs 
provide a close slip fit on shafts 
require no puller holes. 
Mandrel bore hubs are availa- 
ble for reboring for a shrink 
fit or to any odd bore size 
Folder 2375 and _ Bulletin 
A-1794 contain complete in- 
formation. 


t J a wae 


Link-Belt Ball and Roller Bearings are packaged for easy 


identification 


In the long and impressive list 
of outstanding Link-Belt Ball 
and Roller Bearing features, 
it’s important to rec- 
ognize all the many 
design differences that 
contribute to long care- 
free bearing perform- 
ance. Several are shown 
at right. And others equally 
significant can be found 
throughout the Link-Belt line 

These points supplement a 
host of major refinements, fore- 
most among them being se/f- 
aligning seals. Incorporated by 
Link-Belt into both ball and 
roller bearings, this feature ef 
fectively keeps dirt out, grease 


in... even with shaft deflec- 








SERIES 100 


SERIES 200 


SERIES 400 


SERIES 500 





and protection 


* Sales 
Meeting 
in Print 


of precision manufacture 


tion or misalignment. Other 
in-built features provide for 
both dynamic and static align- 
ment, preadjusted 
clearance and maxi- 
mum capacity for a 
given boundary dimen- 
sion. Ample alignment 
capacity facilitates 
mounting, and housing design 
assures utmost sturdiness 

The Link-Belt line includes 
ball and roller bearing pillow 
blocks; flange, flange cartridge, 
cartridge, hanger and takeup 
blocks; plus self-aligning roller 
bearings. Choose from a full 
range of bore sizes from com 
plete data in Book 2550 





Most Comprehensive Belt Conveyor Idler 
Line in Industry Offered by Link-Belt 


When it comes to choosing a 
Link-Belt idler for specific 
service, your selection is prac- 
tically unlimited. For Link-Belt 
makes over 500 idlers in 34 
types — a complete range of 
roll diameters for all popular 
belt widths. These include 
standard and heavy-duty 20 
troughing, 45° troughing, vari 
able troughing, impact-cush- 
ioning, belt training, flat belt 
and return idlers. Rolls can be 
steel, cast iron or rubber. All 
components — bearings, fit 
tings, rolls, frames, seals, hex 
nuts — are designed for long. 
trouble-free life. 


Fuil construc- 
tion, applica- 
tion and design 
data are con- 
tained in Book 


2416 





LINK-BELT COMPANY 


Plants on 

Indianapolis + Philadelphia 
Chicago « Atlanta « Colmar 
Pa. « Houston - Minnearm 

Francisco ° Le 4 
Angeles + Seattic 13.900 
Offices in Principal Cities 


so * San 
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CORED BASE is stronger, less 
bulky, straddles surface ir- 
regularities. 


Xe 


SLOTTED BOLT HOLES speed 
mounting and alignment 


Large area for dowel pins 


CONVENIENT LUBRICATION 
FITTING for easy access, min 
imum head space 


PERFECT MATCH of base and 
p surfaces assured by ma 


chining as a unit 


wg 


FIRM CLAMPINGO/ cap and 
base by T-head bolts. No gas 


kets are required 


LARGE RESERVOIR prolongs 
lubrication intervals, cuts 


maintenance 

















FOR THE FINEST IN 
CUTTING TOOLS AND GAGES 





COE, 


_ Made by THREAOWE Moss. 
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The Cover 


Our cover design spotlights football and 
falling leaves—symbols of autumn. The 
light treatment, via the cartoon method, of 
illustrating tities of featured articles is 
strictly in line with the season. After all, 
distributor salesmen are very apt to be 
found, on a Saturday afternoon, rooting 
for a winning touchdown, raking up a 
mountainous pile of leaves or—reading 
a copy of ID. 
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FESSIONAL 


TO UCH 





Satisfied customers mean more sales and more profit 
for you. And you'll have both when you show that 
PROTO ApJusTABLE WRENCHEs have thin, extra-strong 
jaws for narrow spaces...that jaws are deep enough 
to seat both hex and square nuts... that sturdy I-beam 
handles give strength with less weight. 

You'll make sales quickly, too, when you show them that 
both normal and heavy-duty PROTO Pierre Wrencues have forged 
alloy steel jaws with deep sharp teeth for better “bite” 

To put a new twist in your profit picture, stock and promote 
these superior tools. Send for catalog of entire line to =" 
PLOMB TOOL COMPANY re owe wen TAs 
2215H Santa Fe Ave. see ‘ a 
Los Angeles 54, Calif. —— 








Eastern Warehouse and Factory 








Jamestown, N. Y 
Canadian Factory — London, Ont 
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De} ] cy 3 


TORQUE-ARM 
SPEED REDUCER 





New Big Size! New Big Market! 


Now you can offer your customers all the advantages of shaft-mount- 

ing .. . all the proven performance and economy features of Dodge 

Torque-Arm Speed Reducers .. . for their really big jobs. The husky 

new size No. 8, in the double reduction series, has a capacity of 

60 hp at 100 rpm, AGMA rating, and can be mounted on shafts up 

to 5-inch diameter. 

The new No. 8 has all the inherent advantages of the Dodge 
Torque-Arm line. No foundation, no flexible couplings, no sliding 
base required—and there are no lining-up difficulties. It is mounted 
directly on the shaft. The torque-arm, fastened to any fixed object, 
anchors the reducer. The unit is driven through any V-belt drive. 
Stock Taper-Lock Sheaves permit any speed ratio desired. 
Tosene-fenl Gis Witaines > Another new member of the Torque-Arm line is the single reduction 
ha kamen otinn an anata rg No. 11 (1.3 hp at 100 rpm, AGMA rating). Torque-Arm Reducers are 

now supplied, in both single and double reduction series, with 
capacities from 1 to 60 hp, output speeds from 12 to 365 rpm— 
America’s most complete line of shaft-mounted speed reducers. 

* DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Ind. 
THE TRANSMISSIONEER is tea- 
tured in all Dodge advertisements, 

. like this one, which eppear in 

{ leading industrial publications 


Prospects are directed to “call 

your leeal Dedge Distributor.” © 
— 
s 


of Mishawaka, Ind. 
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Distributor takes stand on 


inventory, 


minimum charges, margins; manufac- 


turer hits at price cutting, says increased 


margins not answer to fair trade problem 


Mippie ATLANTK 


Policy Changes 


Referring to your September 
article on manufacturer-distributor 
relations: 

On the inventory question it 
might be a good idea for the manu- 
facturer to allow the distributor to 
decide how much stock he should 
carry. What seems strange to me 
is that manufacturers, old line com 
panies, will sell every one in town 
who calls himself a distributor, and 
they do not even raise a question 
about how much stock they are 
carrying. Why not have the manu 
facturer look over the sales he has 
made to all the houses in town 
and cut off everyone as a distributor 
who has not averaged a certain 
amount over the past five years. 
Let the others pick up from the 
ones who really carry the stock. 

When a manufacturer is getting 
a distributor's business he should 
cut out this thing of charging for 
broken packages, making a mini 
mum charge per order, etc. If the 
stock order business of the dis 
tributor is worth anything then, 
the manufacturer should be willing 
to take the broken packages and the 
small orders at the regular distribu 
tor’s price. If the stock order busi 
ness is not worth doing this then 
should not be on the distri 
list 

the question of returned 
goods, the manufacturers ought to 
do as some of the hearing manu 
facturers do, allow a certain per 
centage of sales returnable every 
six months. Even if thev charged 
10%, for service it would be worth 
the manufacturer 


thev 
butor 


On 


it prov ided 
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allowed the distributor a 10% 
service charge when the manufa 
turer made the mistake and the 
distributor had to return the goods 
Instead of a lot of different cash 
discounts on various items distribu 
tors should all be fighting for a 
standard cash discount of 2% 10th 
prox., that is if they are able to 
discount their bills. This thing of 
4 of 1%, 1%, 2% and even 5% in 
10 days is a nuisance. Half the 
bills do not go through the regular 
routine in a house in 10 days. 
Another thing the distributors 
had better wake up to and that is 
that you cannot make money selling 
lots of items at a 20% margin 
That is 20% on your selling price 
Maybe that was all right 20 years 
ago but the profit should be from 
25 to 334% on fast moving items 
and a lot more on the items that 
you carry and turn over only three 
or four times a year. 
PuRCHASING AGENT 
Industrial Supply House 


Erte, Pa 


Merry Christmas 


A few months back (or perhaps 
a year ago) you had an article or a 
series of articles regarding Christmas 
gifts or Christmas parties for in 
dustrial distributors’ customers 

In these articles, I believe that 
you stated that some distributors 
had given this money to charity and 
sent some sort of an announcement 
to their customers telling them that 
it was from the customers 

Is it possible to get a copy of 
this information? We'd like to find 
handled as we 


out how this is 


industrial Distribution 


You Said It 


seriously contemplate the idea of 


doing it ourselves 
Davin B. ScHuLer 


Manager 
Erie Industrial Supply Co 


© We reported last November on 
the problem of giving vs. not giv- 
ing Christmas gifts to customers 
(“Are You Going To Be Santa 
Claus?” pages 94-95, Nov. 1954). 
We pointed out that giving to in- 
stitutions in the name of customers 
was a growing practice. Four points 
made by the Motor & Equipment 
Wholesalers Association—an organi- 
zation actively promoting the insti- 
tutional plan—also were given in the 
article. They are: 

1. Give in the name of your cus 

tomers rather than in your 
own name. 
Give to the institution that 
benefits the great majority of 
your customers, either directly 
or indirectly. If you cover a 
large area, give to a different 
institution each year. 

3. Consult the institutions as to 
what they need most and then 
give those items. 

4. Get all the publicity possible. 

The association also advised mem- 
bers to “make sure the recipient in- 
stitution sends an acknowledgement 
or thank-you note or card to cach 
of your customers—at your expense. 
of course.” 


mw 


East Nortu Central 


Lost Profits 


In your August issue (page 7), 
there is a letter on the Fair Trade 
problem signed “A Distributor.” 
This letter covers one of the most 
important problems facing manu 
facturers and distributors today 

The National Industrial Distribu 
tors’ Association has recently issued 
a bulletin that shows distributors’ 
net profits are down, gross margin 

Continued on page 10 
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LUNKENHEIMER THANKS ALL OF THE 

LEADING COMPANIES WHO COOP. 

ERATED IN THE FOUR-YEAR LQ600 
FIELD TESTING PROGRAM 


The LQ600 Valve has been tested for 
four years in carefully chosen “prob- 
lem installations” in American indus- 
try. Despite the poor records of 
previous valves, there was not one 
single reported case of failure or leak- 
age of an LQ600 Valve! Here are a firw 
typical records: 





STORY IN BRONZE VALVE HISTORY! 





It’s the talk of the industry — the amazing 
new bronze valve which is breaking new per- 


“The LQ 600 Valve was installed more than 
three and a half years ago on a steam line 


with rust and scale present at all times, This 
valve has withstood service conditions where 
others were replaced on an average of once a 
year due to seat and disc erosion.” 


“LQ 600 is still tight and functions perfectly 
after 31 months of service on a water column 
blowdown installation where plug valves of 
other brands failed by wire drawing in two 
months.” 

“LQ 600 is still tight after three years on a very 
tough 150 Ib. steam service installation where 
other companies’ valves used to leak in 2 weeks 
to 2 months!” 


formance records in every type of 150 Ib. 
service. Success reports on LQ 600 performance 
and sales are rolling in by the hundreds! 

This is your opportunity to widen your own 
local markets . . . crack open those hard-to- 
get-into plants . . . encourage standardization 
on the bronze valve that required mo repair or 
replacement in four years of severe field tests! 


Now is the time to switch your customers 
from old-fashioned 150 lb. globe valves, with 
seats and discs that have to be replaced, to new 
LQ 600 Valves with LIFETIME Brinalloy Seats 


and Discs. 


Here are some typical first-hand customer com- 
ments on the new LQ 600 valve... 


“For years we had trouble keeping valves tight 
on this service. All types got to leaking, fre- 
quently very shortly after being installed. Your 
LQ 600 globe valve is still in this line and still 
tight after more than three years of service.” 


THE LUNKENHEIMER COMPANY, BOX 360, CINCINNATI! 14, OHIO 


USER COMMENT 


Toughest service, previews 
valves leaked. 

Piug velves couldn't teke it. 

Plug valves failed every 


TYPE OF SERVICE LIFE OF OTHER VALVES 
125 th. hese steaming 2 wks. te 2 mes. 


Weter col. blowdown 2 mes. 
185 Ib. steam blewdown 1 yr. 
year. 
Previous valve lecked 


125 tb. steem blewdown “Short” 
every run. 


2 mos. Previous volves failed by 
wiredrawing. 
Previous valves cut. 
Plug volves failed 
regu . 
Plug velves couldn't 
hold up 


Me al ae “Short” 
a ee 6 mes. 


100 Ib. throttling 
Composition seat valves 


130 th. throttling 


110 Ib. throttling steem 
Scaled hot water line 


125 Ib. throttling steam 

150 Ib. steem—scale 
present 

Pe ea oT) 


unsetisfoctory. 
Three other kinds failed. 
About all mokes used— 
none held up. 
Plug velves feiled by 
wiredrawing. 
Previews velves broke 


Other mokes failed by 
wiredraewing. 


1 Na Vee eres 
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STEEL @ PVC 
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Porter-Cable 





. another great 


toolmaker who puts Supreme Chucks “up front” 


to assure finer performance 


Porter-Cable Quality Electric Tools 
are produced with the sincere in- 
tention of giving America’s tool 
buyers the finest performance quali- 
ties possible. With this in mind, the 
management has elected to equip 
a substantial portion of their output 
with Supreme Brand Chucks. 


Porter-Cable, like other power tool 
s, have found that they have 


a finer product to sell when there’s 
a Supreme Chuck up front. Tool 
buyers everywhere will do well to 
follow the leaders and specify Su- 
preme on new tools— insist on them 
for all replacement use. 

An industrial distributor near you 
can give you the full story on extra 
quality Supreme Brand Chucks. 


, | 3 69 CHUCKS 


| produced by 
| will openly quote on large specifica- 





You Said It 


(Starts on page 7 





is down, turnover is down and 
expenses are up. It certainly does 
represent a critical situation. 
There are distributors that have 
ind will intentionally cut prices 
from time to time hoping it will 
bring them an order, yet failing to 
realize that by setting such an ex- 
ample they are starting a round of 
price cutting in their territory that is 
only going to lead to a profitless era 
of business for all distributors. 
Many distributors complain over 


| the margin of profit allowed them, 


yet they will continue to stock and 
push the sale of lines produced by 


manufacturers who have no resale 


price policy and who are not at all 
selective in their method of choos- 


| ing their distributors and who sell 


so-called “gyp,” discount houses, 

und others of the same type 
Furthermore, these distributors 

lines of merchandise 


manufacturers who 


will push 


tions—government and otherwise— 
ind oftentimes quote and accept 
orders at less than distributors’ 
costs. It is hard to understand why 
distributors will do this and con- 
tinue to stock and push the sale 


| of such lines produced by manu- 
| facturers who have no sound sales 
| policy that will protect the distribu- 


tors themselves. 

\ manufacturer has the right to 
determine whom he sells, and if 
he does not wish to sell a distributor 
and decides he has sufficient dis- 
tributors in an area or for any other 
legitimate reason he does not have 
to do so 

It would seem as though the dis- 
have some 


tributors associations 


housecleaning and corrective meas- 
ures to take in their own organiza- 
tions and should try to raise the 
lards of any of their members 
are violating trade 
practices, rather than issuing state 
ments that net profits are down. 
Many distributors today are secur- 


good 


SUPREME PRODUCTS, INC. 2222 S$. CALUMET AVE., CHICAGO 16, ILL. Continued on page 14) 
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Metal Sawing is of many types goer se, pot MAN Sere 


Requiring, for Spm. 0 ss machines of varying characteristics, sawing costs (both blade cost and cost per 

capacities, feed . .. even different po actions. to cut-off more accurately (both in lengt . a 

The complete MARVEL RRVEL Line con comp’ rises various basic types of metal squareness) and to out-produce any aay’ sawing 

sawing machines to meet the sequibemente of all shops. machine of comparable specifications. 
PRODUCTION HACK SAWS 





TYPE —_|CAPACITY| MODEL GENERAL APPLICATION 


6° F 4 These machines embody all of the modern design features of 
HACK SAW x 6" | No. fine machine tools. They are recommended for constant 
Single Cut heavy duty service, cutting all types of machinable metals. 
10” x 10"| Me. 9 They should be selected whenever the work demands speed, 

accuracy, and stamina. 


- » Me. These automatic MARVEL saws use the No. 6 and No. 9 
HACK SAW| © x6 GA) as a basic unit, but are modified to include an automatic 
Automatic mechanical bar feeding mechanism. Their purpose is to 
Bor Feed 10” x 10” INe. 9A automatically “cut-up” long bars into multiple short length 
pieces without constant attention of an operator 




















The No. 9A3 machine combines full automatic operation 
hese ya 10” x 10” No.9A3) and manually controlled power bar feed, the latter for lengths 
= r vee beyond practicability of full automatic operation. 





- These big saws are proof that the hack saw method is the most 
HACK SAW /18" x 18”| No. 18 practical for cutting off big pieces of the toughest steels. Low 



































hy Sere investment, economical operating and maintenance cost, 
ol Stroke 24" x 24"|Ne. 24) 2°curacy and cutting speed make these machines an ideal 
Single Cut " tool for the steel mill, warehouse and forge shop. 

HACK SAW The No. 18-B is a special structural saw, primarily designed 
Power Work |18" x 18" |No.7 to obtain accuracy to such a degree in cutting structural 

Handling Type shapes that subsequent face milling is not required. 

GENERAL PURPOSE HACK SAWS 
~~ 2 
TYPE CAPACITY |MODEL| This saw is fast, accurate, yet moderately priced. For inter- 
mittent service, to cut off all types and shapes of machineable 
HACK SAW 6"x 6" |Ne. 48 metal. Recommended for use in the tool room, maintenance 
/ Single Cut department, and machine shop. 

, HACK SAW | 4°, 4” | Ne, | The most popular mechanical saws on the market for occasion- 
Single al cut-off work. Sturdily built, easy to operate, low in price, 
Dry Cut 6"x6" | Ne. 2 they are ideal for the small shop where speed is not essential. 
















UNIVERSAL BAND SAW 
TYPE CAPACITY | MODEL The MARVEL No. 8 Band Saw is designed primarily for 


universal work. It wiil trim, miter, notch and cut-off bar 

tock, pipe, structural sections, mouldings and tubing. No 

BAND . te gale 

SAW 18” x 18"| Ne. 8} other saw of any type is capable of handling the wide range 
of unusual cutting jobs possible on this very versatile machine 


HACK SAW BLADES—High-Speed-Edge 


The original composite blade with a fast-cutting, long lasting high speed steel cutting 


























COMPOSITE edge integrally welded to « tough, non-breakable alloy steel body. These superior 

blades improve the efficiency of ANY hack saw machine because they will with 

UNBREAKABLE stand heavier feed pressure, higher tension, and faster speeds. A type and size for 
every hack saw, for every mac + A. - material 





HOLE SAWS —High-Speed-Edge _ 





Permit sawing-out of large holes (to 4)4 * dia.) in steel plate (to 1) * thickness) with 

VY DUTY FOR — capacity machine tools and portable toole Heavy duty arbors and | -piece 
HEA ting = self-aligning, High i- Bdge saws. This new type hole saw, developed by 
MACHINE TOOLS MAR . provides « fast, low-cost method for making large holes. an operation 


—— requiring much machining or large equipment 


BAND SAW BLADES 


Through exhaustive tests MARVEL has determined the type of set raker or wavy 
WELDED To SIZE — best suited for all-around cutting on every standard make and model metal band 


INDIVIDUALLY PACKAGED saw. These exactly suited blades come welded to size, ready for use, and individually 
packaged 











Write for Catalog 


ARMSTRONG-BLUM MFG. CO. 


5700 West Bloomingdale Avenue « Chicago 39, U.S.A. 
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REVOLUTIONARY 
ives NET PRICES for 


| 


ANTI-CORROSIVE Metal Products Co., Inc 

102 River Rd., Castleton-on-Hudson, N. Y 

Please send me my FREE copy of the new all-in-one cotolog 

Use this coupon to order 
your FREE COPY TODAY! 


Nome Title 
Company 

Street 

City 
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NEW CATALOG 
STAINLESS FASTENINGS 


REVISED TWICE YEARLY —ALWAYS UP TO DATE! 


For the first time, a catalog that gives net prices in various quantity brackets... PLUS actual 
quantities of more than 9,000 items and sizes in stock! All this in ONE catalog, 


all information for each item in ONE line . . . all the data you need at a glance! 


Re. : &§ 4 J 


L, ustine of over |2. Actual QUANTITIES 
9,000 items and of America's largest 
sizes in different | 


inventory of stainless 


tainless analyses fastenings 
Au Bart _at Oe __--NET PRICE PER THOUSAND 

















s 
r 

we ~~ — 
Up to | 500- 2000- | 5000- | 10,000 
° Description Quantity 500 1999 4999 9999 14, 


Truss 304 | 32466 *| 19.00] 17.10| 15.39| 13.85 
ss A-N 304 | 13140 17.10 | 15.39 | 13.85 

















ad ~. 


304 | 4329 *| 1 = a. 
aug. | 1950 


3. NET PRICES of stock 
items in various | 
quantity brackets 














NEW LOWER PRICES! 


Another plus . . . you'll find appreciable savings on many items listed in 
this new all-in-one reference catalog! One more reason to check Anti- 


Corrosive FIRST for stainless steel fastenings! 





CASTLETON-ON-HUDSON, N. Y. 
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Here’s the way you'll SELL IT... 





14 








Product knowledge, customer know!]- 
edge and manufacturer's aids are 
vital to successful selling in today’s 
industrial market. You must be 
able to convert your effort and your 
knowledge to your customer's ad- 
vantage...so he benefits and 
understands how he benefits. To get 
those orders, never forget . . . 


you KNOW 
THE MAXIMU 
SAFE OPERATING 
TEMPERATURE FOR 
a V-BELT privé? 


ow verre 


HANDY TIPS 
on vents ano v onves 


These Little Professor quizzes 

appeor regvulorly in leading 
industrial publications 

Ask us how the Little Professor 

and Durkee-Atwood “Super Service” 

can work for you... 


Find out today how the Little Professor con spply 
you with new ord importont woys to increase your 
success with Durkee-Atwood products and Durkee- 


Atwood “Super Service.” Write Dept. ID-1!. 













fi 
/ 














TELL IT! 


Plan your calls with forethought. Ar- 
range your story to fit your customer's 
needs. Show him how Durkee-Atwood 
Super Service will assist him in mak- 
ing a sale. 


SHOW IT! 


Demonstrate how your product works. 
Use samples and models, and ony 
visual aids such as charts, graphs 
and photographs. Use testimonials to 
hold his attention and help him vis- 
valize how D.A. V-belts will benefit 
him. 


SELL IT! 


Your customer is bound to be im- 
pressed by a stimulating, informative 
presentation. It's natural for him to 
give business to the supplier making 
the best impression. You'll make the 
best impression when you fell it! and 
show it! That's the way to sell D.A. 
V-Belts! 


Write us for the complete story. 











DURKEE 
ATWOOD 
¥-BELTS 


DURKEE-ATWOOD CO. 


MA 14 
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ef an Order’ 





You Said It 


Starts on page 7 








ing their full margin of profit on 
each and every sale and are doing 
very well by rendering prompt and 
better service to the trade in their 
areas. If a distributor docs render 
such superior service, he will build 
up a clientele of customers that will 
not be shopping around for prices 
that are slightly lower hoping to 
save a few cents. 

If manufacturers should increase 
their discounts to their distributors, 


unless distributors’ organizations 
take proper action within thei: 
associations to prevent ruinous 


price cutting, any increase in job 


bing discounts will only cause 
greater and more ruinous price 
cutting. Increased discounts to dis 


tributors is not the answer. 

If the sales price of an article is 
$100 and the cost price is $80, then 
the gross profit is $20. If a cut of 
10% is made, the sale price becomes 
The cost remains at $80, and 
the gross profit is now $10. Two 
sales at $90 each equals $180. The 
cost on the two sales $80. each is 
$160. The profit on two such trans 
ictions is $10 each, or $20, or twice 


S90) 


as much business must be done to 
show the same margin of profit if 
prices are cut 10% and lesser price 
uts are in proportion. 

A price cut of 5% on the net 
price of an article carrying a 20% 
gross margin requires 33.3% more 
units to be sold to maintain a dis 


tributor’s present dollar gross 
margin. A price cut of a few cents 
just as dangerous to future 


profits as a cut of many dollars 
It may land the order, but the next 
time other distributors will cut 
still more; and it will start a spiral 
ing of price cuts that will leave no 
profit for any distributors 
If the products sold are good and 
service is good, then a distributor 
should sell the products and good 
service and not price. 
A MANUFACTURFR 
Continued on page 18) 























At “CHICAGO” 
we do something 
about it! 


The word “Service” is abused by many sup- 
pliers. Here at “Chicago” it means action— 
faster deliveries, whether it be a package 
or a carload. 

@ From over 4,000 standard catalogued items 
in stock your shipment is on its way within 
24 hours—often sooner. 

@ There is no time consuming follow-up neces- 
sary to see what's happened to it. 

This is why so many industrial users in the 

last 83 years have come to specify “Chicago” 

Screws ... service is faster . . . quality is 

better . . . it costs less to do business with 

us because no large inventories are 

necessary. 

Our merchandising policy is based on 
complete co-operation with the Indus- 

trial Supply Distributor. Our specially 

trained sales force operates in con- 

junction with the distributor's sales 

organization to help develop more 

sales in your territory. Write for details. 


Stripper 
Socket F 


ond Socket Head 
“Chie aki 
Head Cop 
treated 





Heodiess 
ond Fillister 


— 
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Service ... one of 42 Black & Decker 
factory service branches is located “‘next 
door” to you. Staffed by experts to give 
you fast, efficient service and genuine re- 


placement parts. 


i i, tel 


We dont buy motors 
-we build them! 


he Aeart of your elec- 
tric tool is the motor 
completely built by 
Black & Decker! All the 
power you need and then 
some because each 
motor is built for a spe- 
cific tool and the job it 
must do! B&D motors 
always stand up! 





Black & Decker electric tools are a steady profit line, 
easy to demonstrate and easy to sell - because they re 


POWER-BUILT 


Leading distributors everywhere sell Black & 
Decker Drills! They know Black & Decker is a 
steady profit line, backed by highest manufacturing 
standards. The power, speed and accuracy of these 
drills mean faster, better drilling jobs at lower cost 
to your customer. Complete line of 31 models, 
ranging from 4” to 14”, assure you of having the 
right drill for the specific job your customer wants 
to do. Seil features like the B&D originated pistol- 


sat 


TO LAST! 


grip and trigger-switch; the lightweight, balanced 
power that reduces operator fatigue and increases 
production; the sturdy B&D built motor, the close 
factory service branches——all teaming up to make 
your prospect a sale. Write for free distributor 
information to: THe Brack & Decker Mpc. Co., 
Dept. 2411, Towson 4, Maryland. 


Leading Distributors Every where Sell 


Drills @ Sanders @ Grinders ¢ Screwdrivers 
e Tappers @ Saws © Hammers ¢ Vacuum 
Cleaners @ Polishers @ Valve Refacers © 
Black & Decker’s complete line of portable 
electric tools—all Power-Built to make your 
selling job faster, easier and more profitable’ 





Black & Decker: 


PORTABLE ELECTRIC TOOLS 
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THE V-DRIVE LINE TO SELL 
IS THE COMPLETE MAUREY LINE 





For These Sound Reasons 


QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 
depend on Maurey V-Drive quality. 


SERVICE 


When you or your customer require drive parts immediately, 
Maurey expedites them to you, exactly as ordered. Complete 
stocks to meet every V-Drive need from fractional to 600 
horsepower, are ready for immediate delivery. 


Maurey assists your selling effort in every way possible, 
providing you with attractive, informative catalogs of proven 
selling power . . . folders, booklets and blotters imprinted 
with your name on request . . . live leads produced by Maurey 
trade paper and direct mail advertising . . . and the 
personal assistance of Maurey field engineers. 


Maurey V-Drive engineers are constantly available to assist 
you and your customers with V-Drive problems 


COOPERATIVE PROTECTION 


Maurey guarantees fuli factory cooperation and protection 
to you as an authorized distributor of the complete 
Maurey V-Drive line. 


We shall be glad to give you all the details on the 
advantages you gain by handling the complete Maurey 
V-Drive Line. Write us today. 


manufacturing 
corporation 


-maurey 


2915 South Wabash Avenue, Chicago 16, Illinois 


The Complete Multiple and Fractional Horsepower V-Drive. Line 


Serving Industry Since 1917 
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MULTIPLE 
V-Drive Line includes 


FUL-GRIP Q-D sheaves... 
stocks for A, B, C, and D sections 


STANDARD CAST IRON SHEAVES 
for A, B, C, and D and E sections 


MOR-GRIP Multi-V Belts in all standard 
lengths in A, B, C, D and E sections 


MOR-GRIP V-Link Belting 
in A, 8 and C sections 


Complete Multiple V-Drive Accessories 


Gr 


fhp 





the complete Maurey 
FHP v-Drive Line 


includes 
Hi-Q bushed type and fixed bore type 
cast iron and pressed steel V-Pulleys 


MOR-GRIP FHP V-belts, O, A and 8 sections 
in all standard lengths . . 


Aerodynamically designed refrigeration 
fons and Fon V-pulleys 


Interchangeable Bushings 
Flexible Couplings . . . 
Complete V-Drive accessories 


1955 


in complete 











You Said It 


(Starts on page 7) 





Derrorr, Micu. 


A Forward Step 


his is a note to thank you for the 


“QD” 
wonderful article your magazine put 


out regarding manufacturer-distri 
OR OR H butor relations. I think it was one 
of the best articles ever put out, 


ao) ad 00) OF and it shows that a tremendous 


umount of work and foresight has 























gone into it 


WITH | : 7 

f enough of the management 
TAPERED-SPLT from manufacturers and distributors 
INTERCHANGEABLE read this article, it would be a great 


HUBS forward step in our industry. I hope 
in the near future: you will be able 
to break some of this down and 


Fort Worth originated 
put additional articles in your maga 


the tapered split hub 


sprocket to make the zine regarding this. 

convenience and advan- Your magazine has done a 
tages of the “QD” as- wonderful job over the years, but I 
sembly available to Rol- feel this article has topped all that 
ler Chain Sprocket users you have done in the past 

as well as V-Belt Sheave — 


Davw S. Piccor1 
Sales Manager 
J. T. Wing & Co 


users. 
Here are the features 
your customers will ap- 


preciate... 
INDIANAPOLIS, IND 






ap sprocket 


” sprocket, 
—— — BLE Rates Kudos 






Manufacturers and distributors 
everywhere should be indebted to 
you for your excellent article in Sep 


Hubs NO REBORING tember’s INpustriAL DistRIBuTION 

keyway and sor'?, bored with d SAVES ON entitled “Industrial Distribution 

™ Points the Way to Good Manufac 
REPLACEMENTS . turer-Distributor Relations.” 

SIMPLIFIES New sprocket ee oat ar It is a real gem and I hope you 


hub which : ‘ 
S soptucsmont? sprocket. will make reprints available to the 


Speed CHANGE hubs FIT industry 
mony vproekers Senenset S$ FRANK M. Crucer 
therefore mode Te SHAFT BETTER ( 














na sll Pered Partne 
ieckly ‘ ; Spli artner 
saving 1 ae FH shatr for a pe ,2¢tually Indiana Manvfacturers 
ae Supply Co 
@ DISTRIBUTORS: . P 
Write today for information about the Fort Worth * Reprints are ‘available at the fol- a“ 


lowing prices: 


Line of “QD” Drives. 
first 10 copies—50¢ per copy 


FACTORY WAREHOUSES , 
Fort Worth Steel cwrcaco * sT. Loum * Mee por malt lye 
x Machinery Company KANSAS CITY © ATLANTA tional copies—2 ¢ per copy 


> . . 
oa MEGS ° Gunmen If you would like copies, just drop 


Denver © JseneEY crTy us a line. 


DEPT. 111, 3600 McCART 
FORT WORTH, TEXAS 
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NEW EQUIPMENT: 


New “’4-to-1” 
Geared-Head Unit 


generates high torque in 
limited space with less effort 





Bonney Forge & Tool Works, Allen- 
town, Pa., has just announced a new 
*4-to-1"’ geared-head wrench for 
heavy assembly and disassembly work 
requiring rotary effort over 200 ft. 
Ibs. An intermediate unit, the “X-4"" is 
designed for use with ratchets, torque 
wrenches, sockets, and attachments. 
Torque is produced through plane- 


tary gears 





=—"=£ 


ce 
fi 





Ye" squore drive ratchet with 
Bonney 750X-4 geared-head unit 
and %" square drive socket 


A small, rugged, compact unit, the 
Bonney X-4 is lightweight and port- 
able ideal for work in close quart- 
ers. It makes tightening of threaded 
parts to specific torque easy and accu- 
rate. Known 4-to-1 ratio permits its 


use asa multiplies for torque wren hes 


In tightening or loosening threaded 
parts, there is no dangerous snap or 
jarring action. Easily used in shop o1 
field applications, the Bonney X-4 
eliminates need for extra manpower 
A mechanic can do his own job with 
less exertion, greater safety, and with- 


out damaging the equipment 


The new X-4 has a drop-forged, 
heat-treated chrome-moly steel head 
All highly stressed parts (including 
detachable anchor bar) are made of 
specially heat-treated alloy steels 
selected for maximum efficiency and 
strength. Head and shafts are sealed 
and lubricated for life 


Complete information is available 
from: Bonney Forge & Tool Work 


Allentown, Pa 


1 man+Bonney X-4 = 4 men 





Revolutionary! 
Labor-Saving! 


It's the new BONNEY "'X-4"’—-the amazing, muscle-saving 4-to-1 Geared- 
Head Wrench! Now, 1 man can do the job of 4 in all heavy assembly and 
disassembly work! In tightening or loosening threaded parts, there is no 
dangerous snap or jarring action. The Bonney X-4 makes tough jobs easy! 

The new Bonney “‘X-4”’ is designed as an intermediate unit for use with 
ratchets, torque wrenches, sockets, and attachments. Rugged, lightweight, 
portable—the unit is easily used in shop or field. A mechanic can do his own 
work with less effort, greater safety, with no chance of damaging equipment 


Get the complete story! 


BONNEY FORGE & TOOL WORKS 
Allentown 9, Pennsylvania 


Please send me detailed information on the new 
BONNEY “X.4" 4-to-1 Geored-Head Wrench. 
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For wider adaptation ...and 
unmatched Service Life ..... 










We invite you to inquire into the savings which the 

new line of Vogt GP Drop Forged Steel Valves can make 
possible in your operations. Not only do their many 
unique and exclusive features make them more economical 
of operation, but their broad adaptability to so 
many industrial applications permits a substantial 
reduction in operating overhead. 
Service life, too, is enhanced 

with Stellite faced seating surfaces 
which are available at no 

extra cost along with 


many other trims. 






» = 
a af 


—s 
‘ 
“i 
’ 






- 





>” FREE 
/ Supplement No. 1 
' to Vogt 


Catalog F-9 


+ 


GP Valves completely fill the 
demands of industry for a line 
lighter weight, shorter face-to-face valves 





ot compact, 


Still retaining the safety and ruggedness in- 
herent in a wrought material, these new 
forged steel screw and socket weld end valves, 
in sizes from %" through 2”, are rated 800 


pounds at 850°F. and 2,000 pounds at 100°F, 
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150-800 
Pounds 
Service 


(2000 pounds cold ) 
& 


Featuring 
Stellite | 
Faced — 
Seating Surfaces 


~ 





= 
Sizes V4” to ony / HENRY VOGT MACH 
INE CO. 
/ LOUISVILLE 10, KENTUCKY 
ee SALES OFFICES: New York, Philadelphia, Cleveland, Chicago, St. Lovis, 
~ W. Va.. Cincinnati, Dalles, Sen Francisco 














This 32-page catalog illustrates and 


HENRY VOGT MACHINE CO. 


gives complete specifications on 11 LOUISVILLE 10, KY., Dept. 24-F1 


Gent'emen 


types of the new Vogt GP forged 


steel gate,globe and angle valves. Please send copy of New Vogt Catalog 
Supplement No to 
Send for your free copy 


for ready reference in pur- Name 


chasing. Use the coupon : 
osiLION 


for convenience. 





Firm 


Addre ss 


City State 
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A GREAT HAND TOOL 





@ BLACKHAWK MFG. CO. discontinues the manufacture of 
Hand Tools and sells the line to The New Britain Machine Co. 


@ BLACKHAWK launches further expansion in its lines of 
Hydraulic Products and Lifting Equipment 


Now—all the men, skills and facilities of Tee. amaalll 
Blackhawk will specialize in the growing [i 
fields of Hydraulic Products and Lifting [ii FROM THE PRESIDENT OF 
Equipmentl BLACKHAWK MFG. CO. 
Look for even more new Blackhawk Prod- MILWAUKEE, WISCONSIN 
icts, aggressive leadership and progress. Effective October 3, 1955, The New Britain 
And Blackhawk Distributors will enjoy in- , Machine Co. became the owner of the 
easing volume and profits on the broad “Blackhawk” Hand Tool line. 
lasces of vital equipment pictured below. ; , 

- This major step now completely frees us to 
concentrate on our growing responsibilities 








and objectives in designing, manufactur- 


+3) ing, marketing and servicing Hydraulic 
Products and Lifting Equipment. 


HAND JACKS 
k i a . The outstanding patronage we have con- 
- HYDRAULIC . 





tinuously enjoyed on Blackhawk Hand 
Tools is deeply appreciated. 
Sincerely, 


‘ La. 


Philip G. Brumder 


BLACKHAWK wor.Lp’s LARGEST MANUFACTURER 


OF HYDRAULIC TOOLS 
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LINE CHANGES HANDS 





@ The New Britain Machine Co. now the sole manufacturing 
source for BLACKHAWK Hand Tools 


@ NEW BRITAIN to offer BLACKHAWK Hand Tools thru 
existing BLACKHAWK outlets and maintain Warranty 


While sustaining our New Britain Hand 
Tool Lines, we will immediately expand 
the new Blackhawk Line by adding, under 
FROM THE PRESIDENT OF : the Blackhawk label, many other exclusive 
THE NEW BRITAIN MACHINE CO. [7 a Tools for you and your customers. In the 
NEW BRITAIN, CONN. : future, we urge you to continue your 
Blackhawk Hand Tool purchases from us 
We are rightfully proud to become the at New Britain 
exclusive manufacturer of Blackhawk -+hanges in presen 
Hand Tools. Our purchase of this Line bers, design 
permits us to broaden our present dis- 
tribution and to more fully utilize our 
manufacturing facilities. We pledge back- 
ing up the Blackhawk Warranty on Hand 
Tools —both to present Blackhawk Hand 
Tool owners and future buyers. 
You may also be assured that we are 
committed to the same policies of top 
quality, design, and manufacture which 
hove made Blackhawk Hand Tools famous. 














Cordially, 


grrr 
Ralph S. Howe 


BLACKHAWEK uanp Toots 


THE NEW BRITAIN MACHINE CoO., NEW BRITAIN, CONN. 
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to help you sell, 


JEFFREY advertises 


these products nationally 


INVETING + PROCESSING +- MINING 
EQUIPMENT + TRANSMISSION MACHINERY 


CONTRACT MANUFACTURING 


The Jeffrey Manufacturing Co., Columbus 16, Ohio 
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Safe, Tight 
aig - Trouble-free 


. «+ with union body-bonnet joint on 125 OIC design reduces maintenance costs 
ib., 150 tb., 200 Ib. pressure classes Necessity for stem replacement can be 
forgotten, because stems are special, long- 
lived OIC Alley-40. This sturdy materia! 
eliminates galling and seizing and contrib- 
utes to Casy Operation 


Be safer—and save! Greater operating safety, 
positive shutoff, and low upkeep costs are 
the prime advantages of modern OIC bronze 


gate valve designs in all pressure classes. 
Stem threads are never exposed to line 


Union ring nut provides fluids in open or closed positions (125 Ib 
safety-tight body-bonnet joint and 150 Ib.), preventing thread abrasion 


The separate union nut seals the bonnetand from line fluids or suspended solids 


body mating surfaces, effecting a tight, leak- All pressure parts are designed for maxi- 
proof joint. Possibility of distorting body mum strength, and working partsarehydro- 
and bonnet during disassembly and assem- statically tested for positive sealing and 
bly and of loosening the joint during opera- seating. Write for our folder, No. 1006. 
tion are virtually eliminated. Order from your OIC distribvtor. 


THE OHIO INJECTOR COMPANY « WADSWORTH, OHIO 
FE « FORGED & CAST STEEL, LUBRICATED PLUG, 
A LV BRONZE & IRON VALVES 
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NOW! YOU CAN ACTUALLY SHOW YOUR CUSTOMERS 


a 


PENEIR 


of rust to bare metal as seen 


The greatest concentration of Rust-Oleum advertising in history is placing the results of this 
important research before your customers and prospects! Dramatic four-page advertisements 
in color in twenty leading business publications such as MILL & FACTORY, FACTORY, and 
PURCHASING, etc.—powerful two-page advertisements in TIME MAGAZINE, NEWS- 
WEEK, and BUSINESS WEEK! Rust-Oleum advertising like this will continue all through 
1956 . . . showing your customers and prospects just how Rust-Oleum penetrates through . 
rust to bare metal. 

Think what this important development means to you! You can prove Rust-Oleum 
penetration by your rusted panel demonstrations —AND NOW YOU CAN SHOW 
IRREFUTABLE PROOF OF PENETRATION as revealed by actual Geiger 

Counter tracing! This remarkable penetration by Rust-Oleum’s specially-processed 

fish oil vehicle is the difference between Rust-Oleum and ordinary materials! 

Use Rust-Oleum’s specially-prepared sales tools to go over this story of 

penetration with your accounts . .. show them the thirty-page report 

on Rust-Oleum penetration prepared by Battelle Memorial Institute 

technologists ... go over the results page-by-page with them. 

Rust-Oleum penetration of rust to bare metal can save 

your customers thousands of dollars in costly surface 

preparations . .. and it can mean thousands of dollars 

in additional Rust-Oleum sales for you. 


itivetration of cross sec 
tien eof rusted metol 
cooted with Rust-Oleum 
fentorged 150 times) 





THIS POWERFUL STORY 
1S FEATURED IN — 


FACTORY 

MILL & FACTORY 
PLANT ENGINEERING 
THE PLANT 
PURCHASING 


MECHANICAL 
ENGINEERING 


CONSTRUCTION 
EQUIPMENT 


ARCHITECTURAL 
RECORD 


WESTERN INDUSTRY 

TIME MAGAZINE 

NEWSWEEK 

BUSINESS WEEK 
and 50 

other important 

publications 


There is only one Rust-Oleum. .. it is distinctive as your own fingerprint. 


throu eb the “eyes 0 yf rad: loactivity! 


Your Greatest Sales Tool! 


Be sure that each of your 

customers and prospects 

knows the facts in your com- 

plete thirty-page report on 

Rust-Oleum penetration, pre- 

pared by Battelle Memorial 

Institute technologists. It cov- 

ers in detail the methods, pro- 

cedures, and results of nearly 

three years radioactive research. It is registered in your name 
and is your most important Rust-Oleum sales tool! Remem 
ber—you sell the only one of its kind in the world ir 
Rust-Oleum. The results of this important research serve to 
emphasize the fact that Rust-Oleum is distinctive as you: 
own fingerprint. 


. = ; mn : RUST-OLEUM 


Distance from Coat 


i 
i 
Rust-Oleum penetration through rust to bore metal as | 
recorded by Geiger Counter is shown on the graph 
i 
Reo Ge Gs ap an as Gepenanes _-. - | F FS Oe. U.LUm 


obove in “Percentage of Surface Radicactivity’’ figures 
RUST-OLEUM CORPORATION «+ 2415 Oakton Street —Evanston, Iilinois 


i. 


ct 
Rust-Oleum Coating 


Radioa 





At Minnesota Mining and Manufacturing Company (known as “3 M’"'). they say 


‘‘He’s America’s No. 1 


“Need a ‘Scotch’ brand tape for grafting trees? W rapping a 
new automobile? Splicing a rug? 

We have "em — and hundreds more,” says “3 M” Exe 
utive Vice-President L. F. Weyand. “No wonder they 
me the ‘stick-up man 

But there's one kind of sticky tape you won't find around 
here, and that’s red tape. When our dealers or customers 


ask for a shipment in a hurry, we take them at their word 





stick-up man!”’ 


ind the shipment is delivered in a 


lepend on Air Express. We prove it 
What's more, we save money by 
shipment from St. Paul to Miami, 


oor to door (one charge). That's 


uir carrier — and the service just 


Air Express ro 


Gers THERE FIRST via US. Scheduled Airlines 


CALL AIF EXPRESS ... division of RAILWAY EXPRESS AGENCY 
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Why RB&W Distributors rarely ( 
lose a fastener sale— 





. T 800 times the number of 


fasteners in this picture gives you the 
answer to why RB&W Distributors 
rarely, if ever, lose a sale 

RB&W makes and stocks close to 
250,000 different fastener types and 
sizes—the most complete line in the 
field 

That's why RB&W Distributors can 
always satisfy customer needs ... give 
better service ...and sell more 
fasteners 








Breadth of line is only one reason 
why so many distributors prefer to 
handle RB&W. They know they can 
also count on RB&W’s 110-year repu- 
tation for reliability of product, serv- 
ice and supply. 


If you're losing sales now because of 
limited lines or inadequate service, 
contact your nearest RB&W sales office. 
Or write direct to Russell, Burdsall & 
Ward Bolt and Nut Company, Port 
Chester, N. Y. 


<<) 





SIX GOOD ;|REASONS WHY IT PAYS 
TO STOCK HB4W FASTENERS @ / ? q100n year 


1. The most complete line 5. Best advertising support 
in the field. . in all leading publications 
_ including Fortune, tron Age, 


2. Uniform quality through- . lis, Po. 
‘ q y s «' Steel, Mill & Factory, etc Plants et: Port Chester N. Y., Corcopolis, Po 


out the line. Rock Fails, til; los Angeles, Calif. Additional 
3. Complete reliability of +62 The original “upside- sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
supply from fvil stocks of Bown" pockege — extra Detroit; Chicego; Delles; Sen Francisco. Soles 
all plonts. strong for no-spill, quick egents ot: Milwovkee, New Orleans, Denver, 
4. Fast, accurate and friend. end easy handling. Seattle. Distributors from coas! to coast. 

ly service. 
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rm SIMONDS 


OFFERS A O 
a 
Complete Line of ¢ 
“RED TANG’ FILES 


AMERICAN PATTERN * “AMERICAN-SWISS” SWISS PATTERN 
“VIXEN” MILLED CURVED TOOTH * ROTARY FILES and BURRS 


SIMONDS famous “Red Tang” File Line now includes 
ALL TYPES OF FILES for every purpose: machine shop, 
saw filing, die making, precision craftsmen, automotive, 
aircraft, pattern makers, foundries, railroad and shipyards, 
garages and for special applications. 

All are Grade A only . . . backed by SIMONDS reputation 
for outstanding quality, dependability and service. 

Here is an exceptional opportunity to centralize your file 
buying and be a Full Line Simonds File Distributor with in- 
creased potential sales through complete file service for 
your customers with additional profit for you. Ask your 
nearest Simonds Factory Branch for Full Line file distribu- 


Red TanQ's : torship details. 
AMERICAN 
PATTERN FILES 
and RASPS 





//o| 


ROTARY 
FILES 


ut Ground-from-Solid . Carbide 


For Fast Service 
from 
Complete Stocks 


SIMONDS 
.. industrial Suppty 
& OSTRIBUTOR 


‘| SIMONDS. 


| SAW AND STEEL CO 


FITCHBURG, MASS. 


io Boston, Chicage Sen Francisco ond Portland, Or 
Camed:en Factory 2 Montres!, Que Simonds Divison S.monds Stee! Mii! loclpert, n.Y 
Heller Tool Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phile., Pa., and Arvide, Que., Canada 





Cut your costs with 


AIR COMPRESSORS 


—¥ AIR-HOISTS 
AIR CYLINDERS 


A plentiful supply 


of air to speed production throughout your plant 
is assured with powerful, precision-built Curtis 
Air Compressors. 
® air-cooled, two stage—% to 20 H.P. inclusive 
© water-cooled, single stage—20 to 50 H.P. 
inclusive 
@ Timken tapered main bearings permit easy 
external adjustment 
@ long-life pressure-lubricated connecting rod 
and piston pin bearings 
Tank-mounted compressors in sizes from 
through 15 H.P. inclusive (1 to 78 cu. ft.)—also 
available in base-mounted type. 


Simple and base-mounted compressors from 
through 50 H.P. inclusive (1 to 300 cv. ft.). 





LIFT, LOWER, 
PUSH or PULL 


easily, economically and safely with 
Curtis Air Hoists and Cylinders... 
capacities up to 10 tons. 


@ lower initial cost 
@ lower maintenance costs 
@ smooth operation and 
precision contro! BRACKETED AIR CYLINDERS... canbe 
mounted horizontally or vertically for lifting, 


celt-closing, rotary dies lowering, pushing or pulling. 
self-grinding valves 


| PENDANT AIR HOISTS . . . ideo! for 
| . any lifting or lowering operation. 


FOR COMPLETE INFORMATION ON THIS CURTIS COST-SAVING EQUIPMENT... WRITE TODAY! 
CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 KIENLEN AVENUE - ST. LOUIS 20, MISSOURI cu.a97 


OTHER CURTIS PRODUCTS: Automotive Lifts and High Pressure Car Washers, Commercial and Home Air Conditioning 
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HANDEE Abrasive Saw Blades 


NOW IN NEW SELF SERVICE DISPLAY 


arrov'® 


> 
ande 
iS) 


» 


‘ae 7 
Tw e0eee © 


* 
al od 


Here’s extra profit . . . and you don’t have to do the 
selling. This eye-catching counter salesman will sell 
all the HANDEE blades it holds . . . just as fast as you 


can stock them. It’s a proven red hot, repeat item! 


Holds twelve blades—takes up only 7” x 812” coun- 
ter space. Each blade is individually packaged in at- 
tractive colorful protective envelope. Price is on each 
package and color coded for ready identification be- 


tween general purpose and masonry blades. 


CHICAGO WHEEL a wre. co. 


1101 West Monroe Street © Chicago 7 


Wheel 


does it Again! 


Low investment 
Fast turnover 
Reduce inventory 


NOW no need to stock 
o variety of blades 
Handee blades have a 
universal bushing fits 
most mokes of grinders 
and tools 


HANDEE SAW BLADE DISPLAY INCLUDES: 


Three each of : 7” general purpose blades, 7” masonry 


blades, 8” general purpose blades, 8” masonry blades 


GET THE FACTS MAIL THE COUPON TODAY 


CHICAGO WHEEL & MFG.CO 
1101 W. Monroe St., Chicago, Illinois, Dept. ID 
Gentlemen. Please send me the fo owing information checked 
below 
Informotion or HANDEFE Chicag Whee Abrasive 
Abrasive Saw Bilodes franchise information for 
the complete line 
Nome 


Company 


Address 
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TO SERVE YOU BETTER 


Starrett Cbuntunted 


THREE NEW 
HACKSAW BLADES 


Starrett announces three outstanding new hacksaw 


blades... blades of proven quality backed by striking 





new merchandising features that are bound to boost 
your hacksaw sales. 

Precision made by the ‘‘World’s Greatest Tool- 
makers’’, production-proved in the Starrett Testing 
Laboratory these new blades have stand-out appear- 
ance to match their stand-out quality and value. 

Distinctively color-identified, with easy-to-remem- 
ber trade names, packaged in heavy duty protective 
boxes featuring a colorful red and yellow design, 
these new Starrett blades will give your customers 
performance they won't forget from blades they will 


always remember. 


SINCE 1880 


NDUSTRIAL . WORLD'S GREATEST TOOLMAKERS 
DISTRIBUTOR oO \ 
7 THE L. S. STARRETT COMPANY 
ATHOL, MASSACHUSETTS, U. S. A. 




































STARRETT REDSTRIPE® SM 


Alloy High Speed Steel Power and Hand 
Combining the newest developments in hect treat- 
hard, long-wearing qualities of special high speed 

for extra toughness and high speed 
moterials with heavier speeds and feeds. 


ETT GREENSTRIPE’ SAFEFLEX® ® 
Power Blades and Hard Edge — Fiexi- er 


Bledes — Power biades are shatterproof 

. . - double- to give you the safest, straightest cutting, 
power blades ever made. Hand blades combine 

edge and tough, flexible back to make them 





ap © 


VESTRIPE® 


Steel Power and Hand Blades — 
speed production sawing of 


etc. Also the blade to use on run-of-shop jobs becouse 
one pitch of teeth will cut a wider range of metols. 


TANDARD 


Hand Hacksaw Biades — Three types to fit all stondard 
hand hacksaw frames .. . ALL-HARD for bench sawing, HARD 
£DGE-FLEXIBLE BACK for general purpose sawing and SEMI- 
FLEX for tough, blade-killing jobs. 






75 Years of 
Precision Toolmaking 





Instant Brand Rece gnition 
Foster Blade Identification 


DISTINCTIVE NEW PACKAGE AND LABEL DESIGN ao) SP 


Ordering Stocking 
, C Ane . 








i., 


ATHOL, MASSACHUSETTS, U. S. A. 























DOWEL PINS 
FACTS eel 


Accurate enough to be used as roller bearings or toggle pivots . 7 
HMS dowel pins are the most precise standard fasteners made — ; ; 


= - é 


and they‘re priced right : 
High precision is only a part of HMS service. Should you find D @) W E L Pp | N S 


yourself short of stock to meet a customer's needs, remember 
®@ Most 


precise stand 
we can ship any of 2371 items within 24 hours. In fact, most avd tusienes made 

orders are shipped the same day they are received. Our order 0002 0000 
and shipping departments are geared to help you make friends eS 
with purchasing agents. inch specification . of 


if you don’t have the HMS catalog please write for your copy 8 RMS 


_ Made with extra hard 


THE HARTFORD MACHINE SCREW COMPANY exterior wurface ond 


re to stand drivinx 
10! DEERFIELD ROAD HARTFORD 2, CONNECTICUT , g 


ms “So 
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without mushrooming 























Bob Dills Ralph Miller 
President Vice President 









“We've found the key to foster, mere profitable 
soles,"’ soy executives of Dills Supply Compony, Deoy- 
ton, Obtic. ‘Whenever we find « need for versotile 
lubriceting equipment — power os «el! os hond guns — 


 ALEMITE PLAN'S’ 


lubrikarts equipped to meet specific needs 


One of five Alemite basic plans to 
A flexible plan —pick the 


simplify and speed your sales — equipment to fit the plant! 
Sell by the plan for profit! 







The Lubrikert, basis 
of Pian **E.*" 





When you find a plant that needs a variety of lubri- 
cants and special hand-guns for bearings all over the 
area — then you have found the place to have a very 
profitable conversation about Alemite Plan “E.” Lu- 
brikarts equipped right from stock to meet the needs 
of the particular plant. It’s a “tailor-znmade” sale! 
All you do is determine which power guns are 
needed, which specialized grease-guns, which lubri- 
cants —all items you supply right from stocks. 
Then explain to your customer how he benefits, : 
saves money on lubrication down-time, and gets all 
the advantages of power-lubrication right at the plan and multiply profits! 
machine. 








Assembly is simple, unit 
corries @ veriety of lwbri 
conts, guns, tools 












Explain how lubricant is protected all the way Free.. © Use this coupon to get your copy 
from barre] to bearing —the increased lubrication- of the Alemite “5 Plans for Better Plont 
protection his machines receive—the savings in main- Lubricetion.”’ It helps you SELL! 
tenance, longer machine life. And then—get out your ALEMITE, Dept. H-115, 1850 Diversey Porkwey 
order blanks! 3 Chicage 14, Illinois 
Nome bate 














ALEMITE 


Ask Anyone In Industry 
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Cratement 


of 
sales Polic 


EARN MORE 


though Guaranteed Sales Policy Paton... 


PLUS ENGINEERING SERVICE 


Proof of MILFORD’s belief that the only logical, profitable way to sell Saw Blades is through Industrial 
Distributors can be found in the MILFORD Statement of Sales Policy. First published in 1933, strengthened 
in 1952, the MILFORD Sales Policy guarantees to MILFORD Distributors the benefits from the sales they have 


worked to develop. 

And that's the keystone of MILFORD Engineering Service. Apart from its recognized technical competence 
. . . both in the factory and in the field ... MILFORD Engineering Service supports the MILFORD Distributor. 
That's because a MILFORD Engineer, either out of New Haven or from the territory, is always working 
FOR che Distributor. 

As MILFORD Distributors prosper . . . so does MILFORD. That's why MILFORD Saw Blades, regardless 
of who sells them, always reach the end-user through MILFORD Franchised Distributors. 


THE HENRY G. THOMPSON & SON COMPANY 


Saw Blade Specialists for over 75 Years 
NEW HAVEN 5S, CONNECTICUT 





Profile and Band Saw Blades + Hand and Power Hack Saw Blades 
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Available for immediate delivery— 


NEW! Finished Bore 


Morse Roller Chain Sprockets 


Stock Bores 
%" to 1%” 
%,” to 1%’ 
%” to 1's” 


2 is” to 23 16 


wiaty ond Depth 


wx 


MORSE, 


CHAINS, CLUTCHES, 
AND COUPLINGS 


Morse Offers You a Complete Off-the-Shelf Line of Roller Chain 
Products—Packaged Roller Chain and Parts—Stock Taper Lock 
Sprockets, and Now—Finished Bore Sprockets 





immediate delivery from warehouse stocks 
Popular-sized Finished Bores complete with keyway and setscrew 


Ready for immediate installation . . . 


Reasonably priced 


no reworking necessary 


Quality, high carbon steel, ready for hardening 


Now you can nail down those 
rush orders for popular-sized 
sprockets by expanding your 
stock sprocket inventory to in- 
clude Finished Bore Morse 
Roller Chain Sprockets. With 
these new sprockets, you save 
the time needed to rework them 
to customer specifications. You 
can fill orders quickly, direct 
from your own stockroom. 


Finished Bore Morse Roller 
Chain Sprockets are supplied in 
Type-B single widths, %” 
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through 1” pitch, in a wide 
variety of popular tooth sizes. 
Bores are accurately finished 
and concentric to sprocket pitch. 
Put new Morse Finished Bore 
Sprockets in stock now. And, 
investigate the many advantages 
of handling Morse HY-VO 
Drives, Clutches, Couplings, 
Roller Chain, Silent Chain, and 
Sprockets. 

Morse Chain Company, 

Industrial Sales Division, 

Ithaca, New York. 











ny 
WITT 
\\ ee 

ALLAAH TLL PP PRAERRPR POPPER EPP ij 


Wii WTI ANN Wii A }} Wil} 


: MD WW WN}}} 


~ 





INDUSTRIAL DISTRIBUTION * NOVEMBER, 1955 





VA 


1H} AL TULL 


7 


1 hh ‘1 rh : 
bah 7 HME WT 


7 
2 





INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 1955 

















it's a gear, of course! But, what kind—pinion . . . intermediate 
gear... drive gear... spur gear? All of these names are used. 


Gear is the correct classification, but how do you 
correctly identify this item in your inventory? 
Different names for one item can only result in 
confusion that will eventually affect every phase of 
your operation. Confusion that “Profit 
Leaks,” resulting from difficulty interpreting requi- 


causes 
sitions . . . different names and different costs for 
identical items . . . excessive inventory investment 

. errors in record keeping . . 
production . . . delays in plant maintenance .. . high 


. costly delays in 


operating costs from excessive machine downtime 


. and, loss of sales and customer goodwill 

Commodity Classification stops these profit leaks. 
It identifies, classifies, numbers and catalogs many 
items to fit into one simple system which everyone 
can understand and use 

Commodity Classification at the Heckethorn 
Manufacturing & Supply Company reduced 10,000 
operating and maintenance items into only eight 
classes of material identified these items by 
stock numbers controlled and simplified the 
entire operation with visible signaling. 


Find out how Commodity Classification can mean increased efficiency and lowered costs 


for you. Ask for free, illustrated Case History CH973, and read how Heckethorn reduced 
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DIVISION OF SPERRY RAND CORPORATION 
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Which is the 


...the unusually LARGE one 
that’s hard to find 


One of the advantages CleCap distributors enjoy is the knowl- 
edge that when a customer wants some of those BIG cap screws, 
the chances are 9 out of 10 we can ship them the same day. 


CleCap makes ‘em regularly from %" to 2%" diameters, any 
length required—ferrous and non-ferrous . . . and we stock a lot 
of unusual sizes, nearly 10,000 different items last count 


That’s another reason for dealing with The cap screw specialists 
of the country. You also get unbeatable top-quality fasteners . . . 
PLUS a CleCap crew that has a long-made rep for “busting a leg” 
to get you what you want at the right time to keep customers 


happy. 


What happens to your profits when late deliveries result in can- 
celled orders? Put your cap screw needs up to CleCap...and relax! 


The Cleveland Cap Screw Co. WAREHOUSES 


Chic + Philadelphia « New York 
2931 EAST 79TH STREET + CLEVELAND 4, OHIO ‘enenet aaae 


VU Ican 3-3700 TWX CV42 


Mii ih 


AAALALLAALAAALALALAAALA___......  « 


cueverann 776 (ual rasteners 


Ferrous and Non-Ferrous: Bright, High Carbon and Alloy Steel Heat Treated, 
Brass, Silicon Bronze, Stainless Steel 
Hex Head Cap Screws: 4” to 2%" dia. Set Screws—Square Head: 4" to 1%" dia. 
Socket Head Cap and Set Screws — Plain and Milled Studs: 4" to 1%" dia. 
Kaurled: %" to 1%" dia. Also Flat and Place Bolts: 4" to 1%" dia. 
Button Head Styles. Structural Bolts to ASTM Specification A325 
Flat Head Cap Screws: 4" to 1” dia. Tractor Bolts 
Fillister Head: 4%" to 1” dia. Special Hot and Cold Headed Parts 


Facilities to make larger diameters than listed. 


Originators of the Kaufman Qasr) Process 
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DISTRIBUTORS Sw, 


AND 


DISTRIBUTOR SALESMAN 

Are YOU — ‘‘Cashing-in’’ on this ;> gy 

IMPORTANT part of the ARMSTRONG j 
ere 


line by carrying adequate stocks and pro- 
moting sales on ARMSTRONG SET-UP 
and HOLD-DOWN TOOLS? 
ARMSTRONG Set-up and Hold-Down 
Tools reduce setting-up time—keep men 
and machines producing. Designed for 
NON-SKID use on planers, drill presses, milling ma- 
pace chines, etc., they hold work securely and 
rigidly, and thereby reduce spoilage and 
prevent costly accidents. 
ARMSTRONG Bulletin SUT gives com- 
plete information. 


es Write for Circular 


UNIVERSAL CLAMP 


T-SLOT BOLTS AND NUTS 


RD ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
205 W. ARMSTRONG AVE CHICAGO 30, U.S.A 
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WARREN- 
TEED 
SLEDGES 


TRUE-FACED FOR 
ACCURATE STRIKING 


WAR AY TEED 


WARREN TOOL CORPORATION 


Memufacturcrs of Warren-Teed and Devil railway track tools 
General Offices : Warren, Ohle 


Export Division 30 Charch St... New Yort 7. N. Y. 


Rugged Warren-Teed sledges hit harder on 

every blow because their EXCLUSIVE MACHINE- 
TURNED FACES make direct point-to-point 
contact regardless of how you strike—high, low 
or on the nose. Each face is polished to an exact 
6-inch radius and protected with a clear, tough 
lacquer. All Warren-Teed tools are forged from 
special high carbon, heat treated steel. They're 
rugged—-stand up under the most severe use. Quality 


buyers spot these outstanding features quickly. 


Buy and sell Warren-Teed tools in 
easy-to-displey- and-stock cartons 
with or without hendles inserted 
You sell more end profit more 
when you sell the best—Werren- 
Teed tools 


WRITE FOR 
NEW CATALOG 
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At Detrex Corporation, Detroit, workman slips a snug fitting Johnson Bronze Bearing into place 
on the shaft of an idler arm of this compact Rotary Gyro Degreaser. Idler arms move in “ferris 
wheel” motion to rotate heavy baskets filled with parts to be degreased. 


Distributors Increase Sales With 
Johnson General Purpose Bearings 


By having adequate stocks of Johnson’s Gen- 
eral Purpose Bronze Bearings on hand many 
distributors have developed steadily increas- 
ing business which shows up as a bright spot 
on the profit side of their ledgers. They 
report that Johnson’s equitable price policy 

its fast delivery —help from field engineers 
and wide range of more than 900 stock sizes 
of GP bearings are responsible for their 
higher volume. 

Take the distributor serving the Detrex 
Corporation in Detroit as an example. He 
supplies them with cast bronze general pur- 
pose bearings for their full line of unique, 
automatic degreasers, washers and dryclean- 
ing equipment used to remove oil and grease 


from parts in process. Detrex uses Johnson 
bearings because they want the best in qual- 
ity to avoid any maintenance problems with 
their equipment. The uniform quality, plus 
the service and competitive price of Johnson 
bearings, made it possible for this distributor 
to get the business, expand it and enjoy the 
repeat orders. 

Volume business like this can be developed 
in your territory, too, when you stock John- 
son General Purpose Bearings—and remem- 
ber, your inventories backed by Johnson 
warehouses in 24 cities provide the means for 
fast service. For information, write Johnson 
Bronze Company, 535 South Mill Street, 
New Castle, Pennsylvania. 


, tk = 


ath, 


LEDALOYL 
over 400 sizes 


ELECTRIC MOTOR 
over 350 sizes 


UNIVERSAL BRONZE BARS 
over 400 sizes 


GENERAL PURPOSE 


over 900 sizes 


GRAPHITED 
over 175 sizes 
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STANDARD TOOL 


... ering [udlubly since 1881 


@ The Standard Too! Man, Serving Industry Since 
1881, can recommend changes in drill grinds, speeds 
and feeds that will enable you to make substantial 
savings in your plant. 

The Standard Tool Man is a specialist in cutting metal 
and cutting costs. His service is backed by Standard’s 
modern research laboratory. He is at your service with- 


a out obligation. 


Call him! 





Complete line stocked by the Standard Tool Distributer in your area 


TANDARD |OOL. “( Jal 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 








FACTORY BRANCHES IW NEW YORK «© DETROIT « CHICAGO DALLAS © SAN FRANCISCO . 


+ 














THIS NEW 


WALKER-TURNER 
AIR FEED 








is a sure-fire “door opener” ! 






SELL IT for Walker-Turner Drill Presses 


Whenever you're selling a fine, sturdy, 
dependable Walker-Turner Drill Press for 
repetitive production work—demonstrate 
this Air Feed. Your customer can see it 
saving time and money in his own plant. 
Result: an extra sale for you. 



























Available with 4” and 6” spindle travel, 
in 15” and 20” models . . . prices, includ- 
ing motor, start at $353.00. 














SELL IT for any “W-T type” Drill Press 


Every drill press that’s used for repetitive 
production work is a likely sale for this 
new Walker-Turner Air Feed! Demon- 
strate the time and money saving — and 
you're right on top of a sale! 

Air Feed Attachment alone — 4” and 6” 
spindle travel; for 15” and 20” drill 
presses ... prices start at $185.00. 










This new Walker-Turner Air Feed Attachment converts 
any Walker-Turner, or W-T type drill press, up to 1” 
capacity, to automatic cycling for production drilling and 
mortising. Gives sensitive automatic feed control for a 






















wide variety of production operations in metal or wood. 
100% PNEUMATIC! EASY TO INSTALL! No machin- 
ing, no electrical connections. Installs in about 10 
minutes. Maintenance is practically nil. 







For any installation where normal air-checking is not 
sufficient, this special hydraulic valve is available. Can 
be quickly attached to any model W-T Air Feed. Valve 
is self-contained, requires a minimum of maintenance. 
One easy adjustment permits press to be used without 
hydraulic check valve. 





Write today for catalog and complete specifications 
Some Walker-Turner Distributorships are still available. Check with us on your own locality. 


WALKER-TURNER 


¢ DIVISION » 
KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N.J. 


DRILL PRESSES — Hund end Power Feed AIR FEED DRILL PRESS ATTACHMENT . RADIAL DRILLS 
Weed end Metal Cutting BAND SAWS . TUTING ARBOR SAWS RADIAL SAWS © JIGSAWS @ LATHES 
° SPINDLE SHAPERS ° JOINTERS * BELT AND DISC SURFACERS . FLEXIBLE SHAFT MACHINES 
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DRIP PROOF—1/20 to 3/4 HP. 


AC., Single or Polyphose 
Send for Bulletin 1-5P1 


RIGID BASE, OPEN TYPE, PROTECTED 
1 to 400 H.P.—A.C., Single or Polyphase 
Moy be used in ploce of splash proof... 
screens available for rodent protection. 
Send for Bulletin 6-1P1 


FLANGE BRACKET (NEMA “D") 
Round, short frame— for horizontal 
or vertical operation 
Send for Bulletin 6-iP1 


SELECTIVE SPEED DRIVES 
1 to 150 HP. 
Offering ao Wide Range of Closely 
Controlled Speeds 
Send for Bulletin 11-1P1 


GEAR MOTORS—1 to 125 HP. (parallel) 
Ve to 3 HP. (right angle or parallel) 
A.C. or D.C., Speed to fit your need 

Send for Bulletin 4-1P31 








Your motor sales opportunities 
are greater with 


CUSHION BASE, OPEN TYPE, 
PROTECTED—1/20 to 5 HP. 
AC.., Single or Polyphase 
Send for Bulletin 6-1P 1 


FACE TYPE SRACKET (NEMA “C”) 
With feet for motor-mounted equipment 
Send for Bulletin 6-1P! 





Js 


TOTALLY ENCLOSED FAN COOLED 
1 to 100 HP, A.C., Single or Polyphase 
Send for Bulletin 6-1P! 


Go 


EXPLOSION PROOF MOTORS 
2 to 100 HP. 
UL approve! Closs |, “C” ond “D” 
Closs ll, “E,” “F" and “G" 
Send for Bulletin 6-1P45 


Century Performance-Rating means that you can select 
precisely the right motor size, speed, frame, mounting and 
torque characteristics to fit the needs of each installation. 


Performance-Rated@ 


a uP. Mail this coupon for FREE bulletins 


CENTURY ELECTRIC COMPANY 


1806 Pine St., St. Lovis 3, Mo. + Offices ond Stock Points in Principal Cities 


To CENTURY ELECTRIC COMPANY, 1606 Pine Street, St. Louis 3, Mo 


Please send me the following bulletins: 


(fill in numbers here) 


Nome 
Compony 
Address 
City 
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a package 
PLAN that makes PROFITS 


for distributors of 
INDUSTRIAL RUBBER PRODUCTS 


©.: selective distribution 


plan can put you in line for steady sales, good profits. 





Every one of your customers is a buyer of something 
in the complete Quaker and Quaker Pioneer line 

of industrial rubber products. Quaker and Quaker 
Pioneer unexcelled quality is backed by conveniently 
located warehouse stocks, help from factory 
representatives, a national advertising campaign, direct 
mail campaign, a complete assortment of product 
literature and other selling aids. Write today and we 


will arrange to give you the whole story quickly. 


BACK IN 1911, THE FIRST YEAR OF THIS PUBLICATION, 
QUAKER WAS ADVERTISING TO AND FOR THE 
INDUSTRIAL DISTRIBUTORS. 





QUAKER RUBBER CORPORATION . 


Philtadeiphia 24, Pennsyivania 


QUAKER PIONEER RUBBER MILLS 


San Francisco 7, California 


40 SMUNIAIG 





HK. PORTER COMPANY, IN. 
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guarantee 


repeat sales 
with 


ABNNUE 


uniform quality 


@ STRONGER—higher tensile strength, no sand 
holes. 


@® TAPER TAPPED —all pipe threads tapered to 
ensure leak-proof joints in every installation. 


@ PROTECTED—galvanized fittings zinc plated 
after fabrication for maximum protection of all 
surfaces, including threads. 


@ CARTONED-—for extra convenience in handling, 
eliminates damage and inventory loss. 


* ALL CAPITOL FITTINGS MEET FEDERAL 
SPECIFICATIONS 


[nn 
i 


(HNN 
r 
mn 





MFG. & SUPPLY CO. 
COLUMBUS, OHIO 
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DIAMOND 


ROLLER 
CHAIN 
DRIVES 


<< 


From motor to driven shaft, one shaft to another 





or several,—you will find smooth running, non- 
slipping Diamond Roller Chain in the pitch size, 
length, single or multiple strand—that will solve 
the problem, maintain 98-99 per cent efficiency 
and 100 per cent speed ratio. 


Your production is maintained at the level 
desired, with no unnecessary time out for 


adjustments or frequent repairs ... You can make 





greater use of Diamond Roller Chain now 
than you have in the past,—plenty of applications 





that will further improve your overall 
> eehanagali DIAMOND CHAIN COMPANY, Inc. 
output economically. Where High Quolity is Traditional 
Stock Roller Chains and Sprockets are carried Sept. 468, 463 Kentucky Ave., indienapelis 7, indi 
by Diamend Distributors all over the country— The user of Diamond Roller Chains and Sprockets is as near to your 
. stock as his telephone. Diamond national industrial advertisements 
for handy reference write for Stock Catalog 754. hiteds Gin memage—“Seo the desified eadien of yur el 


telephone directory for the address of your Diamond distributor 


STOCK CHAINS & SPROCKETS 


mosses, | Ife Roller Chain 








Sprockets 
cmmne | 64 DIAMOND 
——* * How te select Stock Roller 
— Cheia Orives 
* Ready-to-use chain length tables eaot te mane 


© Table of speed ratios for sprocket combinations 
© Sprocket selection tables for chains, all pitches 
© Stainless Stee! and Bronze chains 
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JFACTURING CO. 


MANSFIELD - MASSACHUSETTS 
Division of Union Twist Drill Co. TAPS -DIES . SCREW PLATES . GAGES 
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Which chain problem is yours? 





Your Republic Chain Distributor can come up with the answer... 


Is your problem one of corrosion-resistance, such 
as that solved by the Republic Chain application 
illustrated at right? Or is hoisting, hauling, holding, 
towing, bundling? Or is it a selection of chain for 
use with the product you make? 

In any case, you'll want to be sure of your chain- 
maker. Republic backs its chain distributors with 
these vital services: 


COMPLETE LINE— Your Republic Chain Distribu- 
tor offers a complete line of every type and size of 
welded and weldless chain, chain slings, attach- 
ments and accessories in all standard and special 
carbon, alloy and stainless steel analyses. 


DEPENDABLE DELIVERY AND SERVICE—His own 
stocks of chain are backed by Republic Round Chain 
plants and warehouses strategically located in prin- 
cipal cities from coast to coast. You get exactly the 
chain you need in a hurry, eliminating costly down- 
time and delays. 


ENGINEERING — He has at his disposal the services 
of Republic’s Field Engineering Department— 


staffed by competent chain engineers thoroughly 
trained to handle all types of chain problems. 


QUALITY PRODUCTS—When you buy chain from 
your Republic Distributor, you're assured of a top- 
quality product in every sense of the word. Repub- 
lic uses its own ores, makes its own steels, rolls its 
own bars, draws its own wire. In fact, Republic is 
the only chain producer who can control quality 
at every stage of production from raw material to 
finished product. 


RESEARCH — Your Republic Chain Distributor 
offers you further assurance of top quality because 
he’s backed by a research program devoted to the 
continuous task of improving chain. Republic re- 
search is always at work, from selection of mate- 
rials through forming, welding, heat treating to the 
final inspection of the finished chain. 

So, whether your chain problem is corrosion- 
resistance, materials handling or product applica- 
tions—call your Republic Chain Distributor. He 
can come up with the answer. Mail the coupon for 
the name of your nearby Republic Chain Distributor. 


REPUBLIC STEEL 
Worldli Wdlert Range off Steudlard, Sttels aud, Stiole Proclattl 





HERE'S THE ANSWER TO THE PROGLEM OF MORE SPACE—Truscon Stee! Buildings. 
Whether you need o single building or o well-orranged group, Republic's Truscon 
Division con help you select the right loyout to meet your requirements. You'll get 
@ building that's fire resistant, well lighted, properly ventilated, easy to maintain. 
Truscon engineers will help you from beginning to completion. 


50 


PE PROBLEMS? Republic Stee! Pipe may be the answer. It’s been sat- 
isfying customers for over 40 yeors. Today, the improved Continvous 
Butt Weld process mokes it better than ever, yet it costs no more 
than ordinary pipe. Republic Stee! Pipe has uniform strength and duc- 
tility. It is easily threaded, readily bent. Your Republic Pipe Distributor 
hos it in sizes you want. 
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This advertisement is appearing in the 
interest of Republic Chain Distributors in 
Factory Management and Maintenance, 
lron Age, Steel, and Business Week. 





> 


A Republic Stainless Stee! Quadruple Chain Sling, in service over o year, stubbornly resists the corrosive action of caustic sodo and nitric acid during 
etching operations in the Forge Shop of Aluminum Company of America. The %-inch-diameter, 6-foot lengths of chain were fabricated from stoiniess steel 


i 
; 
4 


\IS\A\ MWY === we 
ee |= 
absent As 


FASTENER PROBLEM? You con get exactly the fasteners you need for 
assembly and maintenance work from more than 20,000 regular types 
and sizes mode ond stocked by Republic. They're always uniform, easy 
to assemble, tough and strong to withstand shock and vibration. Specify 
Republic Fosteners on your next order from your distributor. 


[ ] Ple ase send the 
Distrioutor 
lam als 


I rusco 
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CIRCULAR SAW BLADES 


a preferred fast seller...a preferred higher profit-maker 
a preferred performer...develops sure repeat sales 


Here’s a complete line of outstanding RUGGED AND LONG-LASTING. From the In bench work and portable electric 


wood-cutting blades that commands making of steel to the finished saw. hand sawing, Disston Preferred blades 
an unlimited market! Made for both Disston Preferred Circular Saws are are excellent for ripping, cut-off, 
bench saws and portable electric the product of experienced saw and mitering or finishing. 
hand saws, Preferred blades are a 

steel makers, famous for providing 


needed by woodworking plants, 


lumber yards and industrial shops 
Chey cut fast, cause less motor strain, 


as well as builders, contractors, car- ‘ 
" give better finished surfaces. They 


quality products for wood working 


! 


penters, and “‘do-it-yourselfers.”’ 
take the toughest, gummiest woods 


vast ready-made market already 


pre-sold on Disston quality and in stride, and their accurately milled 


craftsmanship! teeth need less resharpening. 


, industry. write te 


For more information about Disston Preferred circular saws, and other fast-selling Disston tools for the woodwork 


HENRY DISSTON & SONS, INC., 1123 Tacony, Philadelphia 35, Pa. 


il. ete ve me’ ove 


Other factories and branches: Toronto, Ont.; Seattie, Wash.; Chicago, 
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GOOD NEWS FOR YOUR CUSTOMERS in servomechanisms. elec- 
tronic and electrical equipment, miniature devices! FLExLoc Micro 
locknuts were introduced at the Production Engineering Show at 
Chicago, in September, and have been described in all leading engi- 
neering publications. Be sure your custemers hear about them! 

These brand-new FLextoc Micro nuts are much smaller than 


T 
| 


i 
4, 


—s 


regular FLex.iocs, but retain all their mechanical a 
have the same familiar slotted collar with closed-i 
their threads are fully engaged, they lock the nut f 
slong a threaded member without any accessory 
mit designers of miniature equipment to pack mor 
a tiny space. They are made to Class 3B fit 


FLEXLOC MICRO LOCKNUTS MAKE THE NEWS 


THE SILHOUETTE TELLS THE STORY. The Fiextoc Micro (right) is 
much smaller than a regular FLexioc of the same nominal diameter 
with no sacrifice in strength or locking power. The micro locknuts 
are available in brass (cither plain or cadmium plated) or aluminum, 


in sizes ranging from 0-80 to 4-48 


FLEXLOC MICRO NUTS ARE DESCRIBED in a new catalog insert 
Form 2074. How's your stock of sales helps on other FPiexioc 
products? “Things to talk about when selling FLextoc Self-Locking 
Nuts,’ Form 899, is also now available. Catalogs, mailers and price 
lists are indexed in a handy check list we can send you. Keeping 
these in stock and using them will make your locknut business grow! 
And when you plan your own advertising, SPS can help you out 
with photos, clectros and copy. All this material yours for the 
asking. Write Flexloc Locknut Division, STANDARD Paressep Sreet 
Co., Jenkintown 13, P 


STANDARD PRESSED STEEL CO 
FLEXLOC LOCKNUT DIVISION 


JENKINTOWN PENNSYLVANIA 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1955 53 





UNBRAKO Exhibit Steals the 


erst Kee} 


NSILE TEST 


NBRAKD_cor screws 


Met. 


ae TTT, Bia car SCREW l| 
= = 
ii] by) f 


HURRICANE DIANE DEALT SPS A LOW 
BLOW. She snarled transportation sched 
ules; the SPS booth and some equip 
ment failed to make the opening. Ax 
Manager Al Scott (left) and Displays 
Manager Harry Smith improvised signs 
and backdrops, and the show went on 
Missing equipment arrived, however 
soon after the show opened, and the ex- 
hibit was completed as planned (inset) 
In addition to High-Torque UNsRAKO 
set screws, the strength of UNBRAKO cap 
screws was vividly demonstrated. Visitors 
left with the impression that UNBRAKO 
products are practically indestructible! 
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Production Engineering Show 


High-Torque Unbrako 
Promotion Continues 


The new High-Torque UNBRAKO set screw 
was formally introduced at the Produc- 
tion Engineering Show in Chicago in Sep- 
tember. Your customers and prospects 
saw conclusive proof that High-Torque 
UNBRAKOs are everything we've said they 
are in our nation-wide advertising and 
direct-mail program. 

The campaign’s going over with a bang. 
Distributors everywhere are climbing 
aboard the bandwagon. They're sending 
out thousands of catalogs and mailers. 
They're reprinting our ads in their own 
best-pulling publications. They're contrib- 


campaign and THE SCREW IS STRONGER THAN THE KEY. Distributor T. C. Longworth, of 
Barrett Christie, Chicago, Ill., looks on as SPS salesman Tom Breen tightens High- 
harming the 


uting materially to the 
they’re profiting by its success. UNBRAKO 

: ils . Torque UNBRAKO set screw until the key twists and breaks (without 
socket set screw sales are mounting! Are screw). Hundreds of visitors performed the same test. Not a single UNsraxo High- 


you getting your share? Torque set screw failed! 


yer pmeaee 


WHAT LITERATURE DO YOU WEED to intensify 
the nation-wide UNBRAKO Campaign in your area” 
You can double the impact by distributing mailers 
handouts and booklets direct to your customers 
Electros for running ads in your own publications 


OO , 

ire available, too. Order what you need today— 

2 , tens Hee, UNBRAKO SOCKET SCREW DIVISION 
— 


no charge. Unbrako Socket Screw Division, 
STANDARD Pressep Street Co., Jenkintown 13, Pa 
ANEINTOWN PENNSYLVANIA 


STANDARD PRESSED STEEL CO. 
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YOUR CUSTOMERS RESPONDED so well to the sketch technique 
we've been using in our shop equipment ads that we're treating the 
promotion for the new HALLOWELL storage walls that way, too 
These effective ads are designed to make your prospect get his pen- 
cil out and start sketching the combinations of the easy-to-assembie 


drawer tiers, stools, shelving, and storage walls he needs in his plant. 
He's read these in his favorite magazines—why not drive home the 
message by mailing him ad reprints? You can generate interest that 
leads to a lot of sales that way. Let us know how many copies you 
need today—they're yours for the asking 


WHAT’S NEW WITH HALLOWELL 





News that helps you sell 


NEW BULLETIN SELLS SHOP EQUIPMENT. This new shop equip- 
ment bulletin (Form 839) is available in both booklet and 
self-mailer (Form 839A) form. It describes the complete 
HALLOWELL shop equipment line, including shelving, storage 
walls, knock-down cabinets, and portable work benches. For 
your supply, contact Sales Promotion Department, STANDARD 
Pressep Steri Co., Jenkintown 13, Pa. 


STANDARD PRESSED STEEL CO. 
HALLOWELL SHOP EQUIPMENT DIVISION 


JENKINTOWN PENNSYLVANIA 
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here’s a bird in paradise 


He’s not in paradise, really. But he feels so good he might as well be. 
He’s an industrial distributor. Among the products he handles are 
O-B Valves. Now they’re something . . . nothing but top ingot metals, best 
grade of packing and discs, good design all through the line. 

Ohio Brass valves have been making industrial distributors and industria! 
valve users happy for a long time. We've been making quality bronze 
valves since 1888. 

Maybe you would like to join this bird in paradise. If you're 
interested in handling O-B Valves, we'll be glad to discuss our products | 
and policies with you. Just write to Valve Department, Ohio Brass Company, 


Mansfield, Ohio. 
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ONE stock Se | ce ‘ fits FOUR kinds 


of hubs 


G 1ip- Wha ser 
in different 


plate sprocket 
bore sizes 


e p . | az 4. 
2 a= > 
| Or reverse the process and HUB ONE SIDE—Solid 


one hub fits up to 75 different 
Cullman Guishes fixed bore sprockets include standard stock Grip-Master plate spr »ckets. 
aaa Complete with keyways and set- 
screws the Grip-Master sprocket line 
nates alterations— increases “‘over-the-counts 
sales. And replacement costs are way dow: 
since only a plate sprocket is required 
In the smaller sizes Grip-Master tapered 
bushing and “‘fixed-bore”’ sprockets fill out the 
line—offer the same advantages 
In addition, you’re backed up by “‘across- 
the-board” inventories of stock sprockets 
plus roller and conveyor chains for any need. 
, : Take advantage of the complete Cullman USE THIS HUB 
ag —_ mpage: oo byte power transmission line and sell quality that 
Grip Staster goer Ale flexible couplings will reflect in long service life, repeat sales and FOR WELDING 
more profits for yourself 


For the full story on the Cullman Grip 
Master power transmission line—roller 


write direct tor Bolla 2184, or soo SN POWER TRANSMISSION 
“tigate eocanans 10400. ROLLER CHAINS AND SPROCKETS 


REPRESENTATIVES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
CULLMAN WHEEL COMPANY, 13947 ALTGELD STREET CHICAGO 14, ILLINOIS 
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The Johns-Manvi 
acking of he onsh 


. -. one of the leaders i 
in a quality li i 
profitable business in paises: ae ee 
, ckings 


57 


J-M INTERLOCKED 
BRAIDED ROD PACKING 


STYLE #255 


... For customers who want 
a packing that stands UP 
under the severest service 


Where to sell it: This stot order-getter cause Interlocked is braided square, not 
makes steady © r a tough, just pressed into shape, it i 

long-wearing i i ire hard- of contact area, making # 

working sha i ng oF recipro- minimum gland pressure. 


, Fas ree = it boca arated and How itis furnished: interlocked Style No. 255 
> 5008; and hot, one. is supplied in both coil and ring form, lubri- 
erice against caus- cated and graphited, in sizes from yu’ to 1" 
. "For hot oil diameter. (Style No. 253 15 lubricated but not 
graphited.) 


Backed by National adverti 
What its selling points are: Thanks to4 unique leading nation® -ations, 
method of braiding asbestos yarn, Interloc advertising reac - users ine 
has no jac 7 : i portant industrial area—refers them to their 
work loose. The long-fibre asbestos yarns are local J-M Packing Distributor 4s the place to 
strongly interlocked into a dense structure buy. Your selling job *s easier when you pus 
that cannot come apart in service. And be- Johns-Maaville Packings! 


Note to Salesmanagers* For copies of this advertisement for distributso® 
to your sales organizatio®, write Johas-Manville, Box 60, New York 16, N.Y. 
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21,509,599,190 CAC MWikd..- 


VER wonder how many fingerprints there 

are in the world ? We've checked and found 
there are approximately twenty-one and a half 
billion! Amazing? Sure! But more amazing is 
the fact that no two are exactly alike. Each is 
distinctly different . .. an unmistakable “trade 
mark” which identifies its owner ...and its 
owner alone. 
In like manner, the Keystone trade mark is the 
only one of its kind. 


For nearly three-quarters of a century the word 
Keystone and the symbol thereof have been 
used continuously by the Keystone Lubricating 
Company as the registered trade mark for its 
lubricating oils and greases. It has become the 
symbol of quality lubricants, respected 
throughout American industry. 


lnsro 


SPECIHEALIZED 


UJ 


trete Perte tee 


INDUSTRIAL DISTRIBUTION © NOVEMBER 


Yet, we have found that unscrupulous lubri- 
cant manufacturers have made unlawful use 
of the Keystone Company’s trade mark. Take 
warning! The use of the word “Keystone”, 
the Keystone symbol, or any combination 
thereof on lubricants, constitutes an infringe- 
ment of our trade mark rights and an attempt 
to defraud the public. Infringers will be 
prosecuted vigorously to the full extent of 
the law. KEYSTONE LUBRICATING 
COMPANY, 21st, Clearfield and Lippincott 
Sts., Philadelphia 32, Pa., Est. 1884, 


Trade Marks Registered in U. S. Pat. Office; 
also with Commonwealth of Pennsylvania 


oe G Ger. OFF 


LUBRICANTS DZ 
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The cap screw for use where mild steel satisfies the requirements 
of the job and special appearance is not required. Threads are 
accurate for perfect fit. Hexagon heads are clean cut, uniform and 
true for wrenching; machined chamfered points for easy assembly. 


“"HI-CARBS” «: 


These cap screws of high carbon steel are skillfully double heat 
treated in our own modern atmospherically controlled furnaces to 
have maximum strength and toughness. The accurate threads, uni- 
form and true hexagon heads, and machined chamfered points make 
for perfect fit and easy assembly. 


"'SHINYHEADS” (0% (40k. 
“America’s best looking cap screw” 


For that finishing touch on any high quality product where appear- 
ance counts it pays to use “Shinyheads”—made of high carbon steel 
for extra strength. The hexagon heads are finished machined top and 
bottom and faces burnished mirror smooth. Accurate and uniform 
threads and machined chamfered points make for easy assembly and 
perfect fit. 


Only Ferry Cap supplies three lines of hexagon head cap 
screws for all needs. Carried in stock for prompt shipment. 


- 3 Also Set Screws—square head and headless; Fillister Cap Screws; 
*.: .* Flat Head Cap Screws; “Shinyland” Studs. 


. 
: 


& SET SCREW CO. 


2153 SCRANTON ROAD «¢ CLEVELAND 13, OHIO 
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AGAIN...the Biggest News 
in the Cutting Tool Industry 
comes from the 


Morse-Franchised Distributor 


Read off the headlines Morse has made in 
the last few years! Hi-Helix End Mills .. . 


the Ambore Drill . . . Morse Electrolizing 


. new teletype-telegraph network to speed 


up service .. . then the sensational ‘‘Vector- 
matic’’ Ground Taps... 

And now MORSE ADDS CARBIDE 
TOOLS ...to round out the most complete line 
of cutting tools ever offered under one name. 

This means that the Morse-Franchised 
Distributor is in a position to recommend 


the best and most economical cutting tool 


— 





“THE MOST” © 


in cutting tools 


for every job in every plant. . . be it carbon, 
high speed or carbide. He’s backed by 
Morse’s years of experience in carbide tool 
ing . . . and he’s the one man who has the 


most in cutting tools. 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 
(Division of VAN NORMAN CO.) 
Warehouses in New York, Chicogo, Detroit, Dallas, San Francisc« 


Waddddddddaddadddad 





INDUSTRIAL DISTRIBUTION © NOVEMBER, 1955 





It’s a Trio of Opportunities for Industrial Distributors 


3 REASONS WHY YOU'LL 
ELL MORE Tuffy, Slings 


1. FREE SLING HANDBOOK! In a new national advertising 
campaign we’re going to offer a completely new edition of this 
popular Sling Handbook and Rigger’s Manual to every one of 
your prospects and customers. Previous editions reached a circu- 
lation of 85,000. We will turn leads from this advertising over 
to Tuffy distributors for follow-up, sale and profit. 


2. NEW FERRULE AND TUCKED EYE-SPLICE! Both the ferrule 
and splice are exclusive Tuffy features making Tuffy Slings 
easier and safer to work with—and much faster to load and un- 
load. Completely covered with a new smooth edged pressed -on 
ferrule, Tuffy’s tucked eye-splice has super holding power. 


3. PATENTED 9-PART MACHINE BRAIDED WIRE FABRIC! 
It makes Tuffy Slings more flexible, longer lasting, and more 
versatile. It’s another exclusive Tuffy feature that is tough to 
compete against — makes sling sales easier for Tuffy distributors. 
Now more than ever, you have real opportunity with Tuffy 
Slings and Hoist Lines. Don’t delay any longer cashing in on Tuffy’s 
trio of selling advantages. Tuffy’s famous machine braided wire 
fabric, new FREE sling handbook, and ferruled eye-splice are ready 
to go to work for you now. Write us for complete information. 


Sells Slings for You 


See how our new ferrule is squeezed around 
the eye-splice with such terrific pressure that 
its metal virtually flows into the voids of 
the wire fabric. It gives the splice pull out 
resistance equal to, or greater than, the great 
strength of the 9-part machine braided wire 
fabric. Here’s exclusive Tuffy superiority 
prospects will readily buy! 


OUR MILL BRANCH STOCKS 
BACK UP YOUR SALES 


It’s easy to sell Tuffy Hoist Lines to team 
up with Tuffy Slings. Both have extra fea- 
tures to give you good talking points. To 
help you get this business, we have full stocks 
of Tuffy Hoist Lines at more than a dozen 
strategically located Union Wire Rope Branch 
Mill depots. Here’s another example of the 
excellent sales and merchandising support 
you get when you're a Tuffy distributor. 


IT’S FREE! 


Write us now for your 
complimentary copy of the 
new Tuffy Sling Handbook 
so you can see what a 
business helper it can be 
for you. It tells you all 
about our new Tuffy 
factory-fitted slings, Tuffy 
9-part machine braided 


x 


wire fabric and our new 
pressed-on eye-splice 
ferrule. We'll also send 
you complete information 
about the Tuffy distibutor 
plan. No obligation 


REPRINT OF TUFFY ADVERTISEMENT appecring in Notional Safety 
News, Plont Engineer, Foctory Management ond Maintenance, Mill & 
Factory, Steel, Foundry, Steel Equipment and Maintenance News, Pur- 


chasing, Petroleum Refiner 
Hazards mogozines 
odvertising 


Pipe Line industry, ond Occupationcl 
Neorly o million reoders will see this Tuffy 
Thovsends more will buy Tuffy Slings os o result of it 


corporation 


Specialists in high carbon wire, wire rope, braided wire fabric, stress relieved wire and strand. 


2236 Manchester Avenue 


Kansas City 26, Missouri 
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SIMONDS @ 


ABRASIVE CO. 


« 


A “natural” for gas “gi 
DISTRIBUTOR | a 
SELLING a 





RED WHEELS 


REINFORCED 


A lightweight, rigid type reinforced bonded 
grinding wheel for heavy-duty, severe jobs where 
stock removal is given preference over finish. De- 
signed for use on portable disc sanders and right- 
angle portable grinders...ideal for grinding welds, 
removing flash and bead and cleaning up rough, 
ragged surfaces and edges, especially on stain- CONSTRUCTION FEATURES 
less steels. Simex Red Wheels are structurally A Grinding edge 
different—built to deliver peak grinding effi- B Reinforcing fabric on grinding side 


ciency on continued production use! C Reinforced resinoid bonded abrasive 
cutting particles and fibers 


D Spiral safety web backing 
(auto-tire cord construction) 


Standard Items 
D 


























H 


SIMEX Red Wheels are manufactured in depressed 
center shape only—in 7” and 9” diameters and ;” 
and 4” thicknesses. 7<” arbor hole is standard for 
both sizes. Furnished in aluminum oxide abrasive 
grain sizes 24, 46 and 80, in grades of hardness “S”’ 
and “‘H.”’ “‘S” grade is recommended for fast cutting 
action and on the very hard materials and for grinding 
stainless steel surfaces and welds. ‘‘H”’ grade is used 
where wheel life is more important than fast cutting 
action. The standard specification most commonly 
used is 24 grain size and “‘S”’ grade of hardness. 


STANDARD STOCK SIZES 


Wheel No Dia. Thick. Hole Whee! No. Dia. Thick. Hole 
DS7316-S-24 7" x "x 14" DS9316-S-24 9 x "x 14” 


DS7316-H-24 7x &" x %” DS9316-H-24 9x A" x 1%" 
"2% 


DS714-S-24 7°72 "'2 %" DS914-S-24 o”"x "x 
DS714-H-24 7x \"x %" DS914-H-24 9" x\"x 1%" 


How to Order 


SIMEX Depressed Center Wheels: Order by Wheel 
Number consisting of letters DS followed by diameter 
and thickness numerically combined and the grade 
letter and grain size number. 


Pa 


SIMONDS 
ABRASIVE CO. _- MAIN OFFICE AND FACTORY: PHILADELPHIA 37, PA. JEfferson 5-6100 


—_— 


BRANCH WAREHOUSES. Detroit 12. 17155 Conant, FOrest 6 2900 
Chicago 18, 3323 W. Addison St., KEystone 9-8010 © Bostoe 27, 1350 Columbic Sr Boston 8-4520 
Son Francisco 5. 228 First EXbrook 2-4466 © Postland 13, 6500 N. E. Halsey St, ATlantic 2-0933 


Division of 
Simonds Sow and Stee! Co. 
Fitchburg, Moss. 
Other Simonds Companies: Simonds Stee! Mills, Lockport, N. Y_, Heller To . omerst hio, Simonds Coneda Sow Co., Lid. Montreal 
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ELIMINATES EXPENSIVE MACHINING OPERATIONS~— 
PRECISION GROUND, THICKNESS WITHIN .OO1- 
NO DECARB IMMEDIATE DELIVERY 


AMERICAN SAW & MFG. COMPANY - SPRINGFIELD, MASS. 
Hack Saws Band Saws Ground Flat Stock 
“THE TOOLS IN THE PLAID BOX” 


RVRTRAVRARRRRRRERRRRRRRKKTRKRTA|ARRVsKTR VFR RRR RAARVA BA eee 
RERKRASKRRTRRRKRRRRARRKRKTRTKRTKLVKL ARK HSK eK V VS sV see eee 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1955 65 











We're putting our “KNOWS” in your business 


Allen’s Metallurgical Research Facilities Available 
To Socket Screw Users... YOUR CUSTOMERS 


“Can we safely substitute a ¥’ Allen 
Cap Screw for the #” screw we've 
been using? How tightly can a ¥”’ 
Allen Socket Screw be drawn up 
before it breaks? Which will break 
first — the socket head, the screw 
shank or the hex key?” 

This is a problem typical of the 
hundreds submitted every year to 
Allen’s Research Department by 
manufacturers who use socket 
screws. Some questions are 
answered quickly from our experi- 
ence. Others require rigid, scientific 


testing to approximate actual con- 
ditions in which the product is used. 

Our research laboratory, certified 
to do mechanical properties testing, 
conducts tensile strength tests, tor- 
sion tests, Rockwell hardness tests 
... all the precise metallurgical 
measurements needed to answer 
questions about Allen products. 

Whether it’s a yield point analysis 
or a metallographic study that’s 
needed ...Allen metallurgists are 
on call to put their “knows” in your 
. .. Or your customers’ business. 











FOR 
INFORMATION 
WRITE TO 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut 





VTA DAU WA 
hore in Oamund/ 


Wherever cir hose is used... in construction, mining, quarrying, 
shipbuilding, steel mills, foundries and other industria! plants of 
every description... there is a Dixon coupling especially designed 
to assure tight, leakproof connections in the specific service in- 
volved. Three of these couplings are described below, with their 
companion fitting, the “Boss” Self-Honing Air Valve. Not illus- 
trated are “Boss” and “GJ-Boss” Couplings . . . well-known for their 
Outstanding strength and safety on all high-pressure air lines. 


You can sell these Dixon Couplings and Valves with complete 
confidence that they will live up to their reputation for unequalled 
quality, efficiency and economy. 


"BOSS" Self- Honing 

AIR VALVES 

Exceptionally strong ond durable, to 
withstand the rough service involved in 
construction and mining, and to perform 
with equol efficiency on compressors, 
hose lines, pipe lines ond other units re- 
quiring positive, trouble-free cir control. 
Quick-opening; self-adjusting; full flow; 
no packing required. Male or femole ends 


"GJ-BOSS" AIR HAMMER 
COUPLINGS 


The couplings to recommend for heaviest- 
duty rock drilling operotions in construc- 
tion, mining, quorrying. Ground Joint de- 
sign eliminctes replocement of worn or 
lost washers. 


“AIR KING” Zaceh- ¥cting 
AIR HOSE COUPLINGS 


The ideo! coupling for compressor ond 

air hose connections in outdoor ond indoor 

service, ond for water, oil ond genero! - 

spraying copplicetions. Universal Pm 

type, quickly connected and disconnected. uannael / 7 i nme 
Available in mollecble iron, codmium ; 

plated, and bronze. Sizes Ys" to 1". PN 


"DIX-LOCK” Zaudeh- Acting 
AIR HOSE COUPLINGS 


For oir ond pneumatic tools, high pressure 
gos ond hydraulic service. All mole ond 
femole locking ends ore interchangeable, 
regordiess of hose or |. P. T. size. Quick, 
snap-lock connecting oction. Streamlined 
design cossures nect oppecronce ond 
eliminctes snagging. Codmium piloted 
steel, or bross, in sizes %", 4" ond %". 








TO HELP YOU in selling more Dixon products, 


© consistent odvertising schedule is maintained 
in! ing industrial trod rs, dire ies, 
a oar oo ae cher deed D | XO N YY é Coupling Co 


mail material, covering most items, ore ovoil- 


oble with your imprint. ENERAL OFFICES & FACTORY PHILADELPHIA 22 


AiN 
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/“PEATHERWEIGHT” PORTABILITY! Light 

VA bet strong aluminum-alloy frome ond 

shoes! Just o breeze to carry this bender 
cround floor or overhead. 


“OPTIK- 
ANGLE” 
GAUGE 


hips aie 
aus Se 


NEW, LONGER STROKE RAM! Extends to full 


‘ 


\ stroke. Also forms 180° bends quickly. j 


7 ELIMINATES GUESSWORK, TRIAL FITTING! 
New exclusive “Optik-Angle” gouge records 


A angle of bend (0° to 105°) as work progress- 


es. It's mounted on the bender. 
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10-inches. Enables moking 90° bends in one \} top plate. Pipe con be laid 
’ 


» ALSO CORRECTS OVERBENDS! 

ty pump available for multiplying output of work. 
* Rom oedapts to stondard “Porto-Power” attach- 
| ments for lift, pull end other jock jobs. 


(Pot. Pending) 


Prices subject to change 
without notice. 


Two pins unlock 
in from above. 
“Lock-on" shoes ore switched in seconds. 


MAKES SETUPS IN SECONDS! 


Motor-driven 





bende in Lcetup! 


BIG EXCLUSIVES CREATE WAVE 
OF ORDERS FOR NEW BENDER! 


““OPTIK-ANGLE” GAUGE 


(Patent Pending.) At last . . . a fool-proof way 
to eliminate guesswork and time-wasting mea- 
suring in controlling degree of bend. The de- 
gree is constantly indicated by gauge that’s 
mounted right on the bender. 


REMOVABLE TOP PLATE 


This new feature makes it dramatically easy to 
set the shoes and position the pipe for the bend- 
ing operation. There’s no need to slide pipe in 
from the side . . . it’s quickly laid in from above. 


NEW 


yew LOCK-ON BENDING SHOES 


No time-consuming threading of shoes on ram. 
Simply set shoes on plunger and pin in place. 
No threads to damage. 


““FEATHERWEIGHT”’ 
ALUMINUM ALLOY 


Frame and shoes of this material are rigid and 
strong — yet lightweight for greater portability, 
easier assembly and maneuverability. Far less 
weight to lug around. 


BENDS 6 SIZES OF PIPE AND RIGID CONDUIT 


CLIMB aboard the fastest-moving sales campaign 
in today’s equipment business! This tremendous 
volume is uncorked by the new Blackhawk S-130 
Hydraulic Pipe Bender. Here’s equipment that’s 
so revolutionary that all electrical contractors and 
plant electricians are immediate prospects. And 
that’s true no matter what bender they now have for 
1% to 2-in. rigid conduit or pipe! Any electrician can 
see in a minute why the cost per bend is slashed 


so dramatically by the surprising lightweight, port- 
ability speed, ease and precision of this bender. 

And here’s the payoff — the new bender is the 
door-opener for the rest of your big line of Black- 
hawk Hydraulic Tools — a Key Line among lead- 
ing supply houses throughout the country. Make 
sure you have inventory and literature to capitalize 
on Blackhawk’s big promotional campaign among 
all electricians! , 








NEW! NEW! More 
time-saving Blackhawk 


equipment announced! 


SUPPLY HOUSE EXECUTIVES: Write today if you're lacking full details 
on new Blackhawk equipment now being introduced. Get facts on 
new hydraulic knock-out punch equipment, the new 8-130 Bender 
and other fast-moving products serving the electrical and all other 
industries. See the Blackhawk representative or write, wire or phone 
BLACKHAWK MPG. CO., DEPT. P17115, MILWAUKEE 46, WIS. 


~ 





BLACKHAWK 





WORLD'S LARGEST MANUFACTURER OF HYDRAULIC TOOLS 
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. AMALLAAAL 


FAST DELIVERY of QD sheaves and Worthington-Goodyear V-belts is assured. 
Warehouses stock 872 sizes and a total of 75,000 different V-drive combinations. 


How Worthington eliminates problems 
in ordering Multi-V-Drive components 





* Seattle 


WAPEHOUSES LOCATED AT: Kearny, NJ. + Oil City, Po 
Houston 


Son Francisco + los Angeles * Denver + Tulsa + Ft. Worth « 
New Orleans + Chicago + Cleveland + Atlante, Go 


EXPANDED FACTORY WAREHOUSE FACILITIES means 
you never need wait for your sheave or belt order to be 
filled. Stars show location of warehouses; dots indicate 
approximate location of more than 300 distributors in 


major industrial areas. 


Compressors « Pumps 


Just a reminder that Worthington’s newly expanded facilities give 
you and your customers the speediest delivery you ever experienced. 

The map shows where we've added fully-stocked warehouses. 
There’s one within a few hours (maybe minutes) of you. So if you 
should land a big order, you never need worry about filling it quickly 
and accurately — a truck will be on the way, minutes after you call 
the warehouse. 

Our Oil City works has been streamlined, too, in order to maintain 
faster output of sheaves at uniformly high quality, regardless of size 
or rating. Come see us when you can. 

And don’t forget the Master Engineering Manual that makes selec- 
tion of Worthington QD sheaves and V-belts easier for your custom- 
ers than ever before. Write us for your copy if you don’t have it 
by. now. Worthington Corporation, Mechanical Power Transmission 


Division, Oil City, Pa. MV.5.12 


WORTHI 


_—_—__ 
ee 
A AL LILELTIP TE 4 


LLL 


THE FRANCHISE THAT WORKS FOR YOU 


Multi-V-Drives « Variable Speed Drives 
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Wale aeli-lsim@iels 


a new 


Beolgel iim ele) (al ir-| 


for P-K 
DISTRIBUTORS 








In a few weeks, Parker-Kalon will move to its 
new plant in Clifton, New Jersey (about 10 miles 
from New York City). This modern building, 
containing 267,000 square feet on one floor, is 
one of the largest plants devoted exclusively to 
the manufacture of fasteners 

It is planned for the highest efficiency and 
economy in all operations, with production keyed 
to the steadily increasing demand for P-K Fasten- 
ers throughout industry. Advanced facilities for 


engineering and research will accelerate the 
progress of Parker-Kalon in development of new 
and improved fasteners 


With this new P-K production potential, sales 
volume and profit opportunities for Parker-Kalon 
Distributors will measure up fully to expanding 
markets. Now, more than ever, you can be sure 
“You're OK with P-K.” 











- | 


PARKER-KALON DIVISION General American Transportation Corporation, Clifton, New Jersey 


PROPPIIDE TOTS T&F? 


SELF-TAPPING SCREWS STAPS SOCKET SCREWS SCREWNAILS MASONRY NAILS WING NUTS THUMB SCREWS 








YOU DO LONG RANGE SELLING 
WHEN YOU SELL 


Wilwaukee \NDUSTRIAL 
BRUSHES 


Making satisfied customers now is the best 
kind of insurance for future business. So, to 
concentrate sales effort on Milwaukee today 
becomes in effect long range selling. 


Milwaukee Industrial Brushes give your cus- 
tomers the kind of service that assures 
repeat business. These products have the 
quality that is recognized as tops—they are 
uniform regardless of the quantities of any 
one type you sell—each type is dependable 
for its particular purpose. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7—54 
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HOW TO BUY V-BELTS 


FOR MORE POWER 
AND LONGER LIFE 


...and get “More Use 
per Dollar” 


Look for a belt with straight side- 
walls and accurately positioned 
strength members that prevent 
sag in the “‘power line”’. 


The ‘‘power line’’ or pulling 
section is the heart of a V-belt. 
It is here the belt strength 
members are located and it sets 
the load-carrying capacity of 
the drive. 

Straight sidewall construction 
assures firm pressure in the lower 
or compression section of the 
V-belt so that when it rounds the 
pulley it supports the strength 
member in a straight line. All 
cords of the strength member 
should pull equally. If they “‘sag’’, 
as in some constructions, the 
outer cords are overworked and 
premature failure results. In addi- 
tion, straight sidewalls exert a 
firm side-grip on the sheave 
grooves, eliminate slip and power 
waste. 


Specify, by name, the V-belt most 
carefully manufactured so that 
every part is balanced to deliver 
full horsepower capacity and 
“More Use per Dollar” . . . specify 
R/M Super-Power or standard 
Condor V-Belts. 


MANHATTAN 


R/M SUPER-POWER AND CONDOR 


For longer life under shock Ji 





R/M Su 
a new s 
member \ 
more hor: 
belts can 
drive for 
They are c 
heat resist 
Power an 


OF ADVERTISING 
wat HELPS YOU 


; = 
' information ' running 


se it tells buyen iM products. 


V-BELTS 


ight sidewalls 


nbers micro 
etched during 
‘events power 
hutdown for 
R/M repre- 
why R/M 
lor V-Belts 
“More 


7ou 





] into 
the features that ore engineered ! 








RUBBER DIVISION — PASSAIC, 
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NEW 


JERSEY 





Revolutionary! 


Ever 5° 


SO SMALL 
So SIMPLE 


SO TROUBLE-FREE! 


Big demand already created 
New sales opportunities for you 





Here’s a revolutionary new steam trap...so small, it 
fits into the hollow of your hand. It has only 3 
rugged parts...all stainless steel. It has only one 
moving part...a hardened stainless steel disc, practically 





immune to wear. 

Is it any wonder that this new Sarco Thermodynamic steam 
trap practically sells itself...and is an ideal stocking item for 
jobbers!... 





Why TD-50 is an exceptionally 

good stocking item for jobbers 
Big demand— because this all-stainless steel trap is a revolution- 
ary new type...the most important steam trap NEWS in years. 
Simplifies your stock--you can sell the SAME TD-50, without 
changes or adjustments... for pressures 10-600 psi...for light 
or heavy loads...for the widest range of applications. 
Door-opener—because of its news value and excitement created 


And your accounts will appreciate these advantages. . . 





1. Maintenance practically eliminated— changes or adjustments. Simplifies 
no valve-closing mechanism, no gas- users’ steam trap inventory. 
kets, no critical clearances. Only Closes tight on no load. 
moving port is the hardened, stain- ° , 
. perates against back pressures up 
less steel disc. All-stainiless stee! to 50% of inlet pressure. 





2. SAME TD trop for 10-600 psi...for 5. Dischorges d os it forms. 
light or heavy load ...for the widest 6. Not offected by water-hammer, cor- 
range of applications... without rosive condensate or superheat. 


a'se-« 


Write for Special TD-50 ‘ntroductory 
Offer for Distributors. Sarco Com- 
pany, Inc., Empire State Building, 


New York 1, N. Y. 


YES, SO TROUBLE-FREE: No vaive-closing 
mechanism to wear or stick — the kinetic 
energy of steam closes valve. No critical 
clearances to choke. No gaskets to leak. 


! 
I 
| 
I 
l 
| 
| 
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| 
I 
| 
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by 1,000,000 ads in 35 magazines. 
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Talk of the Trade 


IT’S IN THE TASTE: You'll always get a difference 
of opinion when the subject of martinis is brought 
up ... Things were normal at the Cincinnati meet- 
ing . . . Stu Russell (J. Russell, Holyoke) was conduct- 
ing one of the sessions and asked that the two groups, 
manufacturers and distributors, identify themselves 
.. . Stu appraised the “house” at about 4 to 1 in favor 
of manufacturers and remarked that those were good 
proportions for a martini . . . Later Co-moderator 
Jack Failing (Strelinger, Detroit) was reporting on 
the same session and commented: “It looked more 
like 7 to 1 to me and, I submit, that makes a much 
better martini than 4 to 1.” . . . I agree, Jack, but- 
who'll pick me up and carry me home? 





A REAL DRENKER: Speaking of drinking reminds 
me that Dan Northup (Henry G. Thompson) set a 
new record . . . His earlier record was 10 bottles but 
while in Cincinnati he knocked off 11 bottles at one 
sitting . . . That’s 11 bottles of ginger ale, of course 

. Mac England (Logan Hardware, Huntington, 
W. Va.) was on a trip and was introduced to a new 
type of bourbon . . . He liked the flavor and decided 
to try some when he got home . . . It was fine when 
Mac bought the first bottle but the very next week 
the state liquor board book the bourbon off the avail 
able list because it hadn’t been moving. 


WHO’S SMUG: Those National League representa 
tives (it’s dificult for a Giant rooter to talk about the 
Dodgers by name) sure won themselves a thriller in 
the World Series Course, 'twas to be expected as 
we pointed out in this space last month 


GOOD NEWS: It was bad news when we first heard 
it but it’s good news now . Young Sam Clark 
(Samuel Harris, Chicago) picked up a case of polio 

. . Thank goodness it was the non virulent type . 
Sam’s coming along nicely, recuperating at Unele 
Wendell’s country home 


YES, GOLF AGAIN: Can't seem to get by a single 
month without mentioning golf but—well, a theory 
expressed by Jim Hughes (Republic Rubber) is mighty 
intriguing . . . Jim says he’s strictly a weekend golfer 

.. The reason, he says, is that if he plays during the 
week, his mind is not on the game completely and, 
as a result, his score is 10 to 15 strokes higher . . 
Bosses, please note: Jim’s is only one man’s opinion; 
some of us are much better golfers on normal working 
days . . . Take another case, for example Jim 
Jaques (Nicholson) attended the final Hardware ‘Trade 
Association outing on a Tuesday and shot a 79 . 
That outing, incidentally, was on the day New York 
was supposed to get a hurricane The weather 
man’s error kept attendance down and it was grand 
every golfer got a prize 


DIFFERENT VACATION: When it comes to vaca 
tions W. S. Van Fossen (Columbus Belting & Sup 
ply, Columbus, O.) really had a different one this 
year—he spent most of the time as a visitor to a hos 
pital .. . Mrs. Van Fossen presented Van with a baby 
and Van’s 14-year-old son accidentally shot himself in 
the fleshy part of the leg while examining a friend's 


38. 


IT NEVER RAINS BUT .. .: Wanting to head east 
after the Cincinnati meeting, Frank Nelson and 
Dwight Carroll (Garrett Supply, Los Angeles and San 
Francisco) expressed their no-reservation plight to a 
couple of friends The next morning they had space 
on three flights and a train Larry Russell (Walker 
Turner) was on the standby list for the 7 p.m. flight 
and made it but he had a few anxious moments when 


an airport limousine arrived late with space holders 
. Fortunately for Larry, there were only two for the 
particular flight and there were two seats left 


R. W. B. 
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Linco/r LUBRICANT 





Apply The Right Lubricant — In The Right Quantity — At The Right Time 





ANNOUNCING NEW DATA-PACKED CATALOG 
FOR HEAVY CONSTRUCTION CONTRACTORS 





Within the next few days Lincoln Distributors will be receiving Catalog 
No. 31, which presents the most —— line of Lubricating Equipment 
ever designed and engineered for the Heavy Construction Market. 


The new catalog illustrates and describes everything in lubricating equipment 
for contractors, from portable Lubrication Departments for truck mounting, 
to Hand Guns, Fittings, Filler Pumps and Bucket Pumps. It includes action 
pictures of Lincoln ot mi and Lubmobiles on some of the biggest 
construction jobs in the country, plus testimonial letters from the men 
who use the equipment. 


Heavy Construction represents a $15 billion business with a backlog of 
$74.1 billion, and with this new catalog, presenting the most complete line 


in the industry, Lincoln Distributors are in an unmatched position to cap- 
ture the Lubricating Equipment segment of the market. 





TEXTILE MILLS REPORT 
NEED FOR AUTOMATIC 
CENTRALIZED 
LUBRICATION 


To find out how textile mills and 
machinery companies were prepar- 
ing for automation, and what they 
thought of it, “America’s Textile 
Reporter,”” the management busi- 
ness paper of the industry, surveyed 
a hundred of the biggest mills. In 
the case of every mill questioned, 
one recommendation was consistent 
—‘‘Install Automatic Centralized Lu- 
brication Systems On All Machines.” 


With such stated and proven cus- 
tomer acceptance of Ponteatined 
Lubrication, Lincoln Distributors 
are in a most enviable position to 
supply this demand. Only Lincoln 
offers the wide range of Centralized 
Systems from which mills can select 
to fulfill each individual and par- 
ticular requirement. 


It is worth remembering that Textile 
Manufacturing was the first of the 
mechanized industries and the orig- 
inator of mass production...a “‘natu- 
ral” for Automation and Lincoln 
Automated Lubrication Systems. 





AUTOMATED LUBRICATION 
FOR CONVEYORIZED 
CASTING GRINDERS 


Pictured above is a view of a Mer- 
cury Conveyorized Casting Grinder 
designed for ultra-modern, high 
speed precision work. All 28 vital 
bearings are protected by an auto- 
matic, time-clock-controlled Lincoln 
System. Wherever there is Automa- 
tion .. . you'll find a need for Lincoln 
Automated Lubricant Application 
Systems 





LINCOLN ENGINEERING COMPANY 


St. Louis 20, Missouri 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION Mews 


Modern Controlled Lubricant Application Systems For Modern Machines 


CHRYSLER AND PACKARD SOLVE MATERIAL AP- pn heal ae 
PLICATION PROBLEMS WITH LINCOLN SYSTEMS LUBRICATION FOR ISBELL 


Lincoln power-operated Materials Dispensing Systems are specifically engi- 

neered to solve “sticky problems.’’ That’s why you'll find them on the CONSTRUCTION co. 
assembly line at Chrysler’s Kercheval Plant making easy work of Body w 

Deadener, Seam Sealer and Drip Rail Sealer applications. Likewise, in . | ey vam Rg . biggest 
Packard’s outstandingly modern Utica Plant, Lincoln Dispensing Systems Tehell Comatrection (Aneta ae 
were chosen to solve similar material application problems. The new exclu- ized the need for regular lubrication 
sive Balanced-Power Pump design, plus the Automatic Pressure-Flo Equalizer to keep equipment on-the-move 


gives Distributors an unbeatable combination. Harry Hanish, equipment salesman 
for Colyear Motor Sales, solved the 


— with a custom-designed 
incoln Lubrovan 








Iustrated at left is a bank 
of Lincoln Balanced-Power 
Pumps at the Chrysler Plant 
delivering material direct 
from tank reservoirs. Pumps 
are automatically controlled 
from the Spray-Head. In addition to special equipment, 
the Lubrovan, pictured above, in 
cludes seven power-operated, 400 Ib 
drum size pumps, and spring-pow 
ered reels and hose assemblies 





NEW CATALOG OF 
LUBRICATING DEVICES 
FOR ALL MARKETS 
TO BE ANNOUNCED 


In addition to Catalog No. 31 for 
Contractors, described on the pre 
ceding page, Lincoln Distributors 
will also be receiving another new 
catalog .. . Kleenseal Catalog No. 75 
presenting a complete range of Hand 
Guns, Fittings, Transfer Pumps, 


At right, is a battery of Lin- 
coin Power-Operaied Pumps 
delivering material from orig- 
inal 55 gallen drums through 
pipe lines to multiple outlets 
on assembly line, at Packard's 
Utica Plant 





Filler Pumps, Bucket Pumps, Light 
Power Lubriguns, Hose and Acces 
sories. These comprise the most 
popular and frequently used lubri 
cating devices in all types of plants, 
mills and mines 


This is the conventional line of lubri 
cating equipment that is bought day 
in, day out. With it, Lincoln Distrib- 
utors will have every modern device 
their castomers need and want 





Write for complete details on how you can become an authorized Lincoln Distributor 





INDUSTRIAL DISTRIBUTION © NOVEMBER, 1955 





oe ee mn me ee 


TONKA WATER HOSE 
Spec. 1-47 





WEIGHT 


| workinc | 
100 FT. 


__PRESSURE 





25 ibs. 
30 lbs. 
35 lbs. 
41 lbs. 
45 lbs. 
50 Ibs. 
72 ibs. 
83 lbs. 








300 lbs. 15/16” 
250 Ibs. 1- 1/16" 
250 lbs. 1- 3/16” 
1- 9/32” 
1- 7/16” 
1-1/2” 
1-27/32” 
2- 3/32” 














PIROFITS Come in Coils 


Yes, in coils of Republic’s Tonka Water Hose—there is profit 
for you and profit for your customer. 


Profit for your customer because Tonka cuts down handling time 
— it will not kink, and its braided construction makes Tonka light 
and flexible. Profit, because in general use Tonka will give long 
and satisfactory service. 


Profit for you because water hose is used by nearly everyone of 
your customers, and once they’ve used Tonka you'll continue to 
receive repeat orders. Tonka is a dependable and durable hose 
designed especially for general service in industrial plants, for 
contracting work, street washing, deck use, greenhouses, etc. 
Sell Tonka with confidence—with pride and with profit. 


"Quality Hose Builders for More Than 50 Years’’ 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 


i 





REPUBLIC'S 5 -Point SALES POLICY 


A LINE of rubber items sufficiently complete 
to permit effectively supplying the require- 
ments of the trade solicited. 


A QUALITY of product uniformly good and 
capable of delivering service results that 
should reasonably be expected 


A PRICE basis inducing and mcking pos- 
sible aggressive competition with reason- 
able profit return. ' 


FREEDOM from competition from his source 
of supply. either direct or indirect, among 
the trade covered by his day-to-day so. 
licitations. 


SELLING helps of reasonable amounts so 
thet his sales force may be given the ad- 
ventage of specialized taining and a 
knowledge of the product sold. 
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Your Business Has Personality, ‘loo 


W' could all come up with a list of the 
personality traits we like in our friends 
Certainly, on almost every list would be courtesy, 
honesty, sincerity, sympathy, dependability, gen- 
erosity, cleanliness, good-naturedness, alertness 
and up-to-dateness in thought and appearance. 

The way people are constituted, we seldom find 
perfect courtesy or perfect honesty or perfect 
sincerity or any of the rest of the traits in perfect 
quantity in our circles of acquaintance. Neither 
do we find many people with all the traits in 
proper combination to make a balanced package 
That probably accounts for the fact that, of the 
several score people we know, only a relative few 
can be counted among our circle of friends 


Psychological Plus Values 


I'd like to suggest that this same line of thinking 
could be applied to our businesses. Do our busi 
nesses draw customers (and hold them) because 
they possess the same traits we like in our friends? 
Because of the presence of these traits, do cus 
tomers feel thev get a plus psvchic value in addi 
tion to a auality product? Or do our business 
fortunes suffer because some of these traits are 
lackine? | have a hunch that the firm that builds 
a profitable customer following does so because 
it provides psychological plus values to attract 
customers and does not depend solely on price 
nor on a auality product. 

Let’s ask some questions on two or three of 
these “personality” traits of vour business. Perhaps 
we can thus suggest an approach to an audit of 
the factors upon which your customers’ opinion 
of your firm is based. 

As vonr customers think of your firm, can they 
truthfully say, “That’s a nice, courteous bunch of 
people to do business with.” This courtesy busi 
ness is not something you can turn on and off in 
the presence of customers. The chances are the 
firm that is known for its courtesy by customers 
is a firm in which the employees are courteous to 
each other—and the boss sets the level of courtesy 
for the firm. 

Next, let’s pick “dependability” for some ques 


tioning. Here the customer will have his thinking 
colored by his remembrance of how well your firm 
(actually the people in the firm) keep their 
promises. When a salesman says a product is in 
stock, is it really in stock? When an inside sales 
man quotes six weeks’ delivery, does that really 
mean six weeks, or is it a device to tie up an 
order? In case of a breakdown or an emergency 
can I get day-and-night service, or do I get the 
runaround? 

Without laboring the point, let’s ask some 
questions about another trait on the list: alertness 
and up-to-dateness in thought and appearance 
What do customers think of you when they come 
to visit you in your place of business? We have 
had a lot of new building in this industry since 
the end of the war. But there are some distributors 
operating in buildings that would probably cause 
a customer to ask, “What war? Civil War? Span 
ish American?” If not a new building, how about 
face-lifting? 

Then there is alertness in thinking. As cus 
tomers talk to your salesmen, do they find them 
well-trained, well-read, and fully abreast of new 
product development and new techniques? In 
their contacts with your firm, are your customers 
left with the feeling that here is a progressive 
helpful, “on-the-ball” organization? Or do they 
view your outfit as a slow, dull-witted, plodding 
remainder from better times that insists on selling 
horseshoes in an atomic age? 


How Do You Rate? 


I've only been able to ask a few questions on 
three of the personality traits. On each, an exten 
sive check list could be developed. The most 
important person in this business is the customer 
What does he think of the personality of your 
firm? Your volume will be favorably affected if 
the psychological plus values make him feel that 
vour outfit is a good one to do business with 


pO” ert 
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4 TIP from Counterman Kenny May who had facilitated 
shipment of steel shelving to Roosevelt High School the day 
before, warns Steve Oakley, salesman, he has a problem 
Teachers complained because shelving was unassembled 


TEACHING THE TEACHER: Salesman Oakley goes over 
shelf assembly instructions with Industrial Arts Instructor 
FE. R. Mahaney in the classroom. Students study wood work- 
ing here—and use a lot of wood working tools 


Classrooms Are Bulging —With Sales Potential 


By Robert Slater, Associate Editor, Chicago 





reve Oak ey, salesman for Allen Supply Co., 

Cedar Rapids, points to increasing population 
Why net make @ list now of the schools in - agg eratag re a the concentrated selling 
your territory and estimate what each one “There's not a school in the country that doesn’t 
buys annually in shelving, hand tools, porta- need expansion,” he says. “And our schools here are 
ble electric tools and machinery. You potential customers for every item that we stock.” 


might discover that you're passing up a The purchasing offices of the Board of Education, 
eed solid eutiet fer sales as well as high school class rooms, are regular stops 
9 . for Mr. Oakley. He sees educational institutions as 


growing prospects for shelving, hand tools, saw blades, 
wrenches, machine tools, and electric hand tools— 
for purposes of both maintenance and instruction. 

“It’s true,” says Mr. Oakley, “that the Board of 
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RECREATION is necessary too—head of that department, 
Nevin Nichols located in park maintenan building, 
vhere Salesman Oakley submits bid for tool stand. He sees 


hools and parks as prospects for his firm's complete line 


MACHINE SHOP CLASSROOM is Mir. Oakley's next stor 
here he lavs the ground work for a lathe order with Metal 
Working Instructor Ervin Ebinger. Two new high schools 
are planned for Cedar Rapids—with shops similar te these 


Cedar Rapids salesman gives formula for beating budget delays, low-price 


consciousness, says there'll always be schools and schools are hot prospects 


Education purchases from bids submitted by various 
houses. But I've learned that service is as important 
to them as low price—so that’s where I bend over 
backwards 

“T make regular calls on the institutions, even when 
I know that their budget for the quarter is used up 
not only because there’s future business in it for me, 
but also to see if I can be of assistance. I work hard 
on our bids, and | deliver them in person—to remind 
the right people to think of me when they think of 
industrial supplies.” 

A recent sale made by Mr. Oakley included a ship 
ment of stee] shelving. One instructor complained 
about the fact that the shelves had to be assembled 


Mr. Oakley made it a point to go immediately to the 
teacher, explain that the shelves were cheaper when 
shipped unassembled, and show him how to put them 
together. Though this took time, it was, according 
to Mr. Oakley, well worth the effort 

“This kind of selling takes time,” says Mr. Oakley 
because the purchasing often depends upon the state 
of the budget. And it’s not easy, because price is such 
an important factor. But I lick the budget delay by 
patience and repeated calls, and I make up the price 
difference, when it occurs, by added service and by 
making myself available. And for my money, it’s good 
business—because we'll always need schools—and 


more schools.” 
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SALES ANALYSIS is obtained at-a-glance on total) of major 
categories by On sample card 
shows when cus 


hecking tabs on file cards 


from left to right, first tab (orange 
ond tab (blue) when salesman called 
a pull-out tab, (orange) shows percentage of quota 


At-A-Glance 


S$ ALES ANALYsis at R. C. Neal Company, Inc., Buffalo 
provides each salesman, each branch, and the company 
as a whole, with realistic quotas to shoot at. And every 
iwonth management knows how each salesman, each 


above. 
tomer ordered last, sex 
last. third 


branch, and the entire company is doing—by customer 
and product line 

As summed up by David B. Voorhees, vice presi 
dent in charge of sales, “We know what we're shoot 
ing at. And we can tell at a glance how close we're 
getting to the target.” 

Last vear it was decided to revamp their sales anal- 
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Sales Analysis 


ysis by basing it on realistic quotas. Usually, forecasts 
are arrived at by taking last year’s business and decid- 
ing whether you can expect more or less volume con- 
sidering economic and internal company changes. 
Rather than proceed in 


ment approached 


this fashion, Neal's manage- 
their major suppliers for product 
quotas. 

Assistant Sales Manager Leonard J. Thorn reports, 
‘Frankly, we were surprised by the response from our 
suppliers Approximately 75% of them came through 


(TEXT CONTINUES ON PAGE 86) 





David B. Voorhees 
Vice President in Charge of Sales 


“Our sales analysis system makes my job of direction 
so much easier than it otherwise would be. When I'm 
working with a salesman, or spending a few days at one 
of our branches, | can tell at a glance which salesman, 
and which product lines, need our concentrated atten- 
tion and improvement.” 


Frederic J. Zierk 
Secretary-Treasurer 


“My major concern, naturally, is whether or not we will 
show a profit at the end of the year. Theoretically, if 
every salesman produces 100% of his quota the com- 
pany will make money—taking into consideration cur- 
rent fixed costs and what each salesman will earn and 
spend to attain his quota.” 


Management: Why We're Sold on Sales Analysis 


Leonard J. Thorn 
Assistant Sales Manager 


“These figures have provoked salesmen who aren't do- 
ing well to ask for management's assistance and sug- 
gestions on how to improve their standing. When 
salesmen request aid and direction you know they are 
in a frame of mind that can't help but lead to a better 


result.” 


R. C. Sanderson 
Advertising and Sales Promotion Manager 


“At any time, a quick check of the trays shows those 
lines we are not doing too well on—this gives me the 
key on what products to feature in planning direct mail 
campaigns, local trade paper advertising, window dis- 
plays, and even the ordering of catalogs and promotion 
pieces from suppliers.” 


Salesmen Sound Off on next page —_> 








Why We're Sold on Sales Analysis 


Don Stamp 
Salesman (1 year) 


“| believe it’s just impossible for a 
new salesman like myself to operate 
without a quota and sales analysis 
reports that show what is being ac- 
complished each month by product 
line and by customer. Lacking past 
experience, the new salesman has to 


Art Moore 
Salesman (22 years) 


“1 can well remember the days when 
all we had in the way of sales anal- 
ysis was what each salesman came up 
with on his owr. Everyone knows, when 
you try to plan your own work, you 
favor pet lines and pet accounts. This 
system gives you an impartial quota 


Merritt “Mike” Wilson 
Salesman (27 years) 


“Before making a call | usually check 
my customer sheet to determine where 
I'm off; then | know what to promote 
with the buyers. | keep the previous 
year's figures in my book too—for 
comparison sake. This makes it easy 
to plan each week's work. And | can 


have a realistic goal to shoot at. Our 


system provides thot.” handle.” 





to shoot at—on all the lines we 


tell at a glance where I'm weakest.” 








with quotas figured from sound, scientific potential 
studies. And, in most cases, their estimates are prov 
ing remarkably accurate.” 

Reports showing each salesman’s monthly and ac- 
cumulative standing based on attainment of his quota 
have aroused a fine competitive spirit in the entire 
sales force. 

And according to Mr. Voorhees, “The system aids 
management in giving better assistance and direction 
to the sales force. If a salesman is not up to quota 
on one of his major accounts or lines, we ask why. 
We try to find out what help the man needs; then 
we supply it. The same holds true with our branches 
—there’s no need to talk in vague terms. Whea | 
visit a branch I know exactly where that branch stands 
on each line; so does the branch manager. Without 
muddled thinking, we work together to attain our 
goal.” 

Another feature of the system is a set of customer 


cards showing yearly dollar totals and number of calls 
by month. From salesmen’s call reports, calls are 
posted with a dot, plus numbers which have been as- 
signed to top management and supplier salesmen who 
also solicit the account. This provides a complete 
record of the number of calls, and the type of atten- 
tion that has been given each major account. 


No More Hit-or-Miss 


‘Though a few quotas may turn out to be unrealistic, 
such inaccuracies will be rectified by practical expe- 
nence rather than the hit-or-miss methods usually 
employed 

Today, at R. C. Neal Company, salesmen, branches, 
and top management know at a glance what their job 
is, where they are doing a satisfactory job, and where 
they still have work to do. This enables entire team 
to concentrate effort where it will do the most good. 
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Give Us A Goal! 


A sales manager speaks 


his mind on potentials 


“W: DON T GO FOR manufacturers who come in and 
tell us, “There’s a lot of business around on our 
product in your territory,” says David R. Powers, 
sales manager of Syracuse Supply Company. “Our 
reply is, ‘How much is a lot?’” 

A strong advocate of potentials, Mr. Powers firmly, 
believes the prime responsibility for such studies rests 
with the manufacturer. “The distributor does not 
have the time, the manpower, or the facilities to 
conduct his own potential research. Besides, it has 
been my observation that even manufacturers do a 
better job when they employ an impartial organization 
experienced in this type of work. Such an outside 
firm usually comes up with a superior job, and | 
suspect this is because salesmen are too close to their 
products and territory . emotion gets in the way 
of their evaluations.” 

A number of experiences with potentials have 
proved their value, from both the manufacturer and 





Just what both distributors and manufac- 
turers think of potentials was a chief topic 
of discussion in our September special 
section on Manufacturer-Distributor Rela- 
tions.—The editors. 





distributor standpoint. For example, Mr. Powers 
recalls: “We had one line where, from year to year, 
we showed a gradual increase . . . thought we werc 
doing a good job . . . patted ourselves on the back 
Then our supplier submitted a comprehensive market 
analysis tdicating we weren't getting anywhere near 
the existing potential in our area. So we stopped 
patting ourselves on the back and, with increased 
effort and deeper penetration, we uncovered the 
untapped potential and did a much better selling job 
on this item.” 

Mr. Powers says he has had splendid cooperation 


HOW CAN DISTRIBUTORS TELL if they are doing a 
job unless they have a yardstick to go by is the question 
posed by David R. Powers, sales manager of Syracuse Supply 
Co., Syracuse, N. Y 


from some suppliers, but there are many who have 
made no attempt to provide any kind of yardstick 

“How can a manufacturer determine if the distribu 
tor is giving his line adequate coverage unless he knows 
the potential existing in the distributor's trading area 
and the reasonable share he should expect?” he asks 

Following through, Mr. Powers states, “Once the 
manufacturer provides a potential study, it is the 
distributor's obligation to utilize the potential as a 
goal, and to plug this goal at sales meetings. But, first, 
the distributor should check thoroughly with the 
manufacturer: How was the potential arrived at— 
is it just a spit in the ocean, or has it been figured 
accurately and based on intelligent, realistic premises? 
Has the trading area been accurately defined? Are 
the figures broken down by industry? Potentials must 
be pinned down by industries, geographically 

“We appreciate that even the most carefully 
prepared potential will be off somewhat. But any 
yardstick is better than none. Subsequently, if we find 
the manufacturer's conclusions are incorrect, our 
proof establishes a more realistic figure which is to 
everyone's advantage.” 


Some Pertinent Questions 


Distributors are anxious to do a job for the manu 
facturer of the line they elect to promote, but Mr 
Powers cites some pertinent questions 

How can the distributor stock properly if he doesn’t 
know the market? 

(Continued on page 180) 
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LEARNING AT FIRST HAND what tool and die making 


involves. Tommy Thomas is shown drawing of auto trim die 


by E. L. Walker, Harry Burghardt and H. T. Walker of 
Walker Die Tool & Engineering Co 


Products Getting More Complicated? 


Curiosity kills cat of uncertainty about selling more or less tech- 


nical products like tool and die sets, Atlanta salesman learns 


By Jack Wertis, 


OU DON’T HAVE TO TAKE HIS WORD FOR It, but 
Y Tommy Thomas, salesman for Cowan Suppl) 
Co., Atlanta, feels a salesman’s greatest asset is a 
healthy curiosity about the products he has to sell 
Curiosity leads to learning how and why a product is 
made the way it is, and how and where it is used 
Combine that, adds Mr. Thomas, with an apprecia 
tion of the value of human relations and you can sell 
ilinost anything 

Experience bears Mr. Thomas out 
mechanically trained—he studied business administra 
tion at Georgia Tech—he has done and still does a job 
in selling more or less technically complicated prod 
ucts. Before getting his present outside sales assign 
ment, Mr. Thomas did inside sales work for a genera! 
There, he underwent an orientation 


Although not 


supply firm 
period learning products and industrial supply and 
equipment operations and practices 

When Mr. Thomas was engaged by Cowan Supply 
about three years ago as an outside salesman, he had 
developed pretty definite ideas about salesmanship 
in the industrial field. To him, it was a question of 
mecting people affably and then getting along with 
them. This was fundamental, but he also had to 


Senior Associate Editor 


know products, applications, users of such products 
and something about what service to such users meant 
Although acquainted with the general run of 
products handled by distributors, Mr. Thomas wasn’t 
prepared for the assignment which Robert L. Hill 
vice president in charge of the industrial supply divi 
sion of Cowan Supply, had in mind for him. M 
Hill, who had analyzed his market and foreseen a 
desirable potential for tool and die sets, wanted a 
man to develop this market and Mr. Thomas was “it 
lool and die sets are not alien products on many 
industrial supply and equipment shelves, particularh 
in heavily concentrated metalworking areas, but, at 
the same time, they're not generally classified as a 
staple item of stock either. It takes some missionar 
work to sell them and that involves product know 
how and familiarity with their applications. More 
over, tool and die makers are considered the “elite” 
of the machinists’ trade and are pretty critical buyers 
of precision products, being engaged in making pre 
cision products themselves. Since the war, there has 
been a significant increase in the number of tool and 
die shops around the country and many of these 


have shown a marked preference for nearby sources 
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GLASS TO AID ACCURATE READING of verniers is 


introduced to tool and die makers after Mr. Thomas (second 
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learned about close tolerances in work 
good books instructed M 


Combina 
| homa 


from right 


tion of shopmen and 


Don't Get Scared —Get Curious 


of supply for the tools and materials of thei trade 
precision measuring tools, steel stock, cutting tools 


bench and stand machinery, grinding wheels, etc 
After the initial surprise over the nature of the 
assignment (Mr. Thomas admitted his knowledge of 
tool and die making, let alone tool and die sets, was 
virtually nil) Mr. Thomas’ curiosity about the prod 
ucts took over. His college training prompted him 
after a summary study of manufacturers’ catalogs and 
literature on the subject, to turn to text books on the 
tool and die making phase of machining. This was 
to get, as Mr. Thomas explained, the “feel” of the 
trade—a sort of introduction to what it was all about 
He learned the whys and wherefores of tools and dies 
how they were made and the materials and tools used 
This gave him the confidence to talk to people en 
gaged in tool and die making without starting entirely, 
The language barrier can harass the 


from scratch 


salesman as well as the tourist 


The Shops Helped 


Thomas received most of his in 


But where Mr 
doctrination in the machinist’s craft was right in cu 


Havi 


trade, he 


shops 
f the 


ut mor om 


tom ind prospe ts’ tool and di 


obtained an elementary knowledg« 
was in a better position to inquire al 


Talking to men accu 


plicated phases of the work 
YOO2-1n.. Mer 


tomed to working to such tolerances as 
Thomas found them to be not only highly instructive 


but also cooperative. Many of them had excellent 


Mi 
display of interest in their work, loaned him what 
volumes they thought would enlighten him mor 


books on the craft and, responding to lL homas 


on it 

You don’t have to become an expert, M: 
added, but just gain a working knowledge of cu 
layout, filing, drilling, reaming 


Thoma 


tomers operations 
sawing, tapping, threading, fastening, grinding, inspe 
tion, etc.—as they are affected by working with tool 
steels of various characteristics—resistance to abrasion 
to movement, to cracking, etc. Then you pick up what 
information you can about what the dies are going to 
be used for—blanking, drawing, forming, embossing 
coining, hemming, seaming, beading, wiring 
ing, stamping, etc Whether 
served by the dies or not, you then know how to tall 
And, if talk hi 
language, you can sell and service him al! the more 


efficiently 


she : 
these purposes are 


the customers’ language you can 


Who's Afraid .. .? 


Mi 
up fo vou some da' 
Knowing hi 


In a better position to understand just 


You don't scare so easil I homa: 


when the customer comes ind 


a\ Here’ 
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gauge 
what he wants to do. Assuming you take the troubk 
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Filling two jobs in a small firm has its advantages, says this 
Denver executive who also works as a salesman. It helps him. . . 


Look At Both Sides Of Problems 


M H. Eppy, Johnson Supply Co., Denver, divides his time equally be- 
¢ tween inside duties and outside selling. In the office he’s vice presi- 
dent, sharing administrative and executive jobs with other officers. Out- 
side, he’s “just another industrial salesman.” 

Admittedly, this sort of arrangement is designed to stretch available 
manpower—but to Mr. Eddy there are advantages. As an officer, he 
possesses a first-hand picture of the salesman’s trials and tribulations—as 
well as a current knowledge of day-to-day economic conditions among 
his customers. As a salesman, he carries a clear idea of management's 
problems and aims, along with his catalog 


Vice President Eddy says: 


"O NE of the problems 


that currently oc 
cupies me,” says Mr 
Eddy, “is just how much 
time we should spend 
running down hard-to 
get items for a potential 
customer. I think all of 
us agree that trying to 
run down some things 
can be more time-con- 
suming than it’s worth. 
“For instance, I had 
a fellow in the other 
day looking for a special 
piston cup—I spent half 
an hour trying to get it 
for him locally without 
success. I finally ordered 
it for him—we didn’t 
make anything; all we 
can do is hope he'll have 
a warm spot in his heart 
for us.” 


Mr. Eddy, who besides his administrative duties 
handles some purchasing, phone inquiries and im- 


wage 


VICE PRESIDENT M. H. EDDY oversees purchasing 
handles administrative duties, trouble shoots problems. He 
believes knowledge of product essential, but useless if the 
salesman can’t pass the info on to his prospect 


INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 1955 


portant inquiry follow 
ups, stresses that John- 
son Supply always sug- 
gests an alternate source, 
in the event they are 
unable to supply a cus- 
tomer. 

“And we've taken on 
many a problem that the 
customer said had been 
up before other houses— 
that the competitor ap- 
parently didn’t want to 
make much of an effort 
to solve. 

“Our competitors have 
some pretty good boys 
out on the street,” he 
says, “and they're adding 
men. There are a lot of 
salesmen in this town— 
from both large and 
small houses. 

“It’s obvious to me, 


from what I see from my desk, that service and prod- 
uct knowledge are the lures that catch the fish. That’s 





one reason why we'll push pretty hard to help a 
customer out.” 

Product knowledge, along with the hand-in-hand 
ability to convey that knowledge direct to the cus- 
tomer, is what he plugs with Johnson Supply's five 
salesmen. 

“For example,” he says, “many customers ask us to 
lay equipment out for them. They know what they 
want, but don’t know how to get it—and they look 
to us for the answer. 

“I took a call the other day for some supplies for a 
wood working machine sold by a competitor. The 
shop super had checked first with his original source 
of supply, but that salesman didn’t know from first 
base. 


“We had to find out what the competitor's ma- 
chine is supposed to do before we knew exactly what 
to get for him, and how we could help him best. We 
didn’t want to stick him with something he couldn't 
use—but we finally got the order sewed up.” 


For the Veep, the Big Scrambles 


Mr. Eddy points out that it’s from his desk, where 
he untangles the big scrambles, that he’s learned that 
knowledge and application mean his company will 
get the job—because in some cases the competition 
had the equipment but didn’t know the application. 
And when he sends salesmen out, he makes sure they 
know what they're selling. 





Salesman Eddy says: 


"§ CHEDULED, or at least 


frequent calls on 
each customer, are essen- 
tial. I think customers 
are quick to forget if you 
don’t hit them all the 
time. If you don’t see 
them often enough, 
they're going to take the 
path of least resistance, 
and work with the boys 
who are there. 

“For instance, | was 
working on some lubri 
cant problems with one 
outfit—it took me quite 
a while, but I finally got 
the answers. Then the 
customer couldn’t make 
a decision. I figured he 
was going to drag his 
feet for a long time—so 
I didn’t call on him for 
a while. When he decided to buy there was another 
salesman more available. So someone else got the 
business which I could have had in the first place 

“That hurt. Fortunately I'm working my way back 
in—by more consistent calling. 

“T also think customers sometimes forget the good 
things you do for them—but will remember those 
things you worked on that went wrong. If you foul 


SALESMAN EDDY regularly handles some 100 accounts 
“A customer is grateful when you get him out of trouble,” he 
says, “but he’s mighty fast to forget unless you call regu- 
larly. But a foul up—he never forgets.” 


someone up just once— 
you'll see what long 
memories people have 

“If you happen to 
come up with something 
that'll get a customer 
out of a bind, he'll be 
mighty grateful — but 
later on he'll forget what 
you did for him if you're 
not attentive.” 

Frequent calls, Mr 
Eddy feels, are the only 
thing that can get a 
salesman in, when a cus 
tomer is satisfied with a 
competitive line. 

“There are many cases 
where a customer actu- 
ally knows more about a 
product than you do 
Tool steels, for instance. 
Often the industrial 
supply salesman has to rely on the customer's work- 
ing knowledge of things, to steer him on to it. What 
Joe Doakes likes, Pete Smith might not 

“When he’s sold on a competitive line, it’s only 
frequent calls that might get him to go along with 
me to see if I can’t better what he’s using. 

“I make sure that I make the calls that are going 
to get me the sales.” 
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GUN COLLECTING HOBBY gives Jack Behn, sales manager of H. J. Behn & 


Co., Inc. enjoyment and relaxation from business, and also helps him in selling 


How A Hobby Helps In Selling 


IN A CELLAR SHOP, Mr. Belin uses a lathe. drill press 
grinder and belt polisher and thus acquires application 
knowledge of machinery and tools sold by his company 
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By George L. Bottari 
Assistant Editor 





ince Jack Brun of H. J. Behn & Co., Inc., Fairheld, 

Conn. started collecting guns, his leisure hours 
not only relax him but also provide practical knowl 
edge of the tools and machinery distributed by 
his company. 

His father, H. J. Behn, president of the firm, and 
his grandfather were hunters and Jack, when he was 
12, often accompanied them with his first shotgun, a 
+10. Later Mr. Behn acquired a few more guns, but 
it was not until after World War II Navy service 
that he became interested in the 45-70 caliber bullets 

the official U. S. Army bullet from 1873 to 1891. 

“My present collection is unique,” Mr. Behn said 
“Most collectors just collect haphazardly, with no 
thyme or reason except the rarity or attractiveness of 

particular gun. But I've concentrated on guns 
chambered to take the 45-70. Including variations 
of the same model, I estimate over 100 types must have 
been made for this caliber bullet. So far, I've collected 
60 of them.” 


Machine Shop Needed 


\s his collection grew, Mr. Behn decided some of 
his acquisitions needed restoring and rebarrelling so 
he began gunsmithing in a machine shop in his 
cellar. Today his cellar contains a lathe, drill press, 
grinder, belt polisher, power saw, homemade loading 
presses, and many small tools. 

“Getting familiar with these machines and accessor 
tools gave me practical application knowledge that 
ust couldn't be obtained from catalogs,” Mr. Behn 
pointed out. “My home machine shep experience 
enables me to talk turkey with shop personnel, 
isualize their problems ( particularly over the phone 
ind sell our products with confidence. 


HOMEMADE TOOLS, like loading press which Mr. Belin 
onstructed for reloading cartridges, have helped him visual 
ize and understand customers’ shop problems. 
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“To do the most effective selling job, salesmen 
should talk the shopman’s language, roll up then 
sleeves and actually demonstrate what the product 
will do on the job. If you know tools and machinery, 
you can be more imaginative presenting products 
You can tailor your sales pitch so that buyers fee! 
you really know your stuff when you explain how 
they can save time, money, and improve production 
Maybe it’s ‘practical salesmanship.’ ” 

Though in his case business advantages werc 
gained, Sales Manager Behn strongly recommends 
salesmen pursue general hobbies too. “If you relax 
with a hobby during off-hours, you will return to work 
the next day with a clear, rested mind.” 

It is also Mr. Behn’s observation that a hobby 
generally makes salesmen more interesting, gives them 
something to talk about besides the weather, sport 
and business 


Contacts Increased 


\ hobby broadens one’s interests and increases 
ontacts with people. In my case, gun collecting led 
to joining a number of organizations. In addition to 
being past president and chairman of the board of 
the Pequot Fish and Game Club, I belong to the 
National Rifleman’s Association, Stratford Gun 
Collectors’ Association, Fairfield County Fish and 
Game Protective Association, Ye Connecticut Gun 
Guild, and the Nutmeg Muzzle Loaders.’ 

His hobby had a chain reaction too, While starting 
out just collecting, Mr. Behn soon progressed to 
gunsmithing and, after getting interested in the 45-70 
he was inspired to write the history of this bullet 
This project called for library research, trips to gun 
manufacturers, prowling through dealers’ old catalogs 
and led to Mr. Behn buying camera equipment and 
struggling with the task of illustrating his findir gs 

“Today,” Mr. Behn reported, “I'm coming down 
the home stretch on the story | wanted to write about 
the 45-70 bullet. I never realized there was so much 
involved in writing a book about a subject with 
which I was familiar, but it’s been a worthwhile 
enjoyable experience.” 

In addition to guns manufactured by Winchester 
Marlin, Ballard, Remington-Keene, Remington Hep 
burn, Sharp and Peabody-Martini, Mr. Behn also owns 
1 rare Bullard repeating rifle made in the 1880's and 
two 1875 U. S. Springfield Officer's rifles. 

As to the fate of the 45-70, Mr. Behn explained 
“There’s only one gun made today chambered for the 
45-70—a Harrington Richardson linethrowing gun 
used in logging camps and harbors, and by Fire 
Departments for rescue work 

‘Hobbies can be ammunition for salesmen,” Mir 
Behn pointed out. “They inspire a greater interest in 
life, afford relaxation, and sometimes provide practical 
experience useful in your livelihood.” 
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Six 
Winners 
at 
Your 
Service 


You know you can rely on equipment made 
by companies whose promotion programs win 
national industrial acclaim . . . as these lines 
did . . . recently in Cleveland. 


Quality.... 
Always A Winner 








for you 
Jacobs Chucks 
Norton Abrasives 
Simonds Cutting Tools @ 
Starrett Measuring Tools 
Goodrich Industrial Rubber Goods 
Standard Pressed Steel Shop Equipment 


& Fasteners 
ALWAYS HANDY 


B.F.Goodric IN STOCK 
HARRY P. LEU nc. 


industrial Supplies and Machiner 
ORLANDO MIAMI 


N. W. ¢ 

















ADVERTISEMENT in Sunday paper reminded customers 
Bother. Sto, + gore gud he reer egg A ag 

motion programs win national industrial acclaim. Slogan, 
“Quality: always a winner for you,” was featured throughout 
Leu campaign. 


& 


How To Say “Thanks” 
With Sales 


“Award Recognition Week” gave Flor- 
ida distributor chance to push products 


of suppliers who won advertising awards 


How Dogs a distributor go about participating in 
Award Recognition Week, the campaign originated by 
the joint NIDA-SIDA Advertising and Awards Com- 
mittee, to put a sales push behind the products of 
manufacturers who received plaques for their adver- 
tising program? 

The case of Harry P. Leu, Inc., Orlando, Fia., re- 
veals what can be done with adequate planning and 
foresight. 

The Leu firm undertook to promote the products 
of the six award-winning manufacturers it represents. 
The products included chucks, abrasives, cutting tools, 
measuring tools, industrial rubber goods, and fasteners. 

Before Award Recognition Week opened on August 
15, Paul J. Stine, president of Harry P. Leu, Inc., 
ordered pieces of literature from the six suppliers to 
circularize a mailing list of 6,000 customers and 
prospects. 

As the big week approached, the firm laid plans for: 

Two mailings (40,000 pieces of manufacturers’ lit- 
erature were distributed ). 

A window display (products of the award-winning 
suppliers and samples of their literature were featured ) . 

A newspaper display advertisement (two slogans 
were featured: "Six winners at your service,” and 
“Quality: always a winner for you”). 

Particularly important to the firm’s promotion of 
Award Recognition Week was the indoctrination of 
Leu’s sales staff. A few days before the big week began, 
Mr. Stine gave the salesmen a bulletin telling them 
about the advertising awards, the purpose of Recogni- 
tion Week, and the role of Harry P. Leu, Inc. On the 
last Saturday before the promotion swung into opera- 
tion, a sales meeting was held to brief each man on 
the program. 

Mr. Stine pointed out to the salesmen that Award 
Recognition Week offered many benefits. For the 
salesmen, he said, the week could very well serve as a 
springboard for a discussion of the importance of in- 
dustrial distributors. Just by reading the award winning 
advertisement, Mr. Stine said, each salesman could 
equip himself with the facts both manufacturers and 


(TEXT CONTINUES ON PAGE 96) 
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ture of award-winning suppliers 


ON DISPLAY in Harry P. Leu window are typical products and litera 


Theme 


“Six winners at your service.” 











“Award Recognition Week’ — What It Is 


- YEAR, many members of the National and 
Southern Industrial Distributors’ Associations said 
a big “thank you” to 15 of their suppliers. The 
occasion was “Award Recognition Week” last 
August. 

For the past four years, the Joint Advertising 
and Awards Committee of the two associations 
has honored manufacturers whose advertising was 
judged best in setting forth the benefits consumers 
receive in buying from industrial distributors. The 
presentation of plaques and certificates for top 
entries in various categories of advertising has be 
come a feature of the annual Triple Industry 
Supply convention. 

Keyed to the theme, “Sell Your Products First, 
Then Sell Your Distributor Services,” the annual 
event has spotlighted manufacturers’ advertising 
efforts in emphasizing the industrial distributor. 
The joint NIDA-SIDA committee felt more con 


crete recognition was due award-winning efforts 

As a result, this year the committee came up 
with the idea of Award Recognition Week. It 
asked members of both associations to gear part of 
their sales promotion to pushing the products of 
award-winning manufacturers they represented 

The response to the committee's idea resulted 
in a substantial number of distributors cooperating 
to feature products of these manufacturers during 
the week of Aug. 15. Together, they ordered 300, 
000 pieces of manufacturers’ literature for the cam 
paign, and many installed window and showroom 
displays, held special sales meetings, inserted news 
paper advertising, and took other sales steps to 
push Recognition Week over the top 

A member distributor's participation in Recog 
nition Week is purely voluntary, since the com 
mittee is well aware that it might not mesh with 
the sales programming of every distributor 








HERE’S HOW YOU CAN PARTICIPATE... 


’ 
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Say ‘‘Thanks’’ with Sales (Cont’d.) 





outstanding success: 


Order catalogs, direct-mail pieces, and other 
1. promotion material from the award-winning 
suppliers you represent. Specify proper quantities 
(don’t over order — manufactuness will be swamped 
with requests). Specify what products you intend 
to promote, in case you handle only part of a sup- 
plier’s complete line. 


2 Prepare a real “selling” letter for mailing to 
e your list. Tell your customers and prospects 
what the advertising awards are, why your suppliers 
received them, what Award Recognition Week is, 
and why you are participating in the program. 


3 \dopt a short, forceful slogan that epitomizes 
e your Award Recognition Week promotion - 
one telling a complete story in itself, that pushes 
you as well as your suppliers’ products. Tie in your 
whole program with this slogan, so that you can 
get the greatest concentration of selling power. 


4 Set aside space in your windows, on your 
e counter, and in your showroom for displays 
featuring your slogan and typical products of the 
award-winning suppliers. If possible, exhibit the 
advertising pieces that won awards, together with 
citations. 


Advertise in your local paper a day or two 
5. prior to the opening of the campaign to ap 
prise the public, as well as industrial buyers, of 





How to Participate in Award Recognition Week 


Piste, according to this year’s participants in Award Recognition 
Week, is the key to success in thanking with sales those manufacturers who 
tell the story of the distributor in advertising. It is planned to launch Award 
Recognition Week immediately after the Triple Convention in 1956 and 
distributors, therefore, will have more planning time than they did this year. 

Based on the successful program of the Harry P. Leu Co., here are eight 
guide posts for making your part in the 1956 Award Recognition W eek an 


your suppliers’ acceptance in the industrial world 
Don’t smother the ad with catalog details — stick 
to a simple layout highlighting your slogan, names 
and products of the suppliers, a line or two of 
“institutional” copy about yourself, and some 
simple illustration. Ad should be two columns 
wide by six inches deep, at least, but here you will 
be governed by your local paper’s display rates 


Make sure your entire sales staff — telephone 
6. men, outside salesmen, countermen — has 
been acquainted with the background of Award 
Recognition Week. Draw their attention to the 
presentation of awards (if your suppliers are in 
volved) immediately after the Triple Industrial 
Supply convention. A week or two prior to Rec 
ognition Week, give them the whole story in a 
special bulletin. Follow this up with a special sales 
meeting devoted to the promotion of the award 
winners’ products 


Either at the sales meeting, or at an addi 
A tional meeting, brief your outside salesmen 
on what literature to hand out, and generally how 
to get the Award Recognition Week story across 
to customers and prospects 


After the campaign is over, query your sales 
8. men on the sales results they derived from it, 
ask for their suggestions and criticisms, and pass 
these along to your suppliers. 








distributors are striving to get across to American in- 
dustry. Mr. Stine explained that the prestige of the 
Harry P. Leu company was enhanced by the fact that 
it handles the products of six manufacturers who won 
awards. 

To supplement the mail campaign, the outside sales 
men were provided with booklets, catalogs, and pieces 
of literature covering products of the six suppliers, for 
personal distribution to customers and prospects. 

Mr. Stine was well pleased with the results of 
the campaign for his company. From the manufac 


turers’ standpoint, Mr. Stine also had proof in the 
form of letters that they, too, considered Award 
Recognition Week a valuable addition to the Ad 
vertising Awards program. One manufacturer told 
Mr. Stine that the demand for literature was five 
times what he had anticipated. 

When the week was over, Harry P. Leu’s salesmen 
were questioned on the results. Without exception, 
the outside reported that the Award Recognition 
Week “push” had been responsible for many new 
orders for award-winners’ products. 
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There’s No Mystery to Freight Rates 


A peek into the mysterious structure which 


transportation men call “freight tariffs” 


NDUSTRIAL DISTRIBUTORS are constantly on the receiving end of freight 
| charges. Either they are paying due freight bills, paying charges on 
outbound shipments, or they are scaling their purchasing to take 
advantage of their suppliers’ freight allowances. 

Over the postwar years distributors have had one experience in common 
—watching rising freight costs take successively larger nips of their margin. 
And, being on the receiving end of these costs, many feel they can do 
nothing about them. 

Nevertheless distributors do have one avenue open—control. But too 
few distributors have (a) the knowledge of freight rate principles or 
(b) the necessary record-keeping system to exert proper control over 
transportation costs. 

It’s the purpose of this series of articles to outline for distributors the 
nature and essentials of freight rates, and to suggest various controls some 
distributors have found effective in checking a needless drain on their 


profits. 


N. PRICING system baffles the 
average businessman uite like rail 
road freight tariffs,* those Sahara- 
like stretches of figures and tables 
ind fine print which traffic experts 
spend a lifetime mastering. Yet no 
pricing system exerts quite such an 
influence on the average business. 
Every year United States railroads 
spend over $7,000,000 publishing 
some 12,000 tariffs representing 
osts to business which show up in 
every phase of distribution and 
manufacture. 

Actually, despite their formidable 
bulk, railroad freight tariffs are based 
on a few easily-understood princi 
ples. Moreover, the tariffs of other 
carriers—tailway express, air cargo, 
motor freight, air express—are direct 
*In trafic management jargon, 
covctiag Classifications, rates, rules, 
etc., but can also be synonymous 


with “rates” and publications con- 
taining rates 











By Don McGill 


Associate Editor 





lineal descendants of the railroad 
tariff. 

To understand the principles of 
freight charges generally, then, it’s 
logical first to review the method 
used by the railroads. 

That formidable bulk of the com 
plex railroad freight rate structure 
consists of four main parts: 

|. Classification: The innumer- 

able commodities ordinarily 
transported by rail are classi- 
fied under generic headings 
(“machines and machinery,” 
for example) to ease the task of 
determining the charge for 
each. 

2. Rates: These are of two kinds 
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class rates and commodity 
rates. ‘The class rate applies to 
articles listed in the classifica 
tion. Commodity rates ar 
applied to articles possessing 
special characteristics, such as 
bulk, regularity of movement, 
etc. 
3. Special Services: Separate 
charges are made for services 
over and above transportation 
eg. switching, demurrage, 
diversion and reconsignment of 
cars, stopping-in-transit, etc 
Rules: These supplement the 
rates and classification, clarify 
ing such matters as packaging, 
methods of marking freight, 
bill of lading provisions, etc. 


ae 


Why Freight Is Classified 


Those having informed or mis 
Continued on page 186) 
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How To Turn the Breaks Into Sales 


here's some concrete advice: 


1. Know what you sell 


2. Keep your eyes open 

3. Lighten the P. A's load 

4. Get what's wanted when it’s wanted 
5. Keep ahead of needs 


6. Build up trust 


aoe BREAK that helps you sew up a good account 
isn’t worth a happy whistle unless you lubricate 
business with some honest sweat, according to Harvey 
Miller, Jr., Factory Supplies, Rockford, Ill. 

For instance, Mr. Miller's best account is W. F. & 
Jokn Barnes Co., Rockford. Initially he had an ad- 
vantage over his competition—he worked for three 
years with the company before he became an indus- 
trial salesman 10 years ago. He was familiar with the 
personnel, purchasing routine, the materials used, and 
the products manufactured. But his responsibility as 
a salesman didn’t end there—that was only where it 
started. 

“Sure,” he says, “my experience with Barnes was a 
break for me. I knew a lot about the company’s 
operations, and | was on friendly terms with a lot of 
the people. 

“But personnel has changed a lot in the 10 years 
since I worked there—and so have a lot of other 
things. My competitors are breathing down my neck 
—they want this account. But as long as hard work 
gives me the advantage, they're out in the cold. I 
keep my advantage by service, as represented by six 
points:” 


1. Know What You Sell 


Purchasing Agent Harry Nelson, who terms himself 
“a tough man to sell,” has this to say about Salesman 
Miller’s product knowledge. “He’s one of the most 
knowledgeable industrial supply men that calls on us. 

“Recently we had some crane problems. Mr. Miller 
did a crane layout for me that was equivalent to a 
professional engineering job. And when I took on 


this job, I didn’t accept any salesman at face value; 
they had to prove themselves to me.” 


2. Keep Your Eyes Open 

“I get a chance to tour the shop once a week,” says 
Mr. Miller. “I can’t always talk about certain things 
at the particular moment I see them, but it’s often 
possible to bring ‘em up later. For instance, recently 
the boring department was having trouble with one 
of its lathes. After a little observation we modified 
the standard lathe, with such good results that it in 
sured repeat business.” 


3. Lighten the P. A.’s Load 


Mr. Miller devotes every Wednesday to his best 
account. “First I go to meet Mr. Nelson and we go 
over whatever he has. Then I go into the shop and 
talk to the foremen of the various departments— 
fabricating, maintenance, lathe department, boring de 
partment, paint and milling. Then I check with the 
tool crib to make sure there are no difficulties there. 

“The thing is to have the foreman say what he 
wants, get him to accept your line, get your name on 
his requisition—and be sure it stays there when it gets 
to purchasing. 

“This, of course is good for me—but it takes a load 
off the purchasing agent’s shoulders too—simplifies 
ordering, and insures accurate requisitioning. 


4. Get What's Wanted When It’s Wanted 
“Through the years I've been able to give the fel- 


lows service on various items,” Mr. Miller says. “For 
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PURCHASING AGENT Harry Nelson (left) uses gages of 
product knowledge and dependability to screen salesmen who 


call on him. He terms Mr. Miller, “one of the most knowl 
edgeable industrial supply salesmen I contact 


instance, I get some good socket edge screw business 
from Barnes. That’s because we made a survey of the 
sizes they’d been using, with their applications, and 
adjusted our own stock so that we could fill their 
needs quickly. And it’s never too much trouble to 
make an extra trip to drop something off.” 


5. Keep Ahead of Needs 


By devoting one day to this account, as well as 
dropping in occasionally to take care of special 
errands, Mr. Miller is able to anticipate services that 
may be in demand. He may learn of projects in the 
offing which will need special tools or oversized quan- 
tities. “The only way you're going to get along in 
this business,” he says, “is to know what you've got 
to sell; know your customer’s requirements, and be 
ahead of him all along the way—or try to be ahead of 
him.” 


6. Build Up Trust 


Mr. Miller has concentrated on proving his depend 
ability not only to the purchasing agent but to the 
men in the shop, who, he knows, are pretty important 
to the salesman. They know he'll be along every 
Wednesday looking for business—and available for 
any first hand complaints, or to help out. 

“This dependability’s important,” says Purchasing 
Agent Nelson. “It reminds me of one supplier who 
let us down pretty badly during the war. When things 
got tough again, they sent a man around to smooth us 
over, and get our business. I told him that the best 
way for him to do it was to call at the same time 
every two weeks—and promised him that eventually 
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RETURN MIXUP that occurred when Salesman Miller was 
on vacation is set straight with Superintendent John Simpson 
Important function of weekly visits is to preserve smooth 
relationship between his company and customer's people 








FOREMEN of the various departments—maintenance, fabri 
cating, lathe, milling—get individual weekly visits from Mr 
Miller. “This takes work from the purchasing agent's 
shoulder,” he says—“and gets my name on the requisitions.” 


(maybe six months, maybe more) he'd start getting 
some business from us. 

“The going was tough for him at first, because the 
foremen were pretty sore at the way his company had 
dropped us during prosperous times, but he finally 
began getting some orders from us. 

“After he had built up some volume with us, he 
began getting careless again, and no longer called 
regularly, so we dropped him and his line. That illus 
trates, | think, how important it is for the salesman to 


be dependable.” 
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HEART of a 1904 Stanley Steamer, one of his collection 
25, is shown Desco Corp. salesman A. I. Mousley 
Marshall 
conditioning of 


f 
) 
by former manufacturer, T. C 

lls valves and fittings for r 


— 9% 


left by Mr. Marshall 
Mousley often nodel that will 
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Salesman Keeps Customers— 
Even When 


weigh over ton, be 


‘i 


LOCOMOTIVE MODEL that works is shown Mr. Mousley 


currently at work on an even larger 
coal-fired and have air 
alves were supplied by Mr. Mousley 


who is 


They ve Retired 


Wilmington salesman still makes calls on a former 


customer who collects cars and builds locomotives 


VERY DISTRIBUTOR SALESMAN finds 

himself at one time or another 
on the business end of a campaign 
urging him to keep his customers 
At Wilmington’s Desco Corp., there 
is a salesman named A. I. Mousley 
who has gone this propaganda one 
better—he has kept one customer 
who’s retired from active business. 

It helps, of course, when the cus 
tomer in question has a retirement 
hobby that necessitates his buying 
supplies from a distributor. 

This is the case with T. C. 
Marshall, who nine years ago sold 
out his interest in the National 
Vulcanized Fiber Co. and Marshall 
Brothers, manufacturers of a com 
position material used for light 
moulded articles like waste baskets 
and trays, to devote all his time to 
hobbies of collecting 


his twin 


mtique cars and building model 
locomotives. 

In the 15 or so years he's been 
seriously acquiring cars, Mr 
Marshall has built up what is 
perhaps the world’s largest collec 
tion of Stanley Steamers. In re 
conditioning these relics of a past 
motoring era, he has become, quite 
for Desco’s 


naturally, a customer 


line of valves and fittings 


Still Makes Calls 


Mr. Mousley doesn’t 
that the volume of his sales to Mr 
Marshall requires anything like 
weekly, or even monthly, calls to the 
retired manufacturer's beautiful old 
home in Yorklyn outside Wilming 
But he calls about five or six 
year to chat with Mr 


pretend 


ton. 
times a 


Marshall and find out the latest in 
the art of car collecting. 

Mr. Marshall's interest in antique 
ars goes back to the beginning of 
the century when, in-addition to 
yperating his manufacturing busi 
ness with his brothers, he was for 
1 time an agent for the famous 
Stanley Steamer. An expert me 
hanic, Mr. Marshall was fascinated 
not only by the operation of the 
Steamer, but also by its efficiency 
is an automobile. So far, he has 
collected 25 Stanley Steamers, 
models dating from 1904 
including what is believed to be the 
me remaining “Rocky Mountain” 


and 


model, an immense 15-passenger 


vehicle used to transport 
passengers up and down Pike’s Peak 


Marshall 


Continued on page 182 


once 


Among other cars Mr 
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ATTENDANCE at forum was “won- 
derful nice,” said R. H. Barr, quoting 
Lancaster Dutch 


INTRODUCING presidents of three 
associations was L. H. Russell, co 
chairman of Forum 


Cincinnati Forum Sessions 
Chalk Up Record Attendance 


HI INDUSTRIAI DiIstRIBUTION 
Trow M held Sept. 22-23 in Cin 
cinnati rang the bell with attend 
discussion. Sponsored 
jointly by the American Supply & 
Machinery Manufacturers’ and the 
National Industrial Distributors’ 
Associations, the forum drew the 


ance and 


largest 
regional meeting—a total of 441, 
with 309 registrants representing 
manufacturers, and 132 representing 
distributors. More than 240 firms in 


attendance of any such 


all were represented 


Separate Sessions 


The forum was organized into 
even concurrent “sessions,” four of 
which were held in the morning, 
and three in the afternoon 

Preceded Thursday evening by a 
cocktail party, the Forum got down 
to business Friday morning with 
an 8 o'clock breakfast, followed by 
a general meeting chairmanned by 


L. H. Russell (Walker-Turner Div.. 


Kearney & ‘I'recker Corp.) and R 
H. Barr, Reilly Bros. & Raub, Lan 
caster, Pa. They introduced presi 
dents of the three associations- 
NIDA president C. E. Gollwitzer, 
Pratt-Gilbert Hardware, Phoenix; 
ASMMA president C. B. Noelting 
(Faultless Caster Corp.), and SIDA 
president Paul J. Stine, Harry P 
Leu, Inc., Orlando, Fla 

The various chairmen of the four 
morning sessions were then called 
on to outline subjects to be dis 
cussed at their respective meetings 
Following the separate sessions, the 
general meeting reconvened later in 
the morning to hear the session 
chairmen recapitulate the points 
discussed. The same routine was 
observed in connection with the 
three afternoon meetings 

Principal speaker at the luncheon 
was J. P. “Buck” Field, vice presi 
dent of the Light Sheet Metal Div 
Williamson Heater Co., Cincinnati, 
who spoke on “multiple manage 
ment.” 


ee 


“There's no best way of advertising 
for distributor or manufacturer,” was 
consensus of Forum session led by 
J. Forrest Bennett (left) and Ted Flora 
(right). “It depends on type of product 
and many other factors.” 


Advertising Receives 
Nod of Approval 


s 
Was skE the most effective 
types of manufacturers advert 
ing and literature for distribu 
tors,’ was question confront 
ing session chairmanned by | 
Forrest Bennett, Couch & Heyl 
Peoria. Co-chairman was ‘It 
Flora, Hagerty Bros., Peoria 
Several classes of advertising 
and literature were given th« 
nod for efttectivenes envelopx 
stuffers, industrial shows, maga 
zine ads, direct mail, phone d 
rectory, displays, ct 
Distributors present said the 
needed a years advance notice 
of a manufacturers advertising 
program. They felt, too, manu 
literature 


facturers prepared 


hould do more “asking for 
order,” by postcard or other 


mcans 


MORE FORUM SESSIONS IN DETAIL => 





Cincinnati Forum Sessions Chalk Up Record Attendance (Cont’d.) 





“Market potential studies are an im- 
portant adjunct to better sales manage- 
ment,” T. H. Booth (right) told the 
session discussing this subject. “Ac- 
curate data is available.” J. Foggo (left) 


was co-chairman. 


Sales Potentials 
‘*Easy’’ to Determine 


" 

T- COST AND sAcCURACY of 
sales potential studies are well 
within the bounds of all of us,” 
stated T. H. Booth (Carborun 
dum Co.), chairman of the ses 
sion. 

Mr. Booth supported his state 
ment by listing the “amazing 
amount” of easily-available in 
formation basic to the determi 
nation of market potentials: 
industry and trade association re 
ports, Standard Industrial Classi 
fication reports of Department 
of Commerce, salesmen’s ap 
praisals, trade publications, 
McGraw-Hill economics reports, 
etc. He said personal interviews 
for market survey purposes were 
available at a modest cost ($5 
to $7 each). 

J. Foggo (Carborundum Co 
was co-chairman. 
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Catalog Cost-Saving 
Stressed in Session 


Maxy aspects of the joint 
NIDA-SIDA catalog program 
were reviewed by a session unde: 
the chairmanship of Frank M 
Cruger, Indiana Mftrs. Supply 
Co., Indianapolis. Co-chairman 
was G. L. Stalker, W. J. Holli 
day & Co., Indianapolis. 

Stressing savings realized by 
his own firm in offset printing of 
3,500 copies of a 525-page cata 
log (cost: $11,000), Mr. Cruger 
stated the associations’ program 
enabled distributors to issue cata 
logs more often, and bring cata 
log-publishing within means of 
distributors not now issuing a 
“silent salesman.” 

Several manufacturers de 
scribed technical considerations 
in furnishing illustrative and 
text material. 


“In time manufacturers and distribu- 
tors will be educated in the offset print 
ing process, which will ease the task of 
low-cost catalog production,” said 
Frank M. Cruger (left). G. L. Stalker 
(right) was co-chairman. 
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“We're here to look into ways of reduc- 
ing transportation costs,” said session 
chairman L. P. Russon (left), “and we 
should explore the subject from all 
possible angles.” At right is co-chair- 
man H. D. Holden. 


Transportation Costs 
Enliven Discussion 


I wvox ING prepaid freight 
charges, zoning, freight allow 
ances, combined shipments, dis 
tributors’ shipping instructions 
were some of the questions 
raised in a session on transpor 
tation charges. Chairman was 
L. P. Russon, Vonnegut Hard 
ware Co., Indianapolis, and co 
chairman H. D. Holden, Silliter 
Holden, Inc., Hartford, Conn. 
Several manufacturers cited 
clerical costs and delays as the 
chief reason why they didn’t 
bill transportation charges on in 
voice covering shipment. They 
were critical of distributors who 
specified a routing for shipment, 
then peppered them with ex 
pediting reminders. Manufac 
turers doubted if combining 
shipments was workable, or if 
zoned” shipments would work. 





“Only about 20% of manufacturers’ 
representatives spend time with a dis- 
tributor’s inside salesmen,” said chair- 
man Stuart A. Russell (right), reporting 
on his session. Jack Failing (left) was 
co-chairman 


Manufacturer’s Man 
Must Be A Paragon 


TE by Stuart A. Rus- 


sell, J. Russell & Co., Holyoke, 
Mass., the session painted a 
shimmering portrait of manufac 
turer's representative — “depend 
able, sincere, honest, friendly, 
considerate.” It was acknowl 
edged his was a “tough job.” 
But distributors present also 
had reservations. Factory repre 
sentatives should give more ad- 
vance notice of visits, plan days 
with distributor salesmen more 
carefully, and spend more time 
with inside salesmen. Most of 
them absolved the manufac 
turer's representative of responsi- 
bility for running sales meetings, 
and declared in favor of an end- 
of-the-year meeting with repre- 
sentative on. inventory problems. 
Co-chairman was Jack Fail 
ing, Chas. A. Strelinger, Detroit 


What Is Adequate 
Distributor’s Stock? 


Cusmacan of the session on in 
ventory, C. J. Meister (Atkins 
Saw Div.) offered distributors a 
rule-of-thethumb method of de 
termining turnover: On a 20% 
gross margin line, turnover 
should be five times, on a 30% 
line three times, on a 50% line 
two times. 

Discussing inventory problems 
under exclusive, selected, and 
saturated’ distribution condi 
tions, the meeting agreed dis 
tributors are entitled to ade 
quate advance notice on a manu 
facturer’s contemplated change 
in stock, and that manufacturers 
have right to change distribu 
tor’s inventory in response to 
changed market conditions. 

Co-chairman was T. O 
Conger (Atkins Saw Div 


“An adequate inventory enables you to 
serve your customers as they expect to 
be served,” chairman C. J. Meister 
(right) told distributors who — 
pated in his session. Assisting him as 
co-chairman was T. O. Conger. 
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Area-type meetings are a wonderful 
supplement to factory training of dis 
tributor salesmen,” reported H. € 
Johnston (left) recapitulating some 
points covered. Co-chairman of the 
meeting was Carroll P. Pitkin (right) 


Many Variables In 
Training Salesmen 


Lovet the wide area of train 
ing distributor salesmen by 


manufacturers, the session chair 
manned by H. C. Johnston 
(Cincinnati Tool Co.) pretty 
well concluded effectiveness of 
training methods depends on 
products involved, objectives 
and other variables. 
Nevertheless, several strong 


| Opinions showed through the 


discussion: (1) distributors said 
factory school expenses should 
be shared, (2 
should be supplemented by fa 
tory men working with distribu 
tor salesmen, (3) plain selling 
as well as product knowledge 
should be taught, (4) association 
training materials were “excel- 
lent.” 

Carroll P. Pitkin (Lane Mfg 
Co.) was co-chairman 


} sales schools 





tee 


THIS CALL REPORT is different—it’s filled out by factory 


representative for F & B Mill Supply Co. because E & B 


5 Ce og eee > 9 


management feels written record aids sales effort. Jim 
McCann, of Standard Tool Co., will sign this one 


Keep Track of the Factory Salesman 


Factory men file call reports with New Jersey distrib- 
utor; he says it helps his own men do a better job 


By Van Ness Philip, Assistant Editor 


“WwW: LIKE SUPPLIERS’ SALESMEN for our leading lines 
to call on all the customers they can on their 
own initiative,” says Benjamin Rabinowitz, president 
of E & B Supply Co., Perth Amboy, N. J. “All we ask 
is that they turn in reports of their calls within 24 
hours, whether they've called alone or with one of our 


salesmen.” 

Uhat’s been Mr. Rabinowitz’ policy ever since he 
decided some time ago that something had to be done 
to get better manufacturer-distributor teamwork at the 
salesmen’s level. “Our salesmen had too much trouble 
getting together with the factory salesmen—they were 
too often in the dark about what the factory man had 
been doing in the territory—and factory men made 
too many calls that we never followed up on.” 


Sales Direction Easier 


The factory salesmen’s call reports, says Mr. Rabino 
witz, are among his most useful management tools in 
directing his own distributor salesmen. “We can sec 
to it that each of our salesmen follows up the work 
of his opposite number from the factory, and can 
encourage the two men to work as a team, not at cross 
purposes.” 

He asks for the call reports even when the factory 


salesman has called with the distributor salesman 
because this furnishes a double check on what has 
been accomplished. It’s also useful to both manage 
ment and the distributor salesman because the factory 
man, being a specialist, gets the technical data on 
record more accurately and completely. The report 
serves as a good reference for the distributor salesman 
to refresh his mind on the details. 


Object: Better Relations 


Mr. Rabinowitz says he’s had little trouble getting 
the factory men for his principal lines to cooperate 
They'd been working hard for their lines and dis 
tributors right along. He found them not averse to 
any reasonable plan designed to increase the effective 
ness of supplier-distributor teamwork. 

Factory salesmen mail or hand in their call reports 
on a special colored E & B form, with spaces for cus 
tomers’ names and titles and listings of literature and 
samples left behind. Detail is requested on any tests 
conducted in a customer's plant, especially those in- 
volving technical changes to solve particular prob 
lems 

The factory salesman indicates if he recommends 
follow-up by the distributor, and by what date. He 
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When salesmen work as a team, 
good records are a help —»> 


also indicates whether the distributor salesman should 
handle the matter alone from this point on, or will 
need further aid. 

Each E & B salesman calls or visits his office daily 
to pick up information from his supplier salesmen’s 
call reports of the previous day. He then schedules 
his own calls, arranging for joint calls with the factory 
men where needed. 

“It works both ways, for our benefit and for the 
factory man,” says Mr. Rabinowitz. “The call report 
gives our salesman the complete picture of what his 
opposite number has done—whom he saw, what he 
said, what he fixed, or what he didn’t fix—so our man 
is not in the dark when he calls alone. It gives him a 
chance to schedule future calls where a follow-up is 
needed. 

“It gives the factory man assurance that his work 
will be followed up and details won't be forgotten by 
us. And it gives both salesmen a starting point for 
scheduling their calls together when neccessary. 

‘Writing it out makes the difference. It’s a lot more 
effective than haphazard verbal communication, which 
leaves no permanent record.” 


Teamwork Must Be 100% 


Yale Hoffman, E & B salesman, likes the system 
There has to be more than just teamwork between 
the factory and us; it has to be 100%. Nothing is more 
demoralizing to me than to walk in on a customer, 
knowing the factory man has been there, but without 
any idea of what he did or said.” 

Mr. Hoffman also feels the call report makes factory 
salesmen more conscious of their obligation to fill in 
the technical work the distributor salesman can’t do 
himself, and to follow up on problems when needed. 
When a joint call is made, the factory makes a written 
record of the call. giving complete and accurate tech 
nical details about the call. 

Jim McCann, factory salesman for Standard Tool 
Co., who often works with Mr. Hoffman, also says 
there are mutual benefits from the E & B call report 
For him, the extra paperwork is worth it so long as it 
means the work he does on tests and new installations 
is properly followed up. Also, he feels it saves time in 
the end: “I don’t have to wait around for Yale in his 
ofice. We can meet right at the customer's plant and 
go about our business quickly when | know he’s 
already briefed on the problem.” 

He admits he would be overwhelmed if all distribu 
tors wanted call reports on every call, but is also aware 
that not all distributors are organized for this pro 
cedure and not all would want it. 


he 
MATERIAL FOR REPORT is collected by Mr. McCann 
(right) either alone or on calls with Yale Hoffman (left 

E & B salesman. Details from blucprint being shown them 
by A. Trismen, purchasing agent of Syncro Machine Co., 
will be recorded later on Mr. McCann's report to the 
distributor. 


CALLING ALONE LATER, Mr. Hoffman, briefed by 
technical details in Mr. McCann's call report, picks up 
product talk with Mr. Trismen without a hitch. 


CHECKING Mr. McCann's report next day with Mr 
Hoffman, Benjamin Rabinowitz, E & B president, keeps 
abreast of field work. He says report from factory men 
helps management see that teamwork with manufacturer 
is carried out as ordered 
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Six Solutions to Your Selling Problems 


oe YEARS ACO when Harry Wilson was taken off the phone at 
R. C. Duncan Co., Minneapolis, he was given a slow territory— 
with potential. Since then, Salesman Wilson has worked himself up 
to the top of the heap, and has whipped his territory into top-notch 
condition. 

“Very often,” says Mr. Wilson, “it’s a simple thing that turns a potential 
buyer into a customer and a friend. When you start off in a territory with 
170 potential customers, what you really have is 170 problems. They 
look difficult when they're grouped together, but attacked singly, they 
weren't too hard to solve. Here are six problems that come to my mind 
readily. If you'll follow me closely, you'll notice that I don’t mention 
any of my failures. That’s because I don’t have any—just a few problems 
that I haven't solved yet, but will in the future!” 


PROBLEM: | had called on Customer X steadily for 
three years without denting his reserve or getting 
orders that averaged more than five dollars a month. 
I was ready to give up. Yet we knew the potential was 
there. 


SOLUTION: A pretty simple one. “Keep at the ac- 
count,” my sales manager told me. “And try asking 


him out for a cup of coffee.” The next time I called, 
I suggested we take a coffee break together, and was 
amazed to find that was just what Customer X wanted. 
Not only is he one of my best accounts now; we're 
good personal friends, to the extent that we make 
frequent fishing trips together. And every Monday 
morning—we take a joint coffee break. 














PROBLEM; Purchasing Agent Y handles all the buy- 
ing for a large machine company. Every house in town 
knows about the potential here, and competition is 
keen. I wanted him to recognize me as the best source, 
and for him to give me access to his office regularly. 


SOLUTION: Since I knew that Purchasing Agent Y 
had requested some salesmen to call on him less fre- 
quently because their visits were time-consuming, I 
made it a practice to visit him frequently but briefly. 
I always brought a new product in with me, so that my 
visits didn’t get too monotonous. As a result I’ve been 
able to help Purchasing Agent Y out of a few prob- 
lems, and he gives me good volume in coated abrasives, 
electric tools, pipe and fittings, sprockets, gears and 
chain. And he said to me the other day: “You're the 
type salesman who can make regular calls—I don’t 
tire of you the way I have some salesmen.” 
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PROBLEM: My firm’s steadiest items include pipes 
and fittings. Let’s face it, pipes are pipes and fittings 
are fittings, no matter who sells them. There isn’t 
much difference in quality or price. How could I get 
a profitable share of my customers’ orders for these 
items? 


SOLUTION: | spent a few weeks driving home the 


point to all my customers that if they ever needed a 
piece of pipe on Saturday or Sunday, they should con 
tact me—and I'd get it to them post haste. Surpris 
ingly enough, this sort of emergency happens often 
enough to use up a lot of my weekend time—but | 
get the weekday pipe and fitting business too 


PROBLEM: The engineer of Z Printing Co. to whom 
I had previously sold some aluminum paint, was pre 
pating to paint the interior of his large shop. He took 
a “paint is paint” attitude, wanted a one-coat applica 
tion at rock bottom price. 


SOLUTION: | took a gallon of our paint and applied 


it to a section of his wall. He was so impressed with 
its hiding qualities that he bought without a second 
look at the price. 


PROBLEM: The other morning a customer cailed 


me and said, “Where the hell’s my stuff? Delivery 
was promised yesterday, and I haven't got it yet! 
You call Chicago and get it or I'll call ‘em myself.” 
I was amazed, since the delivery failure wasn't our 
fault, and I knew the customer knew it. I never heard 
a man so mad before. 


SOLUTION: | didn’t say a word—just let him baw! 
me out. Then I called the supplier and expedited 
the order; reporting back to the customer. Later he 
apologized, and has since increased his business with 
me 50%. 


PROBLEM: | walked into Customer W’s office with 
a manufacturer's man, one with whom I had never 
worked before. My selling method with this cus 
tomer had always been a sort of soft pedal presenta 
tion—but this manufacturer's man started right off 
high pressuring him. After taking a few minutes of 
it, the customer actually told him to get out of his 
office and stay out. It was the first time I had ever 
seen it happen—it was a tense situation. 


SOLUTION: | learned what I could from this manu- 


facturer’s man along technical lines, and begged off 
on making further calls with him. Then I made a 
quiet call on the offended customer, and got a good 
reception—even an order for the ousted man’s line 
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House Organ 





EAGERLY AWAITED every month by salesmen and non-sell 


ing personnel, this house 


tgan prints sales standings, gossip, humor 


Jacksonville, Fla. firm’s vice president spends two nights a month 


putting together material for ““The Hot Foot” for 42 employees 





Next time you go home from the office 


1. Write down your thoughts on a timely subject 
important to your salesmen 
2. Dig up any sales data that’s of interest, such as 
standings, collections status, etc. 
. Add personal news you've heard about employees 
in the office 
4. Add a few favorite jokes 
Presto—you've got all the material you need for a 
spritely house organ, the way they do it at Farquhar 
Machinery 





HE HOUSE ORGAN is a valuable contribution to em 
tes ee morale, as many industrial supply and equip 
ment firms have learned by experience. However, 
there is a widespread impression that a house organ 
is a luxury which only the large firms of the industry 
can afford. This impression is belied by the fact that 
the Farquhar Machinery Co., Jacksonville, Fla., has 
been issuing “The Hot Foot”, an eight-page house 
organ, for many years. And the firm employs only 
42 people. 

“The Hot Foot” is the product of the fertile 
editorial imagination of Allen Hardin, vice president, 
who spends about two nights a month selecting, writ 
ing. pasting material and now and then drawing or 
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FROM HERE AND THERE, Allen Harden, vice president 
culls editomal material, but company’s charge sheets yield 
most popular reading matter 


copying a cartoon or picture. This material is then 
turned over to Mrs. Dorothy Dixon, his secretary, 
who then makes stencils and runs off the pages on a 
Ditto machine. One staple stitches the eight pages 
of an issue together and production is complete. Cost 
ucgligible; result: unanimous approval of all em 
pioyecs. 

“The Hot Foot” proves an important point, Mr. 
Hardin says, which is that the success of a house 
organ, like most any printcd matter, depends more on 
what is put into it than how it looks. Over the years, 
Mi. Hardin has developed a basic editorial plan. Some 
of the ideas were his own and others were suggested 
by other employees. 


“The Evils of Price Cutting” 


The “cover” page of each issue is generally devoted 
to an editorial surmounted by an illustration. The 
illustration is usually a cartoon, original or copied. 
Mr. Hardin lays no claim to drafting skill but “it’s the 
idea that counts”, not the picture. Editorials gen 
erally deal with some aspect of selling. Needless to 
say, a favorite theme is “The evils of price-cutting.” 

Inside the book, the following plan is used regularly 

Page 2—The feature is Salesmen’s Standings. One 
table shows the position of each salesman on the basis 
of total cumulative sales for the year. These are then 
broken down into sales for each department—mill 
supplies, machinery and steel products. A fourth 
standing rates the salesmen on the basis of the pre 
vious month's sales. To liven up the page, Mr. Hardin 
comments on the changes in standings. 


ay ares oOw 





PRODUCTION of the 8-page “Hot Foot” is the care of 
Mrs. Dorothy Dixon, secretary to the vice president, who 
uts stencils and “dittos” each issue 


Page 3: The feature of this page is the status of 
collections. Each salesman’s past due accounts are 
totalled and compared to the previous month’s past 
due amounts. The idea is to stimulate salesmen to 
get their past due customers to pay up. Good per 
formance is commented on. Also, if there is any gen 
eral credit information for salesmen, Mr. Hardin writes 
it in. 

Pages 4 and 5: These pages contain one of the most 
popular items of each month’s issue, “Recent Note 
worthy Sales”. The reason for the popularity of this 
section is that, in addition to giving the salesman who 
made a good sale the credit, Mr. Hardin also men 
tions any individual on the company’s staff who as 
sisted the salesman, such as telephone salesman, or 
counter salesman. Recognition of the teamwork on 
sales has stimulated more cooperation between inside 


and outside men 


Personals and Humor 


The rest of the pages are filled with announcements 
about mectings, items about employees and their 
families, company doings and humor. 

The little magazine, said Mr. Ilardin, is pretty popu 
lar and, if for some reason or other it is a little late in 
going out, he hears complaints from the salesmen 
There is no doubt about its being stimulating to both 
outside and inside sales personnel. It promotes a 
better understanding of the company’s aims and func 
tions among non-sales people and, Mr. Hardin added, 
he considers that the low employce turnover is an 
indication of the organ’s value 
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SALES QUIZ: Test your knowledge of. . . 


Products and Mar kets 





1. V-BELTS 


Vic, the V-belt man, says there are more and more 
uses for V-belts in modern industry; the industrial 
supply salesmen who knows his stuff will get his 
share of the business. “Actually,” Vic points out, 
“engineering V-belt drives today is simply a matter 
ef familiarizing yourself with manufacturer's cata- 
logs.” Here are some basic questions to help you 
brush up on your V-belt knowledge. 

A. There is a very simple method of determining 
the speed ratio. What is it? 

B. For best results where there are no space re- 
strictions or limitations it is advisable to strive 
for a center distance between shafts equal to 
the sum of the diameters of the driver and 
driven sheaves. True [) False [| 

. When installing belts it is not necessary to have 
slack all on one side. 
True [) False [) Why? 

D. Vic says it’s smart to tell your customers the 
complete set of V-belts should be replaced 
when one or two in the set wears out. “Increases 
your sales,” Vic smiles. Aside from the obvious 
fact thot it increases the amount of the por- 
ticular order involved, is there any good reason 
why Vic is right—or is he all wet? 








Modern industrial lighting affords safety, efficiency, 
and improved morale in plants of every type. All in- 
dustries are users of lamps, all are potential customers 
for the industrial supply salesman who handles lamps. 

Light your way to bigger and better orders by 

brushing up on some lamp fundamentals. 

A. Larry, the lamp salesman, knows that, to pro- 
tect the eyes in the potential glare zone, lumi- 
naires should be shielded to a certain number of 
degrees. What's your quess? 

35, 60, [] 45, [] 70 degrees. 

. “The electrical distribution system must be ade- 
quate,” Larry cautions. “Otherwise lamp out- 
put will not be up to rating. In the normal 
240/120 volt systems, each lamp should receive 
current at within 2% of its rated voltage.” 
Do you agree with Larry? 

. What ore the three sources of artificial light 
available to industry? 

. Larry says everyone knows the almost universally 
used filament material is . And he 
adds, the filament may be straight wire, a , 
ora 
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3. COATED ABRASIVES 


With the development of superior adhesives and back- 
ing materials, coated abrasives have found increased 
use in metalworking and other important industries 
sold by the industrial distributor. 

There are different ways in which coated abrasives 
are made to meet many industrial requirements. To 
insure a basic knowledge of this high-potential item, 
test yourself on the following questions: 

A. Coated abrasives are made in a number of forms. 
Which of the following forms of finished product 
are in use today: sheets, belts, rolls, discs, 
sleeves, cones, pencils? 

B. What are the two kinds of adhesives used? 

C. Which of the following abrasives are used: 
silicon carbide, aluminum oxide, garnet, emery, 
pumice, crocus, flint? 

D. What are the four kinds of backing? 


proximately: 20%, 25%, 60%, 40%, 55%, 
70%? 

E. Where speed of lift is not important, and smooth 
operation is required, which type hoist would 
you recommend? 








4. CHAIN HOISTS 


Hoist your sales by learning more about chain hoists. 
A. Can you identify the three types of chain hoists 
illustrated below? 














B. Which is the least efficient? What are its ad- 
vantages? 

C. A conventional spur-geared hoist with anti- 
friction bearings at the load drive and support 
members will lift a 1-ton load one foot by 


handling about... . feet of chain with a pull of 
_ . Ibs. 


D. The efficiency of a screw-geared hoist is ap- 





5. COMPRESSORS 


There is a vast potential for compressors in every area 
covered by industrial supply salesmen. Think of those 
plants in your territory who use spraying equipment; 
small tools like grinders, drills and wrenches, chipping 
hammers, wood borers, nutsetters, blow guns; laundry 
presses; air hoists; holding devices; testing equipment; 
sand blasting equipment—all are potential users of 
compressors. 
Try your hand at the following questions to bone-up 
on your compressor knowledge. 
A. What is the difference between a single-stage 
compressor and a two-stage compressor? 
B. Air consuming devices like pneumatic tools and 
spray guns are rated on: 
} actual delivered capacity of the compressor 
[] piston displacement 
C. To compensate for leaks, future requirements 
and additional uses, it is advisable to: 
[) allow 5 to 10% margin of extra capacity 
over estimated requirements 
[) allow 20 to 30% margin of extra capacity 
over estimated requirements 
| allow 30 to 40% margin of extra capacity 
over estimated requirements 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





1. V-Belts 


A. Speed ratio is easily determined by dividing 
larger rpm by smaller. 

B. True. 

C. False. When some belts have slack on one side 
and others on the opposite side, the belts may 
break during the first few revolutions of the 
drive. 

D. Vic is right, but his reasoning should include 
the fact that used belts are longer than old 
belts and, when both are applied on the same 
drive, the new belts will stretch excessively and 
break. He should point out, too, that the old : 
belts are still serviceable for emergency use and r 
future replacements. This is selling for the wes 


long pull, not for today’s order. 
4. Chain Hoists 


A. a. Differential, b. screw-geared, c. spur-geared 
chain hoists are illustrated. 
B. Differential hand hoist is least efficient (35%), 
but has advantage of being lowest in cost, and 
? Lam light in weight with fewest number of parts. 
. ps C. 31 feet of chain with a pull of 76 Ibs. 
. You should have answered 45 degrees. D. Screw-geared hoists require pull of about 87 Ibs. 
. Larry's on the beam here; hope you agreed. in the hand chain to lift a 1-ton load; approxi- 
. Three sources are: incandescent, fluorescent, mately 59 feet of chain must be handled to 
and mercury. raise the load one foot. This results in an effi- 
. The blank spaces should have been filled in as ciency of about 40%. 
follows: tungsten, coil, coiled wire. E. Recommend screw-geared type for this applica- 
tion. 



































5. Compressors 
3. Coated Abrasives A. Single-stage compressor completes compression 
A. All forms mentioned are in popular use today. in one step or in equivalent of one cylinder; two- 
B. Glues and resins. stage completes compression in two steps or 
C. All except pumice. stages—from first cylinder to second cylinder 
D. Four kinds of backing are: 1. paper 2. cloth to discharge. 
3. fiber 4. combination — generally of two B. Actual delivered capacity of the compressor. 
types: paper-cloth and fiber-cloth. C. Allow 20 to 30%. 
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Sell 


CHESTER 
UE ES 


for every 
handling 
job... 






® ZEPHYR 
Spur-geared 
Lightweight 





HEAVY DUTY 
Spur-geared 
Adaptable 





ELECTRIC 


Push-button or pend- 


ent rope controls 





SPECIALS 


Overhead trolleys 


Available in all 
popular sizes... 


with up to 25 tons 


of lifting power. 


This advertisement appears in 
Factory and Mill & Factory 












CHESTER HOISTS 


get work done fast 
NOW A COMPLETE LINE 





NEW ... ZEPHYR Lightweight, spur-geared 
... Built for safe, one-man handling by riggers, mill- 
wrights. Sizes from ‘4 to 2 tons. Fully encased, all- 
steel, sealed construction defies extremes of outdoor 
exposure and dusty atmospheres. Compaci design 
requires minimum headroom, permits close-quarter 
operation. Spur-gearing makes the Zephyr fast and 
easy to operate even with capacity loads 


ELECTRIC +++ For fast, accurate, pow ered hoisting 
Heavy duty or lightweight in 11 different sizes 
from ‘4 to 2-ton capaci- 
ties with up to 30-f.p.m. 
hoist speeds. Entire gear 
train is under continuous, 
sealed, splash lubrication. 
Permanently sealed ball- 
bearing motor. Spring 
ciutch load-brake stops 
smoothly, suspends load 
without slippage even 
when power is shut off. 
Instant action motor brake 
stops hook immediately 
without jolt, prevents drift- 
ing. Push-button or pend- 
ent rope controls. 


HEAVY-DUTY HAND CHAIN... .spur-geared 
... There’s a size that’s dependable for your need 
Hoist up to 25 tons fast with minimum effort. 
Timken bearings provide easy, smooth operation 
Positive-acting retaining brake suspends load at 
any height. Low-friction swivel hook prevents 
chain twisting. Chain guide on load sheave pre- 
vents chain fouling. 














Army types, extended handwheel and low head- 
room trolley hoists are available. Also, Chester 
produces a complete selection of low-priced differ- 
ential hoists in sizes up to 1)4-ton capacity. 





Ask your distributor for complete facts on the new, lightweight 
Chester Zephyr Hoists, or on the electric or other hand hoists in 
the complete Chester line. Write for specification literature on the 
type of hoist that interests you. 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 
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U.S. TOTALS 


August 1955 
Compared with 
July 1955 


August 1955 
Compared with 
August 1954 











First 8 Mos. 1955 
Compared with 
First 8 Mos. 1954 




















+12% 


+19% 


+] 1% 





Supply Sales Trend 


Final Figures For August 1955 





August 1955 
Compared with 
July 1955 


August 1955 
Compared with 


July 1954 





NEW ENGLAND 
Connecticut 

Maine 

Massachusetts 

New Hhampshire 
Rhode Island 

Vv 


MIDDLE ATLANTIC 
New Jersey 

New York 

Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


North Dakota 
South Dakota 








+22% 
+20% 


+135% 


+34% 


+32% 


+29% 


+ 6% 


+39% 
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This high-scoring teambis hard to beat... 





OSTER ADVERTISING 


For fast profit touchdowns, you can’t beat the effec- 
tiveness of these advertisements which appear regu- 
larly in leading trade and industrial magazines. These 
ads score inquiries . . . inquiries which Oster Distrib- 
utors convert to pipe- and bolt-machine sales! 


BSS TE, 
. ‘J 





DIRECT MAIL ADVERTISING 


A good solid line of hard-hitting folders, 
catalogsand envelope stuffers, which blocks 
out the opposition when you're headed to- 
ward a sales goal line. They're yours for 
the asking, too, with your own imprint on 
the cover. 


TRADE-SHOW EXHIBITS 


For smooth performance, watch Oster pipe 
and bolt machines in action at leading trade 
shows throughout the country. Here's where 
your customers and prospects get the actual 
proof that Oster is their top value in thread 


THE OSTER ing equipment. 
THREADING ENGINEER 


Need some expert coaching on 
how to solve a customer's 
threading problem . . . or how 
to run up the sales score on 
pipe-threading equipment? 
Here’s the man to have on your 
side. Just let us know when you 


want him to pay you a visit. 
"e MANUFACTURING CO. 
Main Office and Factory: 
Box 4326-D «+ Cleveland 32, Ohic 


New York Factory Branch Sales and Service, 
25-36 Jackson Ave., Long Island City 1, N. Y¥. 


THE 


BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Cont'd.) 





August 1955 
Compared with 
July 1955 


August 1955 
Compared with 
August 1954 


First 8 Mos. 1955 
Compared with 
First 8 Mos. 1954 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
Seuth Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 


Alabama 
Keniucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 


Texae 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 








+12% 


+ 8% 


NO 
CHANGE 


+23% 


+ 9% 





+19% 


+15% 


+12% 


+21% 


+34% 





+15% 


+ T% 


+10% 


+ 2% 
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YARWAY’S vigorous advertising 
stimulates your 
steam trap sales 


gm Vigorous, consistent advertising in 27 leading national trade journals 
... plus intensive year-’round direct mail promotion... catalogs and 
folders . . . national trade shows . . . motion pictures for associations and 
plant showings...dealer displays and helps—all contribute to making the 
YarRway Impulse Steam Trap a profitable, fast-moving line for Indus- 
trial Distributors. 





More than 1,000,000 YARWAY Impulse Steam Traps have been sold. 


Customer popularity is based on the Yarway Impulse Steam Trap’s 
simplicity, small size, proven dependa- 
bility, the fact that it is good for all 
pressures without change of valve or seat, 
has only one moving part and trouble- 
free stainless steel construction. 

YARWAY IMPULSE Write for full details on YARWAy’s plan 

SEAM: Veaw of selective distributorships for the 
YARWAY Impulse Steam Trap and its 
fast-moving companion, the YARWAY 
Fine-Screen Strainer. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadeiphia 18, Pa. 


YARWAY 


impulse steam traps 


FINE SCREEN STRAINERS 


YARWAY 
FINE SCREEN 
STRAINER 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


HE BUSINESS BOOM will continue at least until mid- 

1956, but at a somewhat more subdued rate than has 
prevailed thus far in 1955. After mid-1956 the out- 
look gets a bit murky. 

Prices, on the average, will go up only slightly— 
probably between one and two percent—between now 
and the next 4th of July. 

These are key parts of the consensus on the business 
outlook reached by an eminent group of practitioners 
in this field of scholarly speculation with whom we 
have just had the privilege of carefully canvassing the 
subject. 


President's Illness: The Effects 


The conclusion that the boom has at least nine 
months more to run was by no means tantamount to 
the conclusion that President Eisenhower's illness is 
of slight consequence to the business community and 
its outlook. On the contrary, there was full recogni- 
tion that it is of profound political and economic 
importance, both for the nation and for the world. 
But the effects, it was agreed, are primarily of the sort 
to have their telling impact on business over the longer 
run rather than the immediate future. 

There has been a considerable amount of conten 
tion that the President's disability would be such a 
blow to business confidence that business plans for 
investment in new plant and equipment would be 
sharply curtailed, so sharply in fact as to write finis 
on the boom. Although we have yet to hear of any 
cases of consequence, it is conceivable that some 
marginal plans will be cut back. However, there is 
little reason to believe that the cutback will be of a 
sufficient magnitude to reverse the rapid expansion of 
plans for business spending on new facilities which has 
been building up thus far this year. 


Cars Keep Coming 


There has also been quite a lot of contention that 
a declining rate of production and sales of automo- 
biles, complicated by an unwieldy inventory of unsold 
1955 models, would put a drag on business later this 
vear. But it develops that the automobile industry 
will be maintaining about the same dazzling pace of 
production (of new models) for the balance of the 
year that it maintained during the early part. And 
somewhere and somehow along the way, inventories 
have been cut down to a comfortable level. So, in- 
stead of damping down the boom in the months 
ahead, the automobile industry will be sustaining it. 
Production in early 1956 is expected to continue very 


high by any standard except that of 1955. 

The fact that the boom will be going forward at a 
more subdued rate in the months ahead can be ac- 
counted for simply by the physical facts involved. In 
the last year, the annual rate of the Gross National 
Product has leapt up by about $33 billion—from $359 
billion to about $392 billion. In the process, we have 
come very close to the bottom of our manpower sup- 
ply. At last accounting, in August, there were only 
about 2.2 million unemployed—and there are prob- 
ably fewer now. Also, material shortages are con- 
tinuously cropping up to place a lid on the rate of 
continued expansion. So while, without benefit of 
much of any general price increase, the Gross Na- 
tional Product can be expected to pass the $400 bil- 
licn mark sometime during the first half of 1956, it 
won't be duplicating the skyrocket rise of this year. 

So far as prices are concerned, the prospect is for 
more of that same sort of stability, graphically por- 
trayed in our June report. That's the sort where slightly 
declining farm prices are roughly balanced by rising 
industrial prices. In the months ahead, the rising in- 
dustrial sector gives promise of exerting a somewhat 
stronger pull, and thus pulling the general structure 
of prices to a slightly high level. 


Cheery Year Ahead Anyway 


So why the murkiness along about the middle ot 
next year? It’s caused in some part by the churned-up 
political situation which President Eisenhower's ill- 
ness clearly portends. But important economic un- 
certainties also contribute to it. 

One is uncertainty as to how long business will go 
on adding to inventories, as it’s currently doing at a 
rate of $4 to $5 billion a year. Another important 
question mark is the ability of consumers to keep 
adding to installment debt at the recent pace of $680 
million per month—and so sustain high volume out- 
put of autos and appliances. There are also some 
worries in the housing field, which appears to be hit 
particularly hard by the latest credit restrictions. As 
1956 goes on, somewhat lower demand for housing, 
autos and goods for inventory may result in lower 
industrial production, unless there are sufficient tax 
cuts to stimulate a new surge of consumer spending. 

At this point, the political and economic factors get 
very mixed up. But even if we can’t suspect ourselves of 
having a clear view beyond the middle of next year, it’s 
pleasant, in the light of the staggering blow delivered 
by the President's illness, to be able to glimpse a 
cheering—in fact a very cheering—business outlook 
for the better part of a year ahead. 


118 INDUSTRIAL DISTRIBUTION © NOVEMBER, 1955 





ce 8 lll 








POWELL VALVES ...THE COMPLETE QUALIT l E...POWELL VALVES 


referred for Precision 
Derformance 


Powell Valves are the choice of engineers because 
they know every valve is precision made, meeting 
every specification—every time. 

And there are other good reasons why engineers 
prefer Powell Valves—-because Powell Valves are 
dependable . . . economical . . . and Powell has the 
COMPLETE quality line of valves. 

Consult your Powell Valve distributor. If none is 
near you, we'll be pleased to tell you about our 
complete line, and help solve any flow control 
problem you may have. 


The Wm. Powell Company 109" year 


FIG. 560—Bronze Regrindable Horizontal Cincinnati 22, Ohio... 
Swing Check Valve for 200 Pounds W. S. P. 


i i i 


FIG. 150—Bronze Vulcanized FIG. 500—Bronze Screwed-in FIG. 2608—Bronze 
Composition Disc Globe Valve Bonnet Gate vaive for Full Flow Globe Valve 
for 150 Pounds W. S. P. 125 Pounds W. S. P. for 200 Pounds W. P. 


- POWELL VALVES 


PS. This is juste one of many ads appearing in feadimg magayines that fil you sell POWELL VALVES! 
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Manufacturers’ 


New... 


Training Programs « Displays 








DIFFERENT GRADES of Campbell chain are now 


“Measure Marked” in colors to facilitate handling 


Campbell Chain Marked 
Every Five Feet 


Campbell Chain Co., York, Pa., 
has announced that under the name 
“Measure Mark,” it will market four 
lines of chain marked every five feet 
in separate colors to help industrial 
distributors in their handling of the 
product 

After surveying distributor opin 
ion and studying the problem of 
marking chain, the firm invented, 
manufactured, and placed in opera- 
tion a machine that marks “Proof 
Coil,” “BBB,” “High Test,” and 
“Cam-Alloy” chain. The different 
colored markings facilitate not only 
measuring but also identifying chain 
grades. BBB chain is marked red, 
High Test blue, Proof Coil green, 
and Cam-Alloy orange 

In addition, new labels have been 
designed enabling the distributor to 
keep a perpetual inventory on the 
label. Ruled columns headed “on 
hand” and “withdrawals” enabling 
the distributor to keep a perpetual 
inventory on the label. Color of the 
labels corresponds to color markings 
on chain. 

Further, the company will hence 


120 


forth pack a standard footage of any 
given grade to the barrel. Thus, it 
claims, package costs will be con 
stant and the distributor will no 
longer have to convert from pounds 
to feet for resale. 


Union Wire Handbook 
Covers “Tuffy” Slings 

Union Wire Rope Corp., Kansas 
City, Mo., has issued a new “hand- 
book” covering recent developments 
in its line of “Tuffy” slings. Con 
taining 60 pages of illustrations, 
charts, and diagrams, the publica 
tion describes 16 different factory 
fitted slings and nearly two dozen 
standard fittings available for slings 

The book contains, also, a rigger’s 
manual, a shop chart of ratings for 
all Tuffy slings, and an engineers 
notebook and standard signals for 
directing the operation of overhead 
travelling cranes, cranes and derricks 
and locomotives. 

Directions for splicing an eye into 
the end of a wire rope feature close 
up photographs 
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NEW LABELS contain perpetual inventory record. Stand- 
ard packaging obviates conversion from pounds to feet. 





Weatherhead Offers Swaging 
Press for Hose Assemblies 

Weatherhead Co., Fort Wayne 
Div., Fort Wayne, Ind., has de- 
signed and is offering for sale to dis- 
tributors a hydraulic swaging press 
for hydraulic hose assemblies. The 
press, states the company, will en- 
able a distributor to make any hose 
assembly to a customer’s order in 
five minutes or less in his own serv- 
ice shop. 

Currently being _ set up in 
Weatherhead distributor service cen 
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Packages « Films « Literature 





ters throughout the country, the 
new swaging press is part of the 
firm’s overall sales and merchandis- 
ing program. Literature on the dis- 
tributor swaged hose assembly pro- 
gram has been prepared. 

To facilitate the swaging process, 
says Weatherhead, hose manufac- 
urers have cooperated in developing 
new types of single and double wire 
braid hoses which do not require 
skiving. 


ANCH@RING 
MADE EASY 








Rawiplug Sales Meetings 
Explained In Booklet 


Rawlplug Co., New York, has is- 
sued a 20-page booklet describing its 
slide-film sales meeting program de 
vised to train distributor salesmen in 
the selling and application of the 
firm’s line of masonry anchors. The 
program is being presented to Raw! 
plug branch managers at two sales 
meetings this fall, and will subse- 
quently embrace distributors and 
their sales forces 

According to the firm, the pro- 
gram consists of a color slide-film 
presentation setting forth “how to” 
information for salesmen. 


Manning, Maxwell & Moore 
Adopts New Discount System 


Manning, Maxwell & Moore, Inc., 
Stratford, Conn., has adopted a new 
discount system on its Ashcroft 
Gauge line, which it says will help 
distributors combat “profitless pros- 
perity” caused by high order-process 
ing costs. In essence, the firm’s new 
method rewards grouping of orders 
to save Manning, Maxwell & Moore 
unnecessary handling expense. “This 
change,” says A. W. Coleman, gen 
eral sales manager, “is intended to 
produce savings in handling expense 
which can be passed on to our dis 
tributors in the form of an increased 
gross margin.” 

The new pricing structure begins 
with a basic 25% discount (on 
orders below $45, it’s 20%), then 
increases to 25-5% when a distribu- 
tor’s order amounts to $500 or more 
at one time. The firm studied dis- 
tributors’ potentials, ordering pat 
terns, and inventory turnover to at 
rive at the $500 dividing line. For 
specials on which there’s little re 
peat business, the firm will continue 
to dropship at the standard 25% 
discount 

“Dealing as we were with a small 
unit of sale ranging from $1.85 to 
$40 resale,” Mr. Coleman states, “it 
was essential this value be not so 
high as to exclude distributors in 
smaller marketing areas, nor so low 
as to lack potential savings for large 
distributors in high-potential areas.” 


GE Increases Price 
On All Carbides 


Carboloy Department of General 
Electric Co., Detroit, announced 
that prices on all grades of its car 
bides have been increased an average 
of 10%, effective Oct. 3. The in- 
crease covers cemented carbide for 
mining, woodworking, stone, metal- 
working, and other tools, as well as 
dies. 


Minnesota Mining's Resin 
Turns Up In “Unipak” 


Minnesota Mining & Mfg. Co., 
St. Paul, Minn., is using a new “Uni- 
pak” container for its “Scotchcast” 
insulation resin. Consisting of a 
single package with a barrier strip 
sealed across the middle separating 
the resin and activator, the package 
permits “self-mixing” — when the 
barrier strip is broken the resin and 
activator mix. Previously the con 
tainer consisted of two packages, onc 
inside the other. 


National Copper Package 
Is Octagonal In Shape 


National Copper & Smelting Co., 
Cleveland, has announced new pack 
aging for its complete line of auto 
motive and industrial copper tubing 
Constructed of heavy paperboard, 
the new containers are said to offer 
greater shipping safety and facilitate 
easy distributor handling. Further, 

(Continued on page 167) 


FOR MORE MANUFACTURERS’ ACTIVITIES, SEE PAGE 167 





@ SILVER STEEL 
Chamfer tooth 


the new 


@ SILVER STEEL 2242, 
Chamfer tooth 


ere | smoother cut—less milling operation. 


oe straight cut—no off-line crooked cutting. 


s 


wa longer life— more cuts per blade. 


reduced chatter and vibration. 
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Chamfer tooth 
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ATKINS Chamter tooth 


.-.a hacksaw blade 
that mills as it cuts 


' ATKINS SAW DIVISION 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 
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New Britain Machine 
Buys Hand Tool Line 
From Blackhawk Firm 


Blackhawk Mfg. Co. has sold its 
Blackhawk” hand tool line to The 
New Britain Machine Co. 

Ihe Blackhawk trade name and 
warranty will be maintained on the 
line, Ralph S. Howe, New Britain 
president said. He termed the addi- 
tion of the line a move to broaden 
present distribution of hand tools 
and more fully utilize manufactur 
ing facilities. 

New Britain merchandise 
Biackhawk hand tools in all mar 
kets, including industrial and auto- 
motive. 

Philip G. Brumder, president of 
Blackhawk, said the sale of the hand 
tool line helps free his company to 
expand and specialize in hydraulic 


will 


products and lifting equipment. He 
said the company was stepping up 
its promotion on these lines. Its 
new plant at Sheboygan, Wis., has 
been set up for mass production of 
hydraulic jacks. Hydraulic equip 
ment is also produced at the com 
pany’s main plant in Milwaukee 





‘NEWS: 





MANUFACTURER 











Johns-Manville Forms Three New Divisions 


Francis J. Wakem 


Johns-Manville Corp. has split its 
present Industrial Products Division 
into three new operating units, the 
Packings & Friction Materials Di 
vision, Industrial Insulations Divi- 
sion and Pipe Division. 

Francis J. Wakem, former mer- 
chandising manager of the old In- 
dustrial Products Division, has been 
named general manager, Packings 
& Friction Materials. He continues 
as vice president of Johns-Manville 
Sales Corp. 

He will have production and sales 
responsibility for gaskets, packings, 
textiles and friction materials. 

Mr. Wakem’s staff includes 
Edward H. Wells, merchandise 





Buffalo Firm Completes Renovations 


ne 


Renovated building on Hinman Ave. in Buffalo consists of 12,000 sq. ft. for general 
industrial supplies distributed by E. F. McCarthy Co., Inc. Some of the features 


of the location are ample customer parking facilities, steel shelving th 
house, will-call counter located between stockroom and office personnel, 


hout ware 
executive 


offices and sales conference room on second floor 
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Edward H. Wells 





C. C. Simoni 


manager; C. C. Simoni, general sales 
manager, both recently elected vice 
presidents of Johns-Manville Sales 
Corp.; and P. D. Cannon, produc- 
tion manager, who continues as a 
vice president of the Sales Corp. 

Don L. Hinmon was named 
general manager of Industrial Insu- 
lations. Robert Forth heads the 
Pipe Division. 

Company spokesmen said the 
changes continue an expansion pro- 
gram and a decentralization of 
operations started in 1946. About 
$20 million has been invested in 
plant and mine expansion each 
vear since World War I. 

Mr. Wakem joined the company 
as a staff engineer in 1921 and has 
specialized in sales, merchandising 
ind management of a wide range of 
the company’s industrial products. 

Mr. Wells, who joined the com- 
pany in 1928, has been product 
manager for Friction Materials and 
assistant to the merchandising man 
ager of Industrial Products. 

Mr. Simoni has been with Johns 
Manville 1936, serving in 
various sales posts, including New 
York district manager for Industrial 
Products. 

Besides its three new divisions, 
the company also has six other di 
visions: Building Products, As- 
bestos Fibre, Celite, Canadian 
Products, International and Dutch 
Brand. 


since 
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Baldwin Supply to Streamlin 


Officers of Baldwin Supply Co., Minneapolis, confer on 
projected efficiency program. The 35-year old power trans- 
mission house is headed by Partners R. Nyrop, J. Craighead, 
Mr. Groen also edits The Baldwin Supplier, 
a monthly mailing piece for customers and suppliers 


and R. Groen 





e Operations 
—_ 


Management meetings with members of the sales force will 
be combined with an efficiency expert's analysis of office 
procedure, and a concentrated drive on outside sales. Shown 
here are Robert Johnson, shipping, Arthur Melhus, city 
desk, Rich Rivett, salesman, and Alvin Davies, manager 








George Bennett 


Borroughs Mfg. Co. 
Names President 


George Bennett has been elected 
president of Borroughs Mfg. Co., a 
subsidiary of American Metal Prod 
ucts Co. Tracy Call 
treasurer and secretary 

Mr. Bennett was formerly gen 
eral manager of Borroughs. He has 
held various administrative posts in 
industrial consulting and engineer 
ing work and was at one time tool 
superintendent of the Chevrolet 
Flint Division of General Motors 
Corp. Other past associations in- 
cluded Harold F. Howard Co. 
and Hawley & Hoops, Inc. 

Mr. Call is the former controller 
of Borroughs. 


was named 





B. F. Goodrich Plans 


New Distribution Center 


The B. F. Goodrich Co. has be 
gun work on a new Kansas City dis 
tribution center located on a ten 
acre tract on Kindelberger road, 
Fairfax industrial area. 

The new center will be more than 
three times the size of the com 
pany’s present North Kansas City 
warehousing facilities. It is expected 
to be completed by February 








Fort Worth Steel 
Buys Monarch Mfg. 


Pending approval of stockholders 
of both corporations, Fort Worth 
Steel & Machinery Co. will acquire 
Monarch Mfg. Co 
The Armoloy Co 

Monarch produces simulated am 
munition for the Armed 
Armoloy applies a process to numer 


ind its division 


Services 


ous metal products to increase the 
life of working parts 


Standard Pressed Steel Graduates Class 


Ten distributor salesmen from five states graduated from the first class in Standard 


Pressed Steel Co.’s 1955-56 series of factory training courses 
E. Rivers and Clarence B. Irwin, J. M. Tull Metal & Supply Co., 
L. Leiter and Phillip A. Cressor, E. W. Smith Machinery Co., 
Charles T. Richardson and Frederick A. Gibson, William F 
Carlton P. Pressler and Joseph A. Smuda, Mill Supplies, Inc., 
and Earl V. Cox, Cunningham Supply C 


Included were: Thomas 
Atlanta; Russell 
Columbus, Ohio; 
McGrw Co., Detroit; 
New Britain, Conn; 
Akron 


FOR ADDITIONAL NEWS, SEE NEXT PAGE ===> 





New Jersey Firm Modernizes Handling Methods 


Fork Lift now handles strong-arm jobs at E & B Mill Sup. 
Machine 
or bulk goods are palletized 


Amboy, N. J 


ynd other he 


Co., Perth 
tool 


bolts, nails, wire, 
ment plans t 








Black & Decker Marks 45th Year 


Ihe Black & Decker Mfg. Co. is 
clebrating its 45th anniversary 

Alonzo G. Decker, 
chairman of the 


co-foundei, 
board and presi 
dent of the company, was honored 
recently at a dinner of 100 manage 
supervisory members 
lo mark the 


Decker was presented 


ment and 


marking the event 
Mr 
with a 45-vear service 


talk 


event 
pin 
the firm’s 


In a reviewing 


history since it started out as 
- maker of special machinery to order 
Mr. Decker stressed the organiza 
tion’s steady international growth 
From an original force of 10 em 
ployees, the company has expande< 
to a 3700-employee operation wit! 
plants in Towson and Hampstead 
Md. and Harmondsworth, England 
as well as subsidiaries in Canada 
Australia, Mexico and Brazil 


Black & Decker Holds Sales Training Class 


Recent class at Black & Decker Mfg. Co.'s sales training school included six sales 


} 


represeutatives and one man cach from the purchasing and customer service depart 


ments 


Ratliff, Sam Knepp, Howie Ashton 


126 


Walter Y. Pindell describes motor design to Jim Parsons, Roy Adams, Harry 
Bob 


White, John Mever, and Joe Chariton 


One-ton lift truck easily 
Here a grceax barrel slides 


onsolidate 


| 


| throughout 


handles all lifting to truck bed 
aboard, without a pallet. Manag« 
and rencvate all warehouses 


Edward J. Holzman 


Beals McCarthy 
| Elects 


Vice President 


Edward J]. Holzman has been 
elected a vice presideat of Beals 
McCarthy & Kogers, Inc 
N. 
Recently 


sales, he will now take charge of all 


Buttalo 


manager of industrial 


telephone sales for both industrial 
supplies and steel 

He started with the firm 42 vears 
ago as a mail boy, later becoming 
a phone order clerk. He was at one 


time assistant manager of out-of 


town sales. 
He will customers 


New York 


parts of 


contact 
most of 
State, Pennsylvania and 


( ynada 
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Sales, Profits 
Improved in 1954-55, 
Garrett Corp. Reports 


The Garrett Corp., Los Angeles, 
increased both sales and net profit 
in the fiscal year ending June 30, 
according to a recent report to 
stockholders. Sales reached a peak 
of $103,393,450, compared to $101, 
158,083 for the previous year and 
profit totalled $3,732,035 compared 
to $2,847,907 the year before. 

J. C. Garrett, president, said in 
a letter to stockholders he attributed 
the improvement to intensified sales 
programs, cost reduction and more 
stabilized conditions in aircraft ac 
cessory manufacturing. 

The company owns Garrett Sup 
ply Co. and recently purchased Mc 
Conkey-Docker & Co., Phoenix, 
Ariz., now a division of Garrett 
Supply, and C. W. Marwedel Corp. 
of San Francisco. It also operates 
eight aircraft accessory manufactur 
ing and research divisions and sub 
sidiaries. 





James B. Carse 


Marketing Manager 
Named by Harper 


The H. M. Harper Co. has ap 
pointed James B. Carse as market 
ing manager. 

For the past nine years he has 
been manager of the Industrial 
Products Department of S. C. John 
son & Son and before that handled 
marketing assignments for West 
inghouse Electric Corp.’s Appliance 
Division 








Plans for $1 million warehouse and assembly plant at Porterville, Calif., are examined 
by H Rockwell Mfg. Co.’s Western regional manager, and L. A. Dixon 
Ir. vice Meter & Valve 


Boezinger 


president Division 


Standard Tool Completes New Branch 





Detroit factory branch of Standard Tool Co. includes sales offices and warchouse 


H. J. 


Behn Entertains Suppliers 


Part of the crowd at H. J. Behn & Co. posed for the camera when the Bridgeport 


distributor held a party in honor of all it supplier salesmen recently 


FOR ADDITIONAL NEWS, SEE NEXT PACE —> 





Surprise party at Watkins, Inc., 


Wichita, Kan., 


marks retirement of D. J. (“Doc’’) 


Wood, center, receiving gold watch from W. H. Mooney, vice president. With them 
is Sam B. Hayden, who takes over Mr. Wood's territory 


D. J. Wood, veteran of 35 years’ 
service with Watkins, Inc., Wichita, 
Kan., and the first salesman in the 
company's industrial Supply Divi 
sion, has retired. 

A surprise reception and buffet 
supper was given in his honor by 
the company directors and sales 
departments of both the Industrial 
Supply and Steel Fabricating 
Divisions. 

Mr. Wood has retired to his farm 
at Fall River, Kan. He joined Ben 
Sibbitt Co., predecessor of Watkins, 


Inc., as a truck driver in 1920, and 
became shop superintendent in 
1927. When the firm, which was 
then an iron foundry, became active 
in the industrial supply business, 
Mr. Wood began his selling career 
He helped to develop most of the 
company’s present sales territories 

Sam B. Hayden, who has been 
with Watkins since 1939, is replac 
ing Mr. Wood in his territory east 
of Wichita. Since 1946 Mr. Hay 
den’s headquarters have been in 


Enid, Okla. 





Upper New York Firm Moves Quarters 


Empire Industrial Supply Corp., Buffalo, N. Y., held open house recently in its 
new Jamestown, N. Y., branch. Move enlarges branch facilities 


ADDITIONAL NEWS STARTS ON PAGE 216 





San Antonio Machine 
Promotes Biggs 
to Purchasing Post 


J. W. Biggs, Jr., former city sales 
manager of San Antonio Machine 
& Supply Co., San Antonio, Texas, 
has been named purchasing agent 
of the company. 

Mr. Biggs first worked with the 
company during school vacations in 
the 1930's and joined the staff as a 
full time employee in 1935. He 
has worked in all departments of 
the firm. Carl C. Krueger, president, 
announced the appointment. 


J. W. Biggs, Jr. 





Chamber of Commerce 
Names Committee 


The Chamber of Commerce of 
the United States has appointed its 
Manufacture Committee, 
iain under the chairmanship of 
Roy C. Ingersoll, president and 
hairman of the board of Borg 
Warner Corp. 

Among the committee members 
ire Carlyle F. Barnes, president of 
Associated Spring Corp.; Thomas 
}. Bannan, president of Western 
Gear Works; J. H. Devor, president 
of Wagner Electric Corp.; Andrew 
B. Holmstrom, vice president, Nor 
ton Co.; H. E. Kellogg, vice presi 
dent and treasurer of Link-Belt Co., 
und J. Kirby McDonough, president 
of The Murray Co. of Texas, Dallas. 

The 47-member group represents 
a cross section of large and small 


1955-56 


firms 





Yale Cable King 
easier to sell... 
because 

it’s easier to use 


Yale Electric Cable King lifts log to peeling lathe at Linnton Plywood Association's Portland, Oregon plent. 


More proof that Yale Electric Cable King 
is the world’s most rugged hoist: With 
fingertip push-buttons on each hoist, a 
single operator at Linnton controls all 
heavy lifting and moving with maximum 
safety and ease. Cable King with motor- 
driven trolley lifts 5-ton logs some 35 feet 
to the plant floor...moves them to storage 
..takes them to the peeling lathe. There's 
no time out for cooling, because exclu- 


sive Yale air cooling and special load 
brake lubrication dissipate heat quickly 
and completely. 

Available in capacities from 14 to 15 
tons, the Yale Cable King is precision 
built for rugged duty cycles in plywood 
plants, paper mills, foundries, plant yards 
and warehouses. Tell your prospects about 
these Yale features...features that make 
Yale Hoists your eastest sales. 


YALE 


*Reg. U.S. Pat. OF 
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Gas, Electric, Diesel & LP-Gas industrial Trucks * Worksavers « Hand Trucks * Hand & Electric Hoists « Pul-Lifts 
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Price Index for 19 Product Classes 


(1947-49 — 100) 


Y% Change 


; July Aug. 
NAME OF PRODUCT CLASS : 55 54 
Abrasive Products 117.1 116.9 


Cutting Tools 121.6 


Fans and Blowers 143.7 


156.3 


Fasteners 


136.9 


Incandescent Lamps 
Industrial Rubber Products 35. 35. 127.6 


Lubricants 69.7 


Materials Handling Equipment 39.: 134.1 


Mechanics Hand Tools 47. 140.4 
(Files, saw blades) 


Metalworking Accessories 127.8 


111.4 


Motors 


Paint 112.8 
Portable Power Tools 118.6 
Power Transmission Equipment 133.1 
Precision Measuring Tools 118.3 


Pumps and Compressors 35.: 131.9 


Steel Products 53. 144.5 
(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 130.4 


Welding Machines 124.3 
(Equipment, rods) 


Total Index a 35. 128.7 


Source: Bureau of Labor Statistics and Industrial Distribution 


From 


Year Ago 
+0.2 
+17.5 

7A 
+6.3 
+7.5 
6.3 
+4.3 
+5.0 
6.9 

+ 14.2 
1.6 
+1.8 
+3.7 
+9.1 
+9.2 
+2.6 
+6.5 


+6.1 
+3.9 


+6.7 
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It’s Lyon by a landslide in a recent prefer- 

ence survey among executives in companies 

throughout the country. They gave Lyon 

five times more first choice mentions than 

the second highest manufacturer ... and 

They voted twice as many as the next twelve combined! 
A nationally known research company com. 


ee 99 piled those figures by asking key men in 5,000 
companies this question: 
“If your company were in the market for 


steel equipment such as steel shelving, lock- 
ers, work benches, shop boxes, etc., what 
manufacturers would you consider?”’ 

Your nearest Lyon Dealer offers the world’s 
most diversified and most preferred line of 
quality steel equipment. (A few items are 
shown below.) Equally important, he can 
show you how to get the most out of steel 
equipment in terms of time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 1153 Monroe Ave., Aurora, Ill. 
Factories in Avrora, lll. and York, Pa. 





ene 
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Price Index for 19 Product Classes 


(1947-49 — 100) 





YJ Change 
; July Aug. From 
NAME OF PRODUCT CLASS : "55 04 Year Ago 


Abrasive Products ; 116.9 +0.2 


Cutting Tools 121.6 +175 | 
Fans and Blowers “8.7 +74 | 
156.3 +6.3 


Fasteners 


Incandescent Lamps 


136.9 +7.> 


Industrial Rubber Products 35. 35. 127.6 +6.3 
69.7 +4.3 


Lubricants 


Materials Handling Equipment 39.3 134.1 +5.0 


Mechanics Hand Tools 47. 140.4 -6.9 


(Files, saw blades) 


Metalworking Accessories 127.8 


Motors 111.4 
Paint 112.8 


Portable Power Tools 118.6 
Power Transmission Equipment 133.1 
Precision Measuring Tools 118.3 


Pumps and Compressors 35.: 131.9 


Steel Products 53. 144.5 
(Pipes, bars, nails, wire rope, etc.) 


Valves and Fittings 130.4 


Welding Machines 124.3 
(Equipment, rods) 


Total Index 37.: 35. 128.7 


Source: Bureau of Labor Statistics and Industria! Distribution 











INDUSTRIAL DISTRIBUTION * NOVEMBER, 1955 





OO OS SF we ae OT OS eee Pee 


It’s Lyon by a landslide in a recent prefer- 

ence survey among executives in companies 

throughout the country. They gave Lyon 

five times more first choice mentions than 

the second highest manufacturer ...and 

They voted twice as many as the next twelve combined! 
A nationally known research company com. 


ee 9 piled those figures by asking key men in 5,000 
companies this question: 
“If your company were in the market for 


steel equipment such as steel shelving, lock- 
ers, work benches, shop boxes, etc., what 
T re) manufacturers would you consider?”’ 

Your nearest Lyon Dealer offers the world’s 
most diversified and most preferred line of 
quality steel equipment. (A few items arv 
shown below.) Equally important, he can 
show you how to get the most out of steel 
equipment in terms of time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 1153 Monroe Ave., Avrora, Ill. 
Factories in Avrora, Ill. and York, Pa. 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND 


IMPROVED PRODUCTS 





Fastening Tool 


Handles More Than 90% 
Construction Fastenings 
Called the Duo-Jobmaster, a new 
power-actuated fastening tool can 
be used for either a 2 or }-in stud 
with a simple change of the barrel. 
Formerly the entire lower as- 
sembly had to be changed to make 
this possible. 
Ramset Fastening System, Win 
chester-Western Div., Olin Mathie 
son Chemical Corp., New York 


Carbides 
Two New Steel 
Cutting Grades 
I'wo new cemented carbide 
grades developed to give greater 


edge wear, without loss of shock 
resistance, have been announced. 

Grade 609 is said to be designed 
for medium, heavy machining 
where cuts are in excess of /,-in 
and where application requires more 
resistance to wear. 

Grade CA-606, claimed to have a 
high resistance to edge wear as well 
as greater resistance to heat, is 
especially useful where machining 
tolerances must be held 

Carmet Div., Allegheny Ludlum 
Steel Corp., Pittsburgh 


Lamp 


Built-in Reflector 
For Dirt-Laden Atmosphere 

Designated type P-H1, a new 40 
watt fluorescent-mercury 
the semi-reflector type has been an 
nounced. 

Utilizing a phosphor coating for 
color correction of the light pro 
duced, the coating also serves to 
direct about two-thirds of the light 
output downward from face of the 
lamp. The manufacturer claims the 
remaining one-third is radiated up 
ward or can be redirected by a re 
flector to work below 

Westinghouse Lamp Div 
field, N. ]. 


lamp of 


. Bloom 
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Filler Pump 


For Reloading 
Grease Guns 

Designed to handle medium as 
well as light greases, a new filler 
pump has been introduced 

According to the manufacturer 
the pump will fill a 1 Ib. capacity 
grease gun in 30 seconds while 
eliminating contamination and air 
pockets. 

Some of the features claimed in 
followe: plate assures posi 
tive prime in any weather and 
eliminates waste; self-closing filler 
socket prevents pumping unless 
nipple is inserted in filler socket. 

Lincoln Engineering Co., St 


clude 


Louis 


Polishing Wheel 


Removes Stock As Part 

Of Polishing Action 

Called the “PG” wheel, a new 

device is said to make it possible 

to polish all types of metal for 

plating, painting, or architectural 

hnishing without use of fine grit 

set-up wheels,-rag or sisal buffs or 
brushes 

Consisting of hundreds of pieces 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INRUSTRIAL DISTRIBUTORS 





of cloth coated abrasives factory- 
formed into a wheel that can be 
used on rotary or straight line auto 
matics, or on standard lathes for 
hand operations, the wheel is said 
to remove mild draw marks in the 
same process in which it generates 
a buff-type finish. 

According to the manufacturer, 
one of the major features is that 
rate of cut and micro inch finish 
produced remains constant until 
wheel is worn down to the hub. 

Minnesota Mining & Manufac 
turing Co., St. Paul, Minn. 





Oiler 
Floods Dies 
While Threading Pipe 

Called the Ridgoilr, a new prod- 
uct is said to solve the problem of 
flooding dies with cutting oils while 
threading pipe with hand die stocks, 
by muscle or power drive. 

It consists of a removable 15-in 
wide chip pan in an oil reservoir 
with carrying bail, from which a 
screened hose connects with a hand 


pump-gun. Placed 


operated oil 


/ 


under the work, the device catches 
oil, chips and cut-offs, keeping floors 
clean, while allowing an endless 
stream of clean oil on dies, cooling 
and protecting them 

The manufacturer further states 
that more than 95% of the oil is 
saved and used over and over 


Ridge Tool Co., Elyria, Ohio 


Hoists 


Reduction Achieved 

With Compound Levers 

I'wo new models of coil chain 

ratchet lever hoists—L-]14 and LD-3 

—have been added to the company’s 
line. 

Made 


either in malleable iron 





or aluminum alloy, the 14 ton 
model weighs 264 Ibs in malleable 
iron, 20 Ibs in aluminum; the 3 ton 
model weighs 344 Ibs and 28 Ibs 

Some of the other features 
claimed include: specially designed 
drop-forged alloy hooks will not 
bend or straighten out; ratchets and 
pawls of hardened alloy steel; flex 
ible coil chain can wrap in any direc 
tion, will not kink or fray; hoist will 
not lift load in free-chain position, 
will not free chain while under load 

Coffing Hoist Div. Duft-Norton 
Co., Danville, Il 


Routo-Jig 
Combines Jig-Saw, Router, 
Jointer and Shaper Table 

140 


portable electric tool adaptable to 
has 


Model new 


Routo Jig, d 


industrial maintenance work, 
been introduced. 

Some of the work it can do, a 
cording to the maker, includes 
regular cut-off work; rabbet, dado, 
half-lap, mortise-and-tenon joints; 
attached to Model 


Continued on page 139) 


5020 shaper 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGE 139 





Available 


from complete stocks carried at branch 
warehouses in New York * Detroit * Cleve- 
land * Chicago * Dallas * San Francisco 
Los Angeles and at the Winter factory in 
Rochester, Michigan. 


TAPS 


Hand Taps 

Machine Screw Taps 

Chip Driver Taps 

Nut Taps 

Pipe Yaps 

Pulley Taps 

Nib Taps 

and various types of Taps for Special 
Applications 


GAGES 


A complete line of Plug and Ring Gages, 
Threaded and Plain. 


DIES 


Adjustable Round Split Dies 
Hexagon Rethreading Dies 
Sclid Square Bolt Dies 

Solid Square Pipe Thread Dies 


All Winter advertisements say 


PHONE 


2 


“y 
“ts YOUR WINTER 
RAY DISTRIBUTOR 


WINTER BROTHERS 
COMPANY 
Rochester, Michigan, U.S.A. Distributors in 
principe! cities. Branches in New York * Detroit 


Cleveland * Chicago * Dallas * San Francisco 
los Angeles 


Division of National! Twist Drill & Too! Co 








Dependable, vrs: EDGES 


THAT CUT YOUR CUSTOMERS’ COSTS 


All National advertisements say 


National Milling Cutters and Hobs, like the other products in National's com- 


ot aed PHONE YOUR 
plete line, give excellent production and long wear. ed 
, ; / NATIONAL 
Milling cutters also available with carbide tips. 


Z J DISTRIBUTOR 


¢ 
NATIONAL TWIST DRILL AND TOOL COMPANY Rochester, Michigan, U.S.A. 


Distributors in principal cities. Branches in New York + Detroit + Cleveland « Chicago + Dallas « San Francisco + Los Angeles 


Counterbores @ Milling Cutters @ End Mills @ Hobs @ Carbide Tipped and Spec 





NATIONAL 


TWIST DRILL&@ | 





WHY HOLO-KRrome power pins anc BEL ACK 


That black lustre finish on all 
Holo-Krome Dowel Pins is a double benefit 
to you... at no extra cost! 

It retards corrosion and rusting 

of the highly polished surface . . . and the 
black finish acts as a lubricant. 

With H-K Dowel Pins, driving is easier 
and there’s less chance of seriously 
scoring the pin and mating parts. 

For dowel pins with extras . . . for 

dowel pins individually inspected .. . 


the name to remember is HOLO-KROME. 





ri .. « First with 
Same-Day Service on Bs re) L re) = v4 N a Re b 


All Catalog Items! 
HOLO-KROME SCREW CORP., 25 BROOK ST., HARTFORD 10, CONN., U.S.A. 
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join forces 


Uns 
BELMONT 


under the merchandising name 


U.S. GASKET BELMONT PACKING 


for what it means to your business — 
see next page 









two famous names... continued 






r HE consolidation of Sales, Advertising and Merchandising of the 

United States Gasket Company and The Belmont Packing and Rubber 
Compary will have far-reaching advantages to both industrial consumers 
of these products and Industrial Distributors, through which these 
combined lines will continue to be sold. 













Whatever your present sources of supply for gaskets and packing, you 
will want to look into the importance that this alliance will assume in the 
Industry and the opportunity it offers your business, because it means 
much more than the association of two fine names that seem to fit 
together. It means: 










® One Source for all packing and gasket requirements plus a complete 
line of piping accessories—Expansion Joints, Flexible Couplings, 
Adaptors, Reducers; Mechanical Seals for pump and agitator shafts; 
and the most complete line of TEFLON and KeEL-F Stock offered to 
Industry today. 










Combined eng‘neering and manufacturing experience and enlarged 
resources for the production of standard and special requirements. 






Combined and greatly strengthened sales service organization, work- 
ing solely for the Distributor’s interests. 


Combined and amplified National Advertising (Four Million Mes- 
sages, annually) and a Merchandising Program aimed at Sales Leader- 
ship in the field. 












A Realistic Industria! Distributor Policy that recognizes the Distribu- 
tor as a business man—in business to make a profit. 







If you are not one of the Industrial Distributors brought together by this 
merging of sales resources, perhaps you may wish to be. Write Harry 
Stott, General Sales Manager, for further specific information. 


United States Gasket Company, Camden 1, New Jersey 
The Belmont Packing & Rubber Co., Philadelphia 37, Pennsylvania 










GASKET + BELMONT PACKING 





A MESSAGE TO AMERICAN 


INDUSTRY © ONE OF A SERIES 


Automation Creates Jobs 
For Workers With Skills 


There is new and reassuring information for those 
who fear that “automation” — the control of machines 
by machines — will mea fewer job opportunities. It 
comes from a special survey of 1,574 companies in 
metalworking industries recently completed by 
American Macuinist, a McGraw-Hill publication 
More than one-fifth of the companies reported that 
they already have automatic loading, transfer or as- 
sembly machinery in operation. In these companies as 
a whole there has been a net increase in total employ- 
ment since this machinery was installed. 

According to the AMERICAN MACHINIST survey, of 
these companies with actual experience in automation 


26% reported increases in employment 
averaging 21% 

51% reported no change in total employment 

23% reported decreases in employment 


averaging 16% 


More Jobs for the Skilled 


Of greater significance, however, is the re- 
sponse by 40% of these companies that they 
required more skilled maintenance men and by 
21% of the companies that they had increased 
their engineering staffs. This indicates that auto- 
mation is strengthening a trend already evident in 
the United States, a trend of expanding opportunity 
for those with industrial and professional skills and, 
relatively, of contracting opportunity for the unskilled 

The following chart shows how strong this trend 
has been over the past 25 years and how strong it may 
be expected to be over the next 15 years. 

There has been a sharp decline in the percentage of 
unskilled workers in the nation’s labor force and a 
corresponding increase in the percentage of those 
with varying degrees of skill 


Increasing 
occupations 


at id ers 
kindred WOME = 
mS at <~ % 
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It is possible, of course, to cite cases of individuals 
and groups that do not conform to the charted trends. 
Farmers, for example, are becoming at the same time 
more skilled and less numerous. But this does not up- 
set the broad proposition that opportunities are in- 


creasing for those who have skills. 
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Power and Production 


Much of the basic explanation for the rela- 
tive expansion of opportunities for those with 
industrial and professional skills lies in the in- 
creasing use of power-driven machinery. This 
has made possible a vastly greater increase in manu- 
facturing production than in the manhours of human 
labor devoted to it. The following chart shows the 
relative increases in electrical energy and manhours 
of labor used in manufacturing since 1930 and the 
rise in industrial production. 


1930 1955 61970 Indes 
Electrical energy 1930= 100 
(billion kwh) 52 212 400 - 
industrial production 
(1947-49 = 100) 135 203 
Production manhours 
(billions) 27 28.4 


nhours 
ion — 8 a 


-~ 100 








i 
1930 1955 1970 
*Excludes power used in aluminum and magnesium 
reauction, both very heavy power users. 
t 





Power-driven machines have reduced the amount 
of human energy required for physical labor, but they 
have increased the need for skillful handling and 
maintenance. As the AMERICAN MACHINIST survey 
demonstrates, the same is true of automatically con- 
trolled machinery. 


Higher Wages, More Leisure 


The rising average wage of American indus- 
trial workers and the decline in hours per week 
that they must work reflect directly the extent 
to which the increase in industrial production 
has outstripped the manhours devoted to it. 
The final chart shows the increase in weekly wages 
(in dollars of constant purchasing power) and the 
decrease in the average workweek in manufacturing 
since 1930. It also shows the changes that may come 
in the next 15 years if present trends continue. 








42.1 | Average workweek 
hours 





More pay, 
for less work 
for manufacturing workers 











1930 1955 1970 


There are some who would slow what an 
earlier editorial in this series characterized as 
“the continuing process of taking dull and la- 
berious work off the backs and minds of men 
and transferring it to machines operating in 
large batteries under automatic control.” In 
doing so, they might make the world safer for 
those with no skill. The far more constructive 
course is to welcome the expanding opportuni- 
ties now being provided and be sure that the 
nation’s young people, who are now starting 
another school year, are prepared to take ad- 
vantage of them. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to neu spapers, 
groups or individuals to quote or reprint all or 


parts of the text 


Reuata Chem 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


(Starts on page 132) 





table, it cuts tongue and groove and 
other edge-matching glue joints. 
The new tool is said to be equally 
effective on soft or hard woods, ply- 
board, plastics and composition. 
Porter-Cable Machine Co., Syra- 


cuse 


Hammer 


Absorbs Shock, 
Indestructible 


Some of the features claimed 
for a newly introduced ball pein 


hammer include; tubular 


steel 





BIN UNITS 
Bay Products, Inc ———? 


CARBIDES 
Carmet Div., 
Steel Corp 
CLUTCH 
Centric Clutch Co 


Allegheny Ludlum 


DRILL 
Mall Tool Co 
Syntron Co 
FASTENERS 
Allen Mfg. Co 
Gries Reproducer Corp : 
Standard Pressed Steel Co. ... . 
FASTENING TOOL 
Ramset Fastening System, Win- 
chester-Western Div., Olin 
Mathieson Chemical Corp. . 
GAGES 
Greist Mfg. Co 
Standard Tool Co 
HAMMER 
True Temper Corp 


HOISTS 
Coffing Hoist Div. Duff-Norton 
a ahr hedecs 5 ait 
Hawkeye Engineering Co., Inc. 
LADDERS 
R. D. Wemer Co., Inc 


LAMPS 
General Electric 
Westinghouse Lamp Div 


LUBRICATION UNIT 
Aro Equipment Corp 


MOTORS 
Century Electric Co Bae 
U. S. Electrical Motors, Inc 
OILER 
Ridge Tool Co 


PULLER 
Multiple Corp. 





Index of This Month’s New Products 


PULLEY 
Lovejoy Flexible Coupling Co 


PUMP, FILLER 


Lincoln Engineering Co 


REAMERS 
Xcelite, In 


REGULATORS 
K-G Equipment Co., Inc 


ROUTO-JIG 
Porter-Cable Machine Co 


SCRIBER 
Lufkin Rule Co 
STARTERS 
Syivania Electric Products Inc 
TABLE, ROTARY 
Chicago Tool and Engineering 
Co 
TAPES 
Permacel Tape Corp 
TRAPS 
Sarco Co., In 
Strong Steam Specialties Div 
Strong, Carlisle & Hammond 
Co 
TRUCKS, HAND 


M-H Equipment Co., Inc 
Milwaukee Truck Co 


WHEELS, ABRASIVE 
Simonds Abrasive Co 
WHEELS, CUT-OFF 
Bonded Abrasives Div 
rundum Co 
WHEELS, GRINDING 
Merit Products, Inc 


WHEELS, POLISHING 
Minnesota Mining & Manufactur 
ing Co 
WOODWORKING MACHINE 
DeWalt, Inc 
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KEYWAY 
BROACH 
KITS 


a “must” in every machine 
shop and every maintenance 
department, for cutting any size 
keyway from Vs" to I” in any 
bore from \%* to 3° — by hand in 
one minute. 


HEXAGONAL 
BROACHES 


to meet the demand for stock 
broaches that will finish cast or 
drilled holes in one pass. For 
Mis" to K"* holes. 


PRODUCTION TYPE KEYWAY 
BROACHES for quantity pro- 
duction of keyways also avail. 
able from stock in ten popular 


Winute Wan 


MAGNETIC 
BASES 


hold dial indicator 
es. 360° horizon. 
al, 180° vertical 
swing. Save set-u 
time, increase wor 
accuracy. One sells 
another. 


du MONT 
H. S$. Ground 
TOOL BITS 


square and rectan. 
guler, with the bal- 
anced combination 
of toughness, wear 
resistance and red 
hardness that keeps 
users coming beck 
for more. 





SCRIBER can be EXCLUSIVE 

mounted in four RAPID ADJUST- 

places. MENT provided 
by locking nut 
and shoe 





FINE ADJUSTMENT ; use 
screw for exact posi- . - “ D LEVEL vial 


tioning. 
g for hori- 


fr . : zontal use. 


FULL 1° SQUARE 
STEP takes standard 
gege biocks 


po) 


MACHINED V WAYS 
eliminate side play. 


1° WIDE BASE gives 

added stability. lide 

undersize to permit 1 @ 3° 

@aty position- 

ing when gege oa EXTEN- 

is on side. ver seniecn —_ ote 
ay ae — —". shaft, chrome-plated, head locked 


ae sa ad permanently to shaft, handle never 


needs replacing, hand grip of neo- 
prene-fiber cushion with nonslip 





LOADED with < models are available: 1 Ib., 


14 Ib., and 2 Ib. head weights 


Features that Sell True Temper Corp., Cleveland 


You'll want to show your trade the new 


Fasteners 
Lufkin No. 901A Master Planer Gage! Its New Wing and 


all-new design employing a full |" width Thumb Screws 
and its many new features will get imme- Recently introduced additions to 
the company’s line of zinc alloy 


industrial fasteners are completely 
or in other numbers without certain acces- die cast wing screws and assembled 


sories or features. For complete informa- wing screws and round head thumb 
sCTeWwS. 
The die cast wing screws are all 


diate attention. Available as illustrated, 





tion, see the new Lufkin catalog page. 











with 3” extension in use ; 
to extend capacity. 7 





with offset attachment 
.«. used for setting in 
narrow places or re- 
versed and used as a 
scriber. 


SELL [uEKIN TAPES + RULES- PRECISION TOOLS 
THE LUFKIN RULE CO., SAGINAW, MICH. 
132-138 Lafayette St., New York City + Barrie, Ont. 

















services, current Lufkin trode 


corry the messege below 


SAVE TIME... 
Consult Your Industrial Distributor 
@ He can usually supply you immediately from his stock. 


@ His knowledge of new tools and methods will help you 
operate at peak efficiency. 
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in-one-piece threaded fasteners with 
machine threads, featuring the com- 
pany’s recessed finger-grip. 

Che assembled wing screws and 
thumb screws incorporate the com- 
pany’s senior wing nut and thumb 
screw bodies assembled to a ma- 
chine screw and are available in full 
range of thread sizes from No. 3 
through 4-in. 

Gries Reproducer Corp., New 
Rochelle, N. Y. 


Built-In Trigger Lock, | 


Handle Styled For Grip 


Model 389, a new #2-in electric 
drill designed for light industrial 
use has been announced. 

Recommended for metal, wood 
and concrete drilling, attachments 
are available for various jobs such 
as polishing and sanding 

Some of the specifications are: 
die cast aluminum alloy housing; 
weight 5 Ibs.; geared chuck, chuck 
key and 8 ft. rubber covered cord 
ind plug furnished: capacity- 2-in 
steel, 7-in wood 

\ new pneumatic chain saw, 
Model 2P18, with a 2-in chain and 
cutting bars from 18 to 30-in, has 
also been introduced by the com 
pany 

Carbide tipped saw blades for 
cutting all woods, asbestos, cement 








Simple, rugged construction 
of Ingersoll-Rand moTOFRPuMps 


and... 1-R MOTORRPUMPs 


Meet Every Industrial Requirement 


Cash in on the wide acceptance of I-R Motorpumps in the meat 
packing, baking, beverage, air conditioning, all-inclusive manufac- 
turing industries, and many more vertical markets. Here's why 
I-R Motorpumps se// and keep selling to users everywhere in your 
territory: 


@ An efficient, trouble-free pump that stays on the job longer 
with a minimum of maintenanc« 


@ Operates equally well in any position 


@ Full range of capacities from 5 gpm to 2800 gpm; heads 
to 650 ft 


© Prompt delivery from factory and branch warchouse stocks 


Write for full information on the complete line of I-R Motorpumps 
for all industrial requirements 


Ingersoll -Rand 


11 Broadway, New York 4, N. Y 
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a 2 ee 


B= the working end of a 


KONM (ele sate MACH 


Many of YOUR customers with 
SMALL-WORK GRINDING and 
FINISHING PROBLEMS will appreciate 
your mcking them aware of how the 
FATIGUE-ELIMINATING qualities of 
this featherweight handpiece can in- 
crease output and reduce costs 





Meany of YOUR customers con 

PROFITABLY USE Foredoms. POW- 

and ther ERFUL ADVERTISING in leoding 
trolled hand- industrie! publicetions BUILDS 
friends ond ACCEPTANCE for ovr product now 
d weight, in its 34th Yeor. For o surprisingly 

be- LOW INVESTMENT (less than $100) 

you con give effective represento- 

at ACTOR Mor thon to this fast-poced line Foredom 


ason prices ore scaled for competition 
pom. Th ond YOUR PROFIT 


roduc 
| 
oe n FORE 
the FOREDOM _ | 
profirable for distr! 


REPEAT BUSINESS ON ACCESSORIES! 
For details of our outstanding Here are just o few of the many accessories listed 


distributor set-up write for in ovr catalog to make your soles of Foredoms 
Catalog No. N31N BUILD PROFITS. 


QnEHswr ELECTRIC COMPANY 


27 PARK PLACE, Dept. KEIDI NEW YORK 7, N.Y 


in 
aly con 
ke 


at's one big *° 


Swe: ~ 
FIRST CHOICE FOR INDUSTRIAL MAINTENANCE 


| 

| ' go 1. 

I ® Stiff Eors. Connot 

pull together of 
HEAVY 


top when tightened 
Ears also form per- 
fect aut lock 


WROUGHT 2 


Heavy Shoulder to 


BRASS engoge vise jows, 
y=, clamp to 
pulle 


tremend- 


HOSE ously tight 
CLAMPS 3. 


Tongue runs in 
chonnel holding it 
close to hose ond 
moking a wniform 
grip. 





o— 4, 


Plioble in band por- 
tion, grips tight 
ond con be opened 
up, removed ond 
used over ogoin 





| Mover Rust 


Make Hose Last Longer 


BATTLE CREEK, MICH. 


INDUSTRIAL BRASS FITTINGS 
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boards, abrasive materials, Bake- 
lite, corkboard, copper, fiber board, 
magnesium, Cemesto, Sheetrock, 
flat and corrugated Transite, gyp- 
sum plant, Kaylo, Micarta or For- 
mica on plywood, plastics, roofing 
and siding, and thin veneers, have 
also been announced by the com- 
pany. 


Mall Tool Co., Chicago. 





Scriber 
Looks and Operates 
Like Ball Point Pen 

Known as Scriber-Matic, a new 
pocket scriber extends at the push 
of a button in the cap. 

According to the manufacturer, 
it retracts safely into the barrel 
when pocket clip is depressed, and 
can be carried like a pen. It is 
packaged both in individual cartons 
or easel display card of six. 


Lufkin Rule Co., Saginaw, Mich 


Gages 
Cylindrical 
And Thread 
A complete line of cylindrical 
and thread gages, both plug and 
ring, has been added to the com- 
pany’s line of rotating cutting tools. 
Standard Tool Co., Cleveland 





P&H Zip-Lift 
Pushbutton Contro! 


You needn't clog your inventory 
with ordinary hoists 


when one wo Zip-Lift Special 


gives you the sales potential of eight! 


The dual voltage motors and the new reeving 
procedures on the P&H Zip-Lift Special Hoists 
permit just one of these hoists to do the inven- 
tory job that formerly required eight. Here's 
why: 
You get four different optional lifts 
with each Zip-Lift Special 
All 220 and 440 volt motors are re- 
connectable. 

See what happens? You immediately get 
eight different hoists to sell — for each Zip-Lift 
you carry in inventory. When you stock the new 
Zip-Lift Specials you place an order for one 
dozen — and you actually do the inventory job 
of 96. You cut down on your inventory but you 
increase the spread of service you offer. 

And remember this — the P&H Zip-Lift Spe- 
cial is the only wire-rope hoist you can sell at 
electric chain hoist prices. Prices start at $145 
for the 250-lb. capacity model. Use the coupon 
below for complete information on the Zip-Lift 
Special line. P&H Hoist Division, Harnisch- 
feger Corporation, 4683 West National Avenue, 
Milwaukee 46, Wisconsin. 


P&H HOIST DIVISION, HARNISCHFEGER CORPORATION 
4683 West Notional Avenve, Milwovkee 46, Wisconsin 


Gentlemen 
I'm oenxious to cut down on my inventory ond increase my service. Hove 

















pean 


co P&H Sales Engineer call on me 
NAME 
COMPANY 


ADORESS 
city zZOne STATE 


HARNISCHFEGER 





(08 e820 ees 
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that’s 


EASY 10 SELL 


MARLOW PUMPS 


Excellent engineering — dependable 
design—modern manufacturing methods 
have gained wide customer acceptance 
for Marlow Pumps. 

“Day-in and day-out” performance of 
Marlows, with their low maintenance and 
high efficiencies, has further broadened 
this acceptance. 

These factors—plus progressive head- 
quarters sales organization and aggres- 
sive advertising and merchandising 
programs—make Marlow Pumps mighty 
easy to sell. 

There are many other advan- 

tages in selling the Marlow line. 
Marlow district engineers, each 
one a pump specialist, help 
dealers maintain inventories at 
balanced levels . . . help train 
dealer salesmen and help on 
tough application engineering 
problems. 


The Marlow line is complete. 


Marlow builds pumps 
exclusively for: 


Write today for information on this easy-to-sell, 
broad line of Marlow Pumps — 


€ 


Woodworking Machine 


Incorporates 12 
Major Changes 
Designated Model MBF, the 1956 
model of the “Power Shop” multi 
purpose woodworking machine is 
powered by a 7 hp, U. L. and CS.A. 
approved, direct-drive motor. 
Some of the other features 
claimed include: combination saw 
blade; white-face bevel scale, sin- 
tered metal rip lock and miter latch 
with red plastic control knob; dust 
proof relay boxes and thermal over 
load protectors; white face rip scale; 
tamper-proof rotary safety starting 
switch assembly. 
DeWalt Inc., Lancaster, Pa 


Clutches 
Prevents Overloads 

In Power Drives 
l'rig-O-Matic 
been 


Centric overload 


release clutches have intro 
duced. 

According to the manufacturer, 
the new clutches prevent overloads 
n power drives by providing posi 
tive torque limits without any wear 
ing parts accomplished by the lock 
out design which provides complete 
disengagement. 


When clutch is in engaged posi 


VU 


e001) | 


MARLOW PUMPS. £22202 


‘ 
ee ee 
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FOUNDATION 
HOOK ANCHOR BOLT 
PROVIDES FIRM HOLD 

IN CONCRETE 


When builders of homes, garages, and other small structures 
need fasteners for bolting to concrete foundations, or for roof 
supports, sell them Bethlehem’s Foundation Hook Anchor Bolkt. 

The Bethlehem Foundation Hook Anchor Bolkt is ideal for 
foundation bolting and roof support because of its great 
strength, and because it is specially designed for firm grip. It 
is easier to use than a standard machine bolt, and is more 
economical, as well. 

The anchor bolt has cold-rolled threads for maximum 
strength. It comes plain or galvanized, complete with square nut 


and round washer, 50 pieces to the easy-to-handle corrugated- 


paper carton. It is carried in stock in % in. diameter, and in 


lengths from 6 in. to 20 in., in 2-in. increments. Other diameters 
and lengths can be furnished promptly. Just get in touch with 


the nearest Bethlehem sales office 


CA Bett te oe ag 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel 


~— 


Corporation. Export Distributor: Bethlebem Steel Export Corporation 


BETHLEHEM STEEL 


Bethlehem Foundation Hook 
Anchor Bolt with typical 90-deg 
bend. Bolt is also furnished with 
45-deg ond 135-deg bends. 
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DARNELL CASTERS 
& E-Z ROLL WHEELS 


consider 
these ‘“‘plus”’ 
features 


RUBBER TREADS .. . a wide choice of 
treads suited to ell types of floors, includ- 
ing Darnelioprene oil, water and chemical- 
resistant treads, make Darnell Casters and 
Wheels highly adapted to rough usage. 


RUST-PROOFED . . . by sinc plating, 
Darnell Casters give longer, care-free life 
wherever water, steam and corroding chem- 
jcals are freely used. 


LUBRICATION . . . all swivel and wheel 
bearings cre fectory packed with a high 
quality grease that “stands up” under at- 
tack by heat and water. Quick grease-gun 
lubrication provides easy maintenance. 


ravelings may wind around the hub. 
ao ee 


Free Manual 


tion it 1s preset to a definite torque 
limit through use of two coil springs 
fully adjustable to any required 
torque range accommodated in the 
basic § units available. When en 
gaged the driving pawl is locked 
into “V” of the rotor. This and 
reset pawl give total torque limit 
setting. 


Centric Clutch Co., Woodbridge 


Ladders 
Safety Factor of Four 


At All Working Lengths 


Series “900” 
are said to feature four 


aluminum ladders 
improve 
ments over the old series 

l-beam channel 
‘Alfio” rung joints 
locked to side rail, top tips coated 
with red vinyl protective covering, 


construction, 
hydraulically 


and spring loaded safety locks are 
now featured in the new series avail 
able in single ladders from 8 to 20 
ft, two-section extensions from 20 
to 40 ft, and three-section exten 
sions from 40 to 60 ft. 

R. D. Werner Co., Inc., 


York. 


New 


Hoist 


Disassembles Into Units 

Of Six Feet Or Less 

Consisting of a platform which 

rides on a single column, a new 

type hoist can be erected by two 
men in three hours. 

Said to be ideal for hauling build 

ing materials aloft on construction 

jobs, the hoist can also be used by 


pete 0 EE 


a firmer grip on 
» your work with 
. 


je ai GRIPSO 
“== Speciol feature TOOLS 
ae 


Multi-Duty PLIERS 


Amazing new 3-piece SD «i 
design multiplies hand 
power 10 times. 4 posi- 

tion parallel jaws give 
non-slip grip on nuts, 
bolts, anything—in hard 

to reach places. 


Trigger-Matic VISE PLIERS 


Sheer mechanical magic! 
Locks on with 1 ton grip, 
releases instantly, gently 

with touch of the finger. 

Five tools in one. De- 
signed to do more work Big 
easier and faster for the — 
home craftsman. 


Gripso-Matic PIPE WRENCH 


A flick of the wrist, a tap 
of the hand—pipe turns in- 
stantly, perfectly. Stream- 
lined-lightweight, works 
twice as fast as other pipe 
wrenches. A brute for 


strength. 
° All tools guaranteed 


See your decler or write H. R. BASFORD CO. 
Dept. 1D-11, 235 15th St., San Francisco 3. 


W. A. WHITNEY 
HAMMERS 





Riveting Hammer 12 oz 


Setting Hammer 18 oz 


TRADE MARK 








cree antnil” 


REGISTEREO 


GOOD SALES MAKERS 


® Be ready with these Tinners’ Hommers .. . 
handles ore one piece—no breakage or 
splintering perfect bolance leather 
grip Black or Polished . sheet metal 
edge. These hommers, like all W. A. Whitney 
Products, are good items to sell 


*® Send for ovr pocket catalog now 


W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 
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Dumore Hand Grinders precise spindle makes Wt ideal for 


close tolerance tool and die production 


More chances for more sales with DUMORE- 
the most complete hand grinder line 


Seven different hand grinders and four flexible shaft tools 
meet any grinding and finishing need 
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It's easier finding new hand grinder custom- 
ers or satisfying your present customers’ 


needs when you're handling the world’s most 
complete line of hand grinders. With Du- 
more, you have a hand grinder to meet every 
industrial grinding application — from the 
lightest job to the heaviest. Cleaning cast 
ings, smoothing weld seams, deburring fin- 
ished parts, filing, model making, designing 
and tool and die work are but a few of the 
hundreds of applications this power-packed 
line takes in stride. With a power range of 
1/20 to 1/4 hp, the Dumore line is able to 
get into more shops and plants to do more 
kinds of work than any other line. 


PRECISION ae 


A —e 
Cie © 
‘? Be 


“=a, ——_ Y 


‘ 


1955 


DUMORE 
Flexible Shaft Tools 


And here's on added reason why you 
never hove te pass up sales with Du- 
more: The ever-popular Dumore Fiexi- 
ble-Shoft tool is alse available in o 
complete power range from 1/20 te 
1/4 hp. Four models of this rugged 
precision tec! will handle any power 
finishing work and fit into any budget. 
On a@ production bench or in the tool 
room, the Dumere Flexible-Sheft tool 
is ideal fer grinding, burring, filing, 
sending, lepping, chamfering on a 
wide variety of metels, and plastics 
and ceramics. 

AUTOMATIC 

DRILL UNITS 
s 


TOOL POST 
AND HAND 
Qo ere 








Sete te SSE P SESe Oe OR Oe 





new 


“HI-GAPS” 


a big hit! 


The newest of the ‘Budgit’ Aluminum Chain Blocks — the 
“HI-CAPS” — give “Shaw-Box” Distributors six big profit 
makers! They sell fast for we've built into them all the 
basic advantages of the '/4 to 2-Ton Chain Blocks. 


Every “HI-CAP” is a light, compact, efficient, spur geared 
hoist with anti-friction bearings throughout. Top hook and 
upper sheaves are supported in an exclusive one-piece 
aluminum alloy frame. Even the lower block is made from 
this same strong aluminum alloy. The top hook is a full 
size larger than the load hook and both are oversize for 
greater safety. There's extra safety, too, in the tough 
load chain and the big, powerful “full-jeweled™ load brake 
that makes lowering easier and faster. It takes a chain 
pull of only 72 pounds to lift a 5-ton load! “HI-CAPS” 
have high hook lifts — the distance between hooks, when 
closed hauled, on the 10-ton size is 28% inches. 


“HI-CAPS" may be used in any position, even horizontally 
to pull loads. Regardless of the pulling angle, the load 
chain is fed into the lift wheel without gagging or bind- 
ing. The entire “HI-CAP" mechanism is in a housing 
sealed against dirt and grit. Even the operating wheel is 
enclosed. No keys — all connections are splines. 
“HI-CAPS” are easier to maintain, may be dismantled 


and re-assembled without the use of special tools. 


Our Distributors’ salesmen have many more features to 
talk about . . . features that demonstrate it's easy and 
profitable to sell “Shaw-Box" Products bearing the name 
"Budgit’. 


“SHAW-BOX" DISTRIBUTORSHIPS NOW OPEN in a few 
localities with good potentials. One may be in your locality 
We invite your inquiry 


NNING, MAXWELL & MOORE, INC. 
Shaw-Box Crane & Hoist Division 


MUSKEGON, MICHIGAN 


Builders of “Shaew-Box"™ and ‘Load Lifter’ Cranes, ‘Buda't’ and 
Hoists and other lifting specialities Meters of ‘Ashcroft 


‘Consolidated’ Safety and Relief Valves. ‘American 


fire departments and wrecking con 
tractors. 

It has a load capacity of one ton 
and incorporates d number ot 
safety features. 

Hawkeye Engineering Co., Inc., 
Syracuse, N. Y. 


Fasteners 
Miniature, 
Hex-Socket 

Called “minicaps” and “mini 
sets’, a complete line of miniature 
hex-socket cap and set screws in 
diameters of No. 0 through No. 3 
has been introduced. 

Lengths run from 4 to 4-in in 
both coarse and fine series, unified 
threads, except No. © and No. | 
diameters which are standard in 
fine series only. 

Some of the applications recom 


Microsen’ Industrial Instruments, and Aircraft Products 
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lt Pays to Offer STANLEY and “YANKEE”: Tools 


“YANKEE”, No. 130A 
Spiral Ratchet Screwdriver 


Wherever assembly lines want time 
and work-saving shortcuts, you have 
a potential customer for this effici 
ency screwdriver. The “Yankee” No 
130A takes the twisting out of screw 
driving. User just pushes handle — 
tool does the work. Can be used with 
one hand. Quick-return spring pushes 
handle back automatically after each 
stroke. 


Automobile Assemblyists can 
concentrate on their work when 
they're using the ever-dependable 


“Yankee” No. 130A Spiral Ratchet 


Screwdriver. 





Santa Claus’ Helpers discover 
how “Yankee” No. 130A helps cut 
time and fatigue while doing an 
eficient job on the toy production 
line. 


“YANKEE”, No. 4992 Angle | 


(6 


Vise with Swivel Base 


Meets the demand for quick-setup 
accuracy — and for work that must 
be machined at an angle. Six sturdy 
models available, with and without 
swivel base. 

















Zig-Zag Rules Last Longer. Big black numbers, sharp, clear and easy-to 


read imbedded into the wood for long rule life 


of selected 


White stick 


hardwood. Both edges graduated in inches and 16ths. All markings protected 
by crackproof, wear-resistant, vinyl plastic finish. Extra coating on end sticks. 
Ball-socket joints of solid, stainless nickel-silver — laboratory proved rust 


proof. Long lasting easy action. 


You can sell the Stanley Line with 
the utmost confidence. For full infor 
mation on these and other Stanley 
and “Yankee” Tools write today to 
Stanley Tools, The Tool Box of the 
World, New Britain, Connecticut. 








[ STANLEY ] Toode 


A Division of The Stanley Works 
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Profitable Shipping and 
Packing Room Items 


\\ 


No.11% No. SIVA 
“100 Plus” Bell Face 
Ripping Claw 


No. 151%A 
Bell Face, Cross 
Checkered, Ripping 
Pattern 


Stanley Hammers 


Nail hammers of balance and dura 
bility — iacluding the famous “100 
Plus”, the finest hammer ever to 
drive a nail. These are Stanley 
Hammers! The kind that are in 
demand among your shipping and 
packing room customers 


Stanley No. 112 Goose Neck 
Ripping Bar 


A tough tool for tough jobs in the 
shipping and packing room. Drop 
forged from high-grade hexagon steel 
— won't bend or break casily. Six 
sizes — also Straight Ripping Bars 
in three sizes 





Stanley No. 199 
“Replace-A-Blade” Utility 
Knife 

One of the most versatile and useful 
knives you can offer. An important 
shipping and packing room item for 
use In Opening cartons, crates, etc 
Protective blade guard — 5 blades in 
handle. 
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“THERE'S NO TOOL 
LiKE A SOLD TOOL’ 


. . . and the new Xcelite 


CHROME 
FINISH 


* For gleaming good 
looks that sell ‘em on 
sight! 

* For lasting toughness, 
brightness, that keep 
‘em sold! 


EXTRA LARGE SIZE 

3/16" to 3/8” reaming in plastic, 
wood, sheet metal. 

No. 38 chrome plated reamer fixed in 
big 1° x 3-5/8" Xcelite handle 


DO YOU HAVE PRICES AND 
LITERATURE? Write: 








ARMSTRONG-BRAY & CO. 
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BRAY HYDRAGRI 


HYDRAULIC PULLERS 


/ 


_ tt (EEMEEHAY, ~ 


With the handy HYDRAGRIP 
and a few ARMSTRONG-BRAY 
Pullers, you can quickly, safely 
and easily remove gears, wheels, 
bearings, sheaves or parts from 
shafts, can re-install them with 
equal ease. Single centered ram 
assures aligned thrust that moves 


SUPEREAMER 


STAYS SOLD 
BECAUSE IT STAYS 
SHARP AND 
GLEAMING 
FAR LONGER 


No. 99-38 detachable 
chrome plated reamer 
fits handle in the 
lar 99 and 99 

Junior roll kits 








P 


Valuable 
Maintenance Too! 


parts along shafts smoothly with- 
out wedging or binding. Saves 
time, saves parts—ends batterin 
and breakage. The HY DRAGRI 
—comes complete with handy, 
rtable, hydraulic hand pump, 
igh pressure connecting hose and 
17% -ton capacity hydraulic jack 
with interchangeable heads. 


Write for Catalog Sheet—describes 
HYDRAGRIP and complete line of 
standard and special external and 
internal pullers. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, ILLINOIS 


mended by the manufacturer in- 
clude control and operating mech- 
anisms for relays, computers and 
communication devices, guided mis- 
siles, TV and radio equipment, 
telephone equipment, meters and 
other instruments and 
the electronics field. 


Allen Mfg. Co., Hartford 


devices in 


Gages 


For Laying Out, 
Inspecting Metal Dies 

Micro-Height gage, read like a 
micrometer without further calcu 
lations, is a new item released by 
the company. 

he basic gage has a 2-in direct 
reading in thousandths which can 
be increased to 3-in by reversing 
the scriber. By adding a 3-in riser 
to base, capacity can be extended 
to 61n. 

\ dial indicator is used to deter- 
mine distances between heights or 
holes; satin chrome finish makes 
gage rustproof and easy to read. 

Greist Mfg. Co., New Haven, 


Conn 


Cut Off Wheels 


Sharp Sides Prevent 
Binding in the Cut 
Called the B7 line, a new line 
of “Aloxite” aluminum oxide 
resinoid cut off wheels has been 
innounced 
According to the manufacturer 
the high bond strength combines 
with freedom of cut to produce 
trouble-free operation. 
Three grades are available 


“R” 





-»-you can rely on it for extra sales! 


Invader Rotary Pumps are workhorses for all industries. That's why the 
Schirmer Division of the Wayne Pump Company equips all chain-driv« 
pumps with Atlas Roller Chain and Precision Matched Sprockets. They 
say Atlas is the finest chain for the toughest drives. 


Leading manufacturers and plant engineers throughout America are 
constantly switching to Atlas Roller Chain and Sprockets for the out 
standing quality and service. This fast moving line is the one you should 
switch to if you are interested in building an OEM and replacement 
business based on repeat satisfied customers. 

Atlas Chain plates, pins and bushings are super toughened by exclusive 
heat treating processes to assure a stronger, better operating chain for a 
longer time. Atlas sprockets are heat treated for toughness, precision 
ground for smooth, quiet operation with Atlas Chain 


Switch to Atlas now and start your sales building! 


ATLAS CHAIN & MANUFACTURING COMPANY 
DOYLESTOWN, PA. 


. a | my .\ | 0) =) 10) oF 4 = 
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PROFITABLE 
satistaction 
STOCK 


eCrson 
A-4 
PIPE UNIONS 


. and SELL 
assured reduction in 
installation and 


maintenance costs 
because: 


& They are made of air furnace malleable 
iron, averaging 55,000 p.s.i., insuring maxi- 
mum basic strength. 


2... Material and construction permit their 
use in sizes 4g” to 2” for 500% p.s.i. steam 
and oil at 550° F., or 2000# p-s.i. non-shock 
cold W.0.G. 


3... They ore accurately machined, with 
seots truly ground and with seat rings cut from 
special drawn brass tubing; also available with 
iron-to-iron ground seats. 
4. . . Strength, long service life, uniform high 
quality and everlasting dependability are in- 
sured by rigid testing and inspection protection. 
Jefferson Unions are Underwriters’ Laboratories 
approved; they can replace higher cost steel 
unions in services given. 
90° and 45° Union elbows, Union tees and 
Flange Unions ore also profitable Jefferson 
items for you to push and sell. Complete 
line includes 150%, 250% ond 3002 unions 
and union fittings. 
Get all the facts about the Jefferson Line . .. 
and stock i* for fost turnover. 


JEFFERSON 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 


Satisfied users make 
repeat-order customers 








for operations that require mini- 
mum burn and burr; “T” for gen 
eral purpose work; “V” for rough 
work. 

Wheel sizes range from 6 to 
20-in in diameter and 4, sy and 
h-in thick; all are available in 24 
to 120 grit. 

Bonded Abrasives Div. Carborun 
dum Co., Niagara Falls 


Puller 
Designed to Lift, 
Lower and Pull 


Multi-Pul, a new power tool in 
single reel, Model S-100, and double 
reel, Model T-100, has been intro 
duced. 

Some of the features claimed in 
clude: self contained servo-action 
brakes in each side of reel, die cast 
brake shoes with bonded woven 
lining, key and key slot design on 
frame to insure proper stress dis 
tribution, all main working parts en 
closed, formed steel safety to pre 
vent accidental release of load. 

Standard cable is }-in 7 x 19 air 
craft, 30 feet long, with 7,000 Ibs 
single line capacity. 

Multiple Corp., Dayton, Ohio 


Abrasive Wheels 
With Safety 


Web Backing 


Simex Red wheels aow feature a 
special safety web backing of spiral 
wound rayon auto tire cord, said to 
impart extra strength and safety. 

Designed for use on portable disc 
type and right angle type portable 
grinders, the wheels are made in de- 
pressed center or raised hub shape 
in 7 and 9-in diameters by 4 and 
4-in thicknesses. 

In addition to the safety web 
backing on the top side the under, 
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POWERFUL 


full-color 
ADVERTISING 
LIKE THIS 


consistently appearing in 
the /eading meta/-working 
magazines in 1955 is 

only one of 


Six TOP 
ADVANTAGES 


enjoyed by 


CARBORUNDUM 
DISTRIBUTORS 


Here are the other five: 


@ The industry's best-known 
and accepted brand name. 


@ Outstanding training 
programs to improve 
distributor salesmen. 


@ Expert technical counsel 
from abrasive engineers in 
the field. 


@ Up-to-the-minute 
information on new 
abrasive techniques. 


@ Representation that 
attracts other top-quality 
product lines. 


CARBORUNDUM 


REGISTERED TRADE MaRK 
continually gives its distributors 
the edge on competition by putting 
more S@NS6 /n the custome: s 
abrasive DOLLAR 

















PV ime ol 1h mr -lale Ma come s-lael- me ale | — 


(Guard lifted and coolant flow stopped to reveal bele action.) 


86 inches wide, in fact—by 138 
inches long...a// belt! Here's why 

to generate taper of the required 
precision on huge aluminum aircraft 
“skins,” conventional milling meth- 
ods were far too slow and costly 

So CARBORUNDUM abrasive engineers, 
in collaboration with the Air Force, 


Bell Aircraft Corporation, and the 


Hill-Acme machine people, de 


signed and produced this special belr, 


in proper gradings to meet the rigid 

specifications of surface finish and 
imensional accuracy 

@ If you are stymied by an unusual 

grinding problem, turn to the source 


Through application “know-how” and product quality 








- 


PHOTOGRAPHED AT BELL AIRCRAFT CORPORATION 


with the greatest experience and 
application “know-how” in the 
abrasive field today! Call in your 
CARBORUNDUM Distributor or sales 
man, or write The Carborundum 
Company, Niagara Falls, New York 
In Canada: Canadian Carborundum 
Company, Ltd., Niagara Falls, Ont 


CARBORUNDUM 


REGISTERED TRADE MARK 


nually puts more Eiaieie in your abrasive ir 
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YOUR CUSTOMERS 
the ADVANTAGES of 
STANDARDIZING on HAYS 


SQUARE HEAD BRONZE 


=" STOPS—VALVES — FITTINGS *** 





Your customers can fill practically all their 

needs for stops, valves, and fittings from one 

source .. . when they select their needs from 

the hundreds of HAYS items for steam, water, 

gas, and chemical lines. They can reduce 

inventory, reduce maintenance costs, and LEVER HANDLE 

make quick replacements when necessary. pemie anaes 
The HAYS line is a quality line, built to aise Met, Square 

the highest standards of workmanship, by a 

company which has earned its reputation 

through over eighty years’ experience in 

undeviating insistence on making only the 

best possible products. Every stop and valve 

is individually tested before it leaves the 

factory. 
CHECK your HAYS Catalog .. . note the 

ALL IRON STOPS complete line that is available from one GRADUATED 


DIAL STOPS 
source. A Sa Metal 


BRONZE 3-WAY 
PLUG STOPS 


HAYS MANUFACTURING COMPANY 


General Offices and Factory 


823 West 12th Street, ERIE, PA. 
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HELLER 
AP <i 


the original 
and still the best 
milled curved tooth file! 


VIXEN files bite deep, cut fast, clear themselves readily 
and leave a smooth, even finish . . . work efficiently 
straight ahead or at an angle. Only Heller makes Vixen, 


both flexible and rigid tang file. They are still the most 





efficient and versatile metal finishing files. 


IDENTIFY VIXEN FLEXIBLE BY THE WHITE ENVELOPE — VIXEN RIGID BY THE WHITE TANG 


YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 
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Hex... or... Multiple-Spline 


Bristol distributors get two tickets 
to socket screw sales 


Every Bristol distributor has this two-way chance to get in 
with his customers: 

rinst, he sells the standard hex socket screw for ordinary non- 
critical applications. 

SECOND, he sells the Bristol-originated Multiple-Spline socket 
screw for inaccessible locations or for applications where shock or 
vibration make extra wrenching force necessary. 

THAT’S NOT Alt. In both types, he’s selling a Bristol precision- 
made, quality-controlled product in a complete line in sizes down 
to No. 0 wire. He'll also be selling several new Bristol products in 
the near future. And, of course, he’s backed up with national adver- 
tising. 

A few distributorships are still open. Write for complete 
information. AS6 


LARGE AND SMALL—WE MAKE THEM ALL 


Bristol’s Hex Socket Screws 


Tiel! 


Standard in sizes as small as No. 0 in Alloy Stee! and Stainless Steel. 


Bristol's Multiple- | 
Spline Socket | 
Screws | 


or grinding, side is strengthened 
with a layer of reinforcing fabric; a 
knurled or file-type pattern on grind- 
ing side of the wheels is said to in- 
crease cutting action. 
Abrasive 


Co., Phila 


Simonds 


delphia 


Truck, Hand 


U-Shaped Handle, 
Beveled Nose Plate 
Load Floater, a new magnesium 
metal hand truck, said to weigh 
one third less than comparable 
steel trucks, has been introduced. 
Some of the features: 454-in 
loading height, 7 x 14-in nose plate, 
curved offset handle for full-height 
loading, built-in stair climbers, nar 
row overal] width. 
Milwaukee Truck Co., 
kee 


Milwau 





Starters 


Improve Fluorescent 
Lamp Performance 
Called Robot COP, a new auto 
matic reset starter has been de 
signed for hard-to-start conditions. 
Designated FS2-NA, it is recom- 
mended by the maker for high 
humidity, ungrounded fixtures, low 
line voltage, or lack of protective 
reflector. 
Designated FS4+TG, a_ second 
new starter introduced by the com 


pany is equipped with both a 
thermal switch and a glow switch 
It is intended for installations where 
high voltage conditions instantly 


start the lead lamp 
Sylvania Electric Products Inc., 
New York 


STYLE “Cc” 
You tell us. Or rather, tell your customers. For no matter 
what their products, there's a Victor Belt 
to do each handling job right 


That's because every Victor Belting product has been 
proved right — in exhaustive, exacting tests conducted by 
our research department and in the field. By evaluating our 
belting under conditions of actual use, we are able to make 
reliable recommendations. 
It’s a sound policy, proved by the volume of repeat sales 
STYLE “Db” And it covers the whole Victor line — solid-woven cotton 
Neoprene impregnated — canvas-stitched — balata — special 
Motors treatments — plus every need in belting specialties... all in 
With Face Type a full range of widths and thicknesses. That's why, for the 
, best in conveying, elevating and transmission belting, it 
Mounting Brackets - me 
pays to say, “Make it VICTOR”! Send for Distributor 
Uniclosed horizontal motors, a Catalog today 
new line developed for direct con 


nection to driven equipment, has A COMPLETE LINE Including: Neoprene Belting - Balata Belting 
been added to the company’s line Solid-woven Belting + untreated, impregnated, coated — many 
Stvle C brackets accommodate widths and thicknesses + Canvas Stitched Belting 

: F . . Belting Specialties. 


bolts from driven machine, while 
Style D permits bolting from motor 
side. . 
They are available in ratings (ror 
from | to 30 hp ; 


U. S. Electrical Motors Inc., Los 


Angeles 53 Pork Ploce. New York 7 © 3004 W. Hudbud Steet, Chicege 10 © Firtey Festen, Pa 
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“Bull Dog” 


THEY SATISFY 


IN ANY COMPETITION! 


Sold 100% 
through distributors 


VISES 


Machinists 
* 


Top Swivel Jaw 
+ 
Combination 
Pipe 
. 

Hinge Pipe 
€ 


Woodworkers 
* 


Utility 
Backed by 86 years of time proven acceptance. 
Hundreds of plants have used them and still do. 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 








This 
and similar ads 
are appearing in 


27 LEADING 
PUBLICATIONS 


0 HELP 0 “ Da —— 
| nown companies pump 
many athe 
oY 


icky liquids with 
VIKING 


*‘pear-within 


" ou SELL design 

© r r 

y > ron -elip 

on of ¢ re fo 
the liquid out in a stead 

volume 
Capacities 4 t 1050 
PM 750 « - 
> 


0 sialoged mod 
els. Thousands of special 
designs 
Investigate today the 
smooth even flow ot 
Send for your 
copy of manuo! 
KMM today. 
VIKING PUMP 
COMPANY 
Cedar Falls, lowa 


viscous <« 
To start. ask fur bulletin 
series 555mm 


A wodo 


+ ROTO 4INE core 


ot = ee * Cee fOTeEY Peer 
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Grinding Wheels 


Larger Sizes 
Added to Line 


Grind-O-Flex wheels are now in 
production in 10 and 12in di 
ameters in one- or two-inch widths 

According to the manufacturer 
the larger wheels are designed for 
heavy duty light grinding, burt 
shagging, and polishing of flat o1 
Said to be 
light for their size, they may be 
light 
automatic set-ups. 

Available in a full range of grits 

from No. 40 up to No. 320), they 


may be used in operations ranging 


contoured surfaces 


used on equipment or in 


from smoothing off flash to high 
polish operations. 

Merit Products, 
City, Calif. 


Inc., Culver 


Pulley 


Adapted To 
Limited Space 
\ new 4 hp variable speed pulley 
that delivers speed ratios up to 2 to 
| has been announced 
Some of the features claimed are 
designed so that it can be mounted 
with belt take-off close to the motor 
and/or reversed, in which case belt 
take-off is in 
way from motor; smooth belt sur 


overhung position 


faces; bronze oil impregnated bear 





WATSON-STILLMAN 
FORGED STEEL FITTINGS 


see fel Ti ight Connections 
$a in pressure piping 


@ In high pressure steam lines... process liquid and gas 
piping... hydraulic fluid lines...wherever strong, tough 
pipe joints are needed, Watson Stillman Forged Steel Fit- 
tings provide a safety factor against costly piping failures. 
They resist pressure, heat, corrosion, shock and vibra- 
tion because they're drop-forged of high quality steel to 
produce a dense, tough, forged-fiber structure that can 
really take it. 


Extra strength is built into W-S fittings in other ways e Process Liquid 


too...such as the heavy reinforcing bands extending 
well beyond the threads or sockets. 


and Gas Piping 


Protect your high pressure piping system with Watson- 
Stillman Forged Steel Fittings. Available in carbon, 
stainless and alloy steels, in Screw-End and Socket-Weld- 
ing Types to meet your service requirements, Send today 
for Free Catalogs. 


Bulletin A3-50—Forged Steel Fittings 

Bulletin S-1-55—Stainless and Alloy Fittings 

Bulietin U-1—Forged Stee! Unions 

Bulletin S-3-55—150 Ib. Stainless Fittings ‘aoe 


ure Lines 


Sold Through Leading Distributors 


6 WATSON-STILLMAN FITTINGS DIVISION 


H. K. Porter Company, Inc. 
Roselle, N. J. 
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Brounings 





Illustration shows how 20 
Browning Super Gripbelts can de- 
liver same power as 30 standard 
belts, saving space and reducing 
sheave cost. Improved synthetic 
cord construction provides far 
greater strength and safety margin, 
better grip, less slip. Minimum 
stretch, maximum flexibility, simpli- 
fied matching. For complete in- 
formation ask for Bulletin 2019. 


Browning V-Belts and Sheaves .. . 


try — the Complete V-Drive Line 
STEEL CABLE GRIPBELT a 


m,. ~~ CRIPBELT, 
, DousiE V SUPER GRIPBELT 


, “N 
ea GCuippeit “a enc 0a 
: MULTIPLE GROOVE 
Gare , SHEAVES WITH 
SPLIT TAPER 
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ings; made from fine grained cast 
ings, machined for balance and fit 

Known as the E-1350 variable 
speed pulley, overall dimensions are 
3yy-in length x 3in diameter, 
weight 26 oz., maximum bore j-in 
with keyway. 

Lovejoy Flexible Coupling Co., 
Chicago 


Lubricating Unit 


Self-Powered, 
Self-Propelled 


\ Go Anywhere” lubricator 
equipped with three heavy duty 
hose reels with 25 ft. of hose and 
three 120 lb. drums of industrial 
lubricant has been introduced 

Powered by a 6 hp air cooled 
engine the prime lubricator has a 
maximum speed of slightly under 
four mph 

Ihe single stage air compressor 

said to provide ample air pressure 
to handle all requirements of the 
lubricating equipment 

\ro Equipment Corp., Bryan 
Ohio 


Traps 

Float & Thermostatic, 
Permit Fast Heating 
Rapid air and condensate removal 
n low pressure steam systems is the 
advantage claimed for a new line 
f F & T traps recently introduced 
Fast heating and efficient opera 
tion at pressures up to 15 psi and 
the prevention of air-binding in 
trap and connecting piping are said 

to be made possible 
Connecting pipe sizes include five 
standard sizes ranging from 3 to 2-in 
Capacities range from 70 to 5750 





UMDOMONT noon 


you sHoutp stock VICTOR 
“Moly”” High Speed Stee! Blades 


lbs of water per hour depending on 
pressure differential and connecting 
pipe sizes 

Strong Steam Specialties Dyv., 
Strong, Carlisle & Hammond Co., 
Cleveland 








Drill 
Drills To Depths 
Of 13 Feet of Rock 
Model KRD-55, an improved self 


contained gasoline hammer rock 





drill, has been introduced 

It is claimed the new dnl can 
drill to depths of 13 feet at a rate 
of approximately two feet per min 
ute when using the company’s hol 
low drill steels with carbide tips 

Jamming and sticking is said to 
be prevented as the reciprocating 


hammer blows dust and cuttings 


Moly” Blades 


sure high speed 


out of the hole Three sets of steel 
are available for the new model 
Syntron Co., Homer City, Pa 


TILT EM Titi. Le 


dt 


. 
ictor was the first to successfully use 


molybdenum to make “Moly” High Speed Steel 
blades that would be tough, carry the load, retain 
sharpness and embody all the other high qualities 
and properties of high speed steel blades at a sub 








Sa a i i e ~~ wr wr 
~ ow ww ee www 


( VICTOR adiOSeo 








stantial saving in cost 

“Moly” is only one part of the complete line 
of Victor Hand and Power Hacksaws, Metal and 
Wood Cutting Band Saws and Hacksaw Frames 
— the line that assures you new profit peaks! 


FREE Ask your Victor salesmen for «@ supply of & 1092 
NEW Metol Cutting Booklets and Well Cherts 





Bomembe:, when stock Victor, 
qouve telling @ Bae ould only 


B= | ange are VICTOR 


SAW WORKS, INC. + Middletown, N. Y., U. 5. A. 
MAKERS OF HAND AND POWER HACKSAW BLADES, FRAMES 
AND METAL AND WOOD CUTTING BAND SAW BLADES 
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VOLUME 


WINCH HOISTS 


MODELS 
--Plus 


Regulators 
Virtually Eliminate 
Internal, External Repairs 


“On Guard” regulators, featur 
| ing a gage guard with positive spring 
| lock action protecting gage from 
| accidental breakage, have been in 

troduced. 

Some of the 

claimed include: stainless steel nip 
| ple designed to withstand impact 
| of accidental cylinder upset; all 
internal parts of stainless steel; body 
and bonnet aluminum alloy forg 
ings; available in single and two 
stage models for most compressed 


other features 


gases. 
K-G Equipment Co., Inc., 


town, Pa 


All n 


Motors 
Fan Cooled, 
Totally Enclosed 


Recommended for use in dirty, 


LARGER DISCOUNTS | dusty, fume and mist-laden atmos 
| pheres, a new 4 hp motor has been 


Take advantage of new larger discounts 
and sell LUG-ALL, the leading portable 
winch hoist. LUG-ALL sales now mean 
greeter profits for you. All LUG-ALL 
models are huskier than ever and are a 
natural seller to maintenance departments, 
mining operations, railroads, utilities, con- 
tractors, quarries, municipalities, machine 
shops ond refineries. Every model weighs 
9 ibs. or less and features galvanized or 
stainless steel preformed aircraft cable, 
safety type handles that bend when hoist 
is severely overloaded, and can be worked 
to 10” of headroom. LUG-ALL distributors 
everywhere soy LUG-ALL sales are helping 
to keep the profit picture brighter. 


WRITE TODAY FOR MORE INFORMATION. 


WHEN YOU ORDER LUG-ALL’S 
YOU ORDER THE BEST 


LUG-ALL (8 THE MOST IMITATED 
WINCH HOIST ON THE MARKET 


| added to the company’s line. 

In addition to meeting NEMA 
| requirements, some of the features 
claimed include: aluminum rotor 


| with skewed laminations, ventilating 


| 
| 


THE LUG-ALL COMPANY | 


HAVERFORD 11 


160 


PENNA. 
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MODEL 104. Cork lined protective drawers... 
one turn of the key fastens cover and all 
drawers with patented lock . . . smooth, stream- 
lined, easy-to-keep clean . . . holds a full 18” 
scale. 1934” long, 1334" high, 834” deep. 
MODEL 105. A “king-size” chest for tools up 
to 24". 9 drawers. Size 2614°x144"x12\’. 
By the Makers of HUOT DRILL INDEX 


HUOT MANUFACTURING CO. 
551 North Wheeler St., St. Paul 4, Minar 





Do Your Customers Need 
BETTER 
Down-Holding Devices 


for machine tables or face plates? 


Powerful versatile J & S All-Purpose Jaw 
Clamps ore easy-to-use, do not obstruct 
readings, eliminate U-Clamps, Straps and 
Fingers 

Faster set-up—one adjusting screw posi- 
tions and holds the work-piece. 


Write today for full information on this 
big profit line of fast selling Jaw Clamps! 


J & S$ TOOL COMPANY, INC. 
872 Dorsa Avenve - Livingston, N. J. 











1955 
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A COMPLETE LINE OF QUALITY cain 


tools is now available from vour Butterfield distributor. Drills are made 


to the same exacting standards as Butterfield Milling Cutters, Taps, Dies, 
Reamers. Counterbores and End Mills 
UNION TWIST DRILL COMPANY 


BUTTERFIELD DIVISION 


DERBY LINE, VERMONT, U.S.A. 








LISSELL(INE CHAIN 


Has New, “One-Glance’ Labeling 


To Save Your Time 


* 





* 


Crystal clear, tell-all labeling 
is just one aspect of Russell's 
extra-service attitude. This 
close-knit, flexible organization 
gives prompt, individual attention 
to your inquiry or order. Quick 
deliveries from factory stock. 
Special emphasis is placed on packaging 
for protection plus convenience. 
Double wall corrugated boxes are used 
(where suitable) to facilitate reshipment. 


Send For New, Free, 

Complete Catalog! 

Actual size illustrations. Gives sizes, wire 
gouges and di ters, links per foot, tensile 
strength, shipping weights, 

metals, finishes and packing date. 
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In spotting the 
item you want 


In checking 
inventory 


— 

















fan integrally cast with rotor, six 
layer insulation for stator windings 
with modern plastics and plastic 
coated wire. 

Century Electric Co., St. Lous 


Truck, Hand 
Tubular Steel, 
Six Basic Types 
Tubular steel hand trucks in six 
basic types with a wide selection 
of wheels from 5 x 14-in solid rub 
ber to 10-in x 3.50-in pneumatics 
with tube have been introduced. 
The “21” illustrated weighs 21 
lbs with 10-in x 2.75-in pneumatic 
tires. Stair climber is of channel 
iron, and it can handle six cases of 
small bottles or five cases of tall 
bottles. 
Wheel hubs are recessed to pro 
tect stock. 
M-H Equipment Co, Inc., 
Dallas 


Lamps 
More Light, 
Longer Life 
Improvements in four of its 
400-watt mercury lamps—H400, 
11400-J1, H400-Rl, H400-RC]— 
have been announced by the manu 
facturer 
Said to produce from 5 to 12°, 
more light initially, the new con 
struction features silver-plated wire 
replacing metal bands in the frame 




















work of the mount which supports 





the mercury clement inside the 
outer bulb. The silver finish is NAT i oO WA &.”’ 
claimed to reflect light heretofore 

absorbed by the dull metal bands, 

and the wire framework permits 


more light to get out. 
General Electric, Cleveland 





















Tapes 
Electrical 

Heat Curing 

I'wo new 2 mil Polyester “Mylar” 
film tapes, No. 254 and 255, are the 
latest additions to the company’s 









line of 2 in | tapes 

Recommended for applications in 
the electrical and electronic field, 
254 is vellow, 255 is clear. Both 










have a tensile strength of 50 Ibs/in, 





elongation of 100‘¢, an adhesion to 
steel of 40 oz/in, and a minimum 
curing cycle of 2 hours at 250 deg 
F. or 1 hour at 300 deg. F. 

Permacel Tape Corp. New 
Brunswick, N. |] 













National makes a complete 
line of portable sanders... 
air or electric driven with 







either straight-line or orbital 
action. Their simple and 







rugged construction, illus- 
trated by the cut-away draw- 
ing of the Model 400, means 
long years of dependable oper- 
ation to the user... and 
satished customers to the dis- 
tributor. Thousands of these 
machines are now being used 

















in manufacturing and mainte- . te 3) ai aid 
nance work. See how you can bol! bearings ne cronkshett 
: a 4g th. ot other points of friction. 
R t T bi fit into National's distribution “2 — 
0 ary apie system in a profitable manner. Cronkshoft assembly oO Completely reeled 
' only moving pert rubber housing 





Write today. 





8-in Diameter Top 


Graduated 360 Deg. SELL MNATIONAL’S COMPLETE LINE... 


Palmgren No. 80 tilting rotary 








index milling table, with a rotary po 
indexing dial calibrated in three 


minute intervals and cross feed 
dials graduated in thousandths, has 
been added to the company’s linc 

Hand wheels are removable and 
an indexing attachment and plates 
can be added to the rotary feed 


shaft. 
- Worm gear ratio is 40:1; base 


9}-in x 5-in with é-in kevwavs and NATIONAL AIR SANDER, INC. 


kevs for machine mounting 
Chicago Tool and Engineering 














2820 AUBURN STREET, ROCKFORD, ILLINOTS. 





o., Chicago 
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a ~— The Collis 
SLEEVES and SOCKETS 


and a complete line of Collets 


USE-EM-UP . “ STANDARD 
TYPE TYPE 


COLLIS Taper Tools are made by men skilled in this type of manufacture 
Users get long satisfactory service from Collis Equipment and find the answer to 
all drilling, reaming, and tapping needs in the Collis Line 


We can give prompt service on orders for Lathe Centers, Arbors, Drill Drifts, 
and Magic Type Chucks os well as on Sleeves and Sockets and Collets 


"Call Collis for Service” 
wom THE COLLIS COMPANY sum 


DEPT. A, CLINTON, IOWA 


r 
DEI revi se 


PROFIT POSSIBILITIES 
.-- for YOU! 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 


MADESCO TACKLE BLOCK CO., EASTON, PA. 
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Bin Units 
Dividers Adjustable 
Horizontally Every Inch 


Bin units, with “Snap-Ins”—di 
viders requiring no nuts, bolts or 
tools—have been announced. 

Where dividers are not used, 
shelves are adjustable up and down 
every l4-in. Double beaded up 
rights, and green baked-on enamel 
add to attractiveness of the units 

Bay Products, Inc., Philadelphia 


Trap 


Withstands 

Loss of Prime 

\ newly designed bucket steam 

trap is claimed to be superior in 

retaining prime under difficult op 

erating conditions: light loads, 

rapid pressure drops, and partial 

vacuum in return line caused by 

night shut-downs 

Sarco Co., Inc., New York 





_ * 
ade 


Fasteners 
Miniature, 
Self-Locking 
Flexloc nuts, miniature 
self-locking fasteners for precision 
instrument and electronic fastening 
applications, have been introduced 
Ranging in size from 0-80 up to 
4-48, than 
one-eighth inch across its largest 


micro 


the 0-80 measures less 


dimension 
At present the new line of micro 
nuts is made in brass, either plain 
or cadmium plated, or aluminum 
Standard Pressed Steel Co., Jen 
kintown, Pa 


Reamers 


Resist Rust, 
Harder Edges 
\ new line of chrome plated hand 
reamers with 4 to é-in capacity in 
wood, plastic and sheet metal has 
been announced 
Reamer No. 38 is fixed in a full 
size 1 x 3%-in plastic handle; No 
99-38 fits detachable handle in the 
company’s multi-purpose tool kit 
A roll plastic kit, the No. 99 has 
13 detachable nut driver and screw 
driver bits, with an extra pocket for 
storing the 99-38 reamer 


Xcelite, Inc., Orchard Park, N.Y 


MACHINISTS’ 
VISES 


Cult to carry 


tte boad/ 


* 


, Ct han 


3 


7 _ 
- » 


5) lane 


a 


PT =r 


Any man who works with metal will quickly recognize the 


functional contours of a Reed Machinists’ Vise. . . 


with its 


semi-steel castings heavily sectioned at all stress points, yet 
permitting maximum accessability to the work. All internal or 
working parts are equally well-designed and precision-ma- 
chined to insure rock -like solidity, easy operation and long life. 
That's why Reed Vises ‘carry the load’’ under the most severe 


conditions. Check these features: 


1. Adjustable front end bearing insures 
accurate alignment and eliminates lost mo- 
tion throughout the life of the vise. 


2. Hardened alloy steel jaws can never 
get lost, loose or broken because they are 
welded in the casting process into a per- 
fect, permanent union. 


3. Heat-treated carbon steel screw . 
accurately machined for maximum bearing 
surface and long life . . . insures strength, 
stiffness and easy operation. 


4. Alloy steel vise nut is milled to limit 
gauge and fits into an accurately machined 
V-slot in body ... to insure perfect align- 


ment, less stress and longer wear. 


5. Corrugated clamp bolt fits into cor- 
rugations in base plate to permit easy, 


solid clamping. 


6. Quick, positive provision for taking 
up longitudinal play in the main vise nut. 


Remember, In a vise or pipe tool, if it's a REED... 


it's RIGHT/ 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA « 
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‘WTA , PLIERS 


have given us convincing evidence of 


HIGH QUALITY” 


say production engineers 
ct Smith-Corona Inc. 







“In manufacturing a quality typewriter we 
need durability, dependability and accuracy 
in ovr hand tools, and that is what we get 
from Utica,” they odd. 





A precut stepping dog corrier spring is 
trimmed to size by Urica® No. 65 nippers. 








A very populer tool at Smith-Corona 
is the Unca® No. 777 needle nose pliers. 





Rell crank link is snopped to key lever by 
Unca® No. 8224 duck bill pliers. 


Smith-Corona's new 
Eighty-Eight secretorial 
office typewriter. Utica 
Toois® hove an essen- 
tiel port in producing 
this fine instrument 





Your industrial distributor has Unica 
Toois® or can get them for you. 





In Conede: Adiom Tool & Supply Co., Lid., Montreal 
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ideas on: 


How You Can... 





... remind customers constantly 


Little things go a long way 
toward improving sales and cus 
tomer relations with Ken Fergu 
son, sales manager of Kester Ma 
chinery Co., Winston-Salem, 
N. C. Take, for instance, an ordi 
nary 9 by 12 in. file folder. ‘That's 
what Ken did. Only he had the 
name of his company printed bold 
ly on the tab along with the com 


pany’s phone numbers (see illustra 


tion). Then he had the salesmen 
hand these out to customers—as 
many folders as the customers 


thought he could use. 
The idea was to get customers 
to use the folders to hold all pa 





per dealing with Kester Machinery 
stock 
lists, product literature, manufac 


Co.—invoices, quotations, 
turers’ catalog pages, letters, what 


have you. It saves the customer 
the trouble of making a label. The 
large type on the tab facilitates lo 
cation of the folder in the file and, 


when necessary, Kester Machinery’s 


phone number also. And even 
when a purchasing agent or buyer 
is rummaging around in his file 


for something else, the large tvpe 
on the tab reminds him of Kester 
Machinery Co 

Salesmen report that the folders 


ire well received. 


pee speed deliveries with part-time crew 


Miller Hardware Co., Jersey 
City, N. J., believes in being ready 
for emergencies. 

The firm has only one delivery 
truck, but employs two drivers in 
stead of one, so that one driver's 
absence won't halt deliveries for 
a day or more. This is possible at 
the same cost as the outlay for one 
fulltime driver because both drivers 
work part-time—one mornings and 
one afternoons, spelling 
other 

The drivers have other jobs in 
local factories and drive the truck 


each 
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off-the-shift. One works 


from 8 a.m. to 1 p..m., the other 


on time 


from | to 5:30 p.m. Each takes a 
section of town as his regular route. 
That way, if one driver is absent, 


the other can handle at least all 
the rush-order deliveries for both 
routes 


When the firm depended on one 
fulltime driver, deliveries stopped 
when he did—and it wasn’t easy to 
get even a temporary rcplacement 

Also, the management says, the 
new arrangement has reduced over 


time considerably 


Tere aes Set meee ree CURL ee, eee 








Manufacturers’ 
Activities 


Starts on page 120) 








says the company, the flat octagonal 
shape lends itself to convenient 
stacking and shelving. 


Thermoid Catalog 
Digests Rubber Hose 

Thermoid Co., Industrial Rubber 
Div., Trenton, N. J., has issued a | 
catalog digest of the specifications 
ind descriptions of 68 different rub 
ber hose for industrial and agricul 
tural use. Several of the hose types 
included were recently added to the 
Thermoid line. 

In addition, the brochure contains 
data on nine types of conveyor belts, 
seven types of flat power transmis 
sion belting, multiple and fractional 
horsepower V-belts, chute lining, 
rubber sheet packing, and industrial 
friction materials. Cutaway photos 
show hose, coupling, and belt con- 





struction. 





HOSE—Imperial Brass Mfg. Co., 
Chicago, has issued a bulletin (no. 
3040-A) covering its “Hi-Duty” i th at 
pressure hose and re-usable coup you ca t es ots 
lings. Besides specification data, the 
publication gives assembly and in 


stallation instructions ih -++ we'll make them. 


As a Wood's Distributor, you can definitely 





TUBING—Jones & Laughlin Steel iN | depend upon us to meet your customers’ 
Corp., Pittsburgh, has issued a four WY OY Power Transmission requirements, whether it 
page brochure describing and illus “= involves field engineering assistance, main- 
trating its cold-drawn “Electriweld” tenance problems, special equipment for un- 
tubing. Specifications are listed, usual installations or rush delivery of power 
along with details of manufacture. transmission equipment not in stock. 


Nobody outsells Wood's Distributors because 


HACK SAWS-—Sales Service Ma- of delayed deliveries or poor product per- 
chine Tool Co., Minneapolis, has O formance. When a Wood's Distributor makes a 
issued a bulletin (no. 655) on its ' *\\ sale he can depend upon Wood's to help him 
line of “Keller” power hack saws CE - ZF) keep his customers sold. 


Bulletin pictures various models and 
‘ lists technical specifications. The 


firm has also issued a bulletin (no. T B Wood’s Sons Co 
. . : 


855) on its full line of “Press-Rite” 
power presses. Showing models Chambersbu 

with capacities ranging from two to be 8, Pa. 
85 tons, the bulletin shows specifica- 





Cembridge, Mess. + Nework, WN. J. + Delles, Texas + Cleveland, Obie 
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-uM ON THE 


TOOL REPLACEMENT TREND 
and the 


SHELDON Distribution Sales Plan 


... take advantage of the widespread enthusiasm 
brought back from the 3 Chicago machine tool shows. Never 
before have so many of your prospects been so receptive . .. 


Sheldon-Built 
Sebastien 13” and 15” Geared Head 
Precision Lothes 


SHELDON SALES FEATURES 


Leadership in design that gives extra 
capacity for size and doubled power 
at the spindle. Quality features 
thruout (like Zero Precision tapered 
roller spindle bearings) that give 
closer accuracy, longer life and 
greater performance; improved 
underneath drives fully enclosed in 
the latest cabinets and pedestals; 
and a full range of tool room and pro- 
duction accessories including hard- 


ened bed ways. 


SHELDON SALES TOOLS 


Sheldon Lathes are assembled ready 
to uncrate and operate. Sheldon 
Catalogs are written to make selec- 
tion of the proper lathe for each 
situation easy — to make it possible 
for even inexperienced sales peo- 
ple to quickly and intelligently 
close sales. 





How to select your 
SHELDON Late 


Builders of Fine Machine 
Tools Since 1917 


Sheidon Territory Men are available to 
essist Distributors of all times. 


SHELDON 


SHELDON MACHINE 











THE SHELDON LINE 


... And never before has 
there been such a lathe line 
for Industrial Distributors 
to catalog, stock, display and 
sell. Up-to-the-minute mod- 
erate priced 10”,11”,and 13” 
swing SHELDON Precision 
Lathes; new Sheldon-built 
SEBASTIAN 13” and 15” 
geared-head lathes; the 
SHELDON 12” Back-Geared 
Shaper and No. “O” hori- 
zontal Milling Machines — 
the machine tools and the 
sizes universally used thru- 
out industry. 


















SHELDON ADVERTISING & 
DISTRIBUTOR COOPERATION 


Sheldon Machine Tools are widely 
and continuously advertised and 
are displayed and demonstrated in 
both national and regional trade 


shows. 
CO., IN 
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42 32 KNOX AVE., 
* CHICAGO, ILL. 


tions and construction characteris 


tics 


POWER FOOLS—Porter-Cable 
Machine Co., Syracuse, N. Y., has 
issued a 48-page manual entitled 
“How to Use the Porter-Cable 
Router-Shaper-Power Plane,” as a 
guide for building trades, industrial 
maintenance crews, and woodwork 
ing shops. The manual describes 
the trio of tools which uses an in- 
terchangeable motor, and contains 
a chapter on bits and cutters and 
methods of sharpening 








New Bedford Carton 
For Display of Rope 

New Bedford Cordage, Co., New 
Bedford, Mass., has received a pa 
tent for a new display carton for its 
hard-fiber ropes. Serving as a sealed 
shipping and storage container, the 
irton can be converted into a floor 
display by the removal of a perfo 
rated section on top. 

Each carton will hold full or half 
oils of the firm’s “premeasured” 
rope. The octagonal shape, says the 
company, permits display in a mini 
mum of space. Size and quantity of 
“color 


rope is inarked on carton; 


coding” distinguishes between 


manila and sisal varieties 


FASTENERS—Gries Reproduce 
Corp., New Rochelle, N. Y., has 
issued a single-page bulletin cover 
ing its zinc alloy closed-end and 
open-end cap nuts. Cutaway draw 
ings, stock sizes, and dimensions are 


shown 


BAND SAWS—Wells Mfg. Corp., 
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Sure-Grip 


FOR RUGGED, RELIABLE POWER 
TRANSMISSION AND CONVEYING 


Recommend These EQUIPMENT GIVE YOUR CUS 
TOMERS DEPENDABLE 


Dick ORIGINAL age / Dick Prooucis 
Balata Belts... They’re 


STRONGER...LAST LONGER 









































Designed and processed for high-efficiency 
service, “Dickbelts” will satisfy your customers’ 
most rigorous power transmission, conveyor or 
bucket elevator belting needs. 

You can have complete confidence in the prod- 
uct when you sell “Dickbelts”. Their rugged 
thirty-five ounce hard surface closely woven 
duck is thoroughly impregnated with the finest 
grade Balata gum to insure no-slip, sure-grip 
holds on pulleys. This quality construction also 
guarantees great tensile strength for added 
years of wear. “Dickbelts” resist moisture and 
sharp changes in temperature. They will not 
stretch or shrink. 

“Dickbelts” will prove themselves to your cus- 
tomers as they have to users in all industries — 
versatile — economical — practical. They are 
available in all standard widths and plies and 
can also be fabricated to specification. 


BARRY STEEL SPLIT PULLEYS 


Distributorship Information Gladly Sent On Request. 





R.& J. COMPANY, INC. PASSAIC, N. J. 


CHICAGO, ILL SAN FRANCIS( CALIF LOS ANGELES, CALIF SEATTLE, WASH 
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WASHERS 
in White 
Tubes 


PLAIN STEEL 
in Yellow 
Tubes 


Patent Pending 


—and 2-Label 
Telescope CARTONS 


for upside-down or right-side-up stack- 
ing or telescoping open carton in 
cover—all with Readable Right-side- 
up End Label. 


Use Them 
Like This 


Biack bottom up 
for ‘'upside-down"* 
stacking 


— or This 

Yellow top up for 
conventional stock- 
ing 


Open ceorton tele- 
scoped inside cover 
with readoble right- 
side-up End Label 


Get Details of 
Distributors TRIAL ORDER 


M-C Lock Washers in Coin Pak 
are sold to industry only through 
recognized Industrial Sup liers. 
If you are not familiar with this 
Modern, Functional, Small Lot 
Packaging of Lock Washers, write 

‘ull Information on Coin 
Pak "Trial Order for distributors 
only. Ask also about JOB-PAK, 
the new Bulk Package for volume 
users. 
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Three Rivers, Mich., has issued an 
eight-page catalog giving description 
and specifications for its complete 
line of metal-cutting band saws. A 
blade and speed selection chart for 
various materials is included 


CONVEYOR BELTS—Cambridge 
Wire Cloth Co., Cambridge, Md., 
has issued a four-page bulletin (no 
111) covering its industrial wire 
cloth, woven wire slings, woven wire 
conveyor belts, and metal specialties 
for heat treating and processing 
Applications and characteristics of 
products are pictured. 


FASTENERS-Star Stainless Screw 
Co., Paterson, N. J., 


has issued a 


catalog covering its line of stainless 


steel fastenings. Included are speci 
fications, corrosion resistance tables, 
and ordering procedures 


service tools for 
OLIVER 
industrial 
tractors 


Owatonna Tool Book 
On Tractor Tools 
Owatonna Tool Co., 
Minn., has issued a service manual 
(no. OC-55) covering its 
tools and sets for Oliver industrial 
tractors. The publication 
mechanical and hydraulic 
applications possible with 
and details installation 
removal of various tractor parts 


Owatonna, 
service 


shows 
Scrvicc 
“OTC 


tools. and 


STEAM TRAPS-—Sarco Co., Inc., 
New York, has issued a bulletin 
(no. 360-A) on its type B inverted 
bucket steam traps. Illustrated with 
cutaway views, the bulletin contains 
selection tables, dimension data, 


contents of a Keg in 
ONE Shipping Container — 
divided into 6 equal cartons 
— Labeled and Counted 


FOR VOLUME USERS 
JOB-PAK has 6 inner cartons, 


each containing 1/6th of the con- 
tents of the “keg size” outer con- 
tainer. 

JOB-PAK individual inner car- 
tons of lock washers are the same 
as a distributor package. 
JOB-PAK reduces handling ex- 
pense — each inner carton of lock 
washers weighs approximately 33 
lbs. — easy to place on stock 
shelves with other packaged items. 
JOB-PAK assures maximum use 
of stock room floor area—no open 
kegs, boxes or cartons on floor or 
in aisles. 

JOB-PAK eliminates counting 
and weighing, manual effort and 
error — prevents spilling and mix- 
ing of sizes. 

JOB-PAK speeds up physical in- 
ventory, simplifies multi-stock dis- 
tribution. 


Write for Prices, and a Home Assortment of 
Plated Lock Washers in Miniature JOB-PAK 


AB476 1/3 


LOCK WASHERS 
Me UoweEs <0. 





Stondord 
Pockoge 
Quontities — 


If you prefer M-C Lock Washers 
in Standard Package Quantities, 
they are available in 2-label car- 
tons having the same smart yel- 
low, black and white design as 
the well known Coin Pak Car- 
tons. 

M-C Lock Washers in standard 
package quantities are packaged 
as follows: 4%” and smaller — 
1,000 per box; larger than 1,” 
to 1” — 500 per box; 1” and 
larger — 100 per box. A.S.A. 
Light, Mediumor Heavy Section. 


Write for Prices and Distributor Discounts. 








and an explanation of the steam 
trap’s “Camlift” valve mechanism 


CAMS-—Parker Stamp Works, Inc., 
Hartford, Conn., has issued a four 
page bulletin on its “3-Dimen 
sional” cams. Featured are illus 
trations indicating the number of 
stations possible with the device, 
together with an explanation of the 
theory involved 

LIGHTING-—Smithcraft Lighting 
Div., Chelsea, Mass., has issued a 
‘Cleer” 


four-page folder on its 


fluorescent unit Light curves 
brightness tables, dimensions, and 
mounting details are given, togethc 
with description and pictures of 


unit itself 


FASTENERS—<Acc Screw & Rivet 
Co., Chicago, has issued complete 
list prices and discounts for its line 
of screws, nuts, washers, rivets, and 


other fastener items 


SOLVENT—Chem Industral Co 
Brooklyn, O., has issued a_bulle 
tin (no. LL-2050 
“C-1-Sol, 


dustrial 


describing _ its 
1 non-inflammable in 
solvent Suggested — us« 


and shipping data are also given 


Nac hu 4 


h is issued sup 


VALVES—Henry Vogt 
Co., Louisville, Ky 
plement no. | to its catalog (no 
F-9) covering its line of general 
purpose valves. ‘The 32-page pub 
lication pictures valves in both cuta 
way and photog: iphi« views, chart 


Spec ihcations 


DRILL PRESS—Portomag Sales, 
Inc., Ferndale, Mich., 
folder on “Portomag, 


has issued a 
its portable 
magnetic drill press. Dimensions, 
specifications, and weights of 11 


models are listed 


CUTTING TOOLS—National 
Twist Drill & Tool Co., Rochester 
Mich., has issued a net price cata 
log (no. 18-C) covering its milling 
cutters, counterbores, end mills 
and hobs. The company states this 
publication» does not obsolete its 


present cutter price list (no. ( 
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Lock Washers 


PACKAGED 


as You 
Want Them 


a COIN PAK 


9 Popular sizes of 
M-C Lock Wash 
ers, plain steel 
and plated. are 
Machine Pack 
aged and counted 
in Crimped End 
Tubes and in 
colorful 2-Label 
Telescope Car 
tons 3/16 


Medium Section 
Sold only through 
recognized distributors. 


ée Standard Packages 


~ of 1000, 500 
or 100 loose 
lock washers 


per box 

If you specify 

this type of pack 

aging you get 

M-C Lock Wash 

ers in colorful 2 

Label cartons 
with legible, right-side up end labels 
whether stacked with black or yellow side up 


« JOB-PAK 


For Volume Users the Modern Function 
al Bulk Package at No Extra Cost. The 
contents of a Keg in ONE Shipping Con 
tainer divided into 6 equal inner carton 
labeled and counted. Individual inner ca: 
tons same as a distributor package 


a BULK 


For Volume Users who 
prefer to buy lock washers 
in bulk, you may order 
M-C Lock Washers loose 
in keg sized bulk shipping 
container. A.S.A. light 
medium or heavy section 
plain steel, plated steel or 
non-ferrous 


Lock Washers for the Distributor 


Mellowes offers you, the distributer, lock 
washers in a wider choice of modern func 
tional packaging than any other manufac 
turer 


Write for Distributor Price Lists 





. 
ee 18 
** « 


since there are only minor changes 
involved 


{ TOOL STEEL—Allegheny Ludlum 
Steel Corp., Pittsburgh, has issued 
ad the first in its series of tool steel 


stock lists. The list gives informa 
tion on the composition, grades, and 
zes of steels available in its Chi 
igo warehouse 
You really get your 
money's worth when ABRASIVES—Simonds A brasive 
you buy precision Co., Philadelphia, has issued a bul 
screw machine prod- letin on its “Simex” grinding 
ucts made by ‘‘you vheels. Bulletin pictures various 
know W.H.O.*”’ features of the product, and presents 
tables of sizes and grain grades 


= x, CAP SCREWS + COUPLING BOLTS 
: WoosresY Foam 


= *5 es .+ '*' CET SCREWS. « MILLED STUDS 


. our specialty. 





tool 
tenance, 
every mein prospec a 
. Every Phetimental shop 5 © 
on 


Wooster Brush Display 
Features Rollers 
Wooster Brush Co W oost¢ 
veloped a unit to display 
Y” Frame _professiona 
int roller. The display holds one 
f the rollers as well as extra covers 
each of its two sides. The unit 
set up on a counter, in a 
or attached to the wall 


BAND Saws 


POWER TOOLS—Weller Electric 
Corp., Easton, Pa., has deveioped a 
plav aimed at both the industrial 
| homecrafter trade. The display 
part of a nationwide promotion 
eginning with a ]4-page ad in Life 


y nagazine, and is being made avail 


939 Central Avenue ble to distributors along with 
Toledo 6, Ohio winter literature, &c. covering thic 
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NeW] NEW! NEW! 


SUPER TOOL STANDARD MILLING CUTTER 
NOW IN STOCK WITH CARBOLOY. GRADE 1 


(For your steel-cutting applications) 


Super Tool's Stondard Milling Cutters 
are now oavailoble for immediate 


delivery with Carboloy Grade 370. 





This new series of steel-cutting cor- gm 





bide cuts foster, lasts longer —oper- 
ates efficiently at extremely high 
temperatures as proved by hundreds 
of actual production tests. 


Write now for catalog No. 55, describing 
the complete line of Super Carbide Tools. 
































Every sales and profit making factor is working for you when 
you se]! Atlantic flexible metal hose. You lower your break-even 
point by ene-source buying. Your customers can depend on the 
uniformly high product quality — and delivery when requested. 
And over 40 years of product advertising have made Atlantic 
flexible hose a buy-word in industry. 

There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 
your flexible metal hose problems. Write for Catalog 500. 


Flexible metal hose in all workable metals — %” 
= 36° I.D. with standard or special couplings. 


ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN 8T., NEW YORK 34 
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firms power sanders and soldering 


guns and tips. 


VALVES—Edward Valves, Inc., 
East Chicago, Ind., has issued a 
bulletin (no. 551) covering its small 
“Rockwell-Built” forged steel valves. 
The bulletin illustrates and gives 
details on stop, stop-check, and 
needle valves for various applica 


tions 


CUTTING TOOLS—Kennametal, 
Inc., Latrobe, Pa., has issued a 
brochure (no. B-112) describing and 
illustrating helical inserts for milling 
cutters, together with spiral-fluted 
blanks for end mills, reamers, and 
drills. Publication discusses straight 
gash and uniform section helical in 
serts, as well as solid and bushing 
type helical shapes 


GRINDERS—North Co. Wor 
cester, Mass., has issued a 32-page 
general catalog (no. 1843) covering 
its precision grinding and lapping 
machines. The catalog contains 
photographs and specifications of 
the firm’s cylindrical grinders, cam, 
shape and crankpin grinders, lapping 
machines, and special-purpose grind 


eTs 


Ungar Adopts 
Revolving Display 

Ungar Electric ‘Tecols,  Inc., 
Venice, Calif. has announced a 
revolving display for its soldering 
iron tips, Consisting of a wrought 
iron frame with compartments for 
each size and type of tip, the dis 
play contains storage space in its 
center. A sign atop the unit de 
scribes the basic tip types and their 


uses 


VALVES — Yarnall-Waring Co., 
Philadelphia, has issued a bulletin 
covering its blow-cff valves, and 
boiler water-level gages. The pub 
lication also offers a technical article 
titled “High Pressure Boiler Blow 
Off Valves.’ 


COATING~—Eagle-Picher Co., Cin 
cimnati, has issued a _ four-page 
folder on its “Spray-Mastic’ pro 





come on 
and take a good look 
at this 
TIGER BRAND WIRE ROPE 


Note the size of wires—large enough to provide plenty of re- 
sistance to abrasion yet not so large as to cause a stiff, un- 
wieldy rope. Note the full, firm fiber core—it provides the 
support necessary for resistance to distortion of rope struc- 
ture. Note the internal and external lubrication—it helps to 
prevent corrosion and wear. 

These construction features were specially selected for this 
rope to suit it to rugged hoisting jobs in the construction 
and mining industries, in factories and mills, in logging 
operations, and aboard ship. For specific recommendations 
on the use of this and scores of other carefully designed Tiger 
Brand Ropes, write for a copy of our free booklet, “The Right 
Rope for ihe Job.” You will find that there is a good Tiger 
Brand Rope for every wire rope job. Write for your copy 
today. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO * TENNESSEE COAL & (RON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 
Licellay Chefprmed” 
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Me SPEEDY AIR VISE No. 60 
New improved design. Jaws open to 3 
15 times cir line pressure. Complete with 
Foot Control Vcive, Air Hose and Fittings 


$44.00 


Write For Neu 


W. R. BROWN CORP., 2657 


Mounts in ony 
tremely sturdy. Exerts gentle pressure to 
one ton thrust. 644" high, 5%" wide 





aa 


ew! 








SPEEDY AIR RAM No. op 


position. Compoct, ex- 


$35.00 


Complete Catalog 
N. NORMANDY AVE., CHICAGO 35, ILL. | 











r 


HARRISBURG 
FLANGES and 





Your customers deserve the best— 











HARRISBURG Drop-Forged Steel Pipe 
Flanges are made to A.S.A. Standards. 
The Seamless Steel Pipe Couplings are 
manufactured to A.P.I. and A.1.S.1. 


Specifications. Both are top quality 

products that distributors can offer to 

their best customers with utmost confi- 

dence. Flange threads are accurate in 

— angle, taper, and gaug- 
coupling threads in 

ro height, angle, and lead. 


SEND FOR CATALOGS AND PRICES. 


co 














More than a century in Harrisburg 


rrisbur urg Stee! | 








PERM TiVanta 
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tective coating. Folder shows its 
applications and details its advan 


tages. 


FASTENERS — Southern = Screw 
Co., Statesville, N. C., is offering a 
two-color “technical chart’ for its 


wood, machine, and tapping screws. 
Chart shows pilot hole and shank 
clearance hole boring recommenda- 
hole size recommendations 
and thread dimensions for wood 
and tapping screws, and other basic 
data. 


tions, 


BOILERS—Babcock & Wilcox, 
New York, has issued an eight-page 
folder titled “Eleven Ways to Avoid 
Boiler Tube Corrosion,” containing 


data on causes of corrosion and 
suggestions for eliminating these 
causes. 

TOOLS—Price & Rutzbeck, Hay 


ward, Calif., has issued a 12-page 
catalog (no. MC-802) on its com 
plete line of boring and machine 
bits, carbide-tipped tools, and saw 
blades. 


PULLEYS-—Stcarns Magnetic, Inc., 
Milwaukee, issued a bulletin 
303-C) on its “Electro-mag 
netic” pulley and pulley separator. 
Publication contains data on specifi 
cations and selection. 


has 


(no. 


FANS—American Blower Corp., 
Detroit, has issued two bulletins 
on its “Model B,” “E” and “K’” 


Ventura fans. The bulletins dis 
cusses features of the V-belt-driven 
fans and their application. ‘Tables 
of performance data are included, 
together with other technical in 
formation. 


BEARINGS—Hartford Steel Ball 
Co., Hartford, Conn., has issued a 
bulletin on its line of “Angular Con 
tact” wheel bearings. Bulletin con 
tains information on wheel bearing 
types, selection, mounting, lubrica 
tion, and engineering charts. 


FITTINGS—Babcock & Wilcox 
Co., Beaver Falls, Pa., has issued a 
folder on its line of seamless weld- 
ing fittings in alloy, carbon, and 











stainless steel. Publication illus- 
trates and describes various fittings, 
and charts dimensional data. 


VALVES—Schade Valve Mfg. Co., 
Philadelphia, has issued a folder on 
its line of control valves for liquid 
level and pressure regulation. Cut- 
away drawings of various valve 
models are featured 


VISES—Columbian Vise & Mfg. 
Co., Cleveland, has issued a bul 
letin (no. LL-2029) listing specifica- 
tions of its no. 1004 hydraulic vise 
Sectional photos show how unit is 
controlled by foot pedals. The 
firm’s hydraulic pump is also de 
scribed 


HOSE—Atlantic Metal Hose Co., 
New York, has issued a bulletin 
(no. 20-E) on corrugated flexible 
metal hose of annular and hilical 
construction for use by design, 
maintenance, and purchasing de- 
partments. Engineering data and 
applications are included. 


V-DRIVES—Allis-Chalmers Mfg. 
Co., Milwaukee, has issued a 74 
page booklet containing tables for 
selection of constant-speed “Tex- 
rope” V-belt drives. In addition to 
the tables, the book features in- 
formation on design features, basic 
drive principles, and technical data 
on sheaves as well as belts. 


VALVES—A. W. Cash Co., De 
catur, Ill., has issued a bulletin on 
its new “Cash Standard Type 10” 
valves. Information includes ma- 
terials available, pressure and tem- 
perature ratings, engineering 
drawings and details, capacity, per 
formance and construction features, 
and other data 


SHELVING—Borroughs Mfg. Co., 
Kalamazoo, Mich., has issued a 
32-page catalog on its “unitized 
flexisteel”’ shelving. Publication de 
scribes construction and _installa- 
tion features, illustrates 24 of the 
various shelving units, and gives in- 
formation on how to plan a steel 


shelving layout 
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for bigger 


reamer sales 


COMPARATIVE 
REAMER 
SELECTOR 


PRICE, STYLE & DIMENSION 
' L*I Reame 
ee 


write for your copy 
of the L&I Sales Policy 


The Reamer Spectaliste 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 
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IN BIG DEMAND NOW... 


Fresh Customer Appeal 
— Repeat Profits for You! 


potcheck — 


~4@@ the Modern Dye Penetrant Inspection 









by MAGNAFLUX 





For distributors looking for extra, profitable 
business Spotcheck offers an extremely attractive 


Complete Portable proposition. It concerns a new, but proven 
$ product — for a new, but recognized market. 
4 2 . . . 
Inspection Kit Suggested Trode Price More than ever before, industry is using non- 
see, . . 
destructive testing for cracks, to save money. It 
F.0.8, Seller— U.S.A. Only is used on parts in process and also for preven- 


ee ee Bae ee tive maintenance, to stop costly breakdowns of 
~ machinery and equipment during production. 





at 
j - Or 


Sy Bsa Spotcheck is the only portable inspection with 
ae ; all materials in spray cans, complete with fiber 
glass case and simple instructions for use. 


Proven and accepted by industry, written about 
and advertised in leading magazines, Spotcheck 
builds steady repeat business for you through 
sale of replacement materials — Penetrant, 
Developer and Cleaner. Records show that with 
practically every Spotcheck Kit sold, replace- 
ment material purchases total many times the 
original sale! 


This market is yours for the taking. Stock and 
sell Spotcheck — the only dye penetrant inspec- 
tion widely available through independent dis- 
tributors. LIBERAL PROFIT MARGIN, OF COURSE! 




















LS, 7 
| MAGNAFLUX CORPORATION | 
| 7330 West Ainslie Avenue, Chicago 31, Illinois | 
Send full information on Spotcheck and distributor terms | 
MAIL THIS | Name 
COUPON NOW loc 
ompany _ : aoe —— 7 
Get the full facts on | Titl | 
GuaUe Somenane | ou —s 
rere A wre ES ai | 
| a Zone State | 
| We distribute: | 
MAGNAFLUX CORPORATION | () Production equipment (} Plant maintenance equipment ] 
7330 West Ainslie Ave. ©¢ Chicago 31, Illinois | [) Industrial supplies Automotive maintenance equipment | 
| [) Other: | 
SS ad 
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Your 
cUstomers can 


Avoid Lost Time 
and Grief 


by replacing labor-wasting 
tools with modern, efficient 


IMPERIAL 
TUBING 
TOOLS 


... they help 
get every job done right 
the first time! 


HI-DUTY TUBE CUTTER 


No matter what the tubing 
- « « Copper, aluminum, steel or 
stainless steel . . . there are im- 
perial Tools that will give you 
better results! 


Ask for Catelog No. 301! covering Imperial’s a 
complete line of tubing tools. / 


THE IMPERIAL BRASS MANUFACTURING CO. ROL-AIR” FLARING TOOL 


Sit S$. Recine Avenve, Chicago 7, ill. 
in Conede: 334 Louder Ave., Toronto, Ontario 


IMPERIAL fe 


os 


- # & 
2 


Tube Fillings and Tubing Tools 
FLARING TOOLS 
for Larger Sizes 
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IE A I hl i/?’, 
4” O.D. ing. Also 
combination benders for all sizes 
from 1/4" to 7/8" O.D. 


» Will bend any kind of whing in- 


cluding hard copper and heavy 
wall steel. Also pipe. High gear 
ratio makes bending easy. 

Ne. 270-F individual benders for 
3/8" tw 1-1/8" O.D. Tubing. 


Features free wheeling ball-bear- 
ing action and enclosed feed 
mechanism. Roller type with flare 
cut-off groove. Retractable reamer 
Ne. 274-6 for 1/8 wo i" O.D 
Tubing. Other models for sizes 
to 2-104. Also sawing vises. 


Rolls flares in the air and then 
automatically burnishes them two a 
high polish to produce the finest 
flares you have ever seen. Does 
not mar tubing. Ne. 500-F flares 
5/16", 1/4", $/16", 3/8", 1/2", 5/8" 
O.D. Tubing. Also many other 
models. 

Flare is rolled above 

die block so thot 
nas, woll thickness is 
¢ mea maintained at bose 
of flare, assuring 
stronger flores. 






No. 400-F 37° Rol-Air Flaring 
Tool flares 3/16", 1/4", 5/16, 
3/8", 1/2" and 5/8” O.D, Tubing 
to J.C. and AN standards. Other 
models for ry. 37° flares on 
tubing up to 2” O.D. 


Makes flaring larger sizes of tubing 
easy and simple. Ne. 203-F5 flares 
5/8", 7/8, 1-1/8 O.D. Tubing. 
Has latest type, quick slip-on-yoke. 
Swivel cone, Ne. 103-"S flares 5/4", 
7/8 and 1" O.D. 
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TO-COAST 


Time SAVING! 
Wheel SAVING! 


Tool SAVING! : 


STANDARD 
CARBIDE 
TOOL 
GRINDERS 


STANDARD 
builds a carbide 
tool grinder for 
every. job “in 
the book 
grinders time- 
tested by in- 
dustry for 4 
decades! Ask 
for Literature 


the 

STANDARD 
electrical tool co. 

GRINDERS AND MACHINE TOOLS 


2520 RIVER ROAD 
CINCINNATI 4 © OHIO 





| Type 14 TD Wet or Dry 


Twin Wheel Carbide 


Too! Grinder 
6”-10" & 14” Wheels 


9g inde, 
woll, 


Type 10 T Wet or Dry 
Single Whee! 
Tool Grinder 

6”-10" & 14” Wheels 


Type 67 
Vari-Too!l 
Finisher 
6” Wheel 
With 
Abrasive 
Belt 





ee a 
Biioe « eSS 


= CALLING ALL 
GRINDER WHEEL MEN! 


It pays to TELL the STANDARD 
story when you SELL grinding 
wheels and carbide bits ... 


‘Cause with STANDARD Carbide Tool Grinders 
YOUR WHEELS LAST LONGER! 


YOUR BITS LAST LONGER! 


RESULT? A HAPPIER CUSTOMER... 
“HEALTHIER” ORDERS FOR YOU! 
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GIVE US A GOAL! 


otail 





How can the distributor ask his 
ilesmen to sell a product unless 
he is convinced there is a desirable 
market in the area for that product? 
Syracuse Supply salesmen are com 
mission men, they cannot afford 
time to determine where potential 
prior to selling the item. 

Chere is much the distributor can 
lo to verify, and complement, the 
manufacturer's figures, according to 
Mr. Powers’ experience. Where the 
listributor is on a very friendly 
basis, he can sometimes get the 
total 
urchases on specific products. He 

in particularize the manufacturer’s 
figures with many accounts, but he 
has to probe deeply and definitely 
Che P. A. friend who says, “I don’t 
buy many fasteners,” doesn’t help 
much. What is “many”? Probably 
ynly a relative term. He might well 


ictual figures on 


UIVeT S 


i very desirable fastener account 
Ihe danger here, as cited by Mr 
is that “if vou carry this 


type investigation too far, 


Powers 
you'll 
our salesmen are surveving, 


ot selling.” 


How Much Is “Enough”? 


\nother problem confronting the 
listributor, and one which faces 
manufacturers too, is phrased by Mr 
Powers as follows: “We know that 
f we add a couple of salesmen we 
in expect more business. But, is 
there sufficient business to warrant 
the additional personnel? What is 
the saturation point? Only a poten 
tial will help provide the answer 
this basic sales problem.” 
Svracuse Supply Company spends 


| 


t of time and monev on inven 


tory control, sales analysis, and 
ther systems that enable them to 
lo an effective job for the manu 
facturers they represent. And, Mr 
Powers points out, “We are not 
passing the buck on potentials. A: 
listributors, there is much we can 


lo, based on our intimate knowledge 





—?>--- 
a 


» + 


602 Mar Kup 


WYTEFACE: x TAPE RULE&c 
ES 


You sell for. . . $15.76 
Your cost .... $9.84 


Your mark-up G 5.92 60% 


Individual “blister” cards 
for self-selling display on your 
perforated board or counter trays. 





SPECIAL FEATURE OF CARD 


Blade pulls out through slot in blister 
tomer can examine blade without « 
or damaging card 
Assortment of 3 each HANDY® (14 inch 
blade) in 6, 8 and 10 feet... and 2 MIGHTY 
HANDY (34 inch blade) 10 feet. These are 
the regular high-quality K&E Tapes. In com- 
pact carton weighing 4 Ibs. 2 ozs. 


KEUFFEL & ESSER CO. A FEW WAYS THE CARDS CAN BE DISPLAYED 
HOBOKEN, N. J.  ceeepeesessieiiliin teem meaattneeemaadiiean onal 











MORE SALES 


Avou. 


WITH THE NEW 
4U-SD 





For All Jobs Where 
Maximum Power and 
Speed are not Required! 


THE BUDGET-PRICED 
RISTANDARD DUTY 


ELECTRIC IMPACTOOL 


Here's a sales leader right from the 
word “GO!” Saves your customers 
money on initial cost... and keeps 
right on saving time, money and effort 
on a host of plant operations. 

For the first time, you can sel! I-R's 
world-famous proven construction at a 
budget price. The 4U-SD has all the 
design advaniages of the new SU Elec- 
tric Impactool, pound for pound . . . the 
most powerful 4” tool in its field. For 
jobs requiring maximum power and 
speed, be sure to sell the 5U. But on all 
other jobs, the 4U-SD will save more 
than 25% on purchase price. 


it’s Multi-Purpose, Too ! 

Fast easy application of standard 
attachments changes the 4U-SD from 
a nut-runner into: 
@ drill 

© tepper 

@ screw driver 

@ reamer 


e wood borer 
®@ wire brush 
@ hole sewer 
@ stud driver 
@ mesonry drill 


Write for complete details 18-2150 


Ingerst pn ese 


oo 


| PF) 


Apmis Faprasirol are @& Giecrarc 








of conditions m our trading arca, 
but the first step must be taken by 
tac manufacturer. Its a big joo, 
but not a hopeless one. based ou 
our expenence, those potentials we 
have received trom suppliers have 
had a tair degree of accuracy. And 
they ve worked to our mutual 
bencht. 

Mr. Powers concludes with this 
observation, “As a result ot cur 
experience with potentials, there's 
one guy we hop on now—the 
manutacturer’s salesman who comes 
in and blandly says, “You should be 
doing more business on our line.’ 
We unmediately counter with, 
‘Liow much more?’ ”’ 





Salesman Keeps Customers 
Even After They've Retired 


(Starts on page 100 





as acquired are some “classic 
models (1.€., iy2U aua after) of 
Packards, two ot them beautiful 
cars which belonged to the Kocke 
feller tamaly m tne late 20's. 

Mr. Marshall displays all these 
cars in a large museum he had built 
at the rear of his house. On the 
walls are blow-ups of photographs 


showing him in the company of 


sutomonill pioneers. 

very car in the museum Mr. 
Marshall has reconditioned himselt 
except for the bodywork, which 
he has done professionally. But in 
lus claborately-equipped workshop 
adjoumng the garage, he has torn 
down engines and put every cal 
into roadworthy condition. And 
every car is licensed, ready to drive 

When he isn’t busy with his 
Stanley Steamers, Mr. Marshall 
builds complex models of loco 
motives. He buys the basic parts 


from a California concern, but it 


should not be supposed _ these 
models can be put together without 
a good deal of mechanical abilits 
it the 


requires 


The model he is working on 
moment, for cxample, 


machining of parts and when com 
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THE TRADE CALLS 
Lor 
DYKEM 
STEEL "a 


Stor sos 


Dies and 
Templates 


popeaes package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for appl tat h; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp — 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for tull information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. «© St. Lewis 6, Me. 











REPUBLIC 


TWIST DRILLS —REAMERS 


Whether it is for No. 40 holes in Titanium 
sheets for Jets or '¥\4"" holes in thick armor 
plete, Republic Drills give more holes per 
drill and more holes per hour of direct labor 


REPUBLIC DRILL & TOOL CO. 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 


MAKERS OF “CELFOR,”* “CENTURY,” 
REPUBLIC’ AND "'U.S. EAGLE"’ BRAND TOOLS 


100 LA 








ask your 


Bunting 


distributor... 


ities! 
loisrapuron RT| 
A == —— 


—_—_— 


Your Bunting Distributor carries in 
stock for your money saving con- 
venience completely machined and 
finished Bunting Standard Stock 
Industrial Bearings, Electric Motor 
Bearings and Precision Bronze Bars 
ina complete range of sizes, meeting 
all your usual production and main- 
tenance needs. You will find him 
listed in the classified section of 
your telephone book—most likely 
under the heading Bars, Bronze or 
Bearings, Bronze. Your Bunting 
Distributor is an industrial distrib- 
utor or a specialist in certain indus- 
trial items. He has been especially 
selected for his responsibility and 
his understanding of bearing re- 
quirements. Ask him for the Bun- 
ting Catalog or write. 





This odverti mt appears in 
lron Age ¢ Mill & Factory 
Machinery ¢ Modern Machine Shop 
Southern Power & industry © Steel 


yd 


TRY HIM FIRST 


By 
‘ 


a 


L \y 
Ss 


pst ve 
bearing 


¢ 


Once upon a time all Bunting Standard Stock 
Bearings were “special” bearings—made to order. 
They originally cost many times what you pay your 
local Bunting Distributor today for those you may 
need for machinery maintenance. A Bunting 
Standard Stock Bearing will fit literally countless 
applications. It is the quick low-cost, satisfactory 
solution to almost any bearing problem. 


BRONZE BEARINGS © BUSHINGS «© PRECISION BRONZE BARS 


THE BUNTING BRASS AND BRONZE COMPANY 
TOLEDO 1, OHIO 
BRANCHES IN PRINCIPAL CITIES 
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“supermarket’ 
for socket screws 


SOCKET SCREW PRODUCTS 


Ask any industrial distributor now handling Blue Devil Socket 
Screw Products why he likes them. He'll tell you it’s the com- 
pleteness of this line, its quality and the speedy factory service 
that make it easier for him to do a good job in “socket screws.” 
Better find out all about Blue Devil because you'll like what you 
hear. So will your customers. 


Socket Cop = “LED-LOK™ Socket Socke! Stripper Flat Heed Socket Set Socket Pipe 
Screws Cap Screws Bolts Cap Screws Screws 


FIND OUT the name of your nearest Blue Devil Distributor 


. . send postcard today! 
Actual cross-section diagram shows 
how cold forming of Blue Devil Socket head 
insures unimpaired fiber continuity. 


Cassty Cocxst Screw Co. 6500 Avondale Avenue Chicago 31, Ill. 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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pleted will be a six-foot replica of a 
Lackawanna steam locomotive 
weighing close to a ton. Moreover, 
it will be a working model, down 
to its coal firing, automatic lubrica 
tion, and air brakes. He will operate 
it on a length of track on the 
grounds of a gun club he owns 
a short distance from his home. 

Mr. Mousley has sold Mr 
Marshal] injector valves for this 
locomotive model. 

Prior to Mr. Marshall’s retire 
ment, Mr. Mousley sold regularly 
to National Vulcanized Fibers and 
to Marshall Brothers for seven or 
eight years. Indeed, these firms are 
still good customers, and the fact 
that Mr. Marshall and his fascinat 
ing collection reside only a short 
distance up the road makes this one 
call Mr. Mousley always looks for 
ward to. 





D-A-T-E-§ 
TO REMEMBER 





Nov. 1418—Exposition of Power 
& Mechanical Engineering, Amer 
ican Society of Mechanical Engi 
neers, Coliseum, Chicago. 

Nov. 20-21—Annual Convention, 
Central States Industrial Distribu 
tors Association, Edgewater Beach 
Hotel, Chicago. 


1956 


Jan. 18-20—Annual Mid-Year Meet 
ing of the Southern Industrial 
Distributors Association, Palm 
Beach Biltmore Hotel, Palm 

Beach, Fla. (by invitation ) 

Feb. 68—Marketing Conference, 
American Management Associa 
tion, Hotel Statler, New York. 

March 19-23—American Society of 
lool Engineers Annual Meeting 
and Industrial Exposition, Inter- 
national Amphitheatre, Chicago 

May 20-23—Annual Triple Indus 
trial Supply Convention, Atlantic 
City. 








Nc’ CAMPBELL CHAIN Exclusive / 


TWEASIRE MARC 




















Marked every 5 feet... quick, exact measurement 


Color-Coded... instant identification of chain grade 





Green “Measure-Mark” for 
Campbell Proof Coil Chain 


Se" "3, —_ 


= 






Red "‘Measure-Mark"’ 
for Campbell BBB. Chain 


a ee see me 
eee eer, > 





Blue "'"Measure-Mark'"’ for - 
Campbell High Test Steel Chain . ae ws 






ae Ure 


—— my leita oY oa Be is <E.o8 i ot] 
— a Orange is el lg an 
§ Cam-Alloy Steel Chain 


— 
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Now—for the first time— you can enjoy the ease, speed and Get oll the detoils on this 
completely new time-and- 
labor-saving method of 
handling chain— available 
only from Campbell. Write 


profit of this revolutionary new method of selling chain. 


Just count the colored five-foot markings! Think of the 

time and trouble you'll save .. . think of the assured 

accuracy. Your customer will be sure, too, that he’s getting my | 

just the right length of chain—and the identifying color- today, or ask your Comp- 
bell representative. 


mark will assure him of the right grade. 


‘cna. CAMPBELL CHAIN @ 


YORK, PA.—WEST BURLINGTON, IOWA—PORTLAND, OREGON—SACRAMENTO, CALIF 
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WHICH TYPE IS BEST? 


fire protection engineering service to help you serve 
your customers better. To be specific, you become 
an actual part of the foremost, nation-wide field 
Organization selling fire fighting equipment. 

Remember .. . handling the top quality, fully 
approved PYRENE—C-O-TWO line is now more 
profitable than ever before. Get complete facts 
and see for yourself 


Since different fire hazards require different types of 
fire extinguishers, PYRENE—C-O-TWO manufac- 
tures all types ...the finest and most complete 
line on the market today. 

When handling the well-rounded PYRENE— 
C-O-TWO line, you're in a position to give unbiased 
advice on what is best for the particular fire hazard 
concerned. Also, there’s the backing of an expert 


PYRENE-- C-O-TWO 
NEWARK 1 + NEW JERSEY 
Sales and Service in the Principal Cities of United States and Canadoa 


COMPLETE FIRE PROTECTION 
portable fire extinguishers . .. built-in fire detecting and fire extinguishing systems 


CARBON DIOKIDE + ORY CHEMICAL * VAPORIZING LIQUID + SODA-ACID + WATER + CHEMICAL FCAM + AIR FOAM 
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YOU HAVE MORE TO OFFER 


WITH R/M’s BIG 7 PACKING TYPES 


“Take it from me, you really have a story ing types—and get custom-built performance 





when you handle R/M’s Big 7 Packing 
Types. With them, it is no trick at all to 
show a plant how to reduce downtime, cut 
maintenance costs, lower inventories, and 
simplify ordering. Most plants can standard- 


ize on just three or four of these basic pack- 


for 95% of all their applications. 

“Get behind the R/M Big 7 line and 
you'll find your selling time worth more. 
Raybestos-Manhattan will supply you with 
the finest of sales aids and support you con- 


stantly with solid, convincing advertising.” 


R/M's BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 


BIG 7 PACKINGS 


RAYBESTOS- MANHATTAN, INC. 
PACKING DIVISION, PASSAIC, N.J. 


FACTORIES: Bridgeport, Conn 


Manheim, Pa.; 


R/M packings for 
maintenance purposes 
are sold only 

through authorized 
R/M distributors 


No. Charleston, S.C.; Passaic, N.; Neenah, \Vis., 


Crawfordsville, ind.; Peterborough, Ontario, Canada 
RAYBESTOS-MANHATTAN, INC., Packings « Asbestos Textiles + industriel Rubber, Engineered Plastic, 
and Sintered Metal Products + Abrasive and Diamond Wheels « Rubber Covered Equipment + Grake 


Linings «* Brake Blocks « Clutch Facings 


Fan Belts -« Radiator Hose + Gowling Galis 
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TYPE 1 Universal plastic packing for 
pumps and valves 


TYPE 2 High temperstere valve stem 
and expansion joint packing 


TYPE 3 A packing for high speed rotary 
air compressors 


TYPE 4 A spceiaiist in handling corrosive 
liquids, acids, and viscous materials 


TYPE 5 “Teron” for ese with chemicals 


TYPE 6 Gasket meteriais for every 
Service requirement 


TYPE 7 Molded packings for hydreutic 
8nd pneumatic equipment 
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>>D>>> LET THESE KEYS 


There’s No Mystery 


OPEN UP EXTRA PROFITS FOR YOU! To Freight Rates 


Starts on page 97 


Fast Sellers . . . Proven Re- 
pecters! Your customers— 
and prospects know that Key 
Pipe Sealing Compounds seal = ' 
joints positively . . . yet ore For sealing are fond of asking why railroads 

ia the seints, ve gpd a e: don't simply base their pricing 
superiority .. . back by 36 F 
yeors of ne in “7 
i ke t - 
oye tet orl + Agee : 4 turing firm determines the selling 
sales end profits for you! —_”’ \ price of its product. 


"x ' The railroad themselves wis! 
Geed Deer Openers, Too! rate-making were this simple 
Steady national advertising, For sealing But, unlike many other kinds ot 
dealer helps and continvous . lines carrying \ = business, railroads must contend 
ln none ——— Gite: with a headache called “joint costs 


make openings for sales to steam 
mony new customers for you. 





informed notions about freight rates 


structure on their operating costs, 


gas, low pressure 
in much the Same way da manutac 








Chis means the costs of operating 
1 railroad are dependent on onc 
another, so that it’s impossible to 
single out the exact cost of running 
WRITE FOR FREE SAMPLE AND 1 freight train between two given 
DISTRIBUTOR INFORMATION points, or even the cost of freight 


service as a whole 








A DIVISION OF CLCF, imousTRES Give this a moment’s thought 
INCORPORATED? \ railroad has a fixed investment 
in right-of-way, locomotives, freight 
2621 McCASLAND, EAST ST. LOUIS, ILLINOIS 
cars, terminal facilities, and so on 
Presumably it should be able to 
figure out the cost of running a 
SPELEYLSE- freight train over 100 miles. But 
“ how should the railroad apportion 
offers more profits overhead like right-of-way, stations 
maintenance crews that is also 


because it builds shared by passenger trains 


Even though certain proportions 
repeat sales of the general overhead cannot b« 
harged to freight and other pro 
portions to passenger traffic, cost 











‘ 5 of service is an element in determin 

Each new Speed Vise that ; ing a freight rate. For example 
is sold is sure to build per car it costs less to handle coal 
repeat orders because once ;’ than it does sewing machines, which 
production men have used equires special care, more manual 
Speed Vise they quickly 
discover several other 
places where additional ; ie 

‘ ; fixing a freight rate that the railroads 
Speed Vises will save more have resorted to classification as the 
time and money. simplest way of recognizing thes 

© yee roan calling numerous elements 


the Speed Vise line, Priced lower than other drill press vises 
write for complete informotion 


CARDINAL HEED & W088 ON “What the Traffic Will Bear” 
MACHINE CO. & Field assistance for your sales force 


1819 Dana St., Glendale, Calif. # Sold only through industrial distributors Freight is classified according to 
the overall principle of “what the 


trafic will bear.” This term. inci 


andling, bracing in cars, and so on 
However, it’s because there ar 
;o many other considerations in 
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Make Extra Sales 
With These IDEAL 
Profit Boosters ... 


5 Profitable Reasons 


WHY IT PAYS TO “PUSH” 


IDEAL) can use them to your advantage to 


en — make more sales per call. 
“JOB STANDARDIZED’ 


LIVE CENTERS 


1. Complete Line with Stock Models for Practically Every Need 
2. Easier to Sell and Stock 

3. No Delay Between Order and Delivery 

4, Specials Seldom Needed 

5S. A Name Your Customers Know 


Every plant you call on can use these 











MULTI-DUTY 

Interchangeable mole, female ond pipe 

joints for d ond d work. 

Nine sizes; Morse tapers 1 through 5, 

pom straight.* Leeds to 1500 Ibs. at 50 
mM. 





HEAVY DUTY 
For close tolerances on work up te 22,000 
tbs. Eccentricity less then .0002"! Morse 
tepers 4, 5, 6 and 7.* 


Give your customers custom-engi- 
neered performance with stock model 
IDEAL Live Centers—available “right 
now”. No waiting for special engineer- 
ing. You get easier sales and quicker 
profits because IDEAL makes stock 
live centers for almost every turning 
need. “Specials” are seldom needed. 
Four models and a complete range of 
tapers handle turning jobs from the 
smallest to the largest. 


With a complete line and fast delivery 


UNIVERSAL 

Accurcte to plus or minus .0001"! Un- 
wevelly high teed capacity up te 5200 
ibs. ct 50 RPM. Morse tapers 2, 3, 4 
ond 5.* 


For heovy pipes ard other 
, hollow cylinders. Sizes from 


"IDEAL Live Centers are alse evoil- 
able in Brown & Shorpe ond Jarno 
fopers. 


you get, build and keep live center 
business through better service. Simpli- 
fied ordering and inventorying save 
time — make it easier to fill and bill 
customer orders faster. IDEAL Live 
Centers are first choice in hundreds of 
shops for both accuracy and increased 
output. They are backed by a national 
advertising and direct mail program 
that brings new business. Cash in now 
on the compi te live center line that 
helps you to make steady sales and big- 
ger profits — IDEAL Live Centers. 


ed ELECTRIC ETCHERS 


Erches anything made of iron or stee! or their 
alloys. Easy te wee as « pencil, Burns smooth, 
[ mt mark. Elim deley and expense 
of special name pletes. Always ready—sefe— 
portable. Three models for oll types of work 





SOLD THROUGH LEADING DISTRIBUTORS 
In Canada: Irving Smith, Lid., Montreal 


Q@DEAD \WEAL INDUSTRIES, Inc. 
1000 PARK AVENUE . SYCAMORE, ILLINOIS 
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DO YOU PASS UP THE 


PLUS PROFITS 
OF MASONRY ANCHORS? 


Your nearest RAWLPLUG branch can present to your men 
an effective 


““ANCHORING TRAINING PROGRAM" 


that will show them how and where to get this profitable 


“extra” business. 


The program is a brief full-color slide presentation ...de- 
signed by experts in the field... using the latest techniques 
to make solid “how-to” information interesting and enter- 
taining to your men...to equip them to give sound, intelligent 


advice and increase your sales. 


ANCHORING DEVICES ARE AMONG YOUR MOST PROFITABLE ITEMS. 


Call your nearest Rawlplug branch 
today...there are 31 in leading cities 
...they will put on the program for 
your men... 











snes MF ocoos] RAWLPLUG Co., Inc. 


271 Church St., New York 13, N. Y. 


RAwWwL Rawt 
LAG SCREW CARBIDE 
RAWL-ORIVES SHIELDS — : ORS 
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dentally, has nothing to do with the 
idea of railroads gouging the public, 
and shouldn't be used in that sense 
“What the traffic will bear” means 
that a freight rate must be scaled to 
move the greatest amount of traffic. 


Determining Factors 


A number of factors, some deriv 
ing from characteristics of the arti- 
cle and others from the nature of 
railroad operating problems, add up 
to “what-the-traffic-will-bear” prin- 
ciple. 

Here are a few: 

|. Value of Article—This has a 
direct bearing on classification for 
two reasons. First, value affects the 
railroad’s liability in the case of 
damage and therefore justifies a 
higher charge. Second, a costly 
article is better able to afford a 
higher rating than a low-priced 
irticle 
2. Loss and Damage—Articles 
susceptible to breakage are given a 
higher classification because they re 
quire more care in loading and 
handling. 

3. Weight and Bulk—Since a rail 
road, to operate profitably, attempts 
to make the greatest use of freight 
car and terminal space, a light, 
bulky article must receive a higher 
rating than a denser article. It 
would be impossible for a railroad to 
base its charge on weight alone. 

4. Volume and Regularity of 
movement affects the classification 
an article receives. Railroads cus 
tomarily charge less when a certain 
article moves regularly in volume 
Wheat and coal are examples. 

5. Competition—Two kinds of 
competition are considered ih classi 
fying freight. Most important from 
the. railroad’s viewpoint is compet 
tion from other carriers; if it’s in 
tense, the railroads are inclined to 
give an article a lower rating. Most 
important from the shippers view 
point is competition from other 
manufacturers in his line—he there 
fore expects a freight classification 
enabling him to sell competitively 

To illustrate how these factors 
affect classification, let’s take two 
commodities—coal and sewing ma 
chines. Coal carries a much lower 





these magazines... 


AMERICAN MACHINIST 
MILL & FACTORY 

* MACHINERY 

* CANADIAN MACHINERY 

* TOOL ENGINEER 
TOOLING & PRODUCTION 
PURCHASING 


THIS TELLS 
ABOUT A 


QUICK CHANGE! 





This message to your custom- 
ers tells the product story of 
the Jacobs Impact Keyless 
Chuck. It tells a gripping 
story, a story with impact and 
a story about a quick change 
with no key. It’s almost like 


magic. 


AND HERE’S 
THE 


OPEN SESAME! 


This statement of confidence 
in our distributors is display- 
ed on every Jacobs ad to your 
customers. In this case it is 
their key to keyless chucking. 


Change cutting tools 
in 5 seconds! 


The Jacobs Impact Keyless Chuck designed especially for the 
aircraft industry makes fast tool changing possible, and that’s 
not all — 
This chuck has more gripping power 
than any 44” chuck in the world. 
This chuck holds tools in its tremendous 
grip — there’s no slippage, no shank scor- 
ing, cutting tools last longer and replace- 
ment costs are drastically reduced. 
This chuck has no key — to use or to lose. 
The performance of the Jacobs Impact 
Keyless Chuck is another reason why you 
can continue to look to Jacobs for unques- 
tioned, unequalled and uncompromising 
quality in the manufacture of hard holding, 
long lasting precision chucks. The Jacobs 
Manufacturing Co., 1311 Jacobs Road. 
West Hartford, Conn. Ask for Catalog 100. 


JACOBS AND YOUR 
LOCAL DISTRIBUTOR 


are ready to deliver the chucks you 


need and the service you deserve. 
first in chucks . . . first in service Saco és 


CHUCKS 
if it's a Jacobs -it hoids 








Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


TOOL COMPANY 





classification or rating than sewing 
machines, even though the com- 
parative costs of moving a freight 
train loaded with coal is roughly the 
same as moving a train loaded with 
sewing machines. 

Nevertheless, there are wide dif- 
ferences in the transportation char 
acteristics of the two commodities. 
Sewing machines require more care- 
ful loading, more bracing, more ex 
pensive freight cars, more care in 
car-handling. 

Further, coal is a basic commod- 
ity, the component (directly or in 
directly) of many manufactured 
irticles like sewing machines. From 
1 price standpoint it can’t bear as 
high a rate as sewing machines 
Even if the rating for coal repre- 
sented only the difference between 
its physical characteristics and those 
of sewing machines, the classifica- 
tion would still be too high. A rail- 
road classification must also give 
due weight to economic considera- 
tions—e.g., importance of coal as a 
raw material in industry generally. 

Thus, behind freight classifica- 
tion, is an historic principle that 
essential low-value commodities 
must be “subsidized” to an extent 
by high-value commodities 


The Freight Classification 


Che railroads’ classification of the 
innumerable commodities ordinarily 
offered for transportation is con 
tained in two publications: the 
Uniform Freight Classification and 
the Consolidated Freight Classifi 
cation No. 20 

The first publication applies to 
shipments originating in the conti 
nental United States, except the 
region roughly west of the Rocky 
Mountains. Shipments from the 
latter region are governed by the 
Consolidated Classification. 

In makeup, the two classifications 
ire very similar. In each, various 
ommodities are grouped under gen 
eral headings, and each article as 
signed a “class” or “rating.” The 
ratings for LCL (less-than-carload) 
shipments are higher than for Cl 


“EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS 


14400 WOODROW WHSON + DETROIT 3, MICHIGAN arload) shipments. 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne. Calif. In the Uniform Classification, 
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In 1955 and for years to come... 


The @ De Watt Franchise will help 
you. det the pace in selling powor toola! 


Here’s why the AMF De Walt® 
Franchise will help you to raise 
your power tool sales to a new high: 


e AMF DeWalt market is unlimited 
e Consumer acceptance is established 
e Turnover factor is very good 

e Gross profit is high 

e Big ticket sales in dollars 


e Selective distribution protects 
your franchise 


e Expert field help produces sales 

e Inventory depreciation is nil 

e Handling and storage factor is excellent 
e Competitive position is unbeatable 


e Prestige is high among users 





e Plus Business in tools and accessories 


e Built-in De Walt quality practically 
eliminates service 


e Sales Policy protects your profits 
e De Walt merchandising pre-sells for you 


Are you selling AMF De Walt today? 


If not—now is the time to act! There are still some 

Select Franchises available. Write (De Walt Inc., Dept. 

[D-55-11, Lancaster, Pa.) or phone (LAncaster 3-3931) POWER TOOLS 
for full details. 


EXTRA! FREE! 


Send for new idea book 

on industry. Outlines dozens 
of ways to cut costs 

on cutting jobs. 


AMF DE WALT, DEPT tp-55-11, LANCASTER, PA. 


[ | Please send me full details on an AMF Do Welt Dealership 
Please send me your idea book for industry 


NAME__ — 
ADDREss____ EE 


er 


a ane 
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332 MIDLAND AVE, ¢ 


For Arbor Spacers 
and Shims, 

Feeler Stock 

or Shim Stock... 


sell top-quality 


ARBOR SPACERS AND SHIMS *¢ 
20 arbor sizes %" to 4 . . . 19 thicknesses 
DOI" to .125’. Specify with or without 
keyways. Also available—hardened and 
ground spacing collars (with standard 
keyway) 44" to }” long in all popular sizes 
(For use in milling, slitting and gang-saw 
setups, shimming gears and bearings). 


—. 


FEELER STOCK ® Made from tempered 
stock, rolled to close tolerances. 4%" x 25 
coils packaged in transparent plastic boxes, 
except above .020°. Strips 44" x 12°, in 
cellophane. 27 thicknesses. All thicknesses 
from .001" to .032". (For use in precision 
fitting, checking clearances, inspection 
and production work 


SHIM STOCK ® Selected from material 
rolled to precision limits, free from burrs, 
and protected by oil coating. Coils packed 
in carton for easy di ing and protec- 
tion. 15 thicknesses .001" to .032". Sheets 
6 x 12"; coils 6” x 120". Available also in 
assortment package of 1|2 thicknesses 
DOI" to 015". 


verte teen 


DETROIT 3 MICH, 
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the ratings opposite each article are 
indicated by numbers like 80, 60, 
or 90, and so on. These numbers 
are actually percentage figures. 
Thus, under the heading “Machin- 
ery or Machines, or Parts,” the item 
“drill presses” (knocked-down in 
packages) has a rating of 85. This 
means this article is rated at 85% 
of first class (which is always taken 


| as 100). 


The Consolidated Classification 
still uses the old method of showing 
an article’s rating—that is, Ist, 2nd, 
class, etc. When the region 
covered by this Classification is 
eventually included under the Uni 
form Classification, the new rating 
system will be adopted. 

The Uniform Classification is 
only three years old and marks an 
interesting development in trans 
portation economics. Prior to its 
adoption in May, 1952, there had 


3rd 


been three classifications 
(Eastern), Southern, and Western. 
Under this system, for 
similar articles varied from one part 
of the country to another, an out- 
growth of the earlier economic de 
velopment of the U. S. Ratings 
then were scaled to encourage local 
With the 
spread of industry into new areas 
the old classification pattern becam« 
more tattered, more ill-fitting. Fi 
nally, after the war, there 
rising demand for uniformity and 
simplification. The new Uniform 
Classification is the first step in that 
direction. 


I'he Classification is the work of 


ratings 


industry continuous 


Was a 


four major committees set up by the 
railroads—the four committees to 
gether make up the Consolidated 
Classification Committee 
collates and issues the classification 


publications. 


which 


Rates: Railroads’ “Price List” 


The Classification is the key to 
the rates, or the railroads’ “price 
list.” To determine the charge for 
shipping an article from, say, Chi 
cago to Cleveland, a shipper will 
first consult the classification for its 
rating. The rate table will show him 
the charge (in cents per 100 Ibs 





Official | 


PRECISION BRAND" 
, ARBOR 
SPACERS 
and SHIMS 


2 cal 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spocers and Shims are used for 
accurate spacing of milling cutters, slit 
ter knives, gong sows and many other 
They come neatly packaged in 
125” thick 


ses 
knesses from .00!1” to 


und %” to 7” hole diameter 


WITH KEYWAY WITHOUT KEYWAY 


Please 


PRECISION STEEL 
WAREHOUSE, INC. 


Division. 
CHICAGO 24, KLINOIS 


© 


440! WwW 


MANUF ACT eine 


KINZIE $1 


| SALES POINTS 


that help you SELL 


GRINDERS 


BALDOR Grinders have totally enclosed, splash - 
proof motors protected against dust, dirt, grit 
and metal particles. (less servicing) 


Motors are dynamically balanced for smooth op- 
eration. (wide clearance between wheels and mo- 
ter frame for fast, precision grinding) 

3. Large ball-bearings. lubricated for fife. 
Wide range: ‘4 te 3 he.. & te 12° individually 
balanced wheels. Gench & Pedestal types for 
shops and industry 


Sterdy-bullt for heavy-duty and fully guaran- 
teed by Baidor—a basic manufacturer of grinders 
for more than 30 years. 

Competitively priced—a better value considering 
initial cost and years of service. 


BALDOR ELECTRIC CO. 
4364 Duncan Ave. ST. LOUIS 10, MO. 
ASK 
FOR 


BULLETIN 
s2)-™ 


ABOVE: Baldor Bench Grinder, No. $200 __ 
\% he. motor, 8 wheels, List 106 








per deserves MILVACO 


quality gate valves 
designed for profitable 
copper-tube jobs! 








ry ‘aus a tip from wholesalers and contractors who 

use Milvaco valves and fittings copper de 

serves Milvaco! This great line is preferred for those 

residential and commercial installations where cop 

Model 1145 (sweat type) per plumbing and heating is the mark of permanent 


© Non-rising stem © Working pressures quality — and for a number of reasons 


coming steam,200 Ib. W.0.G. 1. Sturdy, rugged con- 3. Outlets are uniform 


ee a ° rae ue struction makes these snug-fitting for quick 
, Rail. valves last the life of the connections 

installation 4. All moving parts are 

2. Attractive, modern accurately machined to 

appearance helps mer- eliminate binding and ex 

chandise any finished job cessive wear 


*® Solid wedge disc 


And, besides this, the great size range offers you 
more profit opportunities. Yes, Milvaco quality 
pays off and deserves a place in your planning. 
For full details on the Model 1145 and other pro- 
ducts in the line, write direct 


MILWAUKEE VALVE COMPANY 


A Subsidiary of A-P Controls Corporation 


2375 Sevth Burvell Street 
Milwavkee 7, Wisconsin 


THE MARK OF PERMANENT QUALITY 
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BIG 


WRENCHES 


SMALL 


WRENCHES 


SPECIAL 


WRENCHES 





Herbrand can supply carbon steel 
wrenches in all popular sizes from *; 
to 34%" openings, and can manufacture 
special wrenches to your exact speci- 
fications. Herbrand carbon stee! 
wrenches are ideal for maintenance 
and production work, and to accom- 
pany finished products. ° 
Herbrand industrial wrenches are 
drop forged from high carbon steel, 
and heat treated and tempered their 
entire length to assure utmost strength, 
endurance, and dependability. Sur- 
faces and edges are ground smooth for 
accurate fit and easy handling. Finish 
is rust-resistant baked black enamel 
Heads are ground bright. Get all the 
facts from your Herbrand representa- 
tive or write us for Catalog No. 10. 





Herbrand produces forgings in any size or shape up to 200 Ibs. 


Quality Tools since 1881 


THE BINGHAM-HERBRAND CORPORATION 


Fremont, Ohio 


Other Herbrand products include a complete line of Van-Chreme Tools..Ball 
Pein Hommers..Snips..impact Seckets..%" Drive Sockets..Complete Too! Sets 
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for the Chicago-Cleveland haul 
his is, of course, reducing the 
use of freight tariffs to absurdly sim 
ple basics. A traffic man trained in 
the use of these publications must 
consider a myriad of factors—that 
is, if he’s doing what every traffi 
man tries to do, save money on the 
shipment. Accordingly, he may 
have the choice of several classifica 
tions for one article (depending on 
its packaging, for example), or find 
the classification modified by a rule, 
or discover an exception or amend 
ment or a particular kind of rate 
that takes precedence over the class 
rate. Rates are forever undergo 
ing changes, which explains why 
large companies maintain huge tar 
iff files to keep abreast of the most 


urrent rates 


There Are Many Kinds of Rates 


It's inconceivable that a railroad 
ystem as huge and interrelated as 
that in the United States could 
operate without a rate system which 
takes into consideration many, 
many exigencies and special condi 
tions. For that reason, several kinds 
of rates have been developed 

|. Class Rates: These are rates 
given to the articles which are listed 
in the Uniform or Consolidated 
Classifications 

2. Commodity Rates: Where cer 
tain commodities move with regu 
larity or volume, railroads will often 
ive them a commodity rate which 

generally lower than the class 
ite—and which always takes pre 
edence over the class rate 

3. Joint Rates: Because the 
United States railroad network con 
sists of over 700 separate lines, rates 
must provide for shipments moving 
from one line to another 

4. Local Rates: These are rates 
ipplicable between two stations on 
the same railroad line. 

5. Combination Rates: Where a 
joint rate is unavailable (because 
there isn’t sufficient traffic to justify 
it), separate local rates of the rail 
roads handling a shipment are 
added together to make a “combina 
tion rate.” 

6. Proportional Rates: Defined as 





Be Sure Your Customers Know The 


NEW ABRASIVE APPLICATIONS 


Never Before Associated 
With Finishing... 


More and more distributors and their salesmen are 
cashing in on Brightboy’s pioneering proof of a 
completely new concept in finishing. Brightboy’s 
unique working action is almost unbelievable. Its 
wide applications enable your customers to combine 


operations, replace costlier methods. 


Your customers will be gratified when you introduce 
them to Brightboy—when they see Brightboy’s revel- 
ation of the way abrasive and rubber work together. 


Burring, finishing, cleaning and polishing can be 
achieved in one operation. Time savings frequently 


amount to 50%! 


Quickly available, Brightboy stock abrasives come in grains and 
textures which you can supply to “match” specific job require- 
ments. Brightboy can be depended upon for absolute uniformity 
in re-orders. It eliminates the time-wasting preparation of abra- 


DIAMETERS TO 8” 


sives before use. 


Vationally advertised, nationally demanded Brightboy in 
creases the scope of your abrasive sales! 


Write today for the new Brightboy catalog and inviting sales proposition. 





Brightboy is made in wheels as well as in a full 
range of accessory products—rods, sticks and 
blocks—for machine and manual operations. It 
is available in both silicon carbide and alu 
minum oxide grains—each in combinations of 
textures and grain sizes ranging from extra fine 
to extra coarse, in soft, firm and tough rubber 
hinders. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street, Newark 7, N. J. 





America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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help you help 
your customers 


Every day new inspection and 

production problems are being solved with 
industrial magnifiers. You can 

increase the effectiveness of your calls 

on industry by showing them how 

B&L magnifiers can cut rejects, save 

money, speed production. Profitable— 
distributors are reporting a 10-times turnover. 


WRITE today for full details and prices on the quality line 
of BGL Industrial Magnifiers. Bausch & Lomb Opti- 
cal Co., 54947 Bausch St., Rochester 2, New York. 


BAUSCH 6&6 LOMB 





{ Sales Potential is always HIGH a 


CARITAL 


INDUSTRIAL 


BRUSHES «»> BROOMS 


Your markets are broad and the sea- 
son is always on for CAPITAL Mainte- 
nance Equipment. There are no dissat- 
isfied users of CAPITAL Brushes and 
Brooms. They are honestly built to give 
service and outwear and outperform 
like euipment. There is no limit to sales 
possibilities when you stock CAPITAL 
Industrial Brushes and Brooms. 











@ We suggest that users buy thru 
their local distributor. 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


Corner of Brush and Broom Streets 
INDIANAPOLIS 7, INDIANA 
Est. 1890 
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“part” of a combination rate, this 
type of rate is proportionally lower 
than the total combination rate 
and has been adopted to give a 
railroad a favorable competitive 
position with another railroad serv- 
ing the same region. 

7. Export and Import Rates: In a 
sense these rates are comparable to 
proportional rates in that they have 
been devised to lower the cost of 
transporting goods to and from 
shipside—the thinking behind such 
a rate is that the rail haul is only 
a part of the commodity’s total 
movement from origin to destina 
tion 

8. Through Rate: This is the 
total rate from the point of origin 
to the point of destination, and can 
be any combination of the rates 
listed above. It is loosely applied, in 
some cases, to rates applying on a 
through haul which are lower than 
a combination of local rates 


Who Determines Rates? 


here's a misconception that rail 
road rates are “fixed” by the Inter 
state Commerce Commission 
They are not. The railroads them 
selves, through their several “traffic 
associations,” determine all details 
entailed in the fixing of freight 
charges. The ICC merely sets down 
the rules they must follow and hears 
complaints from shippers regarding 
classification or the level of rates 

Currently there’s some sentiment 
in favor of doing away with the 
ICC’s rate regulation function, the 
argument being that competition 
from other forms of transportation 
would exercise more effective regu 
lation. However, the ICC does pro- 
tect the public interest in so many 
wavs that it’s unlikely its rate regu 
lation will be eliminated 

Each traffic association is essen 
tially a railroad “trade association” 
which has the right to meet and 
adopt rates. In 1948 the Reed 
Bulwinkle Act was passed to con 
firm what had been going on for 
years, but which was clearly in 
violation of our anti-trust laws. 

The principal traffic associations 
are: New England Railroad Associa 





WANTED! 


by plant operators 
everywhere 


Cc 


20) S04 -3 5 - 


BLOWER-SUCTION CLEANERS 


They’re the most useful tool 
in the plant. They offer the 
fastest, easiest, most economi- 
cal method of removing dam- 
aging dirt, grindings, filings, 
etc. from motors, machinery, 
equipment—hard-to-get-at 
places everywhere. 
Available with numerous 


attachments, these powerful 
blowers are used to handle a 
broad variety of work, 
including suction cleaning, 
spraying, annealing, solder- 
ing; also for preheating for 
bending. Conversion from 
blower to suction unit takes 
only a moment. 


MADE IN 5 MODELS 


(Model HP illustrated) 


Model HP 


2 speeds. Velocity (high speed) 


Model G 
Model F 
Model AY 


Model L 
Hot or cold air blower 


27,000 lineal ft. per min. 
20,000 lineal ft. per min, 
17,000 lineal ft. per min. 
12,000 lineal ft. per min. 


11,000 lineal ft. per min. 


Cash in on the built-up demand created by our 
advertising in leading industrial publications. 
Catalog and demonstrate these versatile cleaners. 
They're easy to sel] because they actually pay for 
themselves by saving time, labor, and equipment. 
Wrife today for full information, advertising literature 
and samples of colorful, informative catalog pages. 


CLEMENTS MFG. CO 


© 


JUST NAME THE 


CLEANING PROBLEM 


motors 

machinery 

equipment 

lathes 

upholstery 

stock bins 

storage racks 

boilers 

bakery ovens 
woodworking machinery 
air conditioning systems 
carpets — bare floors 
lighting fixtures 
overhead pipes 

sawmill machinery 
hatchery equipment 
automobile interiors 


e*e@eeeoeeoeeeeeeeeeeneee @ 


hard-to-get-at places anywhere 


POCO 888882 SSSS2829225) 


Pe eee ew eee me ee me eee eee ene 


Available 
with cleaning 
attachments 
and optional 
equipment for 


scores of ap- 


(a 
plications. 


Special set of | 


attachments 
illu strated: 
on 


standard set 
pS 


shown — 
1) 








om UR, 


and optional 


equipment not 


“h 
= | 


ee | 


For nearly half a century, manufacturers 
of vacuum cleaners for the home, blower- 
suction equipment for business and indus- 
try, and universe! fractional horsepower 
motors for all uses 


BLOWER DIVISION 
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@ Dept. F, 6650 S. Narragansett Ave., Chicago 38, Ul. 
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are you sure? 


If your socket screw sales aren’t as high as you think they should be, 

perhaps the answer lies with the line you are carrying. The Mac-it 

line will improve your sales and increase your profit through these 
four important advantages: 

os A Complete Line: Mac-it's line includes hard-to-get items such as stainless 
steel socket head cap screws and socket set screws (cup point)—and these 
Mac-it extras: hollow lock screws, tool post screws and square head collar 
cap screws 

} Specials: Mac-it is set up for fast delivery on special orders—skilled craftsmen 
are ready to make up fasteners exactly to your customers’ specifications. 

H Fastener Engineering Service: To aid in the solution of fastening problems, 
Mac-it engineers consult with customers and recommend screws, standard or 
special, that will improve the appearance, efficiency and performance of 
their products. 

3 Promotional Program: Mac-it distributors receive the benefits of energetic 
promotion with proven selling tools as a function of the Mac-it “‘Distributor- 
Profit” program 


All these mean better service both to you and to your customers. 
Better service means increased sales with Mac-it—“‘your key to better 
profits.” 


Mac-it distributorships are available in 
several marketing areas. You are invited 
to write for complete information. Also, 
send for new Mac-it catalog. 


ann AMERICA’S FIRST 
AND FINEST ALLOY STEEL SCREWS 





mac-it screw department 


STRONG, CARLISLE &2 HAMMOND COMPANY 


1392 WEST 3RD STREET + CLEVELAND 3, OHIO 


tion, Trunk Line ‘Territory Rail- 
roads (eastern trunk lines), Central 
Territory Railroads, Southern 
Freight Association, Western Trunk 
Line Committee, Southwestern 
Freight Bureau, North Pacific Coast 
Freight Bureau, Pacific Southwest 
Freight Bureau, and the Trans 
Continental Freight Bureau. 

The tariff issued by such an as 
sociation is usually labelled “issued 
by John Brown, Agent,” the John 
Brown being the president of the 
association involved. 


Roadmap to the Tariff 


All tariffs containing rates of any 
kind must conform to certain stand- 
ards specified by the Interstate 
Commerce Commission. While 
some tariffs are better arranged than 
others, all have certain points in 
common. 

For example, they all have a title 
page specifying the number of the 
tariff or its supplement and the 
serial numbers of previous tariffs 
and supplements it is cancelling 
They show the name of the issuing 
carrier or agent, the kind of tariff 
“local,” “joint,” etc.), the territory 
the tariff covers, the classification 
or exceptions or other tariff publi 
cations governing the tariff, the 
date of issue and effective date, the 
notice of ICC authorization for the 
tariff to depart from ICC rules. 

Further, every tariff must contain 
a detailed table of contents, a list 
of participating carriers, an alpha 
betical index of stations between 
which the tariff is in effect, an ex 
planation of symbols and reference 
marks and abbreviations, and a “sys 
tematic” arrangement of rates im 
dollars and cents 

To the traffic manager's practiced 
eye, every detail in a printed tariff 
is significant. Nevertheless, a lay- 
man who has even a superficial 
knowledge of tariff structure has a 
better-than-average start on under 
standing freight costs 


Rates of Other Carriers 


The four elements (classification, 


Manufactured by Mac-it Parts Co., Lancaster, Penna. ‘ates. rules, special charges) com- 
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REAMERS 


CUT COSTS IN HALF! 
Only the seads to buy for replacement— 
this cuts your cost to /ess than half with these 
new-type T-) Reamers! Heads are quickly 
interchangeable . . . sizes from 4%" to 2%” 
inclusive, in 1/16” increments (special 
decimal sizes available upon request) .. . 
spiral flute. 
Tapered hole in head insures con- 
centricity and a snug fit on smoothly 
ground tapered shank. Reamer oper- 
ates free from binding or sticking, 


due to cutting portion wearing un- 
dersize and creating negative relief 
Performance retains all advantages 
of standard, expensive reamer 
Backed by T-]'s 38 years of know- 
how as one of largest manufac- 
turers of die sinking milling 
cutters. 


The Tomkins-Johason Co 
Jackson, Mich 


Please send details about your distributor of representa- 
tive plan for T-) Reamers 


Name 
Company 


Street 


_-. o . a e 


DISTRIBUTOR OPPORTUNITY >: 
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CALDER... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT Best materials throughout tool 
steel! cutters Right and Left hand Threaded Bushings 


for Automati« Tightening 


EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling 


Als CALDER F 


SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


vel O°. lela, 441,14 2 lia td) . Loncaster Pennsylvania 
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mon to railroad tariffs have been 
adopted by other freight carriers in 
their tariff construction. Motor 
freight, air cargo, air express, and 
highway express tariffs are, in vary 
ing degrees, similar to railroad tar 
iffs. 

Motor freight or highway carriers 
all employ a classification of some 
kind. Many of the larger firms 
operating over-the-highway trucks 
in interstate commerce subscribe to 
the “National Motor Freight Clas- 
sification.” Compiled and pub 
lished by the American Trucking 
Associations, this classification has 
gone through 10 revisions and is 
approaching the railroad classifica 
tion in size and complexits 


Air Cargo—Newest Form 


The newest form of freight trans 
portation—air cargo—has resorted to 
freight classification to simplify its 
tariff structure. An airline doesn’t 
have to consider all the factors gov 
erning a railroad classification, but 
it must consider factors such as 
weight, bulk, value, and perishabil- 
ity. The same factors crop up in 
iit express classification 

Railway express employs classifi 
ation mainly to distinguish be- 
tween food and drink articles and 
other articles. There’s also a classifi 
cation for printed matter, and an- 
other for money and bullion 

Having classified their freight, 
each of these carriers has adopted 
1 rate structure roughly similar to 
that used by railroads. Here’s a 
brief rundown on the rate method 
used by each type of carrier: 

Motor Freight: There are class 
rates based on the classification, 
commodity rates, less-than-truck 
load (LTL) and truckload rates, 
joint rates, etc. Distance is more of 
1 factor in truck than railroad rates 

Air Cargo: The rate structure is 
simple, the rate being generally the 
same per unit of distance and 
weight regardless of the shipment’s 
size or the length of haul. Com- 
modity rates have not yet been de 
veloped to a great extent. 

Railway Express: A simple rate 
structure based on the “block” sys- 





says McCULLOCH MOTORS CORP. 
Makers of the famous McCulloch Chain Saws 





3 


Wow, tested all types and makes 


of lubricants for the Zerol gears 
in the transmission. The one grease 
selected for long, tough operation was 
LUBRIPLATE. Now that we have pro- 
duced thousands of McCulloch Chain 
Saws, we more than ever recommend 
the use of LUBRIPLATE Lubricants in 
our tools.” 








REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease AND 








FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 











LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LUBRIPLATE DaTA Book”. ..a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 
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THEY BUY 
LUBRIPLATE ON 
PERFORMANCE 


In this day of highly mechanized 
production, forced shutdowns of ma- 
chines is nothing short of a calamity. 
Every user of machinery is greatly in- 
terested in ways and means of improv- 
ing machine operation and how mainte- 
Never be 


fore has this been of greater importance 


nance costs can | 


as reduced 
and the reason is chiefly due to prevail- 
ing high labor costs and expensive ma 


chine replacement parts due to wear 


The old time slogan Quality lasts 
long after the forgotten,” 


surely applies to LUBRIPLATE lubri- 


cants. The Lubriplate salesman knows 


rice is 
I 


that he can prove his point many times 
over by relating the experience of other 
customers of his as to what Lubriplate 
lubricants are doing in improving ma 
chine operations, reduction of power 
vast ly decreased 


That 


consumption and 


maintenance costs Lubriplate 
lubricants meet these claims is attested 
to by the actual case history appearing 
in the advertisement alongside of this 
column. Lubriplate lubricants possess 
exclusive and distinctive qualifications 
They meet every operating condition 
as exists in every type of industry such 
as loads, speeds, temperatures, steam, 
water, acid, etc. In addition, Lubri- 
plate lubricants protect machine parts 
against rust and corrosion. Lubriplate 
Stays put and a little goes a long way 
When all factors having to do with the 
cost of lubrication are taken into ac 
count Lubriplate can be proved the 


cheapest lubricant on the market 


It will pay you to introduce Lubriplate 
lubricants to every plant in your terri- 
tory that is not already using them. In 
so doing you will be reflecting a real 
service and at the same time you are 
building a profitable repeat business 
for yourself and your company 


(ADVERTISEMENT ) 
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WE RECOMMEND 

THIS LUBRICANT 
TOUR 
CUSTOMERG 


—says PACKAGE MACHINERY COMPANY 
Springfield, Mass. 


"W-~. have found LUBRIPLATE 


Lubricants to be very effective 
and use them extensively in our ma- 
chines. To assure the proper use of 
LUBRIPLATE Lubricants for re-lubrica- 
tion, we place tags on our machines 
before shipment. Thus the purchasers 
of those machines know the Lusri- 
PLATE Product we recommend for each 
application and where to obtain it.” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease ann 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 





























LUBRIPLATE is available WBAIPLAT 
in grease and fluid densi- 
ties for every pur dpe 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 





For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LUBRIPLATE DaTA Book”. ..a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


. wer wih 





GREATER PROFITS 
CLIPPER 


¥ Constant Consumer Demand 
WNo Factory Sales to Users 
VW Nationally Advertised 
Firm Resale Price Policy 
ov Highest Uniform Quality 


Sold ONLY 
Through Authorized Distributors 











Hove your pick of 7 soar" ‘ 
— seven thousand” —sizes 
RIGHT OFF THE SHELF) And 
that’s not oll. We can give you 
on “specials.” 


TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
SHELF TO YOU: 


Write, wire, or phone for your rT a. 
copy of the new STAR catalog. seer te sor 
screws hove 


72 STAR STAINLESS scnEW CO. *""" 
645 Union Bivd., Paterson 2, NM. J. + ‘phone: Little Falls 4-2300 
{5D Direct New York Telephone: Wisconsin 7-9041 
BARUFACTURERS REPRESENTATIVES: A Fee Choice Territories Open. tnasirics tovited 


tem, the entire country being di- 
vided into blocks (each 1° square), 
and each block into 16 subblocks. 
\ rate scale shows the charge for 
transporting a shipment from a sta- 
tion in one block to that in an- 
other, depending on its weight 

Air Express: These rates, like rail 
way express rates, are published by 
the Railway Express Agency, and 
ire based on 100-mile blocks, thus 
being similar to rail express charges 
Charges to off-line points are com 
binations of air and rail express 
rates 


Rules: What They Cover 


It ism t necessary to discuss in too 
great detail each of the nearly 50 
rules which supplement the Uni 
form and Consolidated Classifica 
tions and tariffs. To be very brief, 
the rules expand on the following 
subjects 
The uniform bill of lading: 
Packaging requirements; 

3. Marking of freight; 

4. Method of charging for cer 
tain kinds of shipments; 

5. Use of special railroad equip 
ment (tank cars, etc.); 

6. COD shipments 

According to some traffic experts, 
there’s no better introduction to 
the whole study of freight trans 
portation than a reading of the 
rules 

Other types of carriers have 
adopted rules tailored to the char 
acteristics of their particular opera- 
tions 





PEACETIME RECORD SET 


Metalwerking production was main- 
tained on a higher plateau throughout 
the first half of 1955 than at any other 
period in peacetime, American Moa- 
chinist, McGraw-Hill publication, re- 
ports. The rate during the post six 
months was surpassed only in World 
Wer !! and for a short time in 1953, 
when defense production was ot its 
height 
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cold rinse tanks 


: yo For All Cold Water Rinsing 
and Processing! 

You can confidently recommend Aeroil Cold Rinse 

Tanks for free-flowing cold water rinses, cold clean- 

ing operations and scores of cold dip plating, 

blackening and similar processing. Complete line c 

ranges from 35 to 275 gallon capacities. 

And to help you make more sales quicker, j 

Aeroil makes available special product 

and promotional literature! 


AIR AGITATED 
metal parts 
washer 


Performance-Proven 
By General Industry 
and Service Shops 
Throughout The Country! 
Offer your customers the 
featured-packed, exceptionally effi- 
cient Aeroil Air Agitated Metal 
Parts Washer with its engineered-in economy, safety 
and long-life operational advantages! Hard-hitting 
advertisements and complete information speci- 
fication sheets back up your sales efforts! 


) 
vapor 


degreaser Q 


Handy Bench Unit Designed for Unit Production 
Operations! 


Now the light degreasing of all small metal parts 
can be handled with amazing speed and ease. Parts 
are simply dipped into the portable Aeroil Vapor 
Degreaser and the vapor removes the grime instantly! 
Backed by detailed product literature, lead-getting 
advertisements and promotion! 
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BURNERS THAT OFFER 
MORE THAN HOT FIRE 


(1500° in 5 minutes — 2300° in 30 minutes) 


No. 120 
Hi-Speed Steel 


Heot Treating Furnace 


No. 118 
Combination 
Bench Furnace 


No. 142 
Hi-Speed Steel 
Heat Treating Furnace 


EFFICIENCY ECONOMY 
DEPENDABILITY 


@ - «+ « « from a name 50 years old 


in the Gas Appliance Industry 
No. 1202 Blower 


When the job calls for heat treating tools, dies 
and small metal parts, both you and your cus- 
tomers profit from the big line of Johnson Gas 
Burning Equipment. Write for the free com- 
plete Johnson Catalog which shows additional 
profit-making items. 


No. 101 
Bench Furnace 


No. 706 
Annealing 
Furnace 


JOHNSON GAS APPLIANCE CO. 


586 E Avenue N.W. Ceder Rapids, lowe 


IF IT\ BURNS GAS LOOK TO 


SINCE 
1901 
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Book Reviews 





ANNUAL SURVEY OF MANU- 
FACTURES: 1953, Government 
Printing Office, Washington, D. C., 
$2.75—The Department of Com- 
merce has just published this 228- 
page annual report bringing indus 
trial statistics up-to-date within 
two years. The consolidated volume 
presents for the “intercensal” year 
the basic industrial measures ob 
tained in censuses only at five-year 
intervals. Statistics are on emplov- 
ment, payrolls, manhours, value 
added by manufacture, cost of ma 
terials, fuels and electrical energy, 
metals consumed, value of ship 
ments, inventories, expenditures for 
new plant and equipment, and wa 
ter use in manufacturing. Yearl\ 
omparative data for industry 
groups, important individual indus 
tries and geographic divisions and 
states are presented. Also included 
ire statistics on shipments for sev 
eral hundred different product 
lasses, and summary of annual data 
for 1953 on about 2,300 individual 
products 


SUBURRANIZATION OF MAN 
UFACTURING ACTIVITY 
WITHIN STANDARD METRO 
POLITAN AREAS. Studies in 
Population Distribution No. 9, 
Scripps Foundation, Miami Uni 
versity, Oxford, Ohio, $1.80- 

Though written for city and re 
ional planning groups rather than 
the layman, this 162-page report 
should be of interest to distributors 
who look to the future and wonder 
f they should move to the suburbs 
r stey where they are. The stud 
ketches the background of the lo 
ition and distribution of manu 
facturing in the United States, and 
questions whether industry is ac 
tually “suburbanizing,” or only 
centralizing within metropolitan 
ireas. It describes manufacturing 
activity in standard 
metropolitan areas and analyzes 
factors causing plants to move out 
of town into the suburbs 


individual 





...and nothing specializes 
on your business like your 
business paper 


This profit-wise peddler looks for 
the wettest crowds. His business is 
specialized. Like yours. 

And like your business, this bus- 
ness paper of yours specializes, too. 
It packs into one place the current 
facts you want. It scouts out, softs 
out, reports and interprets the specific 
news and information you need to 
keep posted and keep ahead in your 
field. Cover to cover, editorials and 
ads, it concentrates on bringing you 

ialized help you can't get anyw 
else. Read it thoroughly . . . and put 
it to work. 


This business paper in your 
hand has a plus for you, 
because it’s a member of 
the Associated Business 
Publications. It's a paid cit- 
culation paper that must 
earn its readership by its 
quality And it's one of 


\ \ \ —— 


\ 
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© EVANS RULE CO. 
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; - | 
inl A 
Evans King-Size 


10-ft. Steel Tape 


STANDS UP STRAIGHT 
for UPRIGHT 
MEASUREMENTS 


Those long upright measurements are easy 
and accurate with this new EVANS King-Size 
10-ft. White-Tape. The 33% wider bisde 
(full 44°) stays straight up without bending 
or buckling. You get a free belt clip and Tenite 
utility case with every tape. Sliding end hook 
for inside or outside measuring and 


it's marked so you don't have to figure! 
no other tape is marked this Evans way 














Whichever way you work, in inches or feet and inches, 


you read instantly without heaving te stop and figure 
The EVANS King-Size White-Tape is the Top 10-ft 
Tape voelue at only $2.39. Retail everywhere in U. S.A 


a leadership group of busi- 
ness papers that work to- 


gether to add new values, 
new usefulness, new ways 
to make the time you give 
to your business paper still 
more profitable ume. 


: 





another 
EVANS 
value— 
THE 
ONLY 
12-FOOT 
POCKET 
WHITE-TAPE 


“Stendard blede 
‘e” wide” 


Now, a pocket steel 


tape that measures a “4 
full 12 feet — elimi- 


nates the inconven- 


y This L-O-N-G-E-R® 
Pocket White-Tape only $] 89 
Retail everywhere in U.S.A. 


ience and inaccuracy of adding two measurements as you do with shorter 
tapes. Exclusive EVANS double markings (same as King-Size above) 
Chrome plated case is mo bigger than cases for shorter tapes. Sell adjusting 
sliding hook for 100% accurate inside or outside measurements. Each tape 
pecked in FREE transparent Tenite utility case 


Let us help you sell more tapes. 


Write for tree supply of leaflet 101D 


Ewan RULECO. ©®»” 


400 Trumbull Street, Elizabeth, N. J., U.S.A. 


Makers of Evans “Long Tapes” —25-50-75-100 tt. and Evans 641. Folding Rules 


SRES#IET 
Tae ft; 
1 


One of s series of ads prepared by 
Tea ASSOCIATED BUSINESS PUBLICATIONS 
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Power 
| Transmission 
| Equipn lent : 


¢ Nationally Advertised 
¢ Always In Demand 
* Good Profit Margin 


FLEXIBLE COUPLINGS: 

No lubrication required. Provide posi 
tive protection against vibration, 
torque, shock of intermittent loads 
Cushions changed without shut-down 
Light, medium and heavy duty: frac 
tional to over 2400 hp 


VARIABLE SPEED PULLEYS: 

Quickly installed on new or old equip 
ment. Change speed while machine is 
running. Ratios to 3 to |. Fractional 
to 15 hp 


SELECT-O-SPEED TRANSMISSIONS: 
Economical as compared to other vari 
able speed transmissions. Instant od 
justment over wide range of speeds 
Hand wheel or lever control. Ratios 
to 10 to |. Fractional to 5 hp 


UNIVERSAL JOINTS: 

Precision ground. Finest alloy steel 
No binding, bocklash or end play. 13 
sizes. Bores ‘4 to 2 in. Lengths 2 to 
105% in. Diameters ‘2 to 4 in. 


Request details on our special 
stock carrying trial proposition. 


LOVEJOY FLEXIBLE COUPLING CO. & 


4879 W. Lake St., Chicago 44, Illinois 
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The Buyer Looks at Business 





Composite opinion of, purchasing agents who com 
| 


the N.A.P.A 


prise 


High Plateau To Continue 


Chere is little doubt in the mind 
of purchasing executives that busi 
ness can do anything other than 
remain on its present high plateau 
throughout the balance of 1955 and 
into 1956. 
month's record 85%, for September: 
3% report production as high as 
or higher than in August. And 92% 


new order positio 


than Aug 


Topping the previous 


report thei 


equal to or better 
month 
Although 
very high, it does not seem to b« 
deterring any buying, as deman 
still exceeds supply in several basi 
Inventories strength 


commodity prices ar 


commodities. 
ened slightly over August but man 
would increase their stocks of some 
items even further if they could g 
materials. Little more can be said 
for employment than that it is ex 
ceptionally good. 

he slightly-extended lead tim 
in buying policy that was evident 
in the August reports shows up 
gain in September. And, yet, in 
inswer to a special question on that 
factor this month, 76% of those 
who answered indicated that the: 
were scheduling purchases for 1 
only. The 
24% were admittedly reaching for 
items to cover against un 
foreseen contingencies ahead 


quirements remaining 


scarce 


Prices Still Increasing 


(he marked general increase in 
prices, which was last 
month, was repeated this month by 
86% of the Business Survey Com 
mittee members. Not one felt that 
prices were any lower, leaving only 
14% who see prices remaining the 


reported 


same. 

Although none indicated that 
prices generally were lower, several 
commented on the current weak 


1955 


Business 


Survey Committee 


nesses in agricultural commodity 
prices, which may serve to — the 
ost-of-living index down, in spite 
of a rise in durable consumer “fe 


prices 


Little Inventory Change 


little 
Status im 


here was change im the 


September 


23% 


entor, 
\gain, a significant number, 
eport inventories lower but without 
iny intentional effort on their part 
The 29% 


eport inventories higher is a refle« 


to reduce them. wh 
tion of these purchasing executives 
who have liberalized lead-time buy 


The 


demand than supply and high con 


ing policy. factors of greater 
umer spending are still the pre 
dominant ones in keeping inven 
tories at a lower level than might 


seem justified in such a_ high 


production period 


Employment High 
Che 


September 


employment picture for 

reflects the 
Although 60% 
employment the same as last month, 


“at the 


general 
optimism reported 
many added comments like 
same high level.” 

Only 6% of the 
members indicated that employ 
was any lower this month 
last, and they generally had 
1 plausible explanation which was 


commuttec 


ment 
than 


presented 


Still No Extended Buying 
he 


buying policy” 


modifications 
to protect against 
price increases and longer deliveries, 


“minor 


which were reported last month, 
the 
purchasing executives 
just a desire to be sure 
that materials needed for production 
ire available and at the best price 
The reports show that 48% feel 


ontinue into Septembe: 
reports ot 


No panic, 





SOUTHERN SERVICES 








si ee em 


Screw Chert. Pictorial chart of octuc 
Phillips and Slotted Wood Screws 


Technical Informetion on Wood Screws. |2-po0e wv 
cations nm st jord wood screws, Phillips and silotte« 
2nd 

Cetelog No. MST-1. List prices for Machine Screw 
screws (Phillips and slotted) and Stove Bolt nm Ste 


Bronze, Aluminum or Stainless Steei—fiot, rour 


Deoler Wall Chert. Complete visual guide on We 
Bolts, expedites ordering, gives oll needed informa 


Stock List Ten illustrated pages Complete breokd 
wood, machine, drive, tapping and dowel screw 

and carriage bolts 

Peckege Stock Guide. Graphic outline of sizes and fir 
300,000 gross of pockoged wood screws plus 600 

screws from bulk 

Wood Screw Cotealog. List prices on Phillips and 

crews, fiat, oval and round in steel bross, silicon br 

stee!, aluminum 

Lebel Key Chert. How Southern’s “EZ to C” label « 
explaining Southern key identification system of 

Jesign and silhouette 

C 


Quality and 


Kow Wood Screws ore Mede. Story of 


ark pouthern one source for all your fastener needs 


Check aids that cover your needs and mail to Box 1360-D2 


«. , 
SCREW COMPANY 


WOOD SCREWS © WOOD DRIVE SCREWS © STOVE BOLTS 
MACHINE SCREWS © A & B TAPPING SCREWS STATESVILEE NORTH CAROLINA 
ROLL THREAD CARRIAGE BOLTS 
In Bulk Only: 
MANGER BOLTS © DOWEL SCREWS Sold Through Leading Wholesale Distributors 


WAREHOUSES: NEW YORK CHICAGO DALLAS LOS ANGELES 
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that the 90-day and over range 1s 
the necessary lead time on produc- 
tion materials. On capital goods, 
81% are in this range. However, 


on MRO supplies and materials, 


71% continue to keep purchases on 
a hand-to-mouth to 60-day basis, 
with only 26% willing to extend 
this to a 90-day interval. 
=TIGHT SEAL! gy ieciie commosity changes 


Metals again led in influencing 
the general consensus that industrial 
prices have not shown any reversal 
of the upward trend. 

On the up side were: Aluminum, 
copper, brass, steel, zinc, lumber, 
paper, rubber, coal, chlorine, rock 
salt, cement, calcium chloride, soda 
ash, caustic soda, electric motors 
hand tools, ball and roller bearings, 
building hardware, valves, cartons. 

On the down side: New cars and 
trucks. 

In short supply: Aluminum, 
copper, nickel, steel, some kinds of 
paper, titanium dioxide, cement, 
carbon tetrachloride. 

Note: Again in September, a 
significant number reported price 
increases and shortages in general 
categories such as copper items, 
steel products and special steel sizes 
and shapes, nonferrous products, 
rubber goods, chemicals and paper 
products 





This True Ball Joint Makes the Difference 


Darts give you what you pay for in a union — a seal that is leakproof. They’re N BE W L | N E S 
designed to be leakproof and to be doubly sure we vacuum-test every single 
union before shipment. And remember . . . Darts can be taken off the line t d 4 en on b y 


and used over and over again . . . and they're easy to install. 


QUICK FACTS 


e@ Extra wide bronze seats resist e@ Heavy shoulders to take the 
pitting and corrosion strongest wrenching 


DISTRIBUTORS 





Oo 

@ Leakproof because pre- e@ Nut and body practically “ re esa, 4 & he id se 
cision-machined to a true . indestructible (of air-re- res MiOINEes, Has Deen name 
ball joint and spherically fined, high test malleable distributor in Iowa for Parker 
ground iron) Appliance Co. 


Give your union cus- @ Each Dart individu- 


tomers the “‘delivery”’ ally vacuum-tested Mad River Supply Co., Springfield, 
they expect — recom- Ohio, has been named distributor 


mend Darts! for Hy-Pro Tool Co 


UNIONS Armour & Co. has appointed the 
DART UNION COMPANY + PROVIDENCE 5, RHODE ISLAND following distributors for _ its 


The Rebbe ¢ Company, er ——= Georgie coated abrasives: 
* Industrial Machinery & Supply 


CALL YOUR LOCAL DISTRIBUTOR FOR PROMPT DELIVERY OF DART UNIONS 
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Co., Green Bay, Wis. 
¢ Streubing & Buchheit, Inc. 
Buffalo, N. Y. 


J. M. Tull Metal & Supply Co., 
Atlanta, has been appointed dis- 
tributor in Georgia for cast bear- 
ing bronze products of American 
Smelting & Refining Co. 


Boice-Crane Co. has appointed the 
following firms to handle its 
power tools: 
¢ Acme Tool & Supply 
San Diego, Calif. 
¢ N. T. Bushnell Co 
New Haven, Conn. 
Arcadia Lumber Co. 
Arcadia, Calif. 
Woodtools Co. 
Beloit, Wis. 
Christensen 
Supply Co 
Menominee, Mich 
Madeira Machine Co 
Madeira Beach, Fla. 
Saginaw Supply Corp 


Machinery & 


Saginaw, Mich. 

Foothill Tool & Machinery Co 
Pasadena, Calif 

Pecaut Equipment Co. 

Rapid City, S$. D 


Atlantic Metal Hose Co. has ap- 
pointed the following distributors: 
¢ The Standard Supply & Hard- 
ware Co. 
New Orleans 
¢ The Welton Rubber & Asbes- 
tos Co 
Detroit 
¢ Druid Oak Belting Co 
Baltimore 


Wallace Co. Houston, has been 
appointed distributor in Texas 
for Lovejoy Tool Co. 








NEW RECORD POSSIBLE 


If the electrical appliance business 
sales total for 1955 increases by eight 
per cent over 1954, as has been pre- 
dicted by one economist, dollar vol- 
ume this yeor will hit $7,381,934,000 
—edging out the previous record, set 
in 1950, by $1,500,000, according to 
Electrical Merchandising, McGrow- 
Hill publication. 








BACKS YOU 
COFFING ALL THE WAY 


. . « with hard-hitting promotion 
through ads in 20 carefully selected 
publications as well as attractive cata- 
logs and direct mail. 


with helpful cooperation before and after the sale. 


Coffing engineers are always ready to work with your prospect . . . 
to help him choose the right hoist for his job. Prompt, efficient 
service with immediate shipment of replacement parts further as- 
sures customer satisfaction. 


PLUS — a complete portable hoist line char gees you in 


on every job — that’s quality built to bring repeat sales. 


Spur Geared 
Choin Hoists 


Hoist-Alls 
(Ve te 5 tens) 


(2,000 & 


4,000 Ib.) Safety load 


Binders 
(3,000 & 
6,000 ib.) 





**Quik-Lift"’ 
Electric Hoists 


($00 te 4,000 Ib.) 
Sofety-Pull Ratchet § 
Lever Horsts 


(% te 15 tons) 














Differentiol 
Chon Hoists 
{\) end 1 ten! 


( — also t-Beom 
Trotleys) 


Stock and push Coffing lifting and pulling equipment. Find out 
for yourself that the hoist business can be good business. For com- 
plete information, write Dept. A. 


(i 


COFFING HOIST DIVISION 


DUFF-NORTON COMPANY DANVILLE, ILLINOIS. 
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STANDARDIZED 


PRECISION BUILT FROM THE 


DRIVES é FILES - 


25 YEARS AGO 





At least 40% of the industrial sup- 
ply salesmen who call on our 
company use back-door metheds. 
This method spells defeat in at 
least 99 out of 100 cases. The 
man is ‘in wrong’ to begin with, 
and his house, goods and prices 
must be supernatural to over- 


A COMPLETE LINE THAT BUILDS SeAcL+E-S | come this, bad impression” — 


H. Reed, director of purchas 
UR intelligent cooperation helps you sell let us supply details as to sales representa- . 

O this complete line of precision-built, ac tion ing, Auto Lite Co. 

curately-designed Pulleys. For 36 years we 

have been making CENTRAL Products and for V-Grooved Pulleys * Variable Pitch Nene 
36 years they hove enjoyed nation-wide popu- * Bronze Beari Pillow Blocks * ronze . ? 
larity with belt manufacturers. Your customers Bearing Mandrels * Flexible Couplings M. Buckius, president of Indus 


will find quality, service, and the right type * Round Belt Pulleys * “V" Step Conse . , ale 
of pulley for every F. H. P. need in our line Pulleys * Crown Face V-Grooved Combination trial Supply Co., Los Angeles, 


of V-Grooved Pulleys. Our catalog gives facts Pulleys * Shaft Collars « listed seven attributes of success 

CENTRAL DIE CASTING AND MANUFACTURING CO. ful salesmen in an article in Mill 

2935 West 47th St., Chicago 32, Ill. Supplies: Observation, Person 

ality, Memory, Thoroughness, 

Open-Mindedness, Continuity, 
Effectiveness. 


rT “ 
SUDDEN DEPTH The C. S. Mersick & Co., New 
DRILLS Haven, Conn., marked its 90th 
anniversary. Lewis H. English 
whose father, John English, 


founded the company in 1540, 
was president. 











drill masonry 


faster and W. J]. Holliday & Co., Indianapolis, 


easier bought property for a new 
branch in Hammond, Ind. 


Belcher & Loomis, Providence, 
R. L., turned over an entire floor 
to an employee-customer recrea 
tion center including an 18-hol« 
miniature golf course with a pro 
in attendance. 


The Congdon & Carpenter Co 
Providence, R. I., moved into a 
new warehouse on Promenade St 


IMPROVED, AUTOMATIC 


DUST EJECTION Ek. C. Atkins & Co.’s baseball team 


won the Indianapolis Amateur 
Championship 

nd for Catalo< 
ca eo Cae INE: Worthington Pump & Machinery 
THE BEST CRAFTSMEN ALWAYS TAKE pA E's Co., acquired Gilman Mfg. Co 


THE PAINE COMPANY, 17 Westgate Road, Addison, Iilinois »f East Boston, Mass 
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25 Years Ago (Cont'd) 





“Distributors can greatly minimize 
the effect of a “business depres 
sion’ by adopting a policy of 
stocking and selling only promi 
nent and well advertised lines,” 
said William E. Cross, vice-presi 
dent of Clemson Bros., in a 
statement 


Ihe Associated Machine ‘Tool 
Dealers held their annual meeting 
in Lenox, Mass 


R. W. (Doc) Proctor resigned from 
Ihe Black & Decker Mfg Co 
Formerly sales manager for Van 
Dorn Electric Tool Co., Black & 
Decker subsidiary, he had been 
chairman of the industry's Joint 
Merchandising Committee, since 


its inception 


Officers of the American Association 
said a project would be started 
to organize the membership into 
groups according to tvpe of in 
dustry 


10 YEARS AGO 


\. B. Anderson, Duluth Plumbing 
Supplies Co., completed his term 
in the Minnesota State Legisla 
ture 


R. S. Mars, of W. P. & R. S. Mars 
Co., Duluth, delivered the in 
troductory address when the 
governors of Minnesota and 
Michigan visited the city 


K. R. Radke, of Wisconsin River 
Supply Co., Wausau, Wis., made 
the record bass catch of the 


season—a 21-inch smallmouth 


John McLeod was made advertising 
and sales promotion manager of 
LeValley, McLeod, Kincaid Co 
Elmira, N. ¥ 


Strikes in vital industries were slow 
ing up reconversion from war to 
peace. At the October peak, 
425,000 men were idle in struck 
plants and a million and a half 


ANOTHER FAIRBANKS PRODUCT! 


LTT 


a 
Bronze to bronze seat with precision-ground true ball joint 
for tight seating. 

Leak-proof. Practically indestructible body and nut. Can 
be used again and again. Dart Malleable Iron Unions also 
available in all iron construction. 

Tie-in to Cash-in with Fairbanks high-impact direct mail 
program that’s pre-selling your customers to create sales 
for you! 

This month your customers will be receiving Fairbanks 
hard-selling letters and promotional literature on 
Dart Malleable Iron Union. This means extra business, 
extra profits for you if you tie your own promotion and sell- 
ing in with our “Product of the Month”. You chalk up extra 
sales! Extra profits! 
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PRODUCTS 


— 


} 
aid 


a SPLIT-N-SHIFT 


LAG SCREW 
EXPANSION SHIELD 


The most important engineering development for increasing 
the holding power of expansion shields in over 25 years. 
The S-n-S is designed with off-center threads. When the lag 
screw enters the shield, a shifting action takes place plus 
normal expansion, making four pressure contact points. 


Results in Twice the Holding Power 


S-N-S SHIELDS OLD STYLE SHIELDS 
4 Points of ' Only 2 Points of 
Contact Contact 


With its greater holding power, smaller size S-n-S Shields 
can be used with the safety factor of larger, old style 
shields. In many applications, the S-n-S can be specified 
in place of the more expensive machine screw anchor with 


a resulting savings in material and installation costs. 


Designed for use in brick, concrete, stone and other solid 
materials, the new S-n-S is available in both long and 
short types for 4", 5/16”, %” and 2” lag bolts. 


U. S. EXPANSION BOLT CO. 
YORK, PA. DEPT. ID-11 
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10 Years Ago (Cont'd) 





others were made idle by strike 
caused material shortages 


lhe nation’s gross national product, 
which had jumped from 90 billion 
dollars to 207 billion at the war 
time peak, was now leveling out 
at the lower rate of about 160 
billion—still almost double pre- 
war production. 


President Harry S. ‘Truman told the 
Boston Distribution Conference: 
‘The techniques of selling and 
service need polishing up after 
having been laid away for more 
important things during the war.” 


Dallman Supply Co., Sacramento, 
Calif.. was expanding both its 
headquarters and San Francisco 
branch. 


Pacific Mill & Mine Supply Co., 
Fresno, Calif., started rebuilding 
enlarged quarters after a costly 
hre 


Patnck H. Dillon, New Orleans, 
moved to new quarters on Howard 
Ave The company’s former 
building suffered heavy water 
damage from a fire next door 


!. Walker Lewis, Jr., son of the 
president of Lewis Supply Co., 
Memphis, was made treasurer of 
the newly incorporated Lewis- 
Diesel Engine Co 


B. F. Halliday, sales manager of 
Dunham, Carrigan & Hayden Co., 
San Francisco, said in an inter- 
view that returning veterans 
should be better suited to sales 
work than ordinary applicants. 
So far his company had only half 
its normal sales force, he reported, 
though six or eight veterans were 
expected to return. 


Manhattan Rubber Division of 
Raybestos-Manhattan, Inc., won 
an award for excellence from the 
Direct Mail Advertising Associa 
tion 















Obituaries 


Lincoln Kilbourne 


Lincoln Kilbourne, 
Jeffrey Mfg. Co. 

Lincoln Kilbourne, 44, general 
manager of sales for the Industrial 
Division of The Jeffrey Mfg. Co., 
died October 5 after a heart attack 

Mr. Kilbourne had almost 22 
years’ service with the company in 
sales work. He was graduated in 
1933 from Ohio State University 
and served as a lieutenant colonel 


in the Army in World War II 


William F. Jennings, 
Bound Brook Bearing 


William Fisher Jennings, presi 
dent and treasurer of the Bound 
Brook Ojil-less Bearing Co., died 
September 14 in Mendham, N. J. 

With the company since 1914, he 
became its Eastern sales manager 
in 1917 and president in 1928. He 
was active in promoting the use of 
metal powders to manufacture 
bearings and other machine parts 


Robert S. Haff, Jr., 
Norton Co. 


Robert S. Haff, Jr. 39, of Nor- 
ton Co.’s Refractories Sales Engi- 
neering Department, died Septem- 
ber 27. 

Mr. Haff had been with Norton 
since 1951. Before that he was 
with Walsh Refractories and Hart- 
ford Empire Co 


CONCO CRANES 


» 


. 
' a 








»» 









have served industry, 





nationwide, 


for over 


thirty-seven years. 


NOW, AN EXPANDED 
MATERIALS HANDLING LINE 


In addition to engineered cranes, the 
Conco line now includes I-Beam trolleys 
hand chain hoists, electric hoists, jib 
cranes, hand operated cranes, electric 
cranes, and packaged crane assemblies! 
Distributorships are still open in certain 
high-potential areas. If you are interested 
write us for full details. 


CONCO ENGINEERING WORKE 
Division of H. D. Conkey & Company 
Division Street, Mendota, Iilinois 
AFFILIATES 


Conco Engineering Works—Domestic Heatng Equipment 
Ceonco Building Products, inc. — Brick, te, Stone 





MISTS 








TIVO RIA VOT RIV Eh © PV Tee, Fee 


ai2 


| William C. Campbell, 
Owatonna Tool Co. 


William C. Campbell, 38, man- 
ager of Owatonna Tool Co.’s 
Southern Division, died suddenly 
of a heart attack August 27 at his 
home in Memphis, Tenn. 

With the company since 1947 
he had been district representative 
in Memphis, and since last year 
manager of an eight-state area. 

He is survived by his wife, Hilda 
ind a three-vear old son 


Robert Perry Tyler, 
Maewhyte Co. 


Robert Perry ‘l'yler, 58, vice presi 
dent in charge of sales of Macwhyte 
Co., died October 2 at his home i 
Kenosha, Wis. 

He joined Macwhyte in 1945 as 


general sales manager and became 
director the 
iles vice president in 1947. He had 
been with John A. Roebling’s Sons 
Co. and A. Leschen & Sons Rope 
Co. as general sales manager 


a following vear and 


Norman Nicholson. 
Fairbanks-Morse 


Norman Nicholson, 60, manager 
of the Machinery Department of 
The Canadian Fairbanks-Morse Ca, 
died September 10 while attending 
the Machine Tool Show in Chicago. 

He is survived by his wife, Lillie 
Nicholson, and a son, Ross Nichol 


son 





J. R. Yingling, 
Yingling & Son 
J. 


For further information R. Yingling, 74, founder of 


write 160 Canal Street J. R. Yingling & Son, Frederick, 
Md., automotive house, died in 
September. 


He is survived by his wife; his 
son, Ralph Yingling, who operates 
the business, and a daughter, Mary 
Yingling. 


Lark Bros Port © 
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FENWAY PORTABLE NIBBLER—14 Gouge 


arouses interest 


wherever metal is cut 


Rugged, Versatile: Here's ao 10 , 8 ib 
portable Nibbier with guts enough to chew 
through 14 gauge stoiniess—without dis 
torting either side. Perfect for irregular 
templotes; cuts corrugated sheet 
without domaging con 
Hondy in tight 


shopes, 
openings in pipe, 
tour. Will cut a 
places 


%, 


radius 





Sells Everywhere: The Fenway Portable 
Nibbler gets you ao heoring olmost ony 
where sheet metal or pipe is cut . dem 
onstrates impressively. In both production 
and maintenance work, Fenway Nibblers 
hove solved problems, saved money for 
hundreds of users including Otis, Carrier 
Esso, RCA, GM, DuPont, GE, North American 
Aviction, Kirk and Bium. 


Complete Line: Right now, Fenwoy offers 
the 14 gouge Nibbler, a light-duty 18 
gouge Nibbler, ond o special 90° head for 
either. Coming soon—on 8 govge shear 
a powerful 8 gouge Nibbier, ard o portable 
jig sow ond file. Send now for literature 
on the profitoble, nationally advertised 
Fenway Nibbler line ond for information 
on distribvtorships. Fenwoy sells ently 
through distributors. 


FENWAY Machine Company 


Phila: 34 





Please send more information on 
Fenway Nibblers () Distributerships 


Nome 











John Tiebout, 
Hardware Executive 


John Tiebout, 63, president and 
chairman of the board of W. & J. 
Tiebout, New York City marine 
hardware and supply house, died 


Unbelievable Time 
and Labor Savings! 


October 10 in Port Chester, N. Y. | 


He was also a trustee of the 
American Savings Bank of New 
York and a director of the West 
Side Y.M.C.A. in Manhattan. 


He is survived by his wife, Irene | 


Tiebout; two daughters, Mrs. Philip 
H. Reisman, Jr., of Larchmont, 


and Mrs. Frank J. Vosburgh, Jr., | 


of Levittown, L. I., and a son, John 
liebout, Jr., of Dobbs Ferry. He 
also leaves a brother, Dr. Harry 
Tiebout, of Greenwich, Conn., and 
a sister, Mrs. Spencer W. Reeder of 
Lakewood, Ohio. 


Francis P. Miller 


F. P. Miller Co. 


Francis P. Miller, 73, founder of | 


F. P. Miller Co., Jackson, Mich. 
died Sept. 13 


Mr. Miller had been active in 


civic and philanthropic causes in 
recent years 


| 


Beaver’s 
WE WY 
“Speed- 
Cut” 
Abrasive 
Cut-off 


Machine 
No. 20 





His wife, four sons and four | 


daughters survive him 


Sherman W. Johnson. 


Utah Bit & Steel 


Sherman W. Johnson, founder 
and president of Utah Bit & Steel 
Co., Midvale, died September 13 

He is survived by his wife, Hazel 
Johnson, three sons, and _ two 
daughters 





CAR BUBBLE BATH 


Detergent pills for car washing will 
soon be in national distribution, 
Chemical Week, McGraw-Hill publi- 
cation, reports. Packed 12 tablets to a 
tube, the product is claimed to lcove 
the wox intact on the cor. One pill, 
dropped into a bucket of woter, mokes 
enough foom for one wash job. 











NOTE THESE TREMENDOUS TIME SAVINGS! 


MATERIAL CUTTING TIME 


2” Steel Pipe 5 Seconds 
4” Cast Iron Soil Pipe 6 Seconds 
6” Steel Pipe 40 Seconds 
Cold Rolled Steel 20 Seconds 
4x4x3/8" Steel Angle 12 Seconds 
4” Stee! Channel 10 Seconds 
2” Galvanized Pipe 5 Seconds 


CAPACITY 


No. 20 with 20” wheel . . . 6” pipe; 2'/,” solid stock 
No. 14 with 14” wheel . . . 4” pipe; 2 ” solid stock 


ONE MAN CAN CUT MATERIAL FOR A LARGE CREW OF MENE 


BE Fy E ar: 


eS I Pp oO oO L 7 for Bulletin No. ABSS and 
Pri on & v “ N 
216-300 DANA AVENUE, WARREN, OHIO, U.S.A, Abvovive Cutting Mochinas 


“SS Years of Highest Quality” 
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THE COMPLETE LINE 


OF QUALITY CHUCKS 


Horton’s complete line gives you a constant oppor- 
tunity for new business. There’s a Horton chuck for 
every customer's application. 


And Horton quality assures repeat sales. Not only 
does Horton provide the right chuck for every job, 
but Horton’s extra built-in features guarantee 
longer lasting accuracy and satisfied users. 





Ask your Horton representative about 
the complete Horton story, or write direct 


for your copy of “Our Sales Policy”. _ LOCKS, CONN. 
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NEWS 


(Starts on page 124) 








Robert J. Olsen 


Screw Machine Supply 
Makes Olsen Sales Head 


Robert J. Olsen has been ap 
pointed sales manager of Screw 
Machine Supply Co., Chicago. 

Mr. Olsen has been active in a 
sales capacity with Screw Machine 
since his return from the service in 


1945. 


Firth Sterling 
Names Field Engineer 


Firth Sterling Inc. has appointed 
Wesley R. Sutton assistant chief 
engineer of the Carbide Sales Divi- 
sion to work with the firm’s field 
service engineers. 

Mr. Sutton spent 22 years with a 
carbide manufacturer before joining 
Firth Sterling as a carbide service 
engineer in 1954. He was active in 
sales and service work for 17 years, 
and since the war has been engaged 
in work on distributor programs 

Mr. Sutton has helped organize 
several chapters of the American 
Society of Tool Engineers and 
edited the regional publication of 
the society's Niagara chapter. He 
has lectured on carbides and their 
application to many trade and in 
dustrial groups throughout the 
ountry 








CLEVELAND 
REDESIGNED END MILLS 


‘Oal faster . FC hewsr hifi Oe Mhey 
¢ Gye ate KF CACC SECS + shy 11/1 “A sa 6 STOLL 


Engineered to give you maximum cutting qualities at greatly increased 


rates of feed, with a minimum amount of wear. 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Steckrooms New York 7 + Detroit 2 + Chicege 6 + Delles 2+ Sen Frencisce 5+ les Angeles 58 
£.?. Serres, itd. London W 3, Englend 


ee — ae 


—— ———_ 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 





and thatd Important! 


@ The great diversity of types, sizes, capacities, heads, 
mountings, and power drives in the complete Deming line is 
a definite advantage to the Distributor’s Salesman. 


The complete Deming line helps to pinpoint the proper pump 
to the job conditions. That means customer satisfaction. 








This power of selection increases pumping efficiency and 
reduces costs in comparison with applications of pumps made 
on a hit-or-miss basis of “compromise” or “expediency.” 


Another important advantage for Distributors’ Salesmen are 
the “Pump Schools” conducted for them at the Deming factory. 


Still another advantage is the unusually complete catalog data 
on Deming Pumps, compiled to assist Distributors’ Salesmen 
in their contacts with customers. 


Add up all the advantages . .. DEMING is a “natural” for 
Distributors’ Salesmen. 


THE DEMING COMPANY 


511 BROADWAY e SALEM, CHIO 
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Carbide Engineers 
Form Chicago Chapter 


The Society of Carbide Engineers 
has officially chartered a new 
chapter in Chicago. 

Started by F. M. Daniel, of 
Wendt Sonis Co., who will finish 
out the vear as chairman of the 
group, the chapter has organized a 
program of monthly meetings with 
speakers and films. Richard Okon, 
f W.D. Allen Mfg. Co.. ts vice 
hairman, Vincent Zimpfer, Chi 
cago Screw Co., is treasurer, and 
Harry Moffatt, Caterpillar ‘Tractor 
Co., is secretary. Meetings are open 
to all persons engaged in the applica 
tion of carbide tooling 

Honored guests at the first meet 
ing were George Murphy, vice 
president of the national chapter, 
ind Bernard Blacker, one of the first 
members to found the Hartford 


chapter 





S. R. Benedict, Jr. 


Rivett Lathe & Grinder 
Names Representative 


Rivett Lathe & Grinder, Inc., has 
appointed Benedict Engineering & 
Sales Co. as representative in Ala 
bama, Mississippi and northwest 
Florida 

S. R. Benedict, Jr., who organized 
Benedict Engineering, has 20 vears 
experience in selling and engineer 
ing. He was recently chief enginect 
of the Southern Division of The 
Rust Engineering Co. He founded 
his own company this Mav 


A The Chain 
iraay) that Identifies Itself 


product 
' 


& tye .&, ter 


—_ 
— 





=a>-2@.-*2 


/ i] 


ACCOLOY -WeE LD 7 25 
is available in 5 sizes 


e The sensational new Accoloy X-Weld 125 chain stands out 
distinctively and is a leader among quality chain. Its unique 
link formation, with the king-size welded area, identifies 
it instantly. 

Welds with these alloy lugs are as strong or stronger than 
the alloy material—and they won’t break when links are bent. 
Kinking is prevented by the projecting lugs—chain hangs 
straight as a die! 

Accoloy X-Weld 125 chains are available 

This link wes ground " . . 
ond etched to show now in five sizes— 4", %", 4%", %" and 
pam pecan aan 34". Use them for slings, towing, bundling, 
tional size erec general utility jobs. Write our York, 
Pennsylvania office for Bulletin DH-319. 


AECO = American Chain Division 
AMERICAN CHAIN & CABLE Better 


York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Va ve 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, f 
mane Portland, Ore., San Francisco, Bridgeport, Conn. 
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ACCO Wr ight PULLA-WAY 


Quality 





5-foot double strand 3000-Ib. pull 


14-foot single strand 1500-Ib. pull 








Weigh less than 9 pounds 


AGood Shelf Item...A Fine "Door Opener” 


Here are some of the fine features of WRIGHT Type ''R"’ Pull-A-Way: 
Drop forged ductile aluminum alloy frame e Wire hoist 
cable of maximum strength and flexibility « 8° minimum 
handle movement—for close hook-ups e 2” drum hub for 
cable ¢ No oiling needed ¢ Drop forged steel hooks e Re- 
movable, reversible “Safety Handle” that bends before 
any part of hoist is overloaded e Automatic load lowering, 
with positive control for safety « No slipping brakes « 
Low first cost « Simple, rugged repair parts easy to install 
...factory service neVer required. 
Write our York, Pa., Office for Bulletin DH-163A for full story 


AECO — Wright Hoist Division a 
AMERICAN CHAINS CABLE (Ie 


Values 











} York, Pa. Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn, 


...for small parts storage problems 


Superior features keep Equipto all-steel units out front! 54 different type small parts con 
be stored in this single drawer unit by using the two adjustable dividers in each drawer 
Specious drawers have king-size handle and slide easily on embossed runners. Enclosed 
sides and bottom prevent escape of ports and jamming of drawer. Tank-strong construction 
Rugged shelf beneath each row of drawers. For use individually, in stacks, under counters, 
or in shelving. Available in 8 to 108 drawer units. Olive green baked enamel. Write today 


for full details. Sold q di 
— only thru jobbers, never direct 





Division of Aurora Equipment Company 
825 Proirie Avenue, Aurora, lilinois 
Steel Shelving . . . Ports Bins . . . Drawer Units 
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George L. Marshall 


Goddard & Goddard 
Names Representative 

A new firm, G. L. Marshall Co., 
has been organized in New York 
City to handle lines of Goddard & 
Goddard Co. 

It is headed by George L. Mar 
shall, a Goddard & Goddard service 
engineer who has travelled through 
out the country since 1944. The 
firm's headquarters are at 30 Church 
St., Manhattan. 

G. L. Marshall Co. succeeds C. D. 
Proctor Co. as representative for 
Goddard & Goddard in the terri 
tory. 

Mr. Marshall’s son, Charles Mar 
shall, will be associated with him 
in the business. 





REACHING for the answer, R. G 
Hammell gives a customer quick phone 
service at Patron Transmission Co., 
New York City 





True Temper announces a 


NEW KIND OF BALL PEIN 


Indestructible ... shock absorbing 


Here’s the king of ball pein hammers—the new True Temper Rocker 
model. It’s the latest addition to the famous True Temper line of 
quality tools for industry. 

The shaft is a chrome-plated tube of boron alloy steel. It won't 
bend or break. The mirror-polished head is locked to the shaft; it 
can’t loosen, can’t fly off. The Rocker ball pein is guaranteed in 
destructible in all normal use. 

The cushion grip soaks up the impact of hammering. Grip is a 
tough neoprene-fiber composition, resistant to grease or oil. Grip is 
nonslip, wet or dry. This is the safest ball pein ever made and the 
easiest to use. Note absence of big hump on head, necessary on 
conventional ball peins to hold the handle. 


IO” 


4am 


| [zie siiasxcnn 


Newest of fast-selling ROCKET tools 


In 18 months, the Rocker tool family has created a sensation in the 
hardware industry. With perfect feel and beautiful appearance they 
practically sell themselves. We're promoting Rocker tools heavily, 
with eight 1955 ads in The Saturday Evening Post (ball pein featured 
in November 12 issue) plus many ads in Popular Science, Popular 
Mechanics, Better Homes & Gardens, American Home, Sunset, The 
Carpenter magazine. 

Salesman’s sample kit and catalog page available. True Temper 
Corporation, 1623 Euclid Avenue, Cleveland 15, Ohio 





TRUE TEMPER TOOLS FOR INDUSTRY 
Quality you can tell... and sell 


[T= 


HAMMERS, HATCHETS 
ROCKET & wood-handled, full line 


AXES 
oll patterns and weights 
HEAVY pee 
> INDUSTRIAL FORKS, 
RAKES, HOES 


ROCKET bal! pein hommer SHOVELS 
featuring Fox and Bantom brands. 


No. AO16é—1 Ib. Ne. A224—1', Ib. . 
No. A432 —2 bb. strongest built Write for tree catalogs, specify product line 


Pocked 4 in a carton 


TRUE TEMPER. ~~ ~-td 


Finest quality in Hammers, hatchets, axes - Garden, lawn and farm tools « Shovels « Shears « Fishing tockle + Golf-club shafts 
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Stanley Electric Hammer Speeds Up 
Maintenance and Construction Jobs 


The Stanley Electric Hammer is a powerful, light weight, well 

balanced tool. It is used to drill, chip and channel in concrete, 

stone and brick...to chisel wood...to scale rust...to tamp 

concrete ... to do every hammering job. Wherever it is used the 

Stanley Electric Hammer speeds up the job — in some cases it is 
2 times as fast as hand hammering. 


| THREE KITS TO CHOOSE FROM 


No. 310A — Drilling kit with hammer, carrying case, chucks that 
take drills from 3/16” to 1-1/8”, star drill and lubricant. 

No. 312 — Scaling kit with hammer, 4 chisels, tool retaining clip 
and carrying case. 

No. 311 — Scaling kit with hammer, tool retaining clip and carry- 
ing case. 


FULL LINE OF ACCESSORIES 


A complete line of hammer accessories includes chisels, star drills, 
bull point, bush hammer, gouges, dust shield, chucks and tool 
retaining clip. 

Stock Stanley Electric Tools. The Stanley Electric Hammer and 
full line of accessories are part of a complete quality line of elec- 
tric tools for industry. Write Stanley Electric Tools, 48N Myrtle 
St., New Britain, Conn. 


STANLEY Ba 


The Stanley Works © New Britain, Conn. 





Palmer Tool 
Names Officers 


Officers have been named at 
ilmer Tool & Forging Co., for 
Palmer Welloct loo!) 
Corp. W. E. Barrow, formerh 
president of Joy Mfg. Co., is presi 
lent of Palmer Tool 
Other executives include George 
L.. Roth, vice president, L. T. 
Houghton, treasurer, and Russ 
Coleman, secretary 


Union Malleable 


Completes Foundry 
I'he Union Malleable Mfg. Co 


has completed a new foundry at 
\shland, Ohio, as the first step in 
an $8,000,000 plant expansion pro 
Tam 

‘he installation covers 47,000 
q. ft. of floor space. Plans call 
for bringing all the company’s opera 
tions under one roof for greater 
efhciency, officers said, when the 
expansion is completed. The next 
project will be new facilities for 
electric annealing and automatic 
galvanizing as well as machine shop 


facilities. 





FLYING DOUGHNUTS 


Another “end-to-end” calculation 
has just been made—this time by a 
retail food chain, Food Engineering, 
McGrow-Hill publication, reports. It 
showed that a 600-mile-per-hour jet 
plane would take 23'2 hours to fly 
through the 300,000,000 doughnuts 
sold by the choin 











TOOLS © ELECTRIC TOOLS © HARDWARE «© STEEL © STEEL STRAPPING 
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Longer, Stronger Life for Columbian Manila Rope 


You get THIS - instead of THIS 


Laboratory Tests Prove Power For tough, resilient strength . . . the very best Manila 
of Special Columbian Treatment fibres. 


For internal mechanical friction . . . thorough, lasting 
Microphoto of treated lubrication. 
Manila fibres after 2 
week incubotion with And now .. . for protection against decay-producing 
green mold spores . : . 
ely ‘estetedd Teele moisture . . . the new Columbien Anti-Rot Treatment 
applied fer tet ore that stops mold, mildew, fungi and decay bacteric 


present 
cold! 


Thousands of laboratory experiments tested the Columbian Anti-Rot 
Treatment for effectiveness against all types of cellulose-attacking organ- 
isms found in soil, air, fresh and salt water 

Microphoto of un 

treated Fibres efter Ten years of octual-usage reports from all parts of the world prove that 


some 2-week test : 
effectiveness. 
shows jungle of spores 


whose “roots” feed on 
Every foot of Columt ion Manila Re pe is odeq ote ly protected oegoinst 


decoy for YOUR climate, YOUR uses, YOUR methods of handling! 


fibre, leov ng it rotted 


useless 


COLUMBIAN ROPE COMPANY 
Auburn “The Cordage City", N. Y. 
The Repe with the Red, White ond Blue Morkers 


- 


COLUMBIAN 
fl 2 


4 TWINES 2 
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A source of 
good repeat business 









This handy dispenser rack saves 
time and trouble for your customers. 
Roll shim stock (solid, not laminated) 
is neatly packaged and protected— 
four separate rolls, each a different 
gauge. Your customer just snips off 
stock as needed. When roll ends, you 
get an automatic reorder. Available 
in 6” x 100” rolls, brass or steel stock. 
Your name printed free on top of rack 
when you order 25 or more racks. 


Charles T. Voyles 


Williams Appoints 
Sales Representative 

Charles ‘T. Voyles has been 
named sales representative for J. H 
Williams & Co. 
: He will work out of the com 
TED” ee 
AT ° pany’s Chicago district office, cover 
ing southeastern Illinois, southern 
Indiana, northern Kentucky and 
Cincinnati. He will make his head 











4111 Union Street, Glenbrook, Conn 








O COMPANY, INC. O 





quarters in Indianapolis 





Modern Engineering 
Names Executives 

I. F. Fausek has been elected 
president of Modern Engineering 
Co. succeeding A. J. Fausek, named 
chairman of the board. 

Other officers are: Al V. Fausek, 
vice president in charge of sales: 
Willis L. Reedy, vice president in 
charge of production, and I. F 
Fausek, Jr., secretary. 


ware rues ooe wae Oe? ae a | The former president and new 


j board chairman is the founder of 
CHAIN REACTION! 


| the company. 

For job-shop set-ups, specify super-strong Wilton Industrial C-clamps. For 
production work or frequent re-positioning, use the amazing new Wilton St. Louis Office 
Rapid Titan® C-clamps. Rapid Titans contain a patented nut which engages e 
and releases the screw AUTOMATICALLY—no buttons, no springs, no trig- Opened by Kinney 
gers! Once engaged, the clamp has conventional tightening action. . \ ) as 
Prices of both Continuous Serew and Fast Action Wilton C-clamps are sur Kinney ifg. | —_—— of The 
prisingly low .. . and both types carry Wilton’s UNCONDITIONAL 3-YEAR New York Air Brake Co. has opened 
GUARANTEE! : . > 

ATTACH THIS AD TO YOUR LETTERHEAD FOR FREE LITERATURE a new sales office in St. Louis ser 

ing Missouri, southern Illinois, 


Indiana and western Kentucky and 


WILTON toot wre. co., inc. J) Tennessee 
Paul E. Dunning was transferred 


Schiller Park, IIincis 
Sold by Leading Distributors the World Over 


_ CARRE EN Ee AEROTEK Om 


“the finest name in Vises” 





from the Chicago district office to , 
take charge. 
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Tool Engineers 
Form New Chapters 

The American Society of Tool 
Engineers has chartered new chap- 
ters in Centinela Valley, Calif., and 
Monmouth, N. J. 

The Centinela Valley group 
includes Redonda Beach, Manhat 
tan Beach and the Los Angeles Air 
port area. The Monmouth chapter 
includes Red Bank, Eatonton, Long 
Branch, Asbury Park and Fort 
Monmouth. 


Program Head Named 


Colonel Leslie S. Fletcher. 
research director of the A.S.T.] 
Research Fund, has been named 
program director for the society's 
1956 annual meeting technical ses 
sions, to be held in conjunction 
with the AS.T.E Industrial 
Exposition in Chicago March 19 
23. 

The National Program Commit 
tee, headed by Philip R. Marsilius, 
Producto Machine Co. is as 
sembling material for the sessions 





Edward H. Hodgson 


Duff-Norton Names 
Ohio Sales Manager 


Edward H. Hodgson has been 
appointed district sales manager for 
Ohio by Duff-Norton Co. He will 
handle both Duff-Norton jacks and 
its cofing Horst Division products 

Mr. Hodgson has been with Duff 


Norton for the past seven years 
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THE ONLY REAL ADJUSTABLE 
WRENCH IMPROVEMENT 


WILLIAM IN OVER 40 YEARS! 


ADJUSTABLE 
WRENCH 


IT’S EASY | 
TO SELL THESE ADVANTAGES / 


AT A GOOD PROFIT 


No Obstructions * Rapid Adjustment 

Structurally Sound * One Hand Operation 

Positive Lock * No Fumbling 

Drop-Forged from Selected Alloy Steel and 
Chrome Plated 





to. __ Sis _Copecity __ tet Price _| 
él 6 — © $2.06 
at - '\s $2.45 
; 
10 10 % $3.10 | 


121 12” 1%, $4.50 

















CASH IN ON THE BIG, 
GROWING DEMAND 


The biggest promotion ever 
given a wrench is helping 
build extra volume ond profit 
for you. Sales results prove 


‘The Broadest Line of [ts Kind’ [nganmpemenie 
ing Adjvsteble wrench. Ask 


for promotion moterial when 
you order. 
J. H. WILLIAMS & CO., 401 Vulcan Street, Buffalo 7, N. Y. 
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“Most all of our customers purchase... 
Our swaged hose assemblies...” 


says... <Gyue 


THE ADAM-HILL COMPANY 
Sen Francisco, California 


YES ..-™’WEATHERHEAD 
SWAGED HOSE ASSEMBLY 


SERVICE PAYS OFF! 


THE ONLY SINGLE-SOURCE 
HYDRAULIC HOSE 
AND FITTINGS LINE 


Ermeto’) @ $.A.E.37 Flere ond Brass Fittings © Hose @ Hose Ends and Hose Assemblies . 
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“Our original flush of orders is 
apparently only the beginning” 


Te Aad, SO 


HARRIS PUMP AND SUPPLY COMPANY 
Pittsburgh, Pennsylvania 


WEATHERHEAD DISTRIBUTORS 


© 
s 
ARE EXCITED ABOUT THIS ‘| 


NEW RIGHT-NOW SERVICE 


Wherever Hydrovlic Equipment is used there's 
a continuing need for Weatherhead “RIGHT- 
NOW" Sweaged Hose Assembly Service. 


THE WEATHERHEAD COMPANY 
FORT WAYNE DIVISION, DEPT. J-11 
128 WEST WASHINGTON BLVD.. FORT WAYNE, INDIANA 


Send for full details TODAY! 


The Weatherhead Co., Fort Wayne Division, Dept. J-11 
128 West Weshington Bivd.. Fort Weyne, indienne 


Send full details on your Distribvter's Right-Neow Sweged Hose 
Assembly Service 


Company cinta 
Addren_... 


(a ——————e 
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BETTER DISPLAY 
SELLS MORE | 


| 
| 


—— ned 


KLEIN PLIERS 





Successful hardware men know 
that the axiom of their business is 
“To sell more—display better.” 

Mathias Klein & Sons now 
offers the hardware trade a new, 
sturdy display that is a self-mer- 
chandiser. Supplied with two 
pairs each of the six most popu- 
lar pliers in the Klein line and 
with a supply of the popular 
Klein-Koat plier handles, this 
display will increase your sales, 
build profits for you. The display 
may be set on the counter or hung 
on the wall and is supplied free 
with an order for pliers and plier 
handles to stock it. 

Klein Pliers are the standard 
by which other pliers are judged. 
Be sure to have this Klein dis- 
play on your counter or wall to 
serve your good customers. See 
your Klein distributor. 


DISTRIBUTED THROUGH 
JOBBERS 


Foreign Distributor: Inter- 
national Standard Electric 
Corp., New York. 


"Since 1857" 
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Resistoflex Makes Sales Assignments 


William Spangler 


Iwo Midwest and West 
Coast sales appointments have been 
announced at Resistoflex Corp. 

William Spangler has been 
named head of the company’s newly 
established Kansas City sales of 
fice. M. H. Eberle has been ap 
pointed sales engineer in the Chi 
cago office. 

On the West Coast, R. A. Paul 
bach has joined the company’s sales 
management staff. Formerly with 
Aeroquip Corp., Mr. Paulbach will 
make his headquarters in Burbank, 
Calif. 

Mr, Spangler will handle sales of 
Resistoflex’s line of aircraft and in 
dustrial low and high pressure hose 
in Kansas and Missouri. 

Mr. Eberle was formerly 
the Weatherhead Co 


one 


with 





LIGHTWEIGHT EQUIPMENT 
PAYS OFF 


The use of lightweight drilling equip- 
ment enabled a contractor to get a 
highway knifing job through central 
Wyoming with a bid $60,000 lower 
than the next nearest bidder, reports 
Construction Methods and Equipment, 
McGraw-Hill publication. The method 
of drilling rock with lightweight jock- 
hammers and carbide tipped drill stee! 
is becoming increasingly populor, and 
is said to result in higher output, o 
soving in wages, initial costs, com- 
pressed-air consumption and rock-drill 
upkeep. 











R. A. Paulbach 





Rockwell Names 
Sales Executive 

Donald C. Morgan has been pro 
moted to Central regional sales 
manager for Rockwell Mfg. Co. 
He succeeds Carl C. Moore who 
is retiring after 25 years of service. 

R. V. Burmette Mr. 
Morgan as Chicago district sales 
manager of the Meter & Valve Di 
1s10N. 

Mr. Morgan will make his head 
quarters in Pittsburgh. He joined 
Rockwell 25 years ago as a sales 
engineer and in 1952 became Chi 

igo district sales manager. 

Mr. Burnette has been 
Rockwell 29 years. He 
pointed gas sales supervisor for the 
Central region in 1949. 


succeeds 


with 
was ap 





When constructing with alloy, 

you re investing real money. 
Assure performance-proved fittings 
and save dollars by specifying 
and using Weldolets and Thredolets 
for 90° branch joints—large and 


small, full size and reducing. 


Distributors in Principal Cities 


for Stainless 


and 


Alloy Piping 


ALUMINUM 


te 
AND OTHER ALLOYS 
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WELDING FITTINGS 
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TOOL WORKS 





GROW. INTO BIG 


IT STARTS LIKE THIS 


Here is an inexpensive but 
efficient OTC pulling tool 
doing one of the many jobs 
of which it is capable. 

With less than $40.00 invested 
the shop has an amazing time, 
tool and part saving puller 
that can pay for itself in less 
than a week 


With the OTC Hydraulic POWER-TWIN 
added the vwnit row pulls flexible 
coupler from ao 50 h.p. mot 


AND SALES CONTINUE 


The versatile OTC POWER- 
TWIN adapts itself to still 
another type job by merely 
adding a push-puller and 
adaptors. OTC’s unexcelled 
“on the job” performance 
guarantees bigger sales and 
profits for you 


GET STARTED 
WITH THE |fit 














Removing o counter shaft geor and bear- 
ing with OTC mechanical Grip-O-Matic. 


AND THEN THIS 


As jobs get tougher and more 
power is required the shop soon 
buys an OTC POWER-TWIN 
Hydraulic Ram and conversion 
adaptors which fit the original 
Grip-O-Matic. More big jobs 
are pulled, more money is saved 
by your customer, and your 
profits grow with each additional 
OTC sale 


With the addition of the push-puller the 
OTC POWER-TWIN Hydraulic unit now 
removes paper shearing machine drive 
geor easily ond quickly 


PULLING SYSTEM 


and it will continue to pull repeat sales for you! 
Write for the complete Hydraulic story! 


OWATONNA TOOL COMPANY 


Robert C. Baumgartner 


General Sales Manager 
Named by Oster Mfg. 
The Oster Mfg. Co. has 
nted Robert C 


neral sales manager 


Baumgarti 
A. S. Ge 
ontinue as vice president 
harge of sales 
Mr. Baumgartner has been 
Oster 20 vears, serving for the 
1 years as export manage! 
direct all compan sales 
promotion ictivities 
Mr. Gould has been with 
npan' +4 vears 


Minneapolis-Honeywell 
Names Division Head 


Jerre Manning has been ap 
pointed manager of the transistor 
division of Minneapolis Honevwell 
Regulator Co. He will be in charge 
yf production, engineering and sales 
ictivities 

Mir. Manning has been general 
manager of the company s$ marine 
equipment division. Before this, he 
was division manager at Chicago 
for Honeywell’s Micro Switch divi 


Midwest Manager 
Named by SKF 
Phillip A. Carlson has been 


d Manager of SKF industries 
Midwestern 


: 

ntly established 

cs region 

Che region will include the Chi- 
Milwaukee, Minneapolis and 


Louis sales territories 
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District Sales Heads 
Named by Delta 


New district managers for two 
Southern areas have been named 
by Rockwell Mfg. Co.’s Delta Power 
lool Division. 
U. E. McCarty, North Texas dis 
trict sales manager for the past three 
vears, has been appointed sales man 
ager for a district including most 
of Georgia, the Carolinas, eastern 
\labama and eastern Tennessee. 
John M. Bannon. Ir., suceeds Mr 
McCarty as North Texas manag” 
Mr. McCarty has been with 
Rockwell since 1953. He attended 
Union University and later served 
as a captain of field artillery in the 
Army. His headquarters will be at A fe 7 
Delta’s Southern regional office in Sa IS; Extra Fase. ‘oe 
Atlanta, Ga 
He succeeds Howard L. Rose, es. Cassy. -- pipe reaming 


who retired recently 
Mr. Bannon, before joining Rock with this self-feeding 


well, spent 11 years with Studebaker 
Corp. and a year with Thor Power . 
lool Co 


Spiral ... turns into the work 
smoothly, no chatter. Famous rttamrp 


heat-treated cutting edges mean clean reaming, 
extra long service. Quick enlarging of 
conduit box outlets—and holes in sheet metal. 
It pays you to stock and sell these 
popular reamers— order today! 


Representative Named 


Snap-Tite, Inc., has appointed 
Stewart Miller Associates, Need 
ham, Mass., manufacturers repre- 
sentatives, to handle its lines in 
Maine, New Hampshire, Vermont, 
Massachusetts and Rhode Island 





. for power 


and hand reaming ..«->. 


Pitenio 
LonGrip & 
5 long straight flutes 
ream clean, 

easy to control. 





POSTING from salesmen’s call reports 
is only part of Jean Jackson's job at 
R. C. Neal Co., Buffalo, N. Y., where 


she also handles sales analysis pesting 


plus secretarial ditties The Ridge Tool Company « Elyria, Ohio « U.S.A. 
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When penned Yale & Towne Opens New Detroit Branch 


needs a press, lentil 
for the 


Catalog and sell him 
exactly (s= 
the press for the job. 

(43 Ey If he needs 
Something special 
Dake engineers 

will cooperate to design 
and build it. 
Dake offers the 
most complete line | 
(1 to 300 tons) 
of shop presses 
for forcing, 
bending, 
straightening § 
and other 
pressing 
jobs. 
Sell Dake 
and you sell 
customer 
satisfaction! 
DAKE CORPORATION } 


631 Menree St. 
Grand Heven, Mich. 





Guest at opening of Yale & Towne Mfg. Co.’s lift truck and hoist sales branch in 


Detroit was C. T 
Co., Detroit, a Yale & 


Bush, (second from nght), 


Towne hoist distributor for more than 50 years 


A. Strelinger 
Gilbert W 


president of The Chas 


Chapman, Yale & Towne president; Carl O. Hedner, hoist sales manager, and Elmer 


F. Twyman, vice president, show 


off the pre 


mises 





Engelberg Huller 
Names Sales Engineer 


has ap 
sales 


Engelberg Huller Co 
pointed Glenn D. Swander 
engineer in its southeast 
with headquarters in New Orleans 

His territory will include Virginia, 
lennessee, northern 
Florida, Alabama, 
Carolinas 

Mr. Huller been market 
manager for Oliver H. Van Horn 
Co., Fort Worth distributor. He 
attended the University of Alabama 

John T. Schenck, Engelberg 
Huller president, who announced 
the appointment, the 
assignment completes plans to have 
represented by a 


territory 


Mississippi, 


Georgia and the 


has 


said new 


his company 
nationwide marketing force 





CAPTIVE AUDIENCE 


A public address system, installed in 

a New Jersey gasoline station, starts 
broadcasting music as soon as a car 
rolls anto the driveway, Notional Pe 
* troleum™ News, McGraw-Hill publico- 
tion, says. As soon as an attendont 
steps on a switch plate set near the 
stetion dogr, @ commercial cuts in, 
phugding the stotion and its products. 
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Brubaker Tool 
Names Executive 

J. W. Elliott, works manager of 
Brubaker Tool Corp., has been 
elected vice president of the cor 
poration. 

He will continue as general man 
ger of a subsidiary corporation, 
Morton Machine Works, which has 
been housed in the same plant with 
Brubaker since early this year 


To Start New Line 


Charles G. Beavers, Ir., 
f Brubaker, said the company will 
soon begin production for the first 
time of special carbide-tipped turn 
ing tools, with distribution limited 
it first to the Central Pennsylvania 
Tea 


president 


Vascoloy-Ramet 
Makes Staff Changes 

George W. Miltimore has been 
promoted to office manager of 
Vascoloy-Ramet Corp.’s Detroit of- 
He has been working with 
company distributors as an indus 
trial sales instructor. 

Harris H. Robbins has rejoined 
the company as assistant district 
supervisor for the West Hartford, 
Conn. area. He will also cover 
Hudson, N. Y., and West Spring- 
field, Mass 


fice 





U. S. Reyelastic Plastic Tape 


U. S. Security” Friction Tepe 


“U.S.” Splicing tapes sell in vast quantities 
because of the ready demand for any product bearing 
the United States Rubber Company name. 


These tapes are used and advertised the year 
‘round to the electrical industry, manufacturing 
plants, hardware field, to name a few. 
RUBBED 


Backing up “U.S.” Splicing tapes is this big plus: TAPE 
THE NAME U.S. RUBBER REACHES INTO —— . j 
: : q - _ ~ —~ U. S. Security Rubber Tepe 
MINDS OF INDIVIDUALS AND OF INDUSTRY EVERY a 
——__— 


DAY ALL YEAR LONG THROUGH ADVERTISING IN 


NEWSPAPERS, MAGAZINES, RADIO, TELEVISION AND 
BILLBOARDS, featuring products that are household 


words—such as U.S. Keds®, U.S. Royal Master with 


Tires, U. S. Golf Balls and widely used rubber 


or plastic products. hé Ss: SPLICI N G 
Make your sales taper up with the volume line, * * 


the profit line. Order “U.S.” Splicing tapes from 


any of the 27 “U.S.” District Sales Offices, t 
or write address below. a: . 


“U. 8.” Research perfects it...“U. 8.” Production builds it...U. S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20. WN. Y. 


Hose + Belting + Expansion Joints + Rubber-to-metal Products + Oil Field Specialities + Plastic Pipe and Fittings + Grinding Wheels + Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings + Conductive Rubber + Adhesives + Roll Coverings + Mats and Matting 
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Barnabus P. Toth 


Sales Engineer 
Named by Hamilton 


Barnabus P. Toth has joined 
Hamilton Mfg. Co. as a sales engi 
nee! 

Hamilton recently acquired the 
manufacturing rights and inven 
tory of the Barnaby ‘Tools Division 
of the Barnaby Mfg. Co 


Allegheny Ludlum 
Names Representatives 


Walter W. Armstead, Jr., has 


Distributors sales climb under the RED-E policy—because RED-E power oined the Indianapolis sales office 


pocked sales program of personolized aids . . . sells RED-E for you! f Alleghany Ludlum Steel ¢ orp 
Formerly with Universal Cyclops 
Steel Co., he attended the Uni 
versity of Pittsburgh. He will be 
connected with tool steel sales in 
same the Indianapolis district 


Sells RED-£ 


Herd-hitting Neale Carter has been appointed 


“selling” 


n , 
Plenty of newsworthy p an ond to the company’s Birmingham dis 


yeor ‘round ublicity the 


trict office to handle all the com 
pany's lines in the area 

Formerly with United States 
peneescmny be & Pipe & Foundry Co., 


) Sales PROMOTION - Utmatur F > ‘ 
1 qyreraTURE: — - 8 Sells RED-£ : Texas A. & M. College and Howard 


Sells RED-E aH College in Birmingham 


Most complete doto ever — : Taper, Center hole ond other engi 
_ wanted and needed, and wel y neering charts and data establishes i Laughli 
«mad by your customers . RED-E as on authority Jones & ughlin 


Names Sales Assistant 


he attended 


59 RE RS od) URIBE. 


Edwin H. Stricker has been ap 
When your RED-E representative calls . . . ask him to show you the complete package. You'll be glod you did! 
2. W. King 8. 5. Meode Co © & Weldle &. C. Bolten FL. Bishep pointed administrative assistant to 
191 Swain Ave. 623 Morris Ave TIS Empire Bidg 167 Fleming Rood 333 Candler Bivd |. E. Timberlake, Jones & Laughlin 
Meriden, Conn. Springfield, W. J. Pittsburgh, Peo. Cincinnati 15, Chie Atlente, Ge Steel Corp. vice president—sales. 


i . Dependable Engineer Ine. aa 
ya an yng aoe ao. “ i Mr. Stricker has been working in 


New Orleans 7, Le the New York district sales office 

jalists Since 1908 | He also worked as a sales corre 

READY TOOL COMPANY spondent at Jones & Laughlin’s 
Bridgeport 5, Conn. Detroit sales office 
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COMMON 


a 
Tr 4 


ANDTHEIR 
| CHARACTERISTICS 


eee. of 


| STYLES OF NUTS 





CLASSIFICATION 


OF NUTS 
NUTS ARE GROUPED ACCORDING TO 
© DIMENSION@STYLE @ FINISH @METHOD OF 
MANUFACTURE. OF THESE,DIMENSION AND STYLE ARE 
THE MOST/MPORTANT. DIMENSIONS: THE 
FIRST CONSIDERATION iS DIMENSION, WHICH 
VARIES AS NUT THICKNESS AND WIDTH. FROM A 
DIMENSIONAL STANDPOINT NUTS ARE CLASSIFIED AS 
oo HEAVY HEX @ REGULAR HEX(@) FINISHED 
HEX G) SQUARE (5) MACHINE SCREW. 


METHOD OF MANUFACTURE 
THE METHOD OF MANUFACTURE IS OF LESSER 
IMPORTANCE AND CAN CHANGE FROM TIME TOTIME 
WITH IMPROVEMENTS IN TECHNOLOGY. THE 
MAJOR PROCESSES ARE: @ HOT PRESSED NUT FINISHES 


@ HOT FORGED @ COLD PUNCHED COLO =—s_ NUT FINISH APPLIES PRIMARILY TO THE 


FORGED(S) MILLED FROM THE BAR. BEARING SURFACE. ALLC.P AND H.P, NUTS 
ee \= ARE UNFINISHED. ALL OTHER NUTS ARE 
RS 
WaPo 





e YO FURNISHED IN’SEMI-FINISHED QUALITY. 
2 eco “SEMI-FINISHED"NUTS MAY BE EITHER 
° WASHER-FACED OR DOUBLE-CHAMFERED, 














FOR PROMPT DELIVERY AND HELPFUL SERVICE - STOCK TWE COMPLETE LAMSON L/NE 


SRP Toff gerne 


THIS ADVERTISEMENT IS NO. IO IN A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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The Best Known Brand of 
Belting Throughout the World. 

Serving Industry Since 1868. 
Sold Through Stocking and 


Non-Stocking Dealers. 
W. H. Collins 


| District Sales Head 
Named by Trent Tube 


Trent Tube Co., wholly owned 
subsidiary of Crucible Steel Com 
pany of America, has appointed W 
H. Collins Northeastern district 
sales manager assisting F. W 
Beitner, manager of sales for Trent. 

A Dartmouth College graduate, 
Mr. Collins joined the Trent sales 


For a longer profit per sale eeu < QUALITY 


if g | staff in Chicago in 1946 and two 
4A) jig years later was named assistant 
Vy general sales manager in Trent's 





SELL THE COMPLETE CHANNELLOCK LINE general offices in East Troy, Wis 
\ In his new post his headquarters HAMMERBLOW ® 
will be in New York City WIRE ROPE CUTTERS 
You get more than a qual- 


line handl 
+ ang lglg Moves To New Plant 
-_ 2 Ang aga ang O. C. Keckley Co. has moved to all 
ae a preert: 1 new plant at 3400 Cleveland St 
eee the lar , . . . ps . : . - ; 
sllock 420. As ' ther plier wr tagg Fa ae sca om Low cost. 
does so many jobs so well .. . vides OU, square eet o oo! PORTABLE, 
space. The move combined the FAST 
company’s Chicago general offices fA ACTING, 
and the Springfield, Ill. manufac “. SAFE 
turing facilities. r4 > 


@ 
s&s 


SALESMEN’S HOLIDAY ee, 


a 





Eighty per cent of a representative 
national sampling of electrical dis- 
tributor salesmen surveyed by Elec 
tricol Wholesaling, McGraw-Hill pub- Model Capy We Price 
lication, said they preferred to spend A 4” 10 Lbs $12 
vacations travelling, despite ground B _ 20 Lbs. $21 
covered in their daily soles tours. Most Cc Lt” 35 Lbs. $35 
—77.3 per cent—travel by car. Among Distributor Discounts on Request 
other personal habits, the majority of HAMMERBLOW 
aden te ae e. WIRE ROPE CUTTER CO. 

248 AUSTIN ST. NEWARK 5, N. J. 
Bigelow 8-1045 
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There’s NO BETTER shelving value than 


BORROUGHS 


* UNITIZED tei 


STEEL SHELVING 


No steel shelving is easier or quicker to bi 
No bolts or nuts are ded to ble shelves 
Most practical and most flexible. Saves time and 
money from the first day of installation. 








Each individual unit is 
complete in itself... no 
part depends on unit next 
to it. .any unit or shelf can 
on : ‘ be moved independently. 
Flexibility is demonstrated in this partial view of the large 
Borroughs shelving installation at the Ford Division of the 
Ford Motor Co., Assembly Plant No. 2, Lovisville, Kentucky. 


another exclusive Borroughs feature! 


} +—" to lio] 
{fells ao 

a | 
ime 


.. and shelf is ready for loading. 


‘ 
o 


| 3 | 
Li | 
Pee 
: ec re 


i/ 4 \> 
\ 


=y 
~ 





insert shelf support bracket 
no fumbling with studs, bolts, Whether storage neeas call for open, closed, bin type or ledge 
nuts or lock washers. , , soqes 
and door units, Borroughs Shelving answers the problem te « “T 


send for new 32-page catalog 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OCF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK amp KALAMAZOO, MICHIGAN 
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PRECISION PERFORMANCE 
of Bay State Taps means precision threads on a 
production basis. Made in all standard and special! 
sizes, these tops are available from your nearby 
industrial supply distributor. Gain precision per- 
formance on every tapping job with controlled 
contour taps . . . made by BAY STATE TAP & DIE 
CO., MANSFIELD, MASSACHUSETTS. 
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Thomas P. Wall 


Rockwell Of Canada 
Names General Manager 


Thomas P. Wall, former general 
manager of the Toronto branch 
ofhce of Peacock Brothers, Ltd., of 
LaSalle, Ont., has been appointed 
general manager of Rockwell Mfg. 
Co. of Canada. 

Mir. Wall will assume most of the 
duties of W. W. Brydges, who 
has retired as president of the Rock 
well Canadian subsidiary. F. P 
\laxwell, vice president in charge of 
Rockwell's Delta Power Tool Divi 
sion, announced the change 

Formerly Callander Foundry & 
Mfg. Co. Rockwell of Canada 
makes Delta tools and other Rock 
well products in addition to its 
original line of “Beaver” tools. 

\ir. Wall joined Peacock’s engi 
neering department in 1943, became 
issistant manager of its Paper Divi 
sion in 1949 and was named manager 
of the Toronto office in 1954. At 
Toronto he was responsible for 
Peacock’s Canadian sales efforts for 
Rockwell Meter & Valve Division 
products. He has also had nine 


years’ experience in general and 


plant engineering 





NOTHING TO SPARE 


With flat tires becoming a rorer 
occurrence, there is talk of dropping 
the spor: tire from new cars, Notiona! 
Petroleum News, McGraw-Hill publi- 
cation, says. With motorists used to 
@ spore’s extra protection, this would 
mean a potential 20% gain in the 
retail replacement tire morket 
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This Photo is 
One-Third Actual Size.. 


OF YOUR CUSTOMER'S 
COMPLETE VEELOS V-BELT INVENTORY 


IN THE O, A, B AND C WIDTHS! 


Four reels of Veelos replace up to 316 
different sizes of endless belts! Your cus- 
tomers know what a savings like that 
would mean in their inventory. Stress this 
and other important Veelos advantages 
in your daily selling. It pays to sell Veelos 
—the adjustable v-belt with the built-in 
sales features. 


yEELOF 


THE BALANCEL 


LINK V-BELT 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 


YOUR CUSTOMERS SHOULD SEE 
the Veelos Data Book. Send for 
iMustrated copies of this valuable 
engineering book. 

MANHEIM MANUFACTURING & BELTING CO. 
608 Manbel St, Manheim, Pa, U.S.A 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1955 








No. 44 Forged Stee! 


Users are amazed at the strength 
— capacities and features... at a 
savings im cost. 
The No. 44 series is 
designed for production 
application where speed, 
strength and economy 
are required. 


> 
STEEL FRAME | 
HEAT TREATED | 
WIDE CHOICE OF SIZES 1| 
EASILY ADJUSTED 

POSITIVE GRIP 


FORGED 


Your low-priced “Extra 
% Hand” in production. 
; ' 
Ask Your INDUSTRIAL DIS- | 
TRIBUTOR for a copy of the 
, NEW Ne. 65 Selection- 
1 Application Cataleg. 


¢ THE CINCINNATI 


TOOL COMPANY 


4032 Montgomery Rd. 
Cincinnati 12, Ohio 
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Order Index Shows 11% Rise for August 
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NEW ORDER INDEX 
INDUSTRIAL SUPPLIES 
AND MACHINERY 
WUALY 1948 = 100 
Temporanly dicontinved 
from June ‘5S! te July “52) 
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Ihe American Association’s order index for industrial supplies and machinery recov 


ered in August and climbed to a point 81% 


above the base month of July 1948 


The August order rate has been exceeded only three times in the past two years 





Industrial Tectonics 
Buys Bearings Firm 

Industrial Tectonics, Inc., has 
purchased the manufacturing facili 
ties of Anti-Friction Bearings Co. of 
Los Angeles and is operating the 
plant as its Western Division. 

The new division handles Indus- 
trial Techtonics’ sales of balls and 
bearings in the Western states. 
Company officers said the purchase 
was part of a general expansion 
program which also includes sub- 
stantial additions to Industrial Tec 
tonics’ main plant in Ann Arbor, 
Mich. Further expansion of the 
Los Angeles plant is also planned, 
it was announced. 

Anti-Friction Bearings Co. is con 
tinuing in business as an inde- 
pendently owned sales company. 





THEY'RE SORRY 


Gasoline stations that lose custom- 
ers who drive away rather than wait 
for a busy attendant might take o tip 
from a Portland, Me., gas station, sug- 
gests National Petroleum News, Mc- 
Grow-Hill publication. When islands 
ore busy and an impatient customer 
drives away, the dealer notes the li- 
cence number and sends the motorist 
a letter of apology. 











Carboloy Executive 
To Head Design Section 


E.. J. Weller, manager of tool sales 
of Carboloy Department of General 
Electric Co., has been named 
manager of a newly established 
carbide products design engineering 
section. 

Mr. Weller directed tool sales 
following a year's service as carbide 
design and application engineer 
He came to General Electric as an 
apprentice machinist in 1937. 


Section Manager Named 


lhe new diamond project section 
of Carboloy Department of Gen 
eral Electric Co. will be headed by 
J. S. Gillespie. He is former prod 
uct planning manager. 

Mr. Gillespie worked in several 
Carboloy district offices as manager 
of tool and wear parts sales engi- 
neering and as manager of product 
sales. He has been with the com 
pany for 19 years. 


Education Head Named 


Peter J. Clarke, of Rohm & Haas 
Co., has been appointed general 
chairman of the National Commit 
tee on Education of the National 
Association of Purchasing Agents. 





wee XY 

PROFIT WITH.. 
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Years of leadership in design, engineering, 
and quality manufacture, has won for Sioux 
Portable Sanders the finest reputation for 
cost-cutting speed, efficiency, and unsur- 
passed endurance. There’s a Sioux Sander to 
meet each requirement. 


THEY GO AROUND TOGETHER! 


SIOUX Resin Bond Abrasive Discs are made 
with tempered aluminum oxide grain for 
maximum action. They are tough and flexi- 
A B R A Ss ; Vv E D | Ss Cc 3 ble. Cutting action is not affected by grind- 
ing heat. There is a type for each need, in- 
cluding Industrial Abrasives for heavy work, 
Regular for body work on light gauge metal, 


and Open Coat for paint removal and cool 
grinding. Call your Sioux Distributor. 





r 
5\° m 
USE STANDARD THE WORLD OVER... Ou, 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 


ELECTRIC IMPACT WRENCHES * GRINDERS © FLEXIBLE SHAFTS * POLISHERS © DRILLS 
HAND SAWS © SANDERS © VALVE FACE GRINDING MACHINES © ABRASIVE DISCS 
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3s MANAGEMENT ATTENTION TO DISTRIBUTOR PROB 
LEMS. Here E. F. Todd, Imperial's sales promotion man- 
ager; T. A. Fuite, territory representative; and C. H. Benson, 
vice president, discuss with W. G. Christie, president of the 
Barrett-Christie Company, an industrial distributor, plans 
for a promotional program using the many sales helps 
made available for distributors by Imperial 


IMPERIAL 


helps 


Is ul ors @. EXHIBITS AT NATIONAL TRADE SHOWS support the 


sales work of Imperial distributors. Appearances are usu- 
ally made at the Plant Maintenance and Engineering Show 
the Instrument Exhibit, Heating, Ventilating and Air Con 
ditioning Exposition and the Chemical Show, among others. 
Such displays provide on-the-spot product information to 
a wide range of distributor prospects and customers. 


FACTORY | 


MANAGEMENT AND MAINTENANCE 








2) SOUND SLIDE FILMS are used to inform distributor 
personnel on the latest methods of working with Imperial 
tubing tools. Also to point out important soles features 
These films are likewise used to educate tool users in the 
field and in trade schools. 





S| BUSINESS PAPER ADVERTISING is used consistently 
by Imperial. E. F. Todd, Sales Promotion Manager, says 
‘Plant operating men are important factors in making 
sales for our distributors. FACTORY reaches these men 
ond plays a big part in bringing information on our prod- 
ucts before this extremely important part of our market.”’ 


IMPERIAL 
TUBE WORKING 


3. PLANNED DIRECT MAIL AND LITERATURE form on 
integral part of Imperial's distributor aid program Product 
folders, sales training manuals, self-mailers, envelope en 
closures and complete catalogs are included 


AFTER Ann ne 


Making All Moves With Cranes 


MECHANETED PRODUCTION 


New High in No-Hands Assembly 


ATE aba netegy 


Why Water May Spell Trouble 


G, FACTORY GIVES MAXIMUM SELLING SUPPORT to 
distributors because of its unequalied circulation among 
the men who operate America's manufacturing plants 
These are the men who buy what you sell. They are the 
very men salesmen find hardest to see 
On every product line that you handle, ask for the sales 
support that includes advertising in FACTORY. 


or even to know 


A McGraw-Hill Publication, 330 West 42nd Street, New York 36, New York. 
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Alexander distributors have found this famous 
trade-mark means “money in the bank” for 
them. The Alexander trade-mark carries with 
it a long established reputation for quality 
ond service that makes Alexander Leather 
Beltings, Packings and related products easiest 
to sell. t also stands for complete factory 


LIKE MONEY 
IN THE BANK 

















cooperation and fair-dealing that make the 
Alexander franchise highly profitable to the 
distributor. If you are not satisfied with your 
present line, we suggest that you write to us. 
There may be an opening in your territory 
that will put more “money in the bank” for you. 
Send for literature. 


ALEXANDER BROTHERS BELTING COMPANY 


EN 


NEW ERSEY 








NO 


INDUSTRIAL MAINTENANCE MARKET 


@ INSTO-GAS offers Industrial Distributors a line of 
equipment that is a sure-fire account opener with 
Industrial Maintenance Departments. 

@ INSTO-GAS creates a repeat business for Distributors 
that brings each customer back to their places of 
business repeatedly for many years. 

@ Distributor Sales of INSTO-GAS products continued 
to show a steady increase in 1954. 


GET MORE BUSINESS 
™ FROM THE BILLION DOLLAR 


Insto-Gas manufactures a full line of portable heating equipment 
consisting of torches and furnaces, hose and cylinders. This is the only 
complete line of portable heating equipment listed by both Under- 
writers’ Laboratories and Factory Mutuals Laboratories, making them 
the ideal line for Industrial Maintenance Work. 

Insto-Gas equipment is sold through authorized distributors, who re- 
ceive full advertising, sales promotion and sales training cooperation— 


Get the complete Insto-Gas Distribution 
story TODAY. Phone, wire or write — 


INSTO-GAS CORPORATION 


1979 EAST WOODBRIDGE DETROIT 7, MICHIGAN 
Phone: LOrain 7-3181 





Daniel J. Sheehan 


Service Manager 
Named by Hyster 

Hyster Co. has appointed Daniel 
J. Sheehan as general parts and 
service manager with headquarters 
in Portland, Ore. 

With the company since 1946 at 
its Danville, Ill, plant, Mr. Sheehar 
is former chief mechanical office: 
of the Chicago & Eastern Illinois 
Railroad and design engineer for 
Lima Locomotive Works. He was 
on the faculty of Purdue University 
engineering in- 





as a mechanical 
structor 

James L. Woodley, with Hyster 
since 1945, has been named manager 


of the Danville plant. 


Joins American Chain 


David H. Comtois, formerly sales 
manager of the Exact Level & Tool 
Mfg. Co., and sales manager of 
standard products for the Corbin 
Screw Division of American Hard 
ware Corp., has joined American 
Chain & Cable Co., as regional 
sales manager for the Pennsylvania 
| Lawn Mower Division 
i 








OVERCOATS FOR SHEEP 


Overcoats for sheep are in vogue in 
New Mexico, reports Textile World, 
McGraw-Hill publication. An estimated 
50,000 sheep next winter will be weor- 
ing jockets made of ten-ounce duck 
to keep their fleeces cleaner. 
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Bovaird Supply 
Names Executives 


The Bovaird Supply Co., Tulsa, 
Okla., has promoted William J. 
Bovaird to be general manager of 
stores 

He will supervise the company’s 
operations in 18 stores and 5 dis 
trict offices in Oklahoma, Kansas, 
Texas and New Mexico. 

Thomas C. McCuistion has been 
advanced to assistant to the sales 
manager and will directly supervise 
operations of the Bovaird sales 
offices in Tulsa, Houston, Dallas 
and Denver. He will also assist 
the district manager where sales 
offices are located at Midland, 
l'exas; Oklahoma City, and Wichita, 
Kan 

Mr. Bovaird joined the company 
in 1948 after service with the Mer 
chant Marine. He has had man 
agement experience at the com 
pany’s stores at Russell, Kan., and 
Odessa and Midland, Texas, and 
for the past three years has been 
assistant to the general manager of 
stores 

Mr. McCuistion has been with 


the company 20 years 


Representative Named 
Edward Valves, Inc., has ap 
pointed Rotary Sales & Service Ltd 
of Edmonton, Alta., as its repre 
sentative in the Alberta and Saskat 


chewan areas 





THE “E” (right) and “B” of E & B 
Mill Supply Co., Perth Amboy, ie Be 
are Mr. and Mrs. Benjamin Rabinowitz, 
shown here ready for a conference. 


WHEN YOU SELL 


COOPER ALLOY 


YOU'RE SELLING 


Exponionen 


Al STAINLESS STEEL 


VALVES 
j ba 
a 


STAINLESS STEEL 
FITTINGS 


I) 
Va 


STAINLESS STEEL 
QUIKUPL 


I, every corner of the 
globe and in every industry 
where corrosion is a problem 
Cooper Alloy Stainless Stee! 
valves, fittings, and accessories 
have built a reputation for 
quality and service. 


Our thirty years of leader- 


ship is your ticket to sales. When 


you sell Cooper Alloy you're 


selling EXPERIENCE, KNOW-HOW 


and RELIABILITY that can't 
be matched anywhere. 


COOPER ALLOY 


CORPORATION «HILLSIDE, N.J. 
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NEVER BEFORE =>:; 


A Hose Clamp So Easy 
to Attach and Detach! 


e Now AERO-SEAL, the finest hose clamps, have been 
improved with a new exclusive patented feature that 
permits faster installation and removal. 

To attach, just push the housing to desired position 
on the band, Lat around hose, and threads of the 
worm screw will - bs in the slots. Now tighten the 
worm screw to fasten securely. To remove, loosen the 
worm screw; at the same time lift screwdriver head and 
clamp will open. 

But like all AERO-SEALS, it won't budge till you 
want it to. Never snaps n! 

Stick with the finest — at no extra cost! Copy-cats 
can't be leaders. It's TURNOVER, not discount, that 
makes profits. Ask your jobber about the new AERO- 
SEAL JET! 


amo rT 


Quick ATTACH && HOSE Clanyp 
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John W. Pritchard 


Midwest Representative 
Named by Deming 


John W. Pritchard has been pro 
moted to Midwestern sales repre 
sentative by The Deming Co. He 
has been working in the home office 
sales department. 

Mr. Pritchard will work on spe 
cic pump applications for indus 
try. He will call on distributors in 
southern Illinois, western Indiana 
and central Missouri 


Crane Co. 
Marks Anniversary 


Crane Co. was hailed by the 
Chicago Association of Commerce 
and Industry in a recent testimonial 
marking the company’s 100 vears of 
operation 

Frank F. Elhott, Crane president, 
accepted a plaque from Thomas H 
Coulter, chief executive officer of 
the Chicago industry group, in 
ceremonies in Crane’s Chicago 
offices. The company was cited for 
its growth and progress as well a: 
its role in civic efforts 





LADIES’ AID FOR TRUCK 
DRIVERS 


Women’s clubs and truck drivers 
have at least one thing in common, 
according to Fleet Owner, McGrow- 
Hill publication, which suggests thot 
women’s clubs and other civic groups 
get together with trucking firms in an 
effort to solve urban traffic conges- 
tion 
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77 YEARS IN BUSINESS... 


77 years an NYB«P Distributor! 


- That's the story of The 
7 se & Cooledge Company, 
olyoke, Massachusetts 
We think you will agree that 

such distributor loyalty 
signifies an unusual degree of 
satisfaction with both 
NYB&P products and 
NYB&P policy. We like to 
consider it the measure of our 
= in trying to make the 
I P franchise the most 
valued in the industry 


HASE & COOLEDGE COM 


omremcros* or 


July 27, 1955 
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NY 
B&P INDUSTRIAL RUBBER PRODUCTS 








—) America’ 
s Oldest Manufacturer of Industrial Rubber Products 
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| HYDRAULIC BENDER 
\ BY GREENLEE 


opens up even bigger sales opportunities 


for you on the famous Greenlee line 


Here's the kind of 
real portability your 
customers are looking 
for in a hydraulic 
bender to form 1/2’ 
to 2” pipe and conduit. 
One man can easily 
carry and operate the 
new advanced-type 
Greenee No. 880— and pipe sup- 
ports are designed to serve also as 
rollers for easy moving of the unit. 
Light, but strong, aluminum alloy 
is used in many parts for big savings 
in weight with no sacrifice in 
strength. There's power to spare 
here and 4 complete 90° bend can be 
made with one ram stroke! With at- 


tachments this versatile bender can 
also be used to bend thin-wall 
conduit, tubing, bus-bars 


This new Greenvee No. 
880 Bender with 
separate hydraulic 
pump and ram is 

easily hand-oper- or; 

ated or can be 

teamed with a — 
Greentes Power Pump for fast 
production jobs. It’s a widely 
needed new tool that you can do 
big business with . . . and it’s being 
extensively advertised by Green- 
Lee right now. Tic-in your sales 
efforts for extra profit! Write today 
for Bulletin E-217 and prices. 


CREENLEE 


The fast-selling Gueenxer line includes Hydraulic Pipe and Conduit Benders * Tubing Benders 
Knockout Punches and Cutters * Hydraulic Knockout Punch Drivers * Cable Pullers 


Radio Chassis Punches * Boring Tools 


GREENLEE TOOL CO., 
246 


Chisels * Gouges * and many others 
HERBERT AVE., ROCKFORD, ILL., U.S.A. 
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Warren L. Hardy 


Norton Co. Assigns 
Business Research Post 


Warren L. Hardy has _ been 
named Norton Co. business re 
search manager succeeding Myron 
N. Smith who retired after 40 years 
with the company. 

Mr. Hardy was a member of the 
Sales Engineering Department for 
several years. For the last year he 
has been in the Business Analysis 
and Research Department. 


Binks To Hold 
Two More Sessions 

The two remaining sessions of 
The Binks Mfg. Co.’s fall School of 
Spray Painting will be held No- 
vember 7-11 and December 5-9 in 
Chicago. 

The school provides instruction 
in the use of both manual and 
automatic equipment. Enrollment 
is free, but classes are kept to a 
minimum of 25 students. 





SAFER DRIVING AHEAD! 


There will be 47% more women 
drivers on the road five years from 
now ond in 10 years, there will be 
91% more, National Petroleum News, 
McGraw-Hill publication, reports. This 
will meon an increase in the number of 
women drivers from 25 million last 
yeor to 35 million by 1960, and 47 
million by ‘65. 

















—E™ 


CM CRANES. Overhead Troveling. Wall 
end Mast Jib. Portable Floor. 





CM PULLER 
Capacities: % to 4 
tons. Lifts ond Pulls 

ot ony angle. 


ELECTRIC CHAIN HOIST 


149m. 


% ton model weighs 


only 51 pounds. 





CM METEOR 
Wire Rope 
Electric Hoist. 
Capacities 
K% to 5 tons. 





CM CYCLONE 


@ Capacities &§ to 1 ton Heavy Duty — Aluminum 
Alley Chain Hoist 


@ Single and 3 phase 
@ 115 and 208-220/440 volts 


@ The first truly heavy 
duty version of the small 
electric hoist. 


@ the hoist that’s designed 
to serve you without costly 


cM COMET Capacities: % to 10 tons. 
Electric Chain Hoist. 
Capacities 
v % to 2 tons 


Cm TROLLEYS 
Plain and Geored 
“Moore”—% to 2 tons 
“Matchiess”—% to 6 tons 
"No. 120°—% to 12 tons. 


maintenance or interruptions 
in your work schedules. 








CALL YOUR CM DISTRIBUTOR FOR DETAILED 
LITERATURE, PRICES AND QUICK DELIVERY FROM STOCK 


CHISHOLM-MOORE HOIST DIVISION 


Columbus-McKinnon Chain Corporation 


TONAWANDA, NEW YORK 
HOISTS AND CHAIN REGIONAL OFFICES: NEW YORK © CHICAGO ¢ CLEVELAND 
In Canada: McKinnon Columbus Chain Ltd., $1. Catharines, Ontario 
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Exclusive Features 
Sell 
SIMPLEX Jacks 


@ That unbeatable edge over 
competitors, the exclusive feature, 
works overtime for you when you 
sell Simplex Jacks. With Simplex, 
you have three exclusive features to 
make sales easier and to get repeat 
orders. 


| 


“CENTER-HOLE” PULLING 
—an exclusive feature in Simplex 
“Jenny” and Re-Mo-Trol Hydraulic 
Pullers — makes pulling of shafts, 
pistons, liners, keys, valve seats, 
pins, etc. as much as 75% easier. 
[he reason? Eccentric loading has 
been eliminated by pulling through 
the center of the tubular ram. Reduces 
set-up time and promotes safety, 
too. The benefits this feature offers 
are easy to see, easy to sell. 


THE LARGEST LINE OF INDUSTRIAL 
JACKS AND PULLERS 
Here’s an exclusive feature that 
benefits you as well:as your custom- 
ers. By filling all jack needs from 
one source, you can prevent expen- 
sive stock duplications, make inven- 
tory control easier, cut ordering 
detail and freight costs. And your 
customers have the advantage of 
choosing from a complete line. It’s 

fully described in catalog 53. 
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LIFTS FULL CAPACITY 
ON CAP OR TOE 


Unlike many other brands, Simplex 


Ratchet Lowering Jacks are rated 


for full lifting capacity on either | 


the cap or the toe. One Simplex 
Jack can work in low clearances 


that would require two ordinary 
jacks with toe lifts rated at half the | 
cap capacity. This exclusive feature 
means greater versatility, more | 
uses and more value to your cus- | 


tomers. And more sales to you. 


COMPLETE SIMPLEX 
LINE INCLUDES : 


Re-Mo-Trol Lifting Rams and 
Pullers — 10-100 tons 


New Rol-Tee lifts 
full copocity on cap 
or toe 


Standard Hydraulic Jacks—3-100 tons 
Lever Jacks — 5-55 tons 
Special Jacks for Railroads, Mines, Utili- 


TEMPLETON, KENLY & CO. 
2523 Gardner Road, Broadview, Ill. 
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ADVERTISING for Industrial Supply 
Co., Inc., Minneapolis, is handled by 
Vice President Vernon W. Olson, who 
personally firm’s extensive 
direct mail 


supe rvises 


Industriline, Inc., 


Formed in Welding Field 


A new corporation, Industriline, 
Inc., has been organized in New 
York City to manufacture and sell 
equipment for the welding and elec 
transmission industries. 

Formed by principals of Empire 
Products, Inc., Cincinnati, and J. B. 
Nottingham & Co., New York City, 
the new firm will make cable connec 
tors, strip heaters for pre-heating 
plates before welding, and electrode 
holders. Other products will be 
announced later, the management 
Branch sales offices will be 
industrial 


trical 


said 
maintained in major 
areas. 

J. B. Nottingham is president, 
Robert Senior, vice president, and 


Paul Savoca, secretary 








NEW URANIUM SITE 


Geological studies conducted since 
1953 im the Pribram region of Czecho- 
slovakia are reported to have proved 
existence of uranium deposits, esti- 
mated to permit 30-year operations, 
reports Engineering and Mining Jour- 
nol, McGraw-Hill publication. With 
mining activities rapidly increasing, 
the number of workers has risen from 
400 in 1954 to 1,100 ot present. The 
team of Soviet experts is guarded by 
150 Czech militia men 














whatever the job... 


SELF-STICKING 


_ FERMACE 
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STEAM TRAP 

















Quality that says Nicholson Industrial Traps. Quality 
that means extra efficiency and dependability for your 


customers . . . extra sales and profits for you. You sell 


Just 3 quality ports — : 3 
thermostatic bellows, | 2=—— best, when you sell the best . . . Nicholson. 


body, cap. Simple, pos- 
Sneeten Werte @ Built strong—for severest plant service. 
@ Built simple—nothing to go wrong. 

@ Rigidly tested—on actual steam lines. 


@ User preferred—Nicholson known for quality. 
Sell quality, too. Sell Nicholson. 


When less than best won’t do, specify Nicholson. 
Send for Catalog 953. 


@M NICHOLSON and Copay 


TRAPS + VALVES + FLOATS + METAL PARTITIONS 








14 OREGON STREET, WILKES-BARRE, PA. - SALES AND ENGINEERING OFFICES IN 58 PRINCIPAL CITIES 
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Cincinnati Manager 
Named by Worthington 


Worthington Corp. has appointed 
Ralph G. Gnfin manager of its 
Cincinnati district office. 

Mr. Griffin joined the Harrison, 
N. J., manufacturing firm in 1930 
as a trainee after graduating from 
Northeastern University. He worked 
as application engineer at the St. 
Louis and Buffalo district offices and 
later as salesman at Buffalo. In 
1953 he was made assistant man 
ager at Cincinnati. 

He succeeds Earle W. Vinnedge 
who had been appointed special 
representative of the Cincinnati 
office on large negotiations. Mr. 
Vinnedge has been with Worthing 
ton for 40 years and had been Cin 
cinnati manager for 28 years 


Expands Division 

Worthington Corp. has launched 
a program to expand its air condi- 
tioning and refrigeration field sales 
and engineering force. New office 
and manufacturing facilities have 
been purchased in East Orange, 
N. J., to be known as the Ampere 
Works. 


District Head Named 


Monarch Rubber Co. has ap 
pointed Donald L. Roach as West 
ern States district manager for solid 
industrial tires. 





FORK LIFT and big shelves dwarf the 
operator in bulk materials department 
of Abrasive Machine & Supply Co., 
Newark, N. J 


Bi or 


give you six sets of bearings 





Hard use—Desmond Hex Dressers are built for it. Six holes in hardened 
bearing blocks extend the usefulness of Desmond Hex dressers as many 
times. As bearing holes wear, turn the blocks for o new set of holes 
Blocks readily replaceable when all six sets of bearing holes are worn 
Five sizes for all needs. Ask your Desmond distributor for technical 
advice on proper dressing to moke your grinding wheels last longer 
The Desmond-Stephan Mfg. Co., Urbana, Ohio 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Another sales-building advertisement from 


co through Mill & Factory, American Machinist, 
| , Modern Machine Shop, Foundry, and other 
q publications. Total circulation more than 


*~% 135,000. For steady repeat business— 
“Sq, promote Desmond. 


eh, 


¢ 
Poi Desmond, addressed to your prospects 


Lea eee 
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Mail Lacks Planning, 
Convention Told 


Industrial direct mail suffers from 
poor planning, Robert F. De Lay, 
American Air Filter Co., told the 
recent convention of the Direct 
Mail Advertising Association in 
New York City. 

“Did you ever see a football 
quarterback use only two of the 
four downs he is allowed?” he asked 
his audience. “That’s the way many 
of us in industrial direct mail at- 
tack our objectives—by utilizing 
only part of the opportunity or by 
loading the gun with only two 
shells when six rounds are avail 
able. Then we sit back and blame 
the medium itself rather than our 

‘ own mechanical failures.” 
oe Ideal for a great variety of hand opero- Mr. De Lay and other speakers 
i.  tions—die grinding, finishing, touching representing users and producers 
up, finishing molds, deburring, grinding of direct mail addressed the asso- 


at, atettliee Fer Fold ciation’s three-day meeting in the 
Hotel Statler. Joseph J. McGee, Jr., 


~g pen Sy oe special jigs and of Old American Insurance Co., 
1/6 H.P., yet weighing only 2% !bs., was elected president of the asso 
easily controlled due to small diameter ciation at the convention. Awards 


Took anil | and excellent balance. Chucking capac- presented included the Henry Hoke 


. / ity “”, 3/32” and “4”. award for solving a difficult prob 
Die Mork: lem which went to F. W. Dodge 
Corp. and an award to The Dayton 


Rubber Co. in the category on 
creating more effective personal 


~ 
Tool Room Indispensable a> ect 


Broad Planning Needed 


Your customers will find Millers Falls Tools indispensable 
Mr. De Lay told the convention 


in their tool rooms — and many other spots in their plants. that industrial direct mail should 
. be used, like other mediums, “con 
Because of their famous New England workmanship, sistently and with meticulous care.” 
Broad planning, from selecting the 
list of prospects to making the 
pay off in lowered costs for your customers —and in more _inquisitor happy that he inquired, 

| d Ges is necessary and vital, he said. 
Sales and promts tor you. “How many industrial advertisers 
Write for full details on the exceptional sales oppor-  “™>ark on an ambitious space ad- 
vertising campaign at the start of 
tunities the complete Millers Falls line of high-performance _ the selling season without condi- 
' e Is off tioning the sales force in the field?” 
electric tools offer you. he asked. “Not many. Contrast this 
logical approach with the lack of 
pre-conditioning of salesmen to a 
gee direct mail campaign, or to an 
over-all-consistent direct mail pro 

MILLERS FALLS COMPANY P oe” 


Dept. 1D-13 — Greenfield, Moss. Few companies, he said, used 
Sf — sales meetings to brief salesmen on 
She Nak of yperiorily the techniques of direct mail or in 
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outstanding performance, and trouble-free service they 





cluded this instruction in their regu- 
lar training programs. 

He said many direct mail users 
lacked any system for checking re- 
sults of a mail campaign in sales 
and inquiries 


Mail Has Two Aims 


Two objectives of direct mail, 
said Mr. De Lay are 1. to obtain 
qualified leads for salesman, and 
2. to soften up prospects before a 
salesman’s call. He pointed out that 
where large orders or units of sales 
are involved, it is often possible to 
send only 100 carefully directed 
mail pieces and to pay for the en 
tire effort with one sale resulting 
from an inquiry 

He said his company had traced 
orders ranging in size from $5,000 
to $11,000 directly to mail pieces, 
though the mail campaign was only 
intended for softening up. “I've 
never heard any salesman declare 
this campaign was a waste of 
money,” he said 


Follow-up Must Be Good 


He stressed poor follow-up as 
“the potent, single force in the 
ineffectual use of direct mail.” He 
said copywriting, expensive art, good 
timing and a proven mailing list 
are a complete waste of money 
unless planning includes follow 
through. 


Cut Out the “Goozlers” 


“Cut out the canned talk you 
used in the good old days,” L. E. 
Frailey, direct-mail consultant, told 
the conventioners. 

He listed 20 expressions, common 
in direct mail and letters, which he 
said were the favorites of “gooz 
lers.” The “goozler” he defined as 
the writer “who never uses a short 
word if he can think of a long 
word of the same meaning; who 
likes his sentences long and stuffy; 
who thinks that copy which is hard 
to understand is evidence of his 
own genius in producing it.” Their 
motto, he said, is the old one, “If 
You Can't Convince "Em, Confuse 
Em.” 

Among the 20 expressions he said 
should be tabooed are such phrases 


“mMesvTen 


so.tortr 


MeSsSTER 


S O.tLDoetr 


ali 


SEND TODAY for Kester’s new 78- 
page informative textbook “SOLDER 
. +» Its Fundamentals and Usage.’ 


The almost universal acc eptance and popularity of Kester Fiux-Cone 
Soper is largely due to its quality, based on constant solder alloy 
control and consistent flux formulae. Kester comes in 8 fluxes, with all 


available in 5 core sizes. And since Kester’s the type of solder that 


everybody wants, it’s far easier to sell and to sell it again and again. 


You see, a full spool of Kester Flux-Core Solder never lasts very long! 


KESTER SOLDER 


COMPANY 4214 wrightwood Avenue, Chicago 39, Illinois 
Newark 5, New Jersey * Brantford, Canada 
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A. S. A. SIZES and TYPES 


of RELIANCE SPRING 
LOCK WASHERS 


Aggressive selling is not the only attribute an industrial dis- 
tributor needs to end up the year on the profit side of the ledger. 
A good choice of lines and an adequate supply of different items 
are two of the major factors in getting and keeping customers 


“in the fold”. 


And when it comes to lock washers, don’t overlook the import- 
ance of having access to a wide range of sizes and types to meet 
the many different requirements of industrial customers. The 
Reliance line of lock washers numbers 116 American Standard 
Association sizes and will fill almost every known bolted 
fastening need where tension is a must. In addition to the com- 
prehensive line, the Reliance service department is adequately 
staffed with experienced “lock washer men” to help you with 
application, specification and delivery problems. Write today for 
more information about getting a franchise for distributing well- 
known, well-built, well-advertised Reliance Spring Lock Washers 
in your area. 


EATON MANUFACTURING COMPANY 
oa) RELIANCE DIVISION 


OFFICES and PLANTS 550 Chorles Street, Massillon, Ohio 


Sales Offices New York * Cleveland * Detroit 
Chicago * St. Lovis * Son Francisco * Montreo! 
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as “Enclosed herewith,” “Begging 
to remain,” “This is to advise,” 
“Attached hereto,” “Of recent 
date,” “We wish to state,” and 
others. 

He said direct mail users should 
strive not for “adequate” but 
superlative” campaigns. “Any sales 
plan that can prove its merit and 
develop an adequate return in 
profit, using the letters 1 get and 
throw away, could develop a much 
higher return with more careful 
writing,” he said. 


Three Letters That Backfire 


Mr. Frailey described three com 
mon types of letters which he said 
will almost always backfire: 


“l. The letter that offers ‘free 
information.’ This is an example 
of saying something that won't hold 
water just to get attention. Since 
when does a company charge for 
information? 

“2. The letter that offers some- 
thing ‘free’-—and on the second 
page says ‘after a week’s trial if you 
use it and pay for it’ 

“3. The letter that starts and 
ends with stereotypes—‘Dear Sir,’ 
1 cold opening, and ‘very truly 
yours,’ a falsely warm closing.” 


Among some of the other point- 
ers Mr. Frailey listed for business 
letter writers: 


1. Write as you talk, and be your 
natural self 
Every business letter can be a 
sales letter, no matter what it 
is about 
Add the human touch to every 
letter written. 
Letters are expensive in time, 
typing, postage and other costs 
Letters that irritate, or only do 
half the job they are supposed 
to, are a great burden and 
expense to any company 
Ihe percentage of one syllable 
words in a_ business letter 
should be between 70 and 80 
Lincoln’s percentage in the 
Gettysburgh address was 73 
Writing as vou talk does not 
mean discarding the restraint 
expected in a business contact 
Some dignity is expected, but 
not more than the writer would 





extend to the receiver of the 
letter in a personal convertsa 
tion. 

. Use the reader's name once or 
twice in the body of the letter. 


.Start sentences with “you” | 


whenever it is possible. 
letter should only be long 

enough to accomplish its pur- 
pose, but long sentences 
should be avoided 

.Slang may be used with re 
straint in some cases, but never 
protanity 
. Use nicknames when you know 
the reader well enough to be 
sure he will not resent it 
. The person who writes adjust 
ment letters has a tremendous 
responsibility to meet. He can 
kill customers or save custom 
ers. His job is to satisfy the 
customer but at the same time 
protect the interests of his 
company. 
.Assuming that a company 
wants to do the right thing by 
everybody, then it follows that 
complaints must be regarded 
as blessings. 

It is folly to try to explain a 
mistake where the company 
is at fault. The customer is 
not interested in why a mis 
take happened, only in what 
the company intends to do 
about it. 

A rather laughable statement 
so often seen in adjustment 
letters is, “We are taking steps 
to make sure this can never 
happen again.” The letter 
which says this is never con 
vincing; the writer's neck is out 
Write always from the reader's 
point of view—make him sec 
himself enjoying the benefit of 
your offer 

Sometimes, in the struggle to 
be different, a letter writer uses 
some “gadget” or novel ap 
proach to attract attention 
For want of a better name you 
can say that such a letter is 
‘dramatized.” These ideas may 
be very good or very sour, de 


pending on how clever the; 


really are, and whether or not 
they have a logical connection 


























Somebody always 
needs new casters! 


When you get right down to it, in plenty of places more attention 
is paid to moving materials in the plant than to moving personnel in 
the office. 

Don’t forget — Bassick casters help keep offices as well as produc- 
tion lines running smoothly. Next time you're calling on a purchasing 
agent, make one call do the work of two. Take a look at the office 
chairs and movable office equipment like ledger trays and typewriter 
stands and remember — you've got a caster to fit every situation 
and somebody always needs new casters 

Ask for the order in every office you visit 
People know what you're talking about. Bassick’s 
heavy national advertising program sees to that 
— every day of the year 


“Diamond-Arrow” Casters protect floors, 
swivel easier. High-quality construction 
throughout, topped by extra-efficient, 
two-level, ball-bearing swivel action 
Soft rubber or tough plastic wheels for 
wood or metal furniture 


THe Bassick Cor , Bridgeport 2, Conn. /n Canada: Belleville, Ont 


<T% A DIVISION 
or 
STEWART 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 
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Sell these 3 Great Names 
in Belt Fastening 
and Repairing 


- « » THEY MEAN MORE> 


PROFITS TO YOU! 


FLEXCO FASTENERS 


. the quality fastener that does an out- 
standing job in joining and repairing 
conveyor and elevator belts. 


FLEXCO HINGED FASTENERS 


are used for joining extension conveyors. Has 
removable hinge pin. Troughs naturally. 


ALLIGATOR V-BELT FASTENERS 


and open-end V-belting. Your customers 
can make up belts in zeny length to fit any 
drive, the fast economical way. 


ALLIGATOR 
CONVEYOR 
BELT LACING 
is universally used 
to join flat conveyor 
belts of any width. 
Only a hammer re- 
quired to apply it. 


= 


REMA, the new 
and amazing self-vul- 
canizing rubber re- 
pair material chat 

adds years of life 

to conveyor 

belts. 


The FLEXCO-ALLIGATOR Prestige Line 
—sold by key distributors everywhere 


FLEXIBLE STEEL LACING CO. 
rTtt hi “4, T 
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with the subject matter. 
-Four little words are 
monly found at the end of 
letters, which indicate lack of 
confidence in the writer's 
mind. Never close a letter with 
a sentence including May, 
Hope, Trust or If. 

20.Use “date action.” Don't say 
“at your earliest convenience.” 
That may be never. Say, “We 
will expect your reply not later 
than Saturday.” Don’t say “in 
the near future.” How near is 
that? Say “by Wednesday”, or 
“this week.” 


com 


Too Little Forethought 


Poor planning is the chief defect 
in today’s industrial direct mail, 
James J. Maloney, of Aluminum 
Company of America, told the con 
vention. “Too many pieces,” he 
said, “represent simply an 
ment of available photographs, a 
pretty layout, and hastily 
chosen words or sounding 
phrases that fill the copy blocks.” 

He advised direct mail planners 
to ask three questions first 


assort 


SOTHIC 


high 


“1. Just what do I want to a 
complish with this mailing 
piece? 

‘2. What is the most important 
point to capitalize on? 

‘3. How can this point or feature 
be most dramatically or con 
vincingly presented to my 

readers?” 

He 
trial 
products, direct mail results were 
often difficult to 
there is nothing so concrete as a 
sales slip or “check in the mail” to 


pointed out that with indus 


products, unlike consumer 


measure, simce 


give evidence of effectiveness 
On the other hand, he said, in 
dustrial advertisers should make 
use of some of the broad merchan 
dising techniques found successful 
in retailing. It is not difficult, he 
pointed out, to keep the compan 
name before prospects simply by 
buying enough mailings throughout 


the year, but direct mail must do 


more than that. 


Six Principles 


He cited six principles for ¢ec- 


Ces) Packaged 


PIPE NIPPLES 


in stendord 
cartons 


No Extra Cost 


ee 


WELDED and SEAMLESS STEEL 
WROUGHT IRON ¢ ALUMINUM 
BRASS, COPPER, STAINLESS 
CHROME PLATED BRASS 
Stenderd « Extre Strong « Double Extre Strong 
GAUGE SYPHONS ¢ LONG SCREWS 
BUTT NIPPLES © TANK NIPPLES 
RIGHT ond LEFT NIPPLES 
VICTAULIC TYPE NIPPLES 


RADIANT HEAT BENDS 
PIPE BENDING 
te 6" Diameter 


Fiblsburgh NIPPLE WORKS, Inc. 


1458 SPRING GARDEN AVE riTTssvuReH i, PA 


giG ORANGE. 


BUY THE BEST! 


Shackle Chain 
HOOKS 
use on 

“HIGH TEST” 


Chain 
EXTRA STRONG 


Even the pin is mode 
of hi-strength steel and 
heat-treot Available 
for chain sizes 4". 5/16", 
Me", va", Va", We". 

SAVES TimE—con be ottoched anywhere on 
the job. Only a pair of pliers needed. 
ANCHOR and CHAIN 
Screw Pin SHACKLES 





~ <= 
Forged of HI-STRENGTH STEEL 


Avoileble in sizes “te 2° EXTRA STRONG 
TRA TOUGH -colored of gotvemzed 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Ceder Rapids, lowe 














tive campaigns from the National 
Industrial Advertisers Association’s 
“Handbook of Industrial Direct 
Mail:” 

First, there must be a need for 
the product or service being adver- 
tised (It is quite possible, though, 
that a need can be created by play 
ing up a want or some unfilled wish 
of the people you are trying to 
sell) 

Second, there must be a need at 
the particular time it is being ad- 
vertised. 

Third, the proposition you are 
making must be attractive to the 
potential buyer, 

Fourth, the reputation of the ad 
vertiser must be good or at least 
not open to question among the 
people who are asked to buy what 
he is attempting to sell. 

Fifth, direct mail advertising to 
be effective must be sent to good 
prospects. 

Sixth, the advertising must be 
prepared from the reader’s angle 


Complete News Wanted 


He said a survey his company 
made to find out what prospects 
wanted to read in direct mail 
Showed that professional men (in 
this case, architects) stressed prefer 
ence for complete news of new 
products and new uses. They 
wanted the “real” story, and they 
wanted copy simple, direct and in 
formative. They preferred an 84 by 
1] size piece so it could be filed, 
ind they wanted illustrations show 
ing technical details and application 
data. The piece should also have 
costs and availability data. And it 
should contain the name, address 
and phone numbers of local sources 
of supply 

What the readers urged the ad 
vertiser not to do was the follow 
ing: Don’t go over old ground 
direct mails should supplement, 
not repeat, what is in catalogs; don’t 
go overboard in praise of product 
without warning about its limita 
tions; don’t let direct mail get out 
of date in customers’ offices; don’t 
overload prospects with too much 

_ direct mail of every size and de- 
scription; and don’t use layouts fea- 





YOU CAN SELL 
BARNES SAW BLADES 


utth confidence! 


Complete test facilities duplicote customer problems to find most practical solutions. 


Research engineering concentrates its efforts on constantly increasing 
the quality of Barnes Saw Blades. Every improvement means in- 
creased cutting efficiency and lower cutting costs for your customers. 


Quality control methods are rigidly enforced. Thorough inspections 
after each step in production assures your customers of receiving 
only Barnes highest quality blades 


Really convenient Barnes packaging is designed with the customer 
in mind. Sturdy boxes amply protect each blade during shipment 
and storage until put in use. Clear, easily read markings on each 
box identify the contents quickly. 


Barnes Sales Engineers are metal cutting experts. Their braod ex- 
perience enables them to solve most cutting problems right in a 
customer's plant. The unusucl problems are solved in Barnes’ own 
testing laboratory. Complete facilities enable Barnes engineers to 
duplicate any customer problem and find the most practical solution. 


All these factors create customer confidence in Barnes Blades and 
in your service as a Barnes Distributor. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 


when cutting counts <Qe> count on Barnes 
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famco 


DISTRIBUTORS seldom send 
customers to competitors! 


They would—if they thought a customer needed a different type or 
size machine—for their business is to help solve a problem, not just sell 
a machine. 

The point is, they don’t have to! Famco manufactures arbor presses, 
air presses, drill presses, band saws, power presses, foot presses, squaring 
shears and milling machines—there’s a model or size available for virtually 
any metalworking need. 


9 Ton No. SIA 
Pin or Electro! Clutch 


18 Ton No. 59€ 
“Blectromatic” Clutch 


for example . if a prospective customer wants a power press in the 4 to 
18 ton class, he can get it. Famco manufactures 50 models—the most in the smal! 
press field. Only Famco offers 4 great clutch types for their presses— Pin, Electrol, 
Multi-power and Electromatic. The larger models feature the revolutionary and 
exclusive Famco “Electromatic” 9-point jaw clutch. 

This ability to give a prospective customer the exact machine he needs to 
solve his problem, is an important sales asset for Famco distributors. It ranks 
in importance with the high quality of the Famco machines themselvés! 

For further detailed information on Famco Products, send for the Famco 
General Catalog—no obligation, of course. 





famco machine company 


3130 SHERIDAN ROAD e¢ KENOSHA 115, WISCONSIN 


Als Presses © Arbor Presses © Bend Sews © Drill Presses © Foot Presses 
Power Presses © Sqvering Sheers 
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turing corny artwork or the sex 


angle as bait. 
Volume up $90 Million a Year 


American business now spends 
$90 million more every year on 
direct mail advertising, Lawrence G. 
Chait, R. L. Polk & Co., the key- 
note speaker, told the convention 
audience. 

Calling growth of the medium 
phenomenal,” he pointed out that 
dollar volume of direct mail adver 
tising increased from $918,000,000 
in 1950 to $1,374,000,000 in 1954. 
Direct mail now accounts for 14.7% 
of all dollars expended on adver- 
tising and is second only to news 
papers as a medium. He added that 
more is spent on direct mail than 
on television and stressed what he 
called a “quiet revolution” in the 
distribution process as the result of 
this growth in the medium. 


Do One Job at a Time 


William W. Lewis, Jr., of E. 1. 
Du pont de Nemours Co., described 
for the convention how his com 
pany used direct mail to solicit new 
customers and find new uses for 
established products. One of the 
lessons his mail department man 
agement had learned, he said, is 
that, with rare exceptions, it is im 
possible to do two jobs at the same 
time with one mailing piece. The 
had tried this, with disappointing 
results, when they used one mailing 
folder as a combination sales pro 
motion piece and technical book 
let, he reported. 

The basic objective of 
mail, he said, is to multiply the 


direct 


effectiveness of a salesman. “No one 
more than the 
salesman himself. If your campaign 


realizes this any 


has helped him, it is, by his stand 
irds, a good campaign. If it hasn’t 
helped him, the salesman will view 
the campaign with suspicion 


Ideal for Selective Audience 


Several principles of direct mail, 
he said, should be foremost in mind 
when using it 

|. Industrial direct mail is an 
ideal medium for a highly se 
lective audience. . 


2.Users of direct mail should 





make a point of getting the 
opinion and reactions of the 
people it is designed to reach. 
.It is a mistake to try for more 
than one objective with a single 
mail piece. 

. Self-interest is the strongest 
appeal to use in all direct mail. 


He said he is increasingly con- 
cerned about the attitude of many 
industrial advertising people toward 
direct mail. “Too often direct mail 
is treated as a stepchild rather than 
a fullfledged and truly important 
member of the advertising family.” 


The Unmeasured Readership 


Leonard J. Raymond, of Dickie 
Raymond, Inc., stressed what he 
termed “the suspected but unmeas 
ured readership” of direct mail 
which he said makes it an effective 
pure advertising medium. In some 
instances, he said, he could prove 
that direct mail had pulled returns 
of 22%, 38% and 51%, and this 
response could be offered as proof 
of high readership. But this, he said, 
does not take into account direct 
mail’s “total readership.” More re- 
search should be undertaken, he 
said, to find out how many people 
not responding to direct mail pieces 
noted them or remembered seeing 
them. 

He reported that his own firm 
had found extremely high reader 
ship on a number of direct mail 
pieces it had tested. One mail piece 
of Hewitt-Robins, Inc., was demon 
strated to the convention 
had 33% proved readership, with 
rating for “read most or 
all” and 45% for “routed or brought 
home.” Other pieces exhibited had 
“throw away” percentages of as low 


and 25% 


which 


an 85% 


as 12% 


Scores Post Office Department 


Senator Olin D. 
South Carolina, addressing a recent 
meeting of Associated Third Class 
Mail Users in Chicago, criticized 
the Postmaster General for failing 
to improve mail efhiciency and mis 
leading the public about savings. 

He called Postmaster General 
Arthur Summerfield’s recent claim 
of saving one million dollars a day 


Johnston of 


dependable 


service! 


$. G. Toy 


Dep! 


Rust 


G.# 


tree 


TYPES AND SIZES OF 


QUALITY CHAIN 


Chain is a specialty — not a side line—at Taylor 
Chain. That's why so many distributors and 
wholesalers all over the nation make Taylor's 

plants in Hammond and Pittsburgh their one 
dependable source for everything from No. 
8 Sash Chain to 2” Alloy Steel Chain. 
Taylor's seasoned sales engineers and 
Taylor's 83 years of chain-making know 
how are at your disposal — ready to help 
you with any chain problem you or your 
customers might have 
Contact Taylor Chain for your next 
chain requirements. You'll be time and 


money ahead if you do! 


S.G. TAYLOR CHAIN COMPANY 


Hammond, indiana; Pittsburgh, Pennsylvanica 


Free! Complete 
Taylor Chain Cot 
alog is available 
FREE to bone 


fide distributors 


——_____—__»> 


y ths 
AYLOR 
COZ, 
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BLUEBOOK of . 
INDUSTRIAL . 
HARDWARE ° 


rue 


* yours 


° for the asking! 


@ This new fine FANNER Catalog illustrates and 
describes a complete range of inoustrial hard- 
were items — only a few of which are shown 
below. In Fanner, you get a combination of 
facilities wnequalied for quality, dependability 
and service in cast iron, malleable iron and 
drop forging products. As a result every fine 
FANNER product is produced by the method 
which mokes it most suitable for the purpose 

- and the most ec al, Get acquainted 
with the complete line by sending for this free 
catalog No. 19 today. 





TURNBUCKLE BODIES 
STUB END TURNBUCKLES 


WOOK AND EYE TURNBUCKLES 


OCe 


CONNECTING LINKS 


FAST EYE BLOCKS 


PHILADELPHIA HARDWARE AND 


MALLEABLE IRON WORKS, INC. 
Established 1852 
division of 
THE FANNER MANUFACTURING C co. 
oo Offices Philadelphia Plont 
ond Worehovie 
Qrcetside Hy 2207 Bridge St. 
Cleveland 9, Obie Philedeiphia, Po. 
EAST TTT 
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a distortion of the facts. Many of 
the savings, he said, appeared only 
as bookkeeping changes. Others 
were attributable to rate increases, 
he said. 

Senator Johnston challenged the 
Postmaster General's recommenda- 
tion for higher postal rates. He said 
the department skould first elimi 
nate waste and inefficiency before 
asking for more money. 





| Flood Regions 
|Get Defense Orders 


Defense Department officials 
| announced recently that $61.8 mil 
lion in procurement contracts have 
been placed in the six Northeastern 
states hit by floods this August. 
The Navy has $283,239,502 
procurement actions under study, a 
spokesman stated, and will place 
contracts “to the extent possible 
with companies in the flood disaster 
areas.” The Connecticut aircraft 
industry would be chiefly affected 
Besides the defense contracts, 
officials said, emergency flood relief 
and rehabilitation projects of the 
Army Engineers in the flooded areas 
will involve total spending of about 
$9 million. 

The buying contracts were dis 
tributed as follows: Connecticut, 
$6.9 million; Massachusetts, $20.5 
million; New Jersey, $22.6 million; 
New York, $3 million; Pennsylvania, 
$8.2 million, and Rhode Island, 
$176,819. 


in 





LATEX AIDS FABRICS 


A latex-compound is being used by 
a Kentucky textile firm on many of its 
styles of upholstery fabrics to make 
them lie better in the cutting room, 
ravel less after cutting and be more 
stable after they have been made up, 
Textile World, McGraw-Hill publico- 
tion, reports. The latex solution is a 
synthetic material supplied in 35 per 
cent concentration; only other ingredi- 
ent in the coating formula is a gum. 
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MR. DISTRIBUTOR: 


TAKE “T” SLOT BOLTS 
OFF YOUR “NUISANCE 
ITEM” LIST... 


eiNi}i0 (i041 ES AAV 











GIVE YOUR CUSTOMERS 
FAST PROMPT SERVICE OF 
HIGH QUALITY PRODUCTS 
DIRECT FROM ZIP’S VAST 
AND COMPLETE STOCKS 


Samples furnished upon sequest 


Geo. H. Seltzer & Co. 


Drexel Hill, Pa. 


FLOATS 


- @COPPER ® MONEL 
@ NICKEL ¢@ BRASS 
@ EVERDUR @ ALUMINUM 
@ STAINLESS STEEL by 


sow tapatio fon 


HARRIS 


— 


a- se 


also 


® tanks © coils © bends 
© expansion joints 
® kettles © evaporctors 
@ heaters © coolers 
© chemical apparatus 


HARRIS hos been supplying in- 
dustry for the past 71 yeors 
with these very necessary prod- 
vets. The demond is clwoys 
constent and with today’s 
heavy manufacturing schedules 
there is an even greoter de- 
mond. Our engineers ore of 
your service for consultation 
without charge. 


ARTHUR HARRIS & CO. 
210-218 N. Aberdeen St. 
Chicego 7, ti. 


ARRIS &2CO. 


th Aberdeen bt Chicege 





Fairless Assails 
Industry Critics 


Benjamin F. Fairless, chairman 
of U.S. Steel Corp.'s executive 
advisory committee, recently scored 
critics of price increases m the 
steel industry in a speech before 
Pennsylvania Newspaper Pub- 
lishers. 

He blamed labor leaders and poli 
ticians for biased criticism. “U.S. 
Steel is expected to justify the 


economics of price mcreases to every 

one except those asked to pay the BUFFALO 
price, the customers,” he said. 4 

Fortunately, they know whether SS -#5 etter -buil 
the price is right or not and render 

their verdict without any vote-get 


ting cliches.” \ 
He said there is widespread mis \\ CARBON DIOXIDE 
understanding that steel prices are if 
determined on a_ cost-plus basis : \\ EXTINGUISHERS 
This, of course, is not even \ 
/FF \ te \ ~ INSULATED HORN HANDLE 
\— KINK-PROOF HOSE 
who determine all prices in a free Sa ae 
ind competitive market,” he said ae See GAey 
‘In the long run it is the cus sees, mag ey a 
tomers who set the price of steel, 
is they set the price of everything E-Z SQUEEZE GRIP VALVE 
else Ihe opinions of govern 


remotely correct, since it ignores 


the competitors and consumers, 


_—LOCK PIN FOR ADDED SAFETY 
ment officials, the general public, . eae 

the owners, and even management Squeeze to open, release to close 
have astonishingly little to do with ee PRESSURE WORKS AGAINST SEAL 

it.” > RECOIL PREVENTOR 

VALVE OPEN LOCKING DEVICE 


Scores Tax Policies 
AVAILABLE IN 2'2, 5, 10, 15 
Mr | airless took issuc with AND 20 POUND SIZES. ALSO 50, 75 


Federal tax policies on equipment AND 100 POUND WHEELED ENGINES 


depreciation allowances. “Under " 
present circumstances,” he said, UNDERWRITERS’ LABORATORIES, 
FACTORY MUTUAL AND COAST GUARD APPROVED! 


the rules of regular depreciation 
permit us to list as a cost only a frac 


tion of the purchase price of an W.... you handle the Buffalo Fire Extinguisher 
line you can be sure you sell the finest because there's 
more fire protection built-in. Highest engineering 
, standards, exacting manufacture and precision in- 
chine Ihe policy, he said, per spection produce the finest extinguishers possible. 
mits the company to recover the Buffalo's exclusive Distributor Sales Policy and con- 
sistent advertising program to your customers direct- 
ing sales to industrial distributors makes the Buffalo 
line very desirable. If you are not already a Buffalo 
same amount of purc hasing power Distributor, write today for complete information! 


equivalent new machine which is to 
replace a worn out or obsolete ma 


same number of dollars originally 
invested but forbids it to recover the 


He said the Government's 
unrealistic” attitude toward depre WRITE TODAY FOR THIS COMPLETE 
POCKET GUIDE TO FIRE PROTECTION! 


iation was one of the reasons for 
public reluctance to invest in stocks 
ind bonds. In the case of U. $ B U t FA L ©) F | R iz A Pp Pp L | A we Cc gp 
Steel, he said, investors, according ° “it ee aa eS 

to stock quotations of that particular 


wa Lee sae eee a 
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HOW TO MAKE A PROFIT 


ON SERVICE CALLS! 


You can assure customers 
Easy, Permanent 
thread repairs... 


BIG PROFITS 
FOR YOU 


Stock and sell new, 
fast-selling Heli-Coil* 


It's sure to be your best 


““door-opener” to bigger profits if you sell it when making service calls! 


Shop-packs are the profitable, proved way your customers can repair 
rusted, busted, worn out, torn out threads due to broken bolts, frozen studs, 
excessive wear, etc., on the spot and drastically cut downtime, mechanics’ 
time, eliminate welding and plugging. With Shop-packs, permanent back- 
to-original size repairs can be made of any thread size from 6-32 to 142-6 
in N. F. and N. C. series (also available in pipe thread sizes)...in any 
machine tool, engine, appliance, building or furnishing. These are the same 
Heli-Coil Inserts specified by designers throughout industry to improve 
threads. 

It’s easy as: A. drill out the hole; B. tap new threads with the Heli-Coil 
tap; and C. wind in a Heli-Coil Insert, using the inserting tool provided! 

Shop-packs, which contain a tap, inserting tool and generous supply of 
Heli-Coil Inserts, retail for as low as $18.50 for each thread size, and allow 


you a full distributor discount. 
*Reg. U.S. Pat. Off. 


~ 
& 


HELI-COIL CORPORATION 
. 731 Shelter Rock Lane, Danbury, Conn. 
Please send me catalog sheets and price lists on NEW Shop-packs. 


Nome Title 





Cc 








7 


Address 


City 





State 


@- 


Zone 
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week, were willing to pay only $79 
to buy ownership in facilities that 
would cost $300 and more to build. 

“If you are going into the steel 
business,” he advised, “don’t buy a 
new plant. Because on the open 
market you can buy ownership of 
existing facilities for about one 
fourth of duplicating 


them.” 


the cost 


California Plants 
Bought by Ladish 

Ladish Co. has purchased two 
adjacent Los Angeles Manufactur 
ing plants, CBS Steel & Forge Co. 
and General Pacific Corp. They 
will be operated as the Ladish Pa- 
cific Division. 

The plants are located at 3321 
East Slauson Ave. The Ladish man- 
agement said new methods and 
controls will be installed in the 
division along with new equipment 
for fittings and forgings manufac- 
ture. 

J. L. Varga, who established and 
headed Ladish Co. of Canada, has 
been appointed plant manager of 
the new division. H. L. Pehrson, 
district manager of Ladish’s West 
Coast fittings sales, and G. L. Shaf 
fer and H. Stroup, special sales rep 
resentatives of the Customs Forging 
Division, have moved to offices at 
the plant along with other staff 
members. 

Other Ladish sales offices on the 
West Coast are maintained in San 
Francisco under A. C. Tracy as 
manager and in Seattle under W 
W. Warren. 

Ladish is marking its 50th anni 
versary this year. The new purchase 
is the fifth plant to be added to the 
company’s manufacturing facilities 





SAFER WITH ATOMS 


Hozords to operating personne! of 
an atomic plant may well be less than 
those present in conventional power 
plants, according to Electrical World, 
McGraw-Hill publication. Extra-careful 
control of safety in atomic installe- 
tions is the reason. 














Disaster Loans 
Approved after Flood 


The Small Business Administra 
tion has approved 462 disaster loans 
totaling $6,212,590 in six North 
eastern states and North Carolina 
following Hurricanes Connie and 
Diane and ensuing floods 

Some 1,116 firms have applied 
for loans totalling almost $26,000, 
000, S.B.A. officials reported. 

Wendell B. Barnes, S.B.A. 
administrator, said his agency had 
set up 18 emergency field offices in 
the disaster areas to process applica 
tions. He cited state and local 
government officials and bank off 
cers for their help in the emergency. 
Temporary disaster offices of the 
S.B.A. are authorized to approve 
loans up to $20,000 and regional 
offices up to $50,000 without refer 
ence to Washington, Mr. Barnes 
said. 

Of the 462 loans approved, 16 
totalling $2,511,000 were for more 
than $50,000 each. Regional offices 
approved 33 loans in the $20,000 
$50,000 bracket. 

The breakdown of loans by states 
was as follows: Connecticut, 143 
loans totalling $2,341,770; Rhode 
Island, 28 totalling $246,800; Massa 
chusetts, 128, for $2,341,770; New 
York, 18 for $202,450; New Jersey, 
20 for $119,120; Pennsylvania, 48 
for $843,287, and North Carolina, 
7 for $329,743 

The S.B.A. is authorized to make 
loans to owners of businesses and 
homes damaged by hurricanes and 
floods at 3% interest 


Regular Loans Continue 


The Small Business Administra 
tion continued its regular loan pro 
gram in September, approving 51 
loans totalling $2,652,017 during the 
first two-week period of that month 

Included were three loans, total 
ling $170,000, which S.B.A. officials 
said were expected to assist manu 
facturing firms as part of community 
development projects. The largest 
$120,000, was for a roofing manu 
facturer in Arkansas, to help con 
struct a plant to employ 85 persons 
Another, for $75,000, was for a 


cB me 


THERE’S PROFIT IN 
SELLING BELMONT... 


The.Packings of Master Craftsmen 


We at Belmont realize the importance of speed and service 
in selling our products through distributors. The Belmont 
Policy is to back up our basic distributor stocks and our 
entire organization is geared to speedily complete and ship 
within a minimum space of time every emergency order sent 
us whether it be for dimes or dollars. Belmont has built its 
reputation on this type of service over the past six decades 


There’s profit in the Belmont Line for every distributor 


because the quality and dependability of 
Belmont Products keeps customers coming 
back for more and more. 


And Belmont advertising in the leading 
POWER PUBLICATIONS talks about Belmont 
Distributors and the SERVICE they render from 
local stocks. Learn more about Belmont and 
the things Belmont has to offer! Write today 


—e ee ee ee ee oe oe CLIP AND SEND COUPON = «= eo eee oo 


BELMONT PACKINGS 


Butler & Sepviva Streets Philadelphia 37, Pa. 


Crisscross 

Braid Folder 

# $4 Condensed 
Catalog 

Bel-Vee Packing 
Folder 


Without obligation — send us infor- 
mation as checked: 

Name 

Company 

Address 

City 


[] SEND NAME and ADDRESS of NEAREST BELMONT DISTRIBUTOR 
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1S that Lead to 


Sales/ 


SWIVEL BASE CONSTRUCTION 


The Parker Swivel Base 
action! It is designed on th 


Here's 
One For 
YOU 


is POSITIVE in 
e principle of the 


automobile brake — “shoes that grip the 


sides.” 


Providing a gripping power 360°. 


A Positive Lock In Any Position. 


THE CHARLES PARKER CO. 


Use It 
Today 


Sold 100% through distributors 


Established 1832 MERIDEN, CONN. 


PARKER VISES 


America 


ESSEX 


‘ 


© 





LUBRICATING DEVICES 
WATER GAUGES 
GREASE CUPS 
AIR COCKS 
FITTINGS 
. and other Bross Products 


's First Vise Maker 


LUBRICATING 
DEVICES 


‘MULTIPLEX’ 


SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed illustrated 


Electric Solenoid-Operated Valve for Automatic 
Lubrication of Bearings and Journals. One to 
fourteen feeds—tfour sizes of Reservoirs 


A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 
price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, machinery, etc. Stock them 
for prompt service. Let us send you the com- 
plete ESSEX catalog and make us your supply 
source for all products listed. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET 


Est. 1907 DETROIT 7, MICH. 
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plant to make starch from potatoes 
in Idaho, employing 33 people. A 
$75,000 loan was approved for 
Wagener Holding Corp., Wagener, 
S. CC. a community enterpmse 
organized to attract new businesses 
Included among other benefi 
ciaries of smaller loans were a restau 
rant in Oklahoma, a beauty college 
in Texas, a Michigan trucking con 
cern, a plumbing supply firm in 
Baltimore, a meat packing plant in 
California, a laundry in Anzona, a 
commercial refrigeration dealer in 
\rkansas, a bakery in Massachusttts, 
everal engineering companies, and 
1 number of manufacturing com 
panies and service establishments 


Unemployment Figure 
At Two-Year Low 


Unemployment in the nation du 
ing September dropped to the 
lowest figure in two years, according 
Laber 
Department l otal 
employment was the highest for any 


September on record, with onl 


to a recent Commerce and 


joint report 


2,100,000 persons listed as out of 
vork 

The number of jobseekers had 
declined by 88,000 from August and 
was the lowest since November 
1953, when unemployment totalled 
1,700,000. The postwar jobless low 
was 1,200,000 in August of the same 
ear. Slightly more than 3,000,000 
were unemployed in September of 
last year 

Some 64.700.000 
employed this September, accord 
ng to the 


vhich 


persons were 
Government's estimate 
750,000 fewer than in 
August but 


topped the previous September by 


was 
the record month of 
2,500,000. The Government report 
tated that the August-to-September 
drop in employment was due to th« 
usual seasonal factor of young work 
ers leaving the summer labor markct 


school The 


September figure, however, was the 


ind returning to 


highest employment for anv Septen 
ber in history, toppirg the previou 
September high of 62,600,000 
1953 
State 


reported 


local 
greatest 


and governments 


the increase in 





payroll employment as schools re- 
opened and trade employment also 
went up as the fall shipping season 
began. Employment in construc 
tion, services and finance continued 
at August levels. 

The report held that the makeup 
of the unemployed has changed 
significantly from the previous year. 
In recent months there has been a 
drop of more than 40% in the 
number of unemployed men at least 
25 years old who are heads of fami 
lies. A large number of housewives 
have been entering the labor mar 
ket so that women now make up 
about 45% of the unemployed. 
This is the largest proportion of 
women since the fall of 1952 when 
the labor force was also expand 
ing rapidly according to Govern 
ment spokesmen. 

First claims for state unemploy 
ment compensation increased by 
4,100 to a total of 170,200 during 
the week ending October 1, it was 
reported at the Labor Department. 
{ year ago first claims totalled 
241.000 

In the week ending September 
24, there were 824,000 workers draw 
ing jobless pay, the smallest weekly 
total in almost two years. 


Earnings Also Up 


Earnings were also at a peak, 
according to the Government report, 
with average weekly pay in manu 
facturing averaging a record $77.90, 
or $1.57 higher than in August. 
Weekly pay was up $6.00 from the 
previous September, _ reflecting 
longer working hours as well as pay 
increases. The gain in durable 
goods industries was $7 and it was 
$3.30 in nondurable goods. 





PONYBACK PROMOTION 


Freezer salesmen in Milwaukee, 
Wis., have discovered ao unique woy 
to canvass the city’s mothers, accord- 
ing to Electrical Merchandising, Mc- 
Grow-Hill publication. In areas where 
there are many children, the salesmen 
bring along a pony, which gives rides 
to the ch Idren while the salesmen talk 
to their mothers about freezers 











big, fast, built to give you high production 


KALAMAZOO METAL CUTTING 
BAND SAW MACHINES ... a 
model to meet your needs. 


MODEL 8C cuts 8” round, 16” fict, 
8” pipe. Coolant equipment and 
casters available. 


KALAMATIC BAR FEED ATIACH- 
MENT converts Kelemeroo sows to 


610 cuts 6” round, 
flat. Coolant equipment ond casters 
available. 


CUTS 12-INCH ROUND, 
20-INCH FLAT, 12-INCH PIPE 


Accurate to a few thousandths, with 
minimum burr and kerf. 


Four cutting speeds and variable frame 
weight adjustments provide a selection 
for various jobs — better sawing re- 
sults, longer blade life. 


Available with coolant equipment for 
uninterrupted production sawing — 
without coolant for intermittent cut- 
ting and for non-ferrous metals. 


Designed throughout for maximum 
safety. All moving parts fully enclosed 
— only cutting section of saw blade is 


exposed. 


Heavy duty 1 HP motor provides ample 
power for all cuts. 


ASK YOUR KALAMAZOO DEALER 
FOR DETAILS AND DEMONSTRA- 
TION of the rugged Model 1220. 


MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO COMPANY 
1116 HARRISON STREET.-. KALAMAZOO, MICHIGAN 
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Any size, any quantity... shipped 
from stock the day you order them! 


For your convenience Western carries enormous stocks of 
these case-hardened, alloy steel dowel pins in all standard 
sizes. Standard diameters from 4%" to 1°—standard lengths 
from %" to 6”. 

Whatever your precision parts requirements, it pays you 
to standardize on Western. You get your parts 4s you want 
them when you want them by using Western's 81 years of 
experience in precision manufacturing techniques. 


Why not write today for Western's catalog and prices? 


We 





Western Automatic 


NOP 
Mochine Ser Coronal 


Screw Products, Parts and Assembli« Since 1873 
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Uniform Excise Rates 
Urged at Capitol 


Spokesmen for the National Asso- 
ciation of Manufacturers have urged 
Congress to replace the present 
excise tax system with a uniform- 
rate manufacturers’ tax on all manu- 
factured goods except food and food 
products. 

\ House Ways and Means sub- 
committee recently held hearings 
to get views on excise taxes from 
representatives of various indus- 
tries. 

Charles H. Orem, Jr., of Sylvania 
Electric Products, Inc., speaking for 
the N.A.M., said the uniform rate 
plan would circumvent most of the 
difficulties of the present system 
“now bedeviling both taxpayers and 
the Internal Revenue Service.” 

F. Cleveland Hedrick, speaking 
for the American Bar Association, 
urged a change in the law to help 
out manufacturers who distribute 
their own products. The courts 
have held that such firms must pay a 
manufacturers’ excise tax on the 
basis of the distributor’s sales price, 
whereas a manufacturer who does 
not distribute his own products pays 
the tax only at the factory price. 
He suggested that any costs attri- 
butable to selling or distribution be 
excluded from the price subject to 
excise tax. 

He also urged changes to make it 
easier for firms to get refunds for 
overpayment of manufacturers’ 


excises 





INDUSTRIALIST FARMERS 


At least two of the Soviet agricul- 
tural experts who recently toured the 
U.S. were experts in tractor produc- 
tion and knew manufacturing processes 
and automation, American Machinist, 
McGraw-Hill publication, says. The 
two Russians, who toured two tractor 
plonts in the Midwest, were well in- 
formed on highly technical motters, 
and were acquainted with every make 
of jig borer in the U. S. 














Steelmaking Capacity 
Six Times 1900 Level 


Steelmaking capacity in the 
United States has been multiplied 
six times since 1900 and stood at 
125,828,000 net tons of ingots 
annually at the beginning of this 
year, the American Iron & Steel In 
stitute reported in its recently pub- 
lished facts book, “Charting Steel's 
Progress.” 

his rate of growth has been threc 
times faster than the growth of the 
nation’s population, the booklet 
pomts out 

Other growth factors cited by the 
Institute's publication are: Eighty 
four companies now make steel 
ingots, as compare with 76 only four 
vears ago. Since the 1930's, the in 
crease of capacity in each decade 
has been greater than in the previous 
decade, expanding 12% from 1930 
to 1940, 22% from 1940 to 1950 
and 27% in the five years since 1950 
In 41 years of growth since 1914, 
the industry has increased its blast 
furnace capacity from 49.7 million 
tons to 84 million tons, or 169%, 
though the number of blast furnaces 
has actually declined 44% in the 
same period 


U. S. Production Leads 


The United States produced in 
1954 almost twice the output of 
Russia in net tons of steel, and one 
and one half times the production 
of Russia and her satellite countries. 
The U. S. produced 36% of world 
output, while other free nations 
accounted for 39%. 

However, Russia’s steel produc- 
tion is 133% higher than its 1937 
level, while U. S. production has 
increased 56% in the same period 
Russian plus satellite production 
has brought steel production now 
at Communist disposal to 220% 
over Soviet steel production in 
1937. 

Although Russia is the world’s 
second largest steei producer, her 
per capita output last year was less 


You profit most from the most complete line . . . 


Weg Als 


FOR EVERY PURPOSE! 


_ gee aaeneos 


seereecneut 
seneser 


DOUBLE-V GRIPBELT 


For multiple shaft drives. Driven 
shafts may operate in the 
same or opposite directions 


This unique belt assembles to any 
length needed. Ideal where 
obstructions hinder belt replacement. 


FHP BELT 


Special safety channel adjusts 
molding to maintain exact 
wall dimensions. Smooth 
brationiess power, longer 


dur 
4 
side 


‘ 
‘ 


STEEL CABLE GRIPBELT 


Transmits heavier loads with smaller 
sheaves or fewer belts. Negligible 
stretch, longer life, greater economy 


GRIPBELT, SUPER GRIPBELT 


The high-quality all-purpose belts 
proved by years of satisfactory 
service in all types of drives. 


POLY-V* BELT 


New multiple V-belt in single unit 
Delivers more horsepower, 
cuts space requirements 
eliminates matching problem 


© @® Pvybestos Monhotton, lnc 


GRIPROLL 


For special applications where 
endless belt cannot be used 
Cuts to any length, splices readily 


sill 


Serve your customers’ every 
V-belt requirement efficiently 
and easily from these depend 
able Gripbelts. They combine 
with Browning's wide range of 
sheaves to form the most com 
plete V-drive line. Join the 
many distributors who are 
cashing in on the high quality 
and salability of these products 
Write for Catalog GC 10! 





than half that of the U.S. Much 
of the Soviet output goes into 
industry, the 


MANUFACTURING COMPANY 
MAYSVILLE, KENTUCKY 


expanding heavy 
amount for consumer goods being 


Erounihy 
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relatively far less than in variou 
other nations. 


Production Double °20°s Rate 


Steel production in the U. S. last 
year, at 88.3 million net tons, was 
9% over the annual average fo 
1940-49, though lower by 23.3 mil 
lion tons than record-breaking 1953 
production. Average annual pro 
duction for 1950-1954 was more 

| than twice that of the prosperou 
1920's. 


Competition Increased 


SODERING 
increase in the number of com es BRAZING 
panies producing ingot steel an \" Vez | WELDING 


the rate of growth of many smallet 


Ihe booklet points out that th 


producers of both ingot and finished 
steel has assured “keen ompeti 
tion.” Ingot steel produced by 84 
companies is finished for ultimat 


Become markets by 255 companies, wi 
acquaint —— . 
ed with plants in 270 communities in Sold thru Distributors 


the FA- Send for Catal 
VORITE states. The 11 largest compani masher! ~~ 


Reversible 1939 increased capacity 48% | & B. ALLEN co. Inc. 


Ratchet sain 
Wrenches 1955, while other companies show 6733 Bryn Mawr Ave. * Chicago 31, Illinois 
and reap the Qs¢ 
profits. Know an IA 
its special ad In the steel industry, competitio 


a you uaa extends over an unusually wide | Qiglwiedp alee) 184i we ielt] ia 3 


its 
sales tries. The three largest companies PORTANT 


opportunity 
The FAVOR. iccount for only 54% of the indu 
ITE is a heavy duty . 
try’s total steelmaking capacity. In 


reversible ratchet 


wrench made in 
gs I oy another major industry, by con C fe ‘7 W S 
15, 24 and 27 inches trast, three companies compete for 


cach handle may be 


used with a variety of 95% of the business; in still another B O By S | U T Sy 


interchangeable double 


sockets to fit square or three companies share more than WASHERS - RIVETS 
hex nuts of all American Ose . 4 , , 1 ~ 
Suatiend tbte bebe Ge 5% of it; in another again, three FASTENING DEVICES 
to 1%”. And remember companies supply 75% of the mar S| IN ALL METALS 
each socket is designed so ” 
that either size will pass | ket 
freely over protruding | 
bolts or studs 
For customers who re- 

quire special adaptations ' i 
of the FAVORITE de- Technological change has been 


sign—other sizes than ; hj . ‘ 
samp dhesds teaner 48 rapid and far reaching in the indus , nn at ae 


ghorter handles, or per- ; try, the booklet points out In | SPECIA i. 


haps a different metal ‘ 
write us and give : 1900, two thirds of the nation’s steel MANUFACTUREO 

us the particulars 2 . 
Look for all of the . was made by the Bessemer process ; F EPRINT | 


business FAVORITE —p ? 4 on 
Wrenches can give you Today, more than 90 c of the out 
and profit more a put is by the open hearth pro ess 
Electric furnace cutput was 6% of 


total production, and the Bessemer 


increase in the perio 


pk - front, as compared with other indus For 
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process accounted for barely 3% wor = 


= ‘ Crucible steel, practically nonexist- | —;:-.-:=>a:~ > = 
Write for Bulletin F-11! ent today, accounted for 1% of total | K . y S T 0 N r 
1900 production 
GREENE, ahaa) & CO. Carbon steel accounts tor 97% i BOLT & NUT CORP 


B 135 CHURCH ST * NEW YORK 7 





| of today’s total production, or 81.1 
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million tons of the annual output 
Alloy steel takes 6.3 million tons 
and stainless steel, .9 million. How 
cver, production of stainless steel 
has increased 350% in the past 15 
years, compared to a 64% increase 
in carbon steel \lloy production 
is up 110% 


New Records This Year 


Steel production in the U.S. set 
new high records in September and 
in the first nine months of 1955, 
the Institute disclosed in a recent 
preliminary report 

bor September, the output oi 
ingots and steel for castings 
amounted to 9,881,000 net tons, 
compared with 9,594,545 tons in 
\ugust and 6,807,483 tons in Sep 
tember of 1954. 

he industry is apparently headed 
for an all-time record in production 
this year, since production for the 
first nine months was 85,782,793 
tons, an amount that was within 
eight days of equalling the output 
of 88,300,000 for all of last year 

Ihe record-high nine-month fig 
ure this year was about 272,000 tons 
above the previous peak set in the 
similar 1953 period 


Brebner Machinery 

Names Executives 
Brebner Machinery Co., Green 

Bay, Wis.. 


Brebner general manager and Low 


has appointed John P 


ell A, Larson as Wisconsin sales 
manager. 

New sales representatives include 
R. S. Reeves, John Sikorsky, and 
Otto Korth 





SEWERS IN OUTER SPACE 


Atomic waste-Jdisposal problem needs 
some radical thinking for solution, says 
Power, McGraw-Hill publication. Con 
ventional waste-handling methods 
won't do becouse of severe radioactiv 
ity of materials. One solution: shoot 
wastes into space or to other planets 
by rocket ship 











DONNELLEY CAMERA MEN UNDERSTAND 


sales talk 


They know what a distributor means when he soys, 


We want special pages that will hit this specialty line hard!”’ 


Or when a manufacturer says, 


“Every shot you take for our book, make ul a selling prcture 


Our merchandise photography is a regular part of our und 
responsibility service to catalog users You need not hunt around 
among shops that do a piece of this or a piece of that. Donnelley 


handles the complete job from plan to delivered catalogs 
Call us in the minute you begin to plan for a 


harder-hitting catalog. You will not obligate your 


self in the least by consulting us. Just drop us a line 


The Lakeside Press 
R.R. Donnelley & Sons Company 


CATALOG COMPILING DEPARTMENT 





SYRACUSE 


SUPPLY 350 East 22nd Street, Chicago 16 


CAlumet 5-2121 
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Hundreds of uses by thousands of firms 
make these new Binks pumps 


your potential No. 1 seller 


You will find a ready market 
for this economical, modern 
way of pumping fluids and 
semi-fluids. There are hun- 
dreds of uses for these new 
air-operated material han- 
dling pumps...by manufac- 
turers of all kinds, railroads, 
airlines, auto refinishing 
shops, roofing and water 
proofing contractors, com- 











mercial painters, garages, 


and thousands of others. 








For paints of average viscosity 


Binks powerful cir-operated material 
handling pumps can deliver paints of 
average spraying viscosity to any 
number oi spray guns through a mile 
of suitable piping. Or they can be 
used to feed individual spray guns 
direct from the original paint con- 
tainers. Models are available 

for both 55-gallon drums and 

5-10 gallon containers. 





EVERY TAING 


For transferring fluids... fast 


Almost any business 
which handles quantities 
of non-corrosive fluids 
can save time and mate- 
trials with Binks’ new 
Mode! 41-8000 Transmatic 
transfer pump. For ex- 
ample, it empties c 55- 


ly spillage . . . makes 
fluid handling less 
hazardous. 

Binks Transmatic 
transfer pump weighs ¢ 
only 13 pounds...is 
easily fitted into the 
standard 2-inch bung 
of closed-type 55-gal- 
lon drums. A special 
clamp adapts the 
Transmatic for use 
with open drums. , 


Send for Bul- 
letin 705 de- 
Binks 











For heavy materials 


Binks’ new air-operated materia! handling 
pumps...for use with standard 55-gallon 
drums or 5 or 10-gallon coniainers...can 
move extra-heavy materials. Ideal for ap- 
plying undercoating. sealing and calking 
compounds, protective coverings for cll 
surfaces, railroad car cements 

..-@nd for spraying or extrud- 

ing many other semi-fluids. 

Send for Bulletins 702 and 704 








Binks Manufacturing Company 
3128-30 Carroll Ave., West, Chicago 12, Iii. 


REPRESENTATIVES IM PRINCIPAL U.S. & CANADIAN CITIES SEE YOUR CLASSIFIED SP DIRECTORY 
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Irritating Phrases 
Listed for Salesmen 


Sales Management magazine in a 
recent issue printed a list of “irritat 
ing phrases used by salesmen” that 
had been gathered in a survey by Dr. 
Charles Lapp, professor of market 
ing at Washington University. How 
many of them do you recognize? 

“Better than ever” 

“This is a great seller” 

“See you next time” 

“You can’t be without this” 

“Need anything today?” 

“T've got a dandy little item here” 

“Selling like hotcakes” 

“I've got an item here you can't 
run your business without” 

“Be back next week” 

“This is the latest thing” 

“You're still in business, I see” 

“This here gadget” 

Of course, the salesmen who had 
assailed their customers with these 
cliches were not industrial men. It 
happened that Dr. Lapp was con- 
ducting his survey on the trail of 
wholesale automotive parts sales 
men. He asked buyers what irti- 
tated them most of phrases the sales 
men used in their presence, and 
these were the ones they remem 
bered with the greatest feeling of 
antipathy. 


Bay State Abrasive 
Names Representative 


Bay State Abrasive Products Co. 
has appointed James A. Turnipseed, 
Jr., as abrasive engineer for North 
and South Carolina, Tennessee, 
northern Alabama and eastern Ar- 
kansas with headquarters in Bir- 
mingham. 

He was an abrasive engineer for 
Sterling Grinding Wheel Co. and 
is a graduate of Alabama Polytech- 
nic Institute. During World War 
II he served as an Army major. 





There are three principal wage clas- 
sification systems for federal em- 
pioyees—with 18 separate pay grades 
under one, 92 under the second, and 
34 under the third—a total of 144 
seperate pay grades. 














Wak Connell 


Fort Worth Steel 
Names Midwest Manager 


Fort Worth Steel & Machinery 
Co. has appointed Walt Connell to 
the newly created post of Mid 
western regional manager with head 
quarters in the firm’s Chicago sales 
office 

He was formerly Chicago 
regional manager for The American 
Pulley Co., which he joined as a 
salesman in 1948. He had also 
been district manager in St. Louis 
for Chicago Latrobe Twist Drill 
Works, and during World War II 
— and operated University Tool 

& Plating Co. in St. Louis, manu 
facturing war materials. 

Mr. Connell] studied mechanical 
engineering at Washington Uni 
versity. 

He will supervise a region includ 
ing seven of Fort Worth Steel & 
Machinery’s sales districts, cover- 
ing ten states and parts of three 
others: Illinois, Indiana, Iowa, 
Kansas, Michigan, Minnesota, Mis- 
souri, Nebrasks, Ohio, Wisconsin, 
the eastern parts of North and South 
Dakota and western Pennsylvania. 
The region includes sales offices 
and distribution centers in Kansas 
City and St. Louis as well as 
Chicago. 


Jones & Laughlin 
Moves Warehouse 
Jones & Laughlin Steel Corp. 
has acquired a new building for its 
Detroit warehouse on Hubbell Ave. 
Located on a 1]4-acre site, it con- 
tains 96,000 sq. ft. of floor space. 


This job is safe... 
with genuine 


LOOK FOR THE 
RED-U-BOLT 


When you see genuine Crosby Clips on the 
job, you know that safety is foremost. 
Safety-conscious contractors insist 

on drop-forged, hot-dip galvanized 

Crosby Clips. Available in al/ sizes at 
distributors everywhere. 


CROSBY PRODUCTS DIVISION 
AMERICAN HOIST & DERRICK CO. 5. Poul 1, Minnesota 


GENUINE 


CROSBY CLIPS 


THE NAME THAT 
GUARANTEES SALES 


CROSBY CLIPS, the leading seller among drop 
forged wire fastene:s, are backed by the hardest 
hitting merchandising program in the industry! 
What better proof of its sales potential! 


What better reason to ask for your CROSBY CLIP 
order on every call! 


CROSBY PRODUCTS DIVISION, Dept. 10-7 
American Hoist & Derrick Co 


OPPORTUNITY St. Paul 1, Minnesota 


Please send me full information on the Crosby frenchise 
FOR NEW 
— 
CROSBY 
CLIP 


DISTRIBUTORS 


in my orea 


NAME 


FIRM 


ADDRESS 


city ZONE STATE 


Leesaseeeneeneeeaennenad 
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HOT FORGED from solid, 
rectangular steel bars, de- 
sign and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES! 
FOR ALL TEMPERATURES 





Standard & Double) 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 
6000-lb. sizes Vg” 
to 2”. 














ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 6000- 


& Ib. service. 








(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-Ib. 


ss only. 


(FULL STAINLESS & * 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 


[eerie and 8000-Ib. 
service. Tp 


WRITE FOR CATALOG 11 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 


























It was built last year for The Aus 
tin Co. 

A stock of several thousand tons 
of general steel products will be 
available in the warehouse, G. L. 
Stewart, president of Jones & 
Laughlin’s Warehouse Division, 
announced. 

Duplicate handling and stocking 
problems have been minimized at 
the new building by cranes at each 
of the building’s three bays. Material 
can be unloaded from railroad cars 
or trucks, stored, processed and 
shipped from each of the bays with 
out rehandling, the management 
stated. 

The building replaces the com 
pany's former warehouse at Beau 
fait St. and Mack Ave. 

Manager of the Detroit warehouse 
is L. S$. Roehm, who has held this 
post since 1938. ‘T. E. Snyder is 
assistant manager. 


Pittsburgh Steel 
Names Representatives 


Pittsburgh Steel Products Co., a 
subsidiary of Pittsburgh Steel Co., 
has named three material handling 
engineers to cover the New York, 
Detroit and Chicago areas. 

John Paul Bourbeau has been 
assigned the New York territory. 
A graduate of the Massachusetts 
Maritime Academy and the Ameri 
can International College, he 
entered the sales field after his dis 
charge from the U. S. Merchant 
Marine at the end of World War 
Il. 

From the Chicago office, Robert 
K. Lohman will handle sales in 
eleven Midwestern states. Mr. Loh 
man graduated from the University 
of Illinois in 1942 and served in the 
Navy during World War Il. He 
has been in materials handling sales 
and engineering since that time. 

Russell H. Nutter will cover 
Michigan and Toledo, Ohio, with 
headquarters in Detroit. A native 
of Montreal, Canada, and a gradu 
ate of Cornell University, Mr. Nut 
ter was formerly sales manager of 
the Detroit office of Faultless Cas 
ter Co. 
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This advertising is ap- 


pearing in leading In- 


dustrial Publications 
and is designed to help 


you 


CARBIDE 
TOOL GRINDERS 


HAMMOND Corbide Too! 
Grinders will soon poy tor them 
selves through grecter wheel 
economy, longer tool life and 
faster grinding 
AMERICA’S MOST COMPLETE 
LINE 
Model WD-10 Wet 6. 10", 14 Wet or Ory 
er Dd 10° Carbide Chip Breaker Grinde o 


Teo! Grind mond and Abrasive Belt Funishe 
WRITE FOR CATALOG 


yg wf 


7 cS” 
Vismors /haChirktey ththIbrs 


1617 Douglas Avenue Kalamazoo, Michigan 


ATLAS 


for quality ; 
and strength pS 


SCREW & SPECIALTY CO. 
450 BROOME STREET, DEPT. 10 
NEW YORK 13, N.Y. 


300 MILL ST. - CATAWISSA, PA. 
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Thompson & Co. 
Names Sales Head 

Thompson & Co. has appointed 
M. D. Phelps as sales manager and 
RK. G. Henning assistant sales man- 
ager. 

Mr. Phelps studied at Randolph 
Macon College and Lehigh Uni 
versity. He served in the Navy two 
years and later worked for Bakelite 
Co. for eight years, both in the 
development laboratory and in the 
New York, Detroit and Pittsburgh 
sales districts. He joined Thomp 
son in 1952 as sales manager of the 
company’s Specialty Coatings, Inc., 
Division, where he has _ been 
active in the development and sale 
of vinyl coatings. In his new 
capacity he will supervise sales of all 
[hompson products. 

Mr. Henning is a graduate of 
Heidelberg College and later did 
graduate work in marketing at 
Purdue University. He was in the 
Navy for three vears and was active 
in various selling capacities before 
joining Thompson in 1951. Since 
then he has been a sales representa 
tive and sales promotion manager 
for Thompson maintenance and 
production finishes, in his new post 
he will be active in development 
ind sale of all Thompson products 


Depression Avoidable, 


Say Chamber Economists 


Economists of the U. S. Cham 
ber of Commerce say prolonged and 
scrious economic depressions can 
be avoided and may never occur 
igain 

‘heir forecast is based on a year's 
study recently completed by the 
Chamber's committee on economic 
policy which is headed by Harry 
\. Bullis, board chairman of Gen 
cral Mills Co 

lhe study concluded that deep 
depression could be avoided in the 
future but it warned that economic 
stability could not be taken for 
If we have the courage 
to avoid excessive booms and th« 


granted 


wit to use what we know,” the 
danger will be lessened, the fore 





ea eee § ee 


Y.\ \Ce] -7-+-1, 


ne ww 
rt -1i-t We laslitl liliit- ia 
fo) am feo) et 


The right angle take-offs 
shown above — our largest 
2 and 3-way ANGLgear 
models — are offered now 
with 2-1 gear ratio. They've 
also been up-rated to 3 hp at 
1200 rpm. 


The ANGLgear line — which 
also includes 1/3 and 1 hp 


units, with either I-1 or 2-1 
ratio — has long won acclaim 
in many fields for compact 
design and durability. The 
new gear ratio will be of vital 
interest to anyone with a 
right angle transmission prob- 
lem. Cash in on it. There may 
still be a territory near you 


that is open. Write us. 


ACCESSORIES CORPORATION 


HILLSIDE 5, NEW JERSEY 


casters said 


The report noted the following 
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factors that it said mitigate against 

Everywhere —Every Way serious depressions: the accelerat- 
ing rate of business research which 
provides an antidote to stagnation; 
the increasing awareness among 
businessmen of the need for con- 
tinued development of their firms 
to meet competition; the “substan 
tial progress” business executives 
have made in overcoming seasonal 
and other short-run _ instability 
through changes in marketing, sales 
and personnel policies. 

It also cited the “skill demon 
strated by the Federal Reserve 
Board” in maintaining monetary 
ind credit policies which counter 
act excesses or declines in economic 


RUBBER ~“~aeo ee tivity. 
i, ——s Kaydon Engineering 
SERVICE a Names Executives 


Kaydon Engineering Corp. has 
appointed William J. Pierre direc 


"Delivers the Goods tor of purchases, Harold R. Mar 
quand director of industrial rela 
tions and Harry C. Waters assistant 


to Distributors!” gg ee at one time was 


with Shaw Box Crane Division of 
Manning, Maxwell & Moore, Inc. 





a Experienced distributors know anyone 
can give the “usual” service deliveries on 
mechanical rubber goods. But HOME Porter Elects Treasurer 
Transmission Conveyor 3 . rD . " 
iaetes SERVICE delivers the quality goods you H. K. Porter Co., Pittsburgh, has 


clected Robert C. Houser treasurer 

| succeeding James C. Leslie, who 
° 1 aes J : . 

ee the clock, day or night, anywhere but has resigned to become president of 


Chemice! — Cregmery QUICK! Been doing it for 75 years— | lolgate Co. 


Suction — woter — Air 
wang <= Ene Blast — haven't failed yet! Don’t lose sales or 
customers—use dependable HOME RUB- 

PACKING BER SERVICE—all the time and always 


oe eat ae ee be sure of on-time deliveries! 
or every purpose - wana 


BELTING 


HOSE must have when no one else can, around 





“N.B.O.” GASSING UP BY 


ee oe The HOME RUBBER CO. HELICOPTER 


The Army is taking an increasing in- 
LACK SHEET PACKING TRENTON, N. J. terest in the use of helicopters as fuel 
a 


a ’ tankers to supply combat vehicles in 

Branches: New York * Chicago the field, Aviation Week, McGraw-Hill 
publication, says. Under the fuel 
tanker helicopter concept, the craft 
would refuel vehicles and light Army 


When you get in a TOUGH SPOT, [iissitestisssdscmemas 
get out with Home Rubber Service 
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YOUR WICKWIRE ROPE DISTRIBUTOR 
SAVES YOU DOWN TIME 


When the lack of the proper wire rope halts your production or your operations, 
thank your lucky stars that your helpful Wickwire distributor is only a quick phone 
call away. It’s a wonderful feeling...to know you'll be getting exactly what 

you need from his warehouse stocks in only a few hours time. 


Now contrast that with the cost in time, money and inconvenience of emergency 
shipments direct from a distant manufacturer. 


In addition to saving on down time, your Wickwire distributor effects further 
economies by recommending the wire rope that will give you the longest service life, 
by minimizing your bookkeeping, inventory maintenance and transportation costs. 
He keeps your reserve stocks for you so that you don’t tie up capital in stand-by 
materials, warehouse space and unnecessary stock insurance and handling. 

Your Wickwire Rope distributor is a good man to know. He’s quality people 
handling quality products. Buy your wire rope and slings from him. You'll find that 
the many valuable services he offers far outweigh any apparent price advantage 

you might gain by buying direct. 


A PRODUCT OF THE COLORADO FUEL AND 


IRON CORPORATION 
3152 
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New U-W 


Goll] Glip 


certifies quality, 
strength, safety 






HE new U-W GOLDCLIP line is gold-chromate coated 
over galvanized—for extra protection—and for your 


quick identification of top quality. ALL GOLDCLIPS are 


drop-forged from high grade forging steel... 


designed for 


the toughest heavy duty service. 


Specify GOLDCLIP ... 


engineered for safety. Available in 


stock in %" through 1%” sizes. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE ¢ CLEVELAND 11, OHIO 


NEW YORK 





CHICAGO . PITTSBURGH 





MANUFACTURERS OF WIRE ROPE, ROPE FITTINGS, TACKLE BLOCKS + ESTABLISHED 1871 
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Walworth Buys 
Texas Firm 


Walworth Co. has purchased the 
assets and business of Southwest 
Fabricating & Welding Co., of 
Houston, Texas. 

Southwest Fabricating, which 
manufactures pipe, will be operated 
as a Walworth subsidiary, with its 
present management and employees 
retained, Fred W. Belz, Walworth 
announced. The deal 
through an 


president, 
was accomplished 
exchange of stock. 

Walworth recently purchased M. 
& H. Valve & Fittings Co., of Annis- 
ton, Ala., and Alloy Steel Products 
Co., Linden, N. J., as part of its 
expansion and diversification pro- 
gram 


Detroit Brass Acquires 
Federal Enameling 


Detroit Brass & Malleable Co. has 
formally acquired Federal Enamel- 
ing & Stamping Co. of Pittsburgh 
in a technical move to transfer 
Federal Enameling’s charter from 
Delaware to Michigan. 

Detroit Brass was actually a cor- 
porate shell only, since its owners, 
who are also the owners of Federal 
Enameling, recently sold most of 
its business to a group of Midwest 
investors. They used the corporate 
shell to acquire Federal Enameling. 

They have also changed the name 
of Detroit Brass to Federal Enamel- 
ing & Stamping Co., to give Federal 
Enameling the Michigan charter. 













TEST TUBE HATS 


“Straw hats” from a test tube will 
be in vogue for men next Summer, says 
Chemical Week, McGraw-Hill publica- 
tion. Made from a new synthetic “mir- 
acle fiber” and deep-drawn (like 
metal), they'll weigh an average three 
ounces (as against five ounces for the 
more conventional “straw”) and will 
take to water like ducks. The U.S. 
market for Summer hats is reported to 
be eight-to-nine million hats a year at 
present. First distribution of the new 
“straws” will be in four colors and four 
styles, at $7.50 apiece. 









































. . . Selling is my business 


H. R. “BUD” BAISDEN: 


Good Selling Job 
Often Takes Odd Turn 


“I've been selling industrial sup- 
plies and equipment now for nearly 
six years after having spent about 
11 years as a tool and die maker 
and then four years as a process 
engineer,” explained H. R. “Bud” 
Baisden, salesman, Holley-Edwards 
Sales, Inc., Jacksonville, Fla. “and 
it's funny how some of your sales 
efforts turn out.” 






















“For example, I sized up one 
plant in my territory as a mighty 
good prospect for lubricants. | 
figured this account was good for | 
$10,000 a year in lubricants and that 
he was buying about 500 Ibs. a 
month from the competition. So I 
went to work trying to get the 
order. You sell yourself, get the 


customer's confidence, his permis 
sion to survey his lube requirements, 
bring the manufacturer's man in. 
Finally 1 got my first order 

“Then it was a long time before 
the next one, so I checked. Was 
there anything wrong with the 
product? the service? Not a thing, 
the customer said. The stuff is so 
good I just don’t need any more 
than about 75 Ibs. a month! Big 
deal!’ 





The Government spends $4 billion a 
yeor on paperwork. This meons more 
than $100 per average family 
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POWER 


ACK SAW BLADES 


Nothing cuts quite like Capewell's Power Hack Saw Blades. They will cut all 
materials, but the real proof comes when you have a heavy feed through 
tough, hard-to-cut metals. 























Capewell blades are manufactured from special alloy steels under con 
tinuous quality control for absolute assurance of precision setting and uni 
formity of teeth . . . electronically controlled tempering achieves just the right 
degree of hardness . . . nothing is left to chance. The result is a hack saw 
blade combining maximum cutting efficiency and a long blade life. 


Capewell's well-known HIGH SPEED (Tung- 


sten), TECHNITE (Special Alloy High Speed) SOLD 
and SAFETECH Power Hack Saw Blades are ONLY 
fully described in Specification Sheets 11218, THROUGH 
11211, and Capewell's ‘How to Use" book. 
DISTRIBUTORS 


Check These Other Cost-Cutting Copewell Products 
Bond Sew Blades, Hond Hock Sew Biodes, “Microloy 
Ground Fiat Too! Steel, Pipe Tools, Machinists’ Hammers © your best source of informotion 


= = @ —-—— = = — <— =< <= “i © your best bet for promp! service 
THE CAPEWELL MANUFACTURING COMPANY © your best friend in on emergency 


62 Governor St., Hartford 2, Conn 
Gentlemen: Please send Specification Sheets and “How to Use” books on Power Hock Sows 


Nome 
Company 
Address 

City and Stote 











Why CHOKE’ your 


soldering iron? 


\ Wen 


— just CRADLE” it with o 
HEXACON 
HATCHET SOLDERING IRON 


The operator has to “choke” the conventional 

straight iron to hold it, whereas the 

HEXACON HATCHET IRON “cradles” in 

the hand with no perceptible grip whatsoever 

— thus relieving hand strain and eliminating CAT WO WATTS 
the “heavy hand”, the cause of poorly sol- — 
dered joints. Because HEXACON HAT- San 
CHET IRONS are perfectly balanced in - 
weight, they enable the operator to solder in 

a natural position and relieve fatigue of arm 

and back. 

pisTaisuTORs! HEXACON offers more than forty 

different Industrial Soldering Irons (HATCHET 

Line is only one of seven distinct types), ranging 


from 25 watts to 700 watts with tips from 4%” to 
1%” in diameter — for every soldering need. 


HEXACON ELECTRIC COMPANY 
138 West Clay Ave., Roselle Park, New Jersey 


Win Repeat Orders 


When you sell an EVERLASTING 
Duplex Blow-off Unit, you'll find that 
its many superiorities make a regular 
customer for you. 

These units combine a tight seal with 
resistance to wear... quick action with 
ability to withstand repeated operation 
... and long life that has been demon- 
strated for more than 40 years. 

You can sell EVERLASTING Duplex 
Units in any desired combination of 
quick-operating valve, angle valve and 
“Y” valve, and all units fully meet 
ASME code requirements. 


Write for catalog and price information. 


. Set AG 





A COMPLETE LINE 
OF HATCHET IRONS 
BY HEXACON 
—Originotor 

ond Pioneer 


~ TIP DIA PRICE 


$ 6.00 
6.00 
6.25 
10.25 
11.00 
11.75 
12.25 
12.75 
ae 


EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. 


Steel & Machinery Co., has been 
| promoted to the newly created post 
ve & ng & of assistant sales manager. 


TRADE GARE “CVEMLASTIO“N G06 U4 Pat OFF 





Fort Worth Steel 
Opens Denver Office 


| Fort Worth Steel & Machinery 
Co.'s new Denver distribution ware 
house and sales office is now in 
full operation, company officials 
announced. 

Earl Baker, Rocky Mountain 
district manager, has been placed 
in charge of the facility. He was 
recently sales engineer for the com- 
pany in North Texas, Oklahoma 
ind New Mexico. 

The new office and warehouse 
contains 5,006 sq. ft. of floor space 
in a new building on Jackson St. 
It serves an area consisting of 
Colorado, Montana,Utah and Wyo- 
ming and parts of North and South 
Dakota, Idahe and New Mexico. 

Mr. Baker attended Denver 
University and afterward worked 
for Gates Rubber Co. in both 
Denver and Dallas. In 1946 he 
became sales manager of Trans 
mission Machinery Co. of Dallas. 
When this firm was merged with 
Fort Worth Steel & Machinery, 
he joined C. G. Unlaub Co. in 
Dallas, which handled Fort Worth 
Steel products. He joined the staff 
of Fort Worth Steel in 1954 


Names Assistant Sales Head 


A. J. O'Donnell, for the past year 
advertising manager of Fort Worth 





The company’s advertising de- 
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partment is now directed by 
Marieta Milber, who has been with 
Fort Worth Steel since 1950. 

Mr. O'Donnell joined the com- 
pany’s sales department in 1950 and 
for several years has been head of 
the customer service department. 
He has also worked for International 
Business Machines Corp. and Sin 
clair Refining Co. 


Holthouse & Hartup 
Names Representative 


Holthouse & Hartup, Inc., has 
appointed William F. Ball as sales 
represeritative for New York State 
except for metropolitan New York 
City. 

Mr. Ball is a former district sales 
manager for Wood Shovel & Tool 
Co. He retired from this company 
in 1954 to go in business for him 
self as a manufacturers’ agent. He 
was also at one time with American 


Fork & Hoe Co 


Hy-Pro Promotes Thorley 


Francis T. Thorley has been ap 
pointed assistant sales manager of 
Hy-Pro Tool Co., Robert Smith, 


vice president in charge of sales, 


wéB 


HIGH SPEED 


and 
CARBIDE 
DRILLS 
provide 
BETTER 


PRODUCTION 


DRILLING 


Pictured is the production drilling and reaming of bolt holes in connecting 
rod caps made from steel forgings. This horizontal multiple spindle machine 
in one of the largest automobile manufacturing plants in the country, uses 
48 Whitman & Barnes drills and reamers in each set-up. In record time the 
bolt holes cre drilled, chamfered, core drilled and reamed. 


Throughout this mammoth plont W & B high speed and carbide drills ore 


innounced we 
used on many other operations to secure moximum production, minimum 


down time for tool replacements and reduced monvufacturing costs. If you 
want better drilling production—the durability and cutting speed of WEB 





drills are your answer. 


J 


“Makers of Gine Tools Since 1848" 


Veteran Sales Engineer 


Honored by U. S. Rubber 
Call your Was distributer 


for best service and highest quality 


He con save you money by supplying from 
his stock .. . what you need when you need it! 


Please send me additional information 
NAME 
COMPANY 


ADDRESS 


WHITMAN 





ZONE STATE 





w 25 years’ service is presented to 
M. Wright, New York Belting & 
ng Co. sales engineer, by G. A 
e president and general man- 
mechanical goods division 
Rubber Co., the par 
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CHOKE’ you 


és 
irone 


Why Of 
soldering 


res 
we 








— just CRADLE” it with a 
HEXACON 
HATCHET SOLDERING IRON 


The operator has to “choke” the conventional 

straight iron to hold it, whereas the 

HEXACON HATCHET IRON “cradles” in 

the hand with no perceptible grip whatsoever and Pioneer 

a thus relieving hand strain and eliminating CATO. WATTS TIP DIA PRICE " ; . 

the “heavy hand”, the cause of poorly sol- 1 «+2 we Fort Worth Steel 

dered joints. Because HEXACON HAT- ces aaa 77 400 

CHET IRONS are perfectly balanced in acai aE $25 | Opens Denver Office 

weight, they enable the operator to solder in meme oman = 10.25 ; é 

a natural position and relieve fatigue of arm - ™ . : Fort Worth Steel & Mac hinery 
Co.’s new Denver distribution ware 

sales office is now in 


and back. 
company officials 


A COMPLETE LINE 
OF HATCHET /RONS 
BY HEXACON 
—Originotor 


70" — 11.00 | 
TT a “ 11.75 
1514 12.25 j 

zé 0 12.75 | 
ae 


house and 
full operation, 


DisTeisuTORS! HEXACON offers more than forty 
different Industrial Soldering Irons (HATCHET 200K 
Line is only one of seven distinct types), ranging 

from 25 watts to 700 watts with tips from 4%” to 

1%” im diameter — for every soldering need. 


HEXACON ELECTRIC COMPANY 
138 West Clay Ave., Roselle Park, New Jersey 


announced. 

Earl Baker, Rocky Mountain 
district manager, has been placed 
in charge of the facility. He was 
recently sales engineer for the com- 
pany in North Texas, Oklahoma 
and New Mexico. 

The new office and 
contains 5,000 sq. ft. of floor space 
in a new building on Jackson St. 
It serves an area consisting of 
Colorado, Montana,Utah and Wyo- 
ming and parts of North and South 
Dakota, Idaho and New Mexico. 

Mr. Baker attended Denver 
University and afterward worked 


Win Repeat Orders for Gates Rubber Co. in both 


When you sell an EVERLASTING Denver and Dallas. In 1946 he 


warehouse 


Duplex Blow-off Unit, you'll find that 
its many superiorities make a regular 


customer for you. 


These units combine a tight seal with 
resistance to wear... quick action with 


ability to withstand re 


ted operation 


... and long life that has been demon- 
strated for more than 40 years. 
You can sell EVERLASTING Duplex 


became sales manager of Trans 
mission Machinery Co. of Dallas. 
When this firm was merged with 
Fort Worth Steel & Machinery, 
he joined C. G. Unlaub Co. in 
Dallas, which handled Fort Worth 
Steel products. He joined the staff 
of Fort Worth Steel in 1954 


Units in any desired combination of 
quick-operating valve, angle valve and 
“Y™ valve, and all units fully meet 
ASME code requirements. 


Write for catalog and price information. 
EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. 


Everlasting Valve 


TRADE GARE “CVERLASTING S06 UG Pat OFF 


Names Assistant Sales Head 


A. J, O'Donnell, for the past year 
advertising manager of Fort Worth 
Steel & Machinery Co., has been 
promoted to the newly created post 
of assistant sales manager. 

The company’s advertising de- 
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partment is now directed by 
Marieta Milber, who has been with 
Fort Worth Steel since 1950. 

Mr. O'Donnell joined the com- 
pany’s sales department in 1950 and 
for several years has been head of 
the customer service department. 
He has also worked for International 
Business Machines Corp. and Sin 
lair Refining Co. 


Holthouse & Hartup 
Names Representative 

Holthouse & Hartup, Inc., has 
appointed William F. Ball as sales 
represeritative for New York State 
except for metropolitan New York 
City 

Mr. Ball is a former district sales 
manager for Wood Shovel & Tool 
Co. He retired from this company 
in 1954 to go in business for him 
self as a manufacturers’ agent. He 
was also at one time with American 


Fork & Hoe Co 


Hy-Pro Promotes Thorley 


Francis T, Thorley has been ap 
pointed assistant sales manager of 
Hy-Pro Tool Co., Robert Smith, 
vice president in charge of sales, 


innoun ed 





Veteran Sales Engineer 
Honored by U. S. Rubber 


" service is presented to 

New York Belting & 

les engineer, by GC. A 
president and general man- 

f the mechanical goods division 
ted States Rubber Co., the par 


wéB 


HIGH SPEED 
and 
CARBIDE 
DRILLS 
provide 
BETTER 
PRODUCTION 
DRILLING 


~ 


~~» 


Pictured is the production drilling and reaming of bolt holes in connecting 
rod caps made from steel forgings. This horizontal multiple spindle machine 
in one of the largest automobile manufacturing plants in the country, uses 
48 Whitman & Bornes drills and reamers in each set-up. In record time the 
bolt holes are drilled, chamfered, core drilled and reamed. 


Throughout this mammoth plont W & B high speed and carbide drills ore 
used on many other operations to secure maximum production, minimum 
down time for tool replacements and reduced manufacturing costs. If you 
want better drilling production—the durability and cutting speed of W&B 


drills are your onswer. 


Call your WaB distribseter 
for best service and highest quality 
He can sove you money by supplying from 
his stock .. . what you need when you need it! 


“Makers of Fine Tools Since 1848" 


Please send me additional information 
NAME 
COMPANY 


ADDRESS 


WHITMAT 


ZONE STATE 
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PORTABLE ELECTRIC 


REVERSIBLE 
SCEwonee 


MODEL 1435R 








Throws it in 


REVERSE 


Here's « new, versatile tool for which Mall Dealers 
will find a big demand. It drives all standard 
screws ...and just a flick of the switch throws s 
in reverse. Every metal or woodworking shop 
& prospective buyer of the Mall Model 1438) 
it’s built to handle heavy production work and it's 
moderately priced. The Mall Reversible Screw- 
driver is the newest tool in the complete Mall line 
that's des i to outperform and outsell any 
other tools built 
© Mall is the factory-to-dealer power too! 
line ...the full profit line. 
* Mall is the quelity tool line...and quality 
performance means repeat business. 
¢ Mall maintains a network of service ware- 
houses from coast to coast. 


© Mall is a natienally advertised line. 


MALL TOOL CO. 

PORTABLE POWER TOOLS + Gasoline - Electric - Ar 
7802 S$. Chicage Ave., Chicage 19, ilinois 
Send me more details about MALL 
Dealership opportunities 


New Positions Assigned 


Robert D. Fleischer 


I'wo new executive positions havc 
been established by The Beryllium 
Corp. Robert D. Fleischer has 
joined the conipany as sales man 
ager of its safety tool division. Wal 
ter S. Pollard was named adver 
tising and sales promotion manage! 

Mr. Fleischer was a zone manager 
for the Plomb Tool Co. Before 
that, he was a district manager at 
the Mall Tool Co. 

Mr. Pollard’s advertising experi 
ence includes positions with R. M 
Hollingshead Corp., the Baldwin 
Lima-Hamilton Corp., and Quake: 
Rubber Corp., an H. K. Porter Co 


division 


Plans New Warehouse 


\ new 75,000 square foot ware 
house will be built in Charlott« 
N. C., by Republic Steel Corp. It 
is scheduled to be completed in th« 
spring of 1956. The new warehouse 
will serve North Carolina, South 


Carolina and part of Georgia 
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FREE PARKING TICKETS 


Indianapolis motorists are finding 
that some “parking tickets” won't cost 
them a penny, reports Bus Tronsporta 
tion, McGraw-Hill publication. The 
local transit system supervisors are 
placing windshield “courtesy stickers” 
as reminders to cars parked illegally in 
bus zones. 











1955 


by Beryllium 


Walter S. Pollard 





All-Industry Show 

Planned in lowa 

first full-scale all-industry 
Products Show will be held Novem 
ber 17-18 in Des Moines. A. W 
Baldock, Globe Machinery & Sup 
ply Co., Des Moines, is chairman of 


lowa 5 


the show committee 

Invitations and tickets were sent 
last month to all of the state’s 3,500 
manufacturing firms. Mr. Baldock 
pointed out that shows of this kind 
been held for years in other 
and that the committee felt 


have 
states, 
that Iowa’s industrial development 
now justifies the same type of 
xhibition 
Some 120 manufacturers and 
ppliers of industrial products are 
expected to exhibit in 50,000 sq. ft 
of space reserved in the Des Moines 


Veterans Memorial Auditorium 


Houston Firm 
Names Sales Head 


Bering-Cortes Hardware Co., 
Hlouston, Texas, has promoted Hick 
man M. Corley to be sales manager 
f the firm 

A member of the 
sales organization for 23 years, Mr 
Corley was at one time buyer for 
Peden Iron & Steel Co., Houston, 
Texas. He will supervise Bering 
Cortes’ wholesale sales, directing a 
staff of 15 


company ’s 








@0S’s sales-building product 
improvement is but one rea- 
son why the cs? franchise 
is the most valuable bearing 
franchise there is. Among 
other reasons are — @(S?"’s 
complete line of ball and roller 
bearings— @CS"’s strategically 
located warehouse stocks — 
OS's training program for 
distributors’ salesmen — 
=0sr"'s top flight field engi- 
neering assistance — and 
@csr’s fair play on price 
policy. 





More New Customers 
For Authorized S«F Distributors! 


Already, industrial equipment manufacturers are putting SKF 
Type “C’ improved Spherical Roller Bearings in their products. 
Hundreds of the users of these products will therefore become 
new customers for Authorized SKF Distributors. 


But that’s not all. For with 20S" Type “C” Sphericals in stock, the 
20S Distributor offers a superior replacement for old style sphericals, 


too — at the same price, a bearing that, size for size, has more capacity 
and, in many applications, longer life. Thus, he gets new customers 
among users of older machines as well as the newest. ress 


SRP INDUSTRIES, INC., PHILADELPHIA 32, PA., 
manufacturers of SKF and HESS-BRIGHT® bearings. 


KF 


i a, AND 
PILLOW BLOCKS 
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BUSINESS FOR YOU 


. 


CARBIDE 
DRILLS! 


Looking for a drill line that will boost 
your sales volume? Then you'll do well 


to sell Ace “Ground -from-the-Solid”™ 
Drills! Take Ace Carbide Drills, for 
example. They're available tipped or 


solid in a wide range of sizes to meet 
your customers’ needs. Yet they're just 
one group in over 5O different types of 
quality drills and reamers in the fast- 
moving Ace Drill Line. Add to this 
such advantages as credit cn every order 
written in your terri‘ >ry, factory sales 
and engineering assistance, plus aggres- 
sive advertising in 8 leading metalwork- 
ing magazines .. . and you'll know why 
an Ace Distributor Franchise is the deal 
for you. Send for details today! 


| ACE DRILL CORPORATION 
| Adrian, Michigan 
! Gentlemen: Please send me you complete line catalog 


| (Mo. 52), end full information on your Distribytor's 
| Franchise Agreement 


same 
| company 
; apoets. 


1 cory. ____stare 


Heres the Gine that meane 






Albert W. Lange 


Lange Joins Disston 
As Sales Representative 


Albert W. Lange, formerly with 
Mid-Island Supply Co., Long Island 











ACE DRILL 


ADRIAN, MICHIGAN 












Co 


CRIGINATORS OF “GROUND-F ROM THE-SOLID Dan 
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: City, N. Y., has joined Henry Dis 
ston & Sons as sales representative 
for the company’s industrial divi 
sion in the New York City area 
Mr. Lange will service distributors 
on Disston’s line of metal cutting 
| and woodworking products. He is 
president of the New York Hard 
ware Square Club 
| Allis-Chalmers 
Names District Head 
John W. Becker, sales representa 
tive in the Syracuse, N. Y., district 
»f Allis-Chalmers Mfg. Co.'s Indus 
tres Group since 1951, has been 
named manager of the district 
Mr. Becker has been with the 
company since graduating from 
the University of Nebraska in 1948 
He succeeds A. J]. Mestier, Jr., 
recently named manager of the 
} Detroit district 
| 
| 
| 
| 
REDS PUSH TOOLS 
1 Soviet Russia today has more than 
| 1,300,000 machine tools—almost twice 
| as mony os in 1940, according to 
J Americon Machinist, McGrow-Hill 
4 publication. This total, however, is 
only 56 per cent of the United States 
total of 2,308,000 tools. Average pro- 
ductivity per Russian machine too! is 
less than half the productivity here 
is 
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STOCKING 
DISTRIBUTORS 

| WANTED 

| for 

| WARWICK TWIST DRILLS 

and DRILL BLANKS 


A greater discount than 


other drill companies. 


write 
WARWICK TWIST DRILL CO. 
16167 Warwick Road 
Detroit 19, Mich. 





Mail Coupon for This 
FREE CATALOG of 


SPAN 


COPPER TUBE 
FITTINGS 














One of America’s largest inven 
tories of high quality brass 
fittings for use with copper tub 
ing. Manvfoctured by Spon to 


rigid specifications. We welcome 
your inquiries 
SPAN BRASS MFG. CO. 


300 Wilson Street 
Otsego, Mich. 






Spon Bross Mfg Co 
300 Wilson St, Otsego, Mich 


Please send me your new cotclog of copper 


35 


1955 








. 


[y 


John E 










. Rowe 


Binks Vice President 
Elected Board Member 


John E. Rowe, vice president in 
charge of advertising and industrial 
relations of Binks Mfg. Co., has 
been elected to the board of di 
rectors 

Mr. Rowe joined Binks 20 years 
ago. He was a field representative 
and sold the company’s complete 
line of spray painting equipment 
He was placed in charge of indus 
trial relations in 1953 and named 
vice president in September of that 
same year 


New England Manager 
Named by Werner 


R. D. Werner Co. has appointed 
Brock D. Shiffer district sales man 
ager for the New England states. 

He has had many years’ experi 
ence in the territory among hard 
ware and building material houses 
and industrial distributors repre 
senting The Stanley Works, Gas & 
Electric Lights Supply, Wholesale 
Division and Hub Distributing, Inc 





BLACK FADES 


The color craze has hit trucks, ac- 
cording to Fleet Owner, McGraw-Hill 
publication. Black, until recent yeors 
about the only available color for 
trucks, now is offered by only one 
truck manufocturer, and then only on 
special order 




















Verli-Line 


PUMPS 


are economical to own 
— economical to operate 


Feature after feature has 
been designed to make 
the Verti-Line Turbine 
Pump today’s best buy in 
vertical pumps. Typical 
construction features are 
illustrated. 


Whatever your vertical 
pump needs, investigate 
Verti-Line before buying. 





™m 





for the city 
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Send for your free copy of 
ovr new booklet, ‘Pumps For 
Sale.” Ask for Bulletin 1-115 





This easily accessible assembly 
provides means of putting ten- 
sion on oi! tubing, making « 
rigid, taut, non-vibrating bearing 
and shaft enclosure. 


Butt-joint column pipe is usu- 
ally furnished in 10 ft. lengths 

2. Sleeve type pipe couplings are 
standard. Flanged type also 
available 

3. Reinforced rubber enclosing 
tube supports assure align- 
ment of oil tube and are 
spaced as specified by Layne 
& Bowler engineers 

4. Extra long, special alloy bronze 
bearings are spaced at 6 ft 
intervals. 

5. Lineshaft is of highest quality 
steel, turned, ground and 

polished. Tested for accuracy 

within .002 in. High tensile 

strength assures greater safety 


1. Bither radial vane or mixed 
flow type impellers are sup 
plied depending on service and 
conditions 

2. Oversize pump shafts eimi- 
nate deflection, whip and vi- 
bration, resulting in longer 
bow! life 

3. Perthedral seal combines ver- 
tieal cylindrical and horizontal! 
surface impeller sealing. Shaft 
stretch due to pressure change 
is not critical, because of ver- 
tieal cylindrica! seal. However 
adjustment for wear to restore 
original capacity is easily ac- 
complished by means of an ad- 
justing nut in the top of the 
driver that brings into action 
the horizontal part of the 
Perihedral sea! — an exclusive 
Verti-Line feature 





Verti-Line Pumps are the exclusive products of 
LAYNE & BOWLER PUMP COMPANY 
general offices and main plant 
2943 VAIL AVENUE 


« LOS ANGELES 22, CALIFORNIA 
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APC 


BECAUSE THEY’RE 


Super-Savers 


BELT-SAVER 


PULLEYS | 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and hy de- 
sign prevents materials from lodg- 
ing Komen pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the pros m your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 


In addition to Belt- 
Savers, Sprout-Waldron 
offers the famous “Blue 
Face” line. It includes a 
wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, or trans- 
mission conveyor use. 
Write for free 


bulletins contain- 
ing full informa- 
tion about Sprout- 
Waldron leys ! 

aldron 


Sprout- 

& Co., Inc.,3 Logan 

Street, Muncy, Pa. 
Write for free booklets! 


CAST IRON 








PULLEYS 


Hale L. Dant 


Permacel Tape Corp. has pro 
moted Hale L. Dant to Southern 
manager and John E 
Schuler to Southern Division field 
manager. 

From his Atlanta headquarters, 
Mr. Dant will oversee North Caro 
lina, South Carolina, Georgia, 
Florida, Alabama and eastern Ten 
nessee activities. For the last two 
and one half years he has been an 
electrical tape specialist. 

Mr. Schuler will be responsible 
for industrial, automotive and con 
sumer tape operations. He will 
cover North Carolina, South Caro 
lina and Tennessee from Charlotte, 
N. C. He was product manager of 
Permacel’s packaging tape line 


Division 


Wichita Falls Firm 
Adds to Staff 


T. H. Clark has joined J. M. 
Welsh in the Dallas, Texas, district 
office of Industrial Supply Co. of 
Wichita Falls, Tex. 

Mr. Clark was formerly Dallas 
mill representative for Lone Star 
Steel Co. A graduate of Texas 
\. & M. College and the Universit 
of Pennsylvania, he also worked for 
General Electric X-Ray Corp. 
travelling as a sales representative 
in the West Indies 

Mr. Welsh joined 
Supply in 1953 after working for 
American Steel & Wire Co. and 


Industrial 


John E. Schuler 





Oil Progress Week 
Marked in Southwest 


The Golden Trend Oil Show held 
recently in Pauls Valley, Okla., and 
an oil show at Great Bend, Kan., 
marked Oil Progress Week in the 
Kansas-Oklahoma area. 

lalks by James E. Webb, presi- 
dent of Republic Supply Co., and 
Senator Robert S. Kerr at industry 
luncheons in Tulsa highlighted the 
program. Local television stations 
featured an industry film, and 
refineries in the area held open 
house events. 


To Sell for Lovejoy 


Lovejoy Tool Co. has appointed 
the following representatives to 
handle its lines: F. A. Verrillo, 
DeWitt, N. Y.; Pearse-Dengel Tool 
Co., Hasbrouck Heights, N. J.; Jack 
D. Urban, Cleveland; Prentiss 
Cleaves Co., San Diego, Calif.; Reid 
Tool Service, Charlotte, N. C., and 
Frank Plimpton, Springfield, Vt 





SYNTHETIC TRUCK TIRES 


Large truck tires of synthetic rubber 
hove been developed that are said to 
be the equal of notural rubber tires, 
Fleet Owner, McGraw-Hill publication, 
says. Prices are expected to be com- 
petitive w'th present tires. 








| 
| 
pat: Bovaird Supply Co. of Tulsa, Okla 
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é °3,% Pi Fa ‘Ty DL * ’ into 
SATISFIED CUSTOMERS 
with SKIL NEW DISC SANDER SALES PROGRAM! 


SKIL offers its distributors a winning 

































combination of the best tools on the 
market—plus the solid, dependable sales 
support they need to close the tough sales! 

Distributors get everything from 
thorough sales training on all products 
to dramatic selling aids and factory 
branch sales assistance. SKIL constantly 
helps its distributors sell. We've listed a 
few of SKIL’s major advantages below. 
For complete details on how SKIL brings 
extra profits to you, use the coupon at 


the bottom of the page. 


Active Branch Support! Local SKIL factory repair facilities 
and sales assistance 


Consistent National Advertising! Reaches a// your prospects 
prosp 
in leading national industrial magazines 


Catalogs and Promotional Materials! Fully illustrated, com 
— catalogs, envelope stuffers, store displays and other sales 
iterature 


Selective Distribution! Each distributor is assigned carefully 
to assure each a satisfactory and profitable volume with SKII 


Regular Sales Meetings! Branch salesmen explain features 
and sales points of all SKIL Products to distributor salesmen 


SEND COUPON! OR CONTACT YOUR SKIL FACTORY BRANCH 





HEAVY-DuTY SKIL MODELS 851- B SKIL Corporation, Dept. 1D-105 

852 DISC SANDERS f 5033 Elston Avenue, Chicage 30, Illinois 

New-design universal motor gives 30% Please send me full details on the SER Seles Support | 

more power in Model 851—75% more Stary. | 

power in Model 852—than in compar- a ee ae 

able makes. New front handle location j 

; gives perfect balance. Shorter length anor os: 
and lighter weight lessen operator ee ' 

fatigue. Trigger switch with locking ~ a ite ; 

button for grecter comfort. ashatbidiinesttniess unemeevemndechibiansdeieeiaataeae a 
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direct subsidiary of Pratt & Whitney 


ont PD... ir “ane - 








Attractively Priced 
High in Value 


Miladebphia 


"ECONOMY" 


TROLLEYS 


Large or small, your customers will be attracted 
to these high quality moderately priced trolleys. 
In addition to low cost, they offer 5 other sound 
sales reasons— 

1—Heavy construction 

2—Deep wheels, sealed ball bearings, easy 

axle lubrication. 

3—Adijustable to different Size |-Beams 

4—For hand or electric hoists. 

5—Minimum headroom. 

You should have our catalog giving full descrip- 
tion of the complete line of Philadelphia Hoists 
and Trolleys. Write now. 






yo - 1-2 Tons 





2 Tons 
CHAIN BLOCK & MFG. CO. 
MASCHER & # NORRIS STS., PHILADELPHIA 22, PA. 

















SALES TIPS |Z 


FoR 
PROFITABLE TAPPER 
SELLING 




















what are its advantages? 


© Handles a wider range of tap sizes — #00 to %" — 
the range of 4 conventional tappers! 

®@ Adjustable torque control prevents tap breakage. 

@ No friction clutch to wear out. Commander Tapper’s 
Spring Clutch Drive provides longer, quieter 
operation. 

@ Minimum operator pressure operates it—eliminating 
lead error cavsed by forcing tap into hole. 

®@ Does precision tapping —even with inexperienced 
operctors . . . it’s “the Tapper that thinks for its 
operator”. 


features that help you sell 
© Wider range provides greater utility — reduces tool 
investment for your prospect. 
® Adjustable torque control assures positive top 


protection. 

© Automatic sensitivity of torque control stops the tap 
when it's dull, “loaded”, hits o hard spot or bot- 
toms in a blind hole. 

© Compact, rugged, light-weight—built for production 
tapping. 
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HEAD of The Satterlee Co., Minne- 
apolis, is J. Gordon Campbell, who was 
also charter president of the new 
Minneapolis distributors’ group 





Pratt & Whitney 
Now a Corporation 


Niles-Bement-Pond Co. has be 
come Pratt & Whitney Co., Inc., 
under a corporate reorganization 
following the merger of Niles-Be 
ment-Pond into Penn-Texas Corp. 
I'he new corporation is a subsidiary 
of Penn-Texas, with Alexander H. 
d’Arcambal president and general 
manager 

L.. D. Silberstein, president and 
board chairman of Penn-Texas, said 
the name Pratt & Whitney was 
chosen because the Pratt & Whitney 
Division was the primary operating 
unit ef the former Niles organiza 
tion and because the name has been 
1 trademark in the machine tool, 
cutting tools and gage field for 
iimost a century. The original 
plant was opened in 1860 by Francis 
\. Pratt and Amos Whitney, both 
of whom had received their earl; 
training in the Colt Armory in Hart 
ford, Conn 

Mr. Pratt & Mr. Whitney are 
credited with early leadership in 
the manufacture of interchangeable 
parts for machinery and for a lead 
ing role in the establishment of the 
standard inch, accurate to a thou 
sandth part 

Cther changes announced were 
Chandler-Evans will be operated 
as a division of Pratt & Whitney Co., 
Inc., with Sidney A. Stewart as 
manager; Potter & Johnston Co. of 
Pawtucket, R. I, will become a 




















direct subsidiary of Pratt & Whitney 
with Edward P. Gillane as president 
and general manager. 

Officers of Pratt 
include: Mr. 
chairman; Mr. 


& Whitney 
Silberstein, board 
d’Arcambal, presi 
dent and general manager; Richard 
W. Banfield, vice president and 
manager of Smal} Tool & Gage Di 
visions; Mr. Stewart, vice president 
and manager of Chandler-Evans Di 
Alexander S. Keller, vice 
president and general sales manager; 
and A. L. Knapp, vice president 
aiid manager of the Machine Tool 
Division 


vision; 


Representatives Named 


Pratt & Whitney Co. has made 
two new appointments to the field 
sales and engineering staffs of its 
Cutting Too] and Gage Divisions 

Joseph H. Rinehart, Jr 


named sales engineer for both divi 


. has been 


sions with headquarters in Spring 
field, Ohio. Charles G. McPartland 
was appointed cutting tool engineer 
serving the West Coast with head 
quarters in Los Angeles 

Mr. Rinehart, graduated 
from Dartmouth College and served 
in the Marine Corps during World 
War II, org 


trial supply firm in 


who 


ranized his own indus 
1948, Rinehart 
Industrial Supply Co. of Springfield 
He re-entered the service for the 
Korean War and remained on active 
duty as an ordnance specialist with 
the rank of major until this July 
Mr. McPartland Yale 
University and graduated from the 
U. S. Naval 
the Navy as 
until 1949 
power consultant for 
California Edison Co. and joined 
Pratt & Whitnev in 1951 for 


appre ntice traming 


attended 
Academy, serving in 
in engineering officer 
a field 
Southern 


Later he became 





TONS OF WATER 


The standard of living in the United 
States meons consumption of 1,500 
tons of fresh water per year per citizen, 
Electrical World, McGraw-Hill publi- 
cation, reports 























aE Se he 


ut meat 






tees eet 


Revelation 
SUCTION 
HOSE 


. CRUSHED BY TRUCK TRAFFIC 





- to HAMILTON —— 


























... because it s 


CORD INSERTED 

































. REGAINS UNDAMAGED SHAPE 














No wire is used in the carcass of 
Hamilton REVELATION Suc- 
tion Hose. Specially-treated, hard 
twisted cord and multi-ply heavy 
duck insure recovery to original 
shape and prevent conventional 
failure due to crushing abuse. 


yes, 


just as are the o 
listed below. 


Weather and wear-resistant cor 
rugated cover over the multi-ply 
carcass provides a smooth-bore 
suction ome for mining or con 
struction work in six popular 
sizes from 1” to 3° L.D. Ask your 
Jobber for details, or send for 
our literature. 


REVELATION SUCTION 
HOSE is designed to meet specific needs, 


ther 22 industrial hoses 


Write us today for further 





information, literature and prices. No 
obligation, of course. 
CREAMERY ROAD BUILDERS TANK TRUCK 
DREDGING SLEEVES ROCK WOOL VACUUM 
FIRE SAND BLAST VARI-PURPOSE 
FUEL LINE SPRAY WATER DISCHARGE 
BREWERS’ HOSE PAINT SPRAY STEAM WELDING 
PLASTIC HOSE & PIPE «= SUCTION, WIREINSERTED WIRE BRAIDED 
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MANUFACTY 


CHICAGO « 


Be sure...use Hamilton... Always dependable! 


CLEVELAND « 
INDIANAPOLIS « LOS ANGELES NEW YORK s SAN FRANCISCO 













RING CORPORATION 


Executive Office and Factories, 101 Meade St., Trenton, H.J. 


Branches in 


HOUSTON « PITTSSURGH 
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PEERLESS PACKET TROLLEY HOISTS ON ASSEMBLY LINE. These integrated hoists 
and trolleys simplify handling of heavy parts. Worker just picks up the load, with 
the trolley hoist, rolls it along an I-beam, lowers it on the bench top 


Where there’s lifting to be done, 


there’s a Harrington Hoist to do it 


PEERLESS MODEL C 
HOISTS for intermittent 
lifting of loads from 4 
to 60 tons 


PEERLESS PACKET TROL- 
LEY HOISTS for lifting 
and conveying ‘9 to 2 
ton loads on I-heams. 
Low headroom units ad- 
justable to a wide range 
of L-beam sizes 


PEERLESS PACKET ALU- 
MINUM HOISTS for use 
where hoists must be 
moved frequently. Much 
lighter than all-steel 
model, with no sacrifice 
of any other quality. 


r 
we 


BEARCAT ELECTRIC HOISTS 
for fast lifting of light to me 
dium loads— 170 to 4000 Ib. 


PEERLESS PACKET ALL- 
STEEL HOISTS for lifting 4 
to 2 tons. Special construc- 
tion makes these hoists eco- 
notnical to maintain, easy 
to operate. 


HARRINGTON I-BEAM 
TROUEYS for rapid and 
easy movement of materials 
over I-beams. Regularly 
supplied in geared and plain 
models in capacities from 
ly to 20 tons 


Markets for these cost-cutting products are unlimited, and profits are good 
Write for complete information about our full line of hoist products. 


THE HARRINGTON company 


Makers of Hoists Since 1876 
Gravers Roap at tue Turnpike, Puymouta Meertine 11, Pa. 
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PART TIME office work and part time 
selling, take up the full time of Bob 
Groen, a partner in Baldwin Supply 
( \linneapolis 





District Manager 
Named by Carey 

Vhe Philip Carey Mfg. Co. has 
appointed C. J. Bainum manager 
of its St. Louis and Southwest 
districts. He will also take an 
ictive part in the development of 
the Carey plant in Houston, ‘Texas 

Mr. Bainum joined Carey in 194] 
in St. Lonis and later became sales 
upervisor for St. Louis, assistant 
district manager in Cincinnati and 
St. Louis district manager. He is a 
graduate of the University of 


Flori la 





FLOWERING STOCKPILES 


Ore stockpiles aren't likely candi- 
dates for garden club awards. But 
mony may soon be sporting mantles of 
flowering vegetation if other compa 
nies adopt the erosion-curbing system 
recently discovered by one chemical 
concern, reports Chemical Week, Mc- 
Graw-Hill publication. When a load 
of chrome ore which turned up from 
South Africa containing seeds of corn 
and castor beans began to sprout, it 
was discovered that overgrown piles 
no longer washed away as did uncov 
ered piles, during heavy rains. The 
compony then investigated other 
grasses and vegetation. Most effective: 
the hardy morning glory. 

















. . . selling is my business 


CECIL ANDERSON: 


Keep After Sales; 
Results May Surprise You 


Cecil Anderson, salesman for 
Thackston-Davis Co. Columbia, 
S. C., had been calling on a manu 
facturer of fishing rods and managed 
to sell a few general items such as 
hand tools, some glue and, occa 
sionally, a piece of small equipment 
like a drill press. But he kept pok 
ing around trying to find some appli 
cation for items he was selling 
which would indicate a good 
potential. He became friendly 
with the plant manager and once 


this gentleman kidded him about | 
looking for more business. Mr. | 


Anderson remarked, “Oh, capital 
goods are good business but orders 
didn’t come often enough.” Wasn't 
there something more expendible, 
like the glue? There might be 
replied the plant manager. 

Later, during one of Mr. Ander 


son's calls, the manager asked him | 


if he sold aluminum. Mr. Ander 


son said yes and was asked to quote 


on some 1}-in. tubing, but the man 
ager wouldn't say what he wanted 
it for. Mr. Anderson quoted on 


the aluminum and, noting the | 


plant manager's casual acceptance 
of the quote, figured that an order 
wouldn’t amount to much, say 
about $300 or so. After a suitable 
lapse, Mr. Anderson followed up 
on the quotation and the manager 


Oy, Chieago-Latrobe 


~ 


4.5 WEST ONTARIO STREET + CHICAGO 10 


DOUBLE CIRCLE * ORMLS © COUNTERSINKS 
TOOLS © REAMERS © COUNTERBORES 
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© CARBIDE TOOLS 
© SPECIAL TOOLS 





OisTRiIBUTORS 
Aggressive ods 
like this tell our 
story to tool 

buyers everywhere! 
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you a Tne area Hine said, “Oh, yes. We'll buy that tub 


ing from you. Check with the in 


ventory clerk to see how much 

| we'll need.” 
Anderson asked the inventory 
| clerk to check, but it was late in 
| the afternoon and the clerk said he 


didn’t have time. He said he would 
. have it first thing in the morning for 
you CAN TAP ADDITIONAL MARKETS the plant manager to make out an 
. - ee | order. Mr. Anderson returned first 
thing in the morning and the plant 
manager smilingly handed him the 
order. Mr. Anderson looked at it, 
and whistled! It was for some 
$9,000 worth of tubing. Then, the 
plant manager told him what they 
were going to use it for. They were 
going to make fishing rod cases out 
of it 


All-State Welding 
Sets up New Division 





All-State Welding Alloys Co. has 
established a Southern Division 


with headquarters in Birmingham 
Ala 

Charles Brown has been ap 
pointed Southern manager, with 


the most COMPLETE line of supervision over the company’s reé 


rional offices in New Orleans, St 


the RIGHT belting for ANY job! Louis and Concord, Tenn 


\ as hi ars’ 
The many belting needs that come within the wide range of the ir. Brown ‘hes hed many years 


Globe belting line will help stimulate your sales . . . provide a | ; ; 
more complete service for customers . . . increase your profits. Engineering Co., Atlas Powder Co., 
The long lasting qualities, dependability and economy of service | the Armed Services and the Atomix 
make Globe a really profitable line for the distributor. Energy Commission 


experience in the field, with Rust 


SOLID WOVEN WHITE COTTON BELTING 
STITCHED CANVAS BELTING 


PLASTIC AND CELLULOSE COATED 
BELTING 


; ; ENDLESS WOVEN BELTS, COTTON OR 
the GLOBE line includes anaes 


KANRY-TEX BELTING a MORE THAN ; 

WHITE, BLACK OR BROWN NEOPRENE BELLS AND BUZZERS 
RUBBER BELTING The electrical signaling equipment 
WEBBINGS morket, which last year had an esti 
YOUR FINEST PROSPECTS INCLUDE... mated volume of $30 to $40 million, 
Textile Mills Woodworking Shops today takes in a wide range of audible 
1 Planis Printing Plants and silent signal systems and devices, 
High Speed a ed ee ae Electrical Wholesaling, McGraw-Hill 
Mochinery Industries publication, points out. In addition to 
bells, buzzers and chimes, the field in- 
. cludes audible alarms and annunci 
Write for details — DEPT. D ators, paging and programming sys- 
tems, devices to maintain product 
quality by indicating impurity content, 


GLOBE WOVEN pEhivwe C0., Paes and equipment for numerous other ap 


plications 








Re 


si FE” KNOWN FOR QUALITY THE WORLD OVER 
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Jne-Sixth of Stee 
Sold at Warehouses 


About a sixth of the steel in- 
dustry’s shipments of finished prod- 
ucts goes ordinarily to warehouses 
and other distributing firms, the 
American Iron and Steel Institute 
reported in a recent industry-review. 

\ substantial part of the steel sold 
through warehouses is for building 
construction and maintenance, agri 
culture, and manufacturing ma 
chinery and appliances. Most steel 
products are made to order for cus 
shipments 


tomers who receive 


direct 


Three Industries Take Half 


Three industries, the automotive, 
building, and machinery manufac 
turing, use about half the finished 
steel produced, according to Insti 
tute figures. The automotive in- 
dustry, the largest user, took a fifth 
of all finished steel production in 
1954, or 11.8 million tons. This to 
tal was exceeded only three times 
before, and before 1950 had not 
been equalled 


Steel Made in 27 States 
\t the beginning of this year, 


steel was being produced in 27 
states. Each of 14 states had’a ca 
pacity of 1.5 million tons or more. 
Over a fourth of the total capacity 
was located in the state of Penn 
sylvania, the nation’s leading steel 
producer. 

Oregon, Tennessee and Utah, 
which had no steelmaking capacity 
prior to World War II, are now 
listed among the steelmaking states. 
California, Colorado, Kentucky, 
Texas and Utah since 1940 have 
moved into the group of 14 states 
which have over 1.5 million tons 
capacity 





THIRSTY WESTERNERS 


Seventeen western states use some 
77 billion gallons per dey of woter— 
the same amount used by 31 stotes in 
the East, according to Electrical 
World, McGraw-Hill publication 











With the Mulconroy Hose Coupling System, you can meet 
customers’ requirements for coupled hose of any type... 
promptly, and with complete assurance that you are furnish- 


ing the strongest, safest couplings for any service. 


THE HOLEDALIL ct 


Attached quickly and easily by the 
hydraulically-operated “‘Mulcoram’”, 
this unique coupling is there fo stay 
virtually molded to the hose by a 
multiple gripping arrangement. This 
super-strong application of hose to 
coupling precludes the possibility of the 
coupling pulling or blowing out of the 
hose, even under highest pressures. 
Furthermore, it is not necessary to alter 
the hose in ony way before making the 
attachment . . . no buffing or cutting of 
the cover. 

The two illustrations, above, show 
exterior oppecronce and internal con- 
struction of the super-strong “Holedall” 


coupling. 


"MULCONROY Siaz... 
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MULCORAM™ 

This is the small but powerful 
hydraulic press used for mok- 
ing the coupling attochment. 
lt is of plain, compact design, 
and inexpensive. It is easy to 
operate, either manually or 
by power. No mechanical skill 
is required for quick, effi- 
cient operation. 

With the “Mulcorom’ ond 
“Holedall” couplings, you can 
quickly supply complete hy- 
draulic hose assemblies, using 
wire, rayon or cotton-braid 
hose; or you can furnish any 
wrapped-ply, orrubber or 
cotton-covered hose with 
couplings attached. 


* 
Wf cr £oR » 


Completely illustroted, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quitkly, 
easily ond economically # con be 
operoted in your own shop, with 
ovt skilled lebor to provide 
coupled hose of ony description, with 
the strongest ond most efficient cov- 
plings ovoiloble 


WHERE OTHERS 
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Caveg Sales Dollare 


There just aren’t enough hours in a day for a salesman to do an adequate 
selling job without help. In addition to time spent on office work and await- 
ing interviews, the growth and decentralization of industry has brought 
problems of increased travel time, more buying influences and more difficult 
access to plant personnel. 

When you advertise your product or service, consistently, in business 
publications your prospects look to for help with their jobs, you multiply 
the calling power and increase the productivity of your sales staff. Business 
paper advertising can talk to thousands of prospects . . . can arouse interest 
in, and create a preference for, your product . . . at pennies per call. 

Just as high speed machines cut production costs, well-planned business 
publication advertising cuts sales costs. It “‘mechanizes”’ the first three 
steps of a sale and lets the salesman concentrate his valuable time and talent 
on the all-important job of making the proposal and closing the sale. 

Ask your McGraw-Hill man for a copy of our 20-page booklet, ““Orders 
and How They Grow.” Also about our new sound-slide film, “Plateau of 


Progress’’ which is available for showing at sales and management meetings. 


rar Ad) Me LIAYE SAY 
A Za 
~o” 


McGRAW-HILL PUBLISHING COMPANY, INC. 
AbD 330 WEST 42nd STREET, NEW YORK 36, N.Y @ 


BEARDQGUARTERS For susiness imreoaemation 
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GRIEVE- HENDRY | 





NDUSTRIAL OVENS | 


GAS 
OR 





Dealers _ 


ELECTRIC 
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You can sell 











this line 





BENCH TYPE OVENS 




















Profitably! 
a 














Occaaie 
> 


32 Standa 


rd ode 50 and up require no 








measurinc 


cj 


| no installation 








Complete 


specifications and prices gre given in 





BATCH OVENS om sate 


og sheets 





This line 


s nationally advertised and accepted 





Every Over 


is fully guaranteed 





Yow corry 


no stock 





Substantic 


x! discount on all models 





These Ov 


been proved in over 10,800 


ens have 








installation 


in every type of application 

















it will pa 


TR write today 














(4 GRIEVE-HENDRY CO., INC. 











CABINET OVENS 1416 


W. CARROLL AVENUE, CHICAGO 7, ILLINOIS 








THEY SATISFY 





The line is complete 
in sizes. shapes and cuts 


ViGAT, 
an 


FiteS 
SWISS PATTERN 
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CARSON 
NEWTON 


BELLEVILLE, 


For tool and die work, 
For making precision 
patterns and similar work 
where superior workman- 
ship and extra fine files 
are needed. 


CARSON NEWTON Alili- 
gator Brand Swiss Pat- 
tern Files are made to 
exacting standards. 
Points smaller, tapers are 
longer and cuts are finer. 
Made in Cuts from 00 
to 6. 
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Business Exodus 
Slowed in New York 


New York State officials claim 
that the exodus of large business 
firms from the State has been 
slowed in recent months. Indus 
trial expansion and an influx of new 
businesses are taking up the slack, 
according to a recent report from 
the State Com 
merce 

Officials 


would sootTi 


Department of 


State 
previous 


predicted the 

surpass all 
records for production, income and 
employment. They said part of the 
new development can be traced to 
the St 


Chruway 


and the 
\ greater boom in indus 


Lawrence Seaway 


try is expected in four or five years, 
especially in the upper part of the 
State, when both these projects are 
completed 

More than 125 


cerns have filed 


industrial con 
plans with the 
State Department of Commerce to 
build new factories, the 
stated companies 


already doing business in New York 


report 
Some 152 


ire expanding their facilities. 

the Aluminum Company of 
America, one of the State’s largest 
about $27 
million to enlarge its operations in 
York. The Inter 
national Business Machine Corp. 


industries, will spend 


northern New 


building 
program in Kingston, Poughkeepsie 
and Endicott that will cost about 
$9 ~—s million Sylvania _ Electric 
Products Corp. is at work on a $14 
million 


has begun work on a 


expansion program at 
Amherst and Batavia, and it recently 
bought a site at Camillus, near 
Syracuse, for a data-processing 
center 

also been 
filed by Bendix Aviation Corp., for 
1 $2 million addition at Sidney, and 
by E. I. du Pont de Nemours & Co., 
which will invest $2 million in its 
electrochemical plant at Niagara 
Falls 


In New York City, another large 
firm has countered what some city 


Expansion plans have 


planners feared might be a march 
to the suburbs by big companies’ 
headquarters 

Union Carbide & Carbon Co 























will build a $40 million skyscraper 
home office in Manhattan. 


State Promotes Industry Sites 


Department of Commerce off 
cials said the State’s industry promo 
tion program was paying off in new 
New companies mov 
ing into the state are expected to 
provide 9,000 additional jobs and 
will spend about $55 million for 
plant and equipment. The report 
cited one new firm in Cohoes, N. Y.., 
Northern Lightweight Aggregates 
Corp. as an example of a new firm 
through the 
Department's natural 
promotion program. ‘This company 
will soon start operations making a 


industries. 


secured Commerce 


resources 


concrete block material from heat 
expanded shale rock. 


Three Big Firms Gone 


New York State, like bordering 
New England and Middle Atlantic 
states, has lost a number of major 
In the 
past few months the Bigelow-San 
ford Carpet Co. closed down its 
plant at Amsterdam, N. Y.; Alex- 
ander Smith & Sons left its Yonkers 
rug plant, and the National Silver 
Co. transferred its Brooklyn manu 
facturing operations to New Bed 
ford, Mass. 

But more than 90 million sq. ft. 
of industrial producing facilities 
were added in New York State from 
1946 to the middle of this year, the 
report noted. This represents an 
investment of $836 million. Com 
mercial building during the period 
was valued at $1,500, for 116 mil 
lion sq. ft. of floor space. 


industries in recent years. 


Development Program Active 


Dickinson, on leave 

heads the 
program as 
Commissioner. He 


Edward ‘I 
from Corp., 
State’s development 
Commerce 


Carrier 


said the State's promoters are try 
ing to capitalize on New York's 
advantages in 
materials, good land transportation, 
ind accessibility to waterways 

The State’s advertisements are 
appearing in national publications 
England in the London 
The ad program is 


nearness to faw 


ind in 
Economist 









BAND SAWS 








Will Bring You Repeat Orders 


The 











Furnished in Die Cutting, Skip Tooth, Flex- 
ible Metal and Spring Temper Metal Cut- 
ting and Wood Cutting Styles. 


spa 


Package 


Ww nere i AI : 1Di 
strength package for Spar- 
Kut Flexible Band Saw Coil. 
Dealers 
found this reinforced pack- 


and users have 
age greatly facilitates the 


handling of the coil. 


Spar-Kut Flexible Band Saw 


Coil is available in sizes 
one-half inch and under in 
100-foot lengths for contour 


and die cutting. 


Sold Only Through Distributors 


SPARTAN SAW WORKS 
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SPRINGFIELD, MASS. 


29) 


- - to ea “ 
based on the theme, “Success Begets 
Success.” Officials said they were 
attempting to interest foreign com 
panies in opening branches in New 
York, thus reversing an_ historic 
business trend. Nine Canadian 
firms have established branches in 
the State and more are expected 
shortly, they said. 

The State’s advertising budget is 
$175,000, but officials said corpora 
tions in the State were cooperating 
by paving for additional advertis 
ing in conjunction with their own 





per pound 






programs 


thanks to 


Midwest Office Opened 


The State’s Commerce Depart 
ment recently opened a Chicago 
office to attempt to get Midwestern 
firms to open branches in New York 


“Contact Con 






The department has seven salesmen 
who make about 150 calls a month 
on businessmen throughout the 
country. 


Small Companies Wanted 


Mr. Dickinson said he was pat 
ticularly interested in getting small 
firms to locate in New York, so 
that many small towns now depend 
ent on only one industry can 


the best “soft” hammer 


you can buy! 





become more diversified. “We 
would rather attract 100 small plants 
utilizing 20 workers each than onc 
multi-million dollar, automated 
petrochemical or synthetic plant 
that will employ 50 people,” he 









Special processing of the tough, re- 
silient rawhide in C/R faces, controls 
the rebound to permit longer contact 











@ CHANGE FACES with the striking surface. This means 

IN SECONDS C/R Jawhead hammers transmit 

Threeded coller locks 

eow fesse escurely fn greater pound force easier—do more 

place. They cannot work with fewer blows. SAFER for 

oti, lessen or By of delicate parts and finishes, C/F. water BOLTS FOR BANANA 
buffalo faces will not spark, crack, SPLITS 
mar surfaces or soften during inces- 
sant use or temperature variations. Pricing banana splits, steaks, etc. in 
COST LESS than most comparable terms of rivets and bolts has gone a 
soft faced” striking tools. C/R Jaw- long way to cut down small-part waste 
head hammers also have proved ot a New York aircraft plant, accord- 
more durable under severe and con- ing to Factory Management and Main 


tinuous heavy industrial use. And 
they cut costs through increased 
salety, speedier work and reduced 
worker fatigue 


tenance, McGraw-Hill publication 
The plont’s conservation coordinator 
noting thet mony workers had been 
tossing away bolts and rivets unneces- 
C/R Jawheod hommers, mallets and mavis ore available from your loca! industrial supplier. sarily, published pictures in the plant 
bulletin, showing workers paying for 





various edibles with bolts and rivets— 
@ steok ot a butcher shop, for example, 


CHICAGO MFG. CO. cost half-a-dozen bolts 








1301 Elston Ave Chicago 22, Illinois 
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o1-Shan Firm 
Bought by Pheoll 


Pheoll Mfg. Co., Chicago manu 
facturer of screws, nuts, bolts and 
special fasteners, has purchased 
Voi-Shan Mfg. Co. of Culver City, 
Calif. 

Voi-Shan makes precision fas- 
teners for the aircraft industry. 
Mason Phelps, Pheoll president, 
said the acquisition furthers his com 
pany’s plan to broaden its market 
and manufacturing facilities in the 
industry. 

There will be no interruption in 
Voi-Shan operations, is new owners 
announced. The company employs 
250 persons at its main plant. 

Voi-Shan will be operated as Voi- 
Shan Mfg. Co., Inc., a subsidiary 
of Pheoll Mfg. Co., continuing with 
the same management and _per- 
sonnel. 

The purchase will broaden 
Pheoll’s services both for the air- 
craft industry and for other indus- 
tries where high precision fasteners 
are employed, officers said 


Manufacturers’ Agents 
Organize New Firm 

A new firm of manufacturers’ 
agents, Reid, Taylor & Cezart, Inc., 
has been organized in Dallas, Texas, 
succeeding Malcolm E. Reid & 
Associates. 

Members of the firm are Mal 
colm E. Reid, H. S. Taylor and 
James W. Cozart. Mr. Reid and 
Mr. Taylor will work from the 
Dallas office. Mr. Cozart will oper- 
ate from Houston. They will cover 
Louisiana, Arkansas, Oklahoma and 
Texas. 





TOOLS FOR BOMBER 


Construction of just one big bomber 
requires more than 165,000 tools in its 
some 184,000 parts, American Machin- 
ist, McGraw-Hill publication, says. 
Moreover, it takes 8,954 ports and 87 
different specialists to buil4 one of 
the engines which power some of the 
newer military aircraft. 




















| another Fei BEalD First Offers You 
Unusual Opportunity for 
Fast Easy Sales 
and Volume Profits 








é 


...uses oil 


Poh’, 3 am lile Moh 2-15 


.. stops 


messy floors 





A device everybody who threads pipe or conduit has long needed 
... New R106-01LR® provides chip-pan, circulating oil 
reservoir and hose-connected hand pump-gun, easily carried 
to any threading job, hand or power. Advantages: 
dies can be flooded cool, cut better threads, 
last longer; oil is double strained and re-used, 
no waste; no messy floors. Immediate demand 
for RIDG-OILRs has been terrific — 
don’t miss your share. Order today! 







The Ridge Tool Company . Elyria, Ohio, U.S.A. 
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WHAT #S | Harper Forms Distributor Advisory Board 


Karnak 


ALUMINUM-ASPHALT COATING? 


Your customers will 
be calling for it. 


An exclusive blending of specially pre- 

ared asphalt and minute aluminum 
flakes forms a coating that provides 
unique cooling and — qualities 
being used more an 


* 
f 2 


more by industry. 
—- The asphalt 
| penetrates, 
grips and 
waterproofs... 
the flat alumi- 
num flakes 
form an 
Opaque metal- 
lic shield that 
reflects heat, 
ultra-violet 
and infra-red rays. The combination 
preserves the roofing and provides a 
considerably ceoler under-roof area. It 
appiies by spray or brush as supplied 
in the container. 





Karnak is produced by one of the most 
reliable manufacturers of asphalt water- 
proofing products. It is made of special 
materials to an exact formula that 
supplies the maximum protection at 
reasonable cost...a@ warranty on each 
container certifies that at least two 
pounds of fine aluminum flakes go into 


every gallon. 


FREE UNIT 
with 100 gal. order. 
Get it to show 
your customers. 
ay ae 


Heat Lamp Tester 
Dramatically 
shows 50° lower 
temperature under 
half shingle cov- 
ered with Karnak 
Coating. 






Ads all year in “Industrial Equipment 
News” and “Maintenance” are selling your 
customers on Karnak. 

Be sure your customers will be satisfied. 
Sell Karnak, there is no better. Manu- 
factured by Lewis Asphalt Engineering 
Corp., 30 Church St., New York 7, N. Y. 

Dept. 311 


Karnak wan 


@ LAE Corp 
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D. A. FitzRoy 


Advisory Board 
Formed by Harper 


The H. M. Harper Co. 
formed a new distributor advisory 
board, the “Lazy Eight Society,” 
for its principal distributors. 

Officers are D. A. FitzRoy, of 
Metal Goods Corp., St. Louis, and 
W. C. Ferguson of J. M. Tull Meta! 
& Supply Co., Atlanta, Ga. 

Membership is limited to dis 
tributors whose Harper sales repre 
sented a large percentage of the 
company’s volume during the past 
year. Certificates as charter members 
have been awarded to executives of 
15 supply houses. 

The group’s name, “Lazy Eight,” 
is derived from the Greek symbol 
for affinity, in appearance a horizon 
tal figure eight symbolic of cor 
rosion-resistant qualities of the com 
products, Harper officials 


has 


pany’s 
said. 
E. A. Channer, Harper's general 
sales manager, said the advisory 
board’s objectives are to coordinate 
efforts of the company and its prin 
cipal distributors to increase sales 
and resolve problems relating to 
distributors. The group will meet 
for two-day sessions annually, with 
six members of the Harper firm 
sitting in on round-table discussions. 





Because of different Government fil- 
ing and letter writing practices, the 
cost of creating and filing the same 
typical 175-word letter may range 
from 15¢ to $2.50. 

















. Ferguson 





1955 


Michigan Tool 
Names Executives 


Michigan Tool Co.'s Machine & 
lool Division has promoted Dun 
can E. Vertrees, Jr., to service man 
ager 

J. J. Plumb has been named put 
chasing agent of the Machine & 
lool Division and Milton C. Ton 
purchasing agent for the Cone 
Drive Division. 

Mr. Vertrees has been with the 
firm as a service engineer since 1953 
Before that he worked for the 
Detroit Arsenal and the Ford Motor 
Co. He attended Lawrence Insti 
tute of Technology and served in 
the Air Force during World War I] 

Mr. Plumb joined the company 
as a buyer in 1940, and Mr. Ton 
the following year. 


Automotive Distributors 
Plan Chicago Meeting 


The Automotive Warehouse Dis 
tributors Association will hold a 
meeting December 1-2 at the Con 
rad Hilton Hotel in Chicago. 

he sessions immediately precede 
the meeting of the Automotive 
Electric Association. 

Along the speakers will be Dr 
Charles L. Lapp of Washington 
University, and George J. Burger, 
president of the National 
Federation of Independent Busi 
nessmen 


vice 








leaks! 


LN 
-. 


ie, 


ey . 
me 


‘ET INNER-CE Emergency Pipe Clamps for rust holes, splits. Made in both steel 
S KINNER SEAL and cast iron pipe sizes, Ya” to 12” inclusive. 


ot KINNER . ss EAL Pipe Joint Clamp, for thread leaks. A positive repair. Made of mal- 
leable iron. In world-wide use for over fifty years, on steam, water, oil, gas, gasoline, ammonia 
and brine leaks—any pressure or temperature. Made in sizes Y2” to 24” inclusive. 


Over 1200 distributors carry the Emergency Pipe Clamp in stock—a large proportion of them, the SKINNER- 
SEAL Pipe Joint Clamp also. Have you our latest catalog No. 54 with complete jobber discount sheet? 


M.B.. SKINNER CO. tstebiises sve South Bend 21. Indiana 
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AS ADVERTISED 
in leading indus- 
trial magazines. 


This little tool can 
pay for itself on one job! 


lt can move 30 tons 2 inches in any direction 
—closed it is 4'/2 inches high 


It’s an ideal tool for such jobs as pulling bearings (see 
above), repairing cranes, shovels, machinery, and equip- 
ment of all kinds—in fact, one glance will suggest more 
uses than we could possibly list. 

It’s the 30-H-4.5 ““Lo-Hite”’ remote controlled hydraulic 
jack with independent pump. It is designed especially for 
heavy lifting in places where a jack handle cannot be 
operated. The independent pumping mechanism is con- 
nected to the jack by an 8-foot flexible rubber hose, per- 
mitting operation of the jack from any convenient place— 


vertical, horizontal, inverted, or inclined. 





This versatile tool is one of the hottest items 
in the Duff-Norton line. All you have to do 
to sell them is tell prospects about them. Your 
sales manager has = can get complete infor- 
mation on prices and direct literature regard- 
ing the all paayess “*Lo-Hite.”’ Ask him today! 

Duff-Norton Company, P. O. Box 1889, Pitts- 
burgh 30, Pa. Canadian plant, Torogto 6, Ont. 


DUFF-NORTON 


“Giving Industry A Lift 
Since 1883” Oc. S$ 
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° . ast pb. FB uys 
Farris Stacon Corp. 


The A. W. Cash Co., Decatur, 
Ill., manufacturer of valves, con 
trollers, governors and regulators, 
has purchased the business of Farris 
Stacon Corp. of Palisades Park 
N.J 

Farris Stacon makes temperature 
ontrol valves. Operations of th 
Farris Stacon Corp. will be trans 
ferred to Decatur and its product 
line will be known as Cash Stand 
ard Stacon, instead of Farris Stacon, 
the new owners announced. 

The Farris Stacon plant and most 
of its machinery were not included 
in the sale, but A. W. Cash acquired 
some special equipment used in 
making temperature control valves 
and the inventory, finished parts 
and designs, patents and trademarks 

The 42-year old A. W. Cash Co 
is a wholly owned subsidiary of 
Riley Stoker Corp. of Worcester, 
Mass., manufacturer of heavy duty 
boilers for power plants and indus 
trial firms 

J. G. Jones, vice president and 
general manager of A. W. Cash 
innounced the purchase 


Portomag Sales 
Formed in Michigan 


Portomag Sales, Inc., a new firm, 
has been organized in Ferndale, 
Mich., by R. S. Ebbert and R. R 
McLeese to handle national and 
foreign sales of Portomag units 
made by Lupear’s Tool & Die Co 

Mr. Ebbert was for ten years 
Detroit district manager for Skil 
Corp. Mr. McLeese was sales man 
ager for Dayton Rubber Co. 

The new company will establish 
branch sales offices in principal in 
dustrial areas, it was announced 





ADDED WEIGHT 


Fighter planes carry over 2,400 
pounds of electronic equipment today, 
as compared to 1,500 pounds of the 
geor 10 years ago, according to Elec 
tronics, McGraw-Hill publication. 

















| soe 





yelding hievements 
Cited at Meeting 


Achievements in the welding 
field were recognized with awards 
at the Honors Session of the Ameti- 
can Welding Society's National 
Fall Meeting held recently in 
Philadelphia. 

The Samuel Wyle Millar Medal 
for contributions to the advance 
ment of welding went to John J. 
Chyle, of A. O. Smith Corp., who 
developed an extruded, all-position 
type electrode in 1927. Nikolajs 
Bredzs, of Armour Research Founda- 
tion, was awarded the Lincoln Gold 
Medal for the most original pub- 
lished paper contributing to the 
field. J. F. Lincoln, president of 
Lincoln Electric Co., sponsors the 
award. 

William Spraragen, director of 
the Welding Research Council, was 
presented with honorary member- 
ship in the American Welding 
Society. 

Monroe Edwards, of Georgia 
Institute of Technology, received 
the A. F. Davis Undergraduate 
Welding Award. 

La Motte Grover, of Air Reduc- 
tion Sales Corp., gave the Adams 
Honor Lecture at the meeting. He 
spoke on “An Interpretation of 
Research and Experience in Struc- 
tural Welding,” with particular 
attention to the brittle fracture 
problem 








FIVE O’CLOCK DASH 


Quitting-time rush, which can lead 
to accidents, is being tackled by a 


Hertford, Conn., plant by meons of 

candid pictures, Factory Management - : LLI ¢ 
and Maintenance, McGraw-Hill publi- A 

cation, reports. The plant sofety engi- d 


neer took pictures from the roof of the 
plant at quitting time, showing em- 
ployees making a reckless dash for 
cors and buses. The pictures, printed in 
the plant paper, were placed next to a 
1954 U. S. tabulation of pedestrial ac- 
cidents due to jaywa'king. 











THE BILLINGS AND SPENCER CO. - HARTFORD CONN 
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Meter Representatives 
Named by Worthington 


Worthington Corp., Harrison, 
N. J. has appointed three new 


sales representatives for its Gamon 
Meter Division. 

D. J. Coughlin will assist in meter 
sales in the metropolitan New York 


area. E. A. Curry will handle this 
assignment in Texas, and A. W. 
Roddick in the Pacific Northwest. 

Mr. Coughlin, a graduate of 
LaSalle Academy, was formerly with 
Commercial Factors Corp., Downe 
Shipbuilding Corp. and Standard 
Sanitary Mfg. Co. 

Mr. Curry for the past eight year: 
has been superintendent of water, 
street, meter and sewers for the City 
of Hillsboro, Texas. 

Mr. Roddick has been superin 
tendent of a Seattle water district for 
the past three years. 


Graton & Knight 
Names Supervisor 

Amold E. Amadon has rejoined 
Graton & Knight Co. as supervisor 
of packings and textile sales 

Mr. Amadon started with the 
company in 1930 as an apprentice 
ind eventually became sales repre 
sentative for the New York terri 
He left in 1947 to go into 
business for himself 


tors 


During his 17 years with Graton 
& Knight, he worked in every depart 
the including 
laboratory and the sales engi 
He had technical 


ment of 
the 


neering division 


C ompany : 


training at Northeastern University 
ind Worcester Polytechnic In 


shtute 


HAIR SPRAY FOR HE MEN 


An aerosol hair spray for men will be 
on the market soon, according to 
Chemical Week, McGraw-Hill publica- 
tion. It will have an entirely different 
formule from women's sprays, as well 
as a more “masculine” scent. 











Book Review 





MANAGING SALESMEN, by 
Robert A. Gopel, Printers’ Ink 
Books, Pleasantville, N. Y., $5.00— 
Mr. Gopel is manager of sales per 
sonnel development for Koppers Co 
This 140-page, oversize reference 
book is well documented with 
exhibits and diagrams and stresses 
the how-to, rather than academic 
approach to problems of sales direc 
tion. It is heavy, however, with 
standardized instructions and it is 
doubtful that some of the courses 
of action outlined would take into 
account the flexibility required of 
both sales managers and salesmen 
in industrial selling. Outlines for 
sales presentations will help sales 
men in some fields; but anvthing 
that smacks of the “planned” (or 
canned) sales talk has limited use 
for distributors’ men. Still, the book 
contains valuable guideposts and 
checklists in the sections on recruit 
ing salesmen and “Control Tools” 
for the sales manager. These sales 
direction tools, including itinerary 
planning, call reports, account sur 
veys and sales analysis techniques, 
are just as useful to the industrial 
alesman as they are to his manager 
Distributor salesmen have to dis 
cipline themselves, for the most 
part, in managing their time and 
directing their efforts toward the 
sources of greatest potential. The 
book suggests a wealth of systems 
to accomplish this. Other chapters 
concern Sales Management Plan 
ning, Sales Training, Factors That 
Motivate Salesmen, Effective Cus 
tomer Relations, Field Assistance 
ind Reviews, and Industrial Mer 


chandising and Promotion 


KNIFI GRINDING AND 
WOODWORKING MANUAL, 
by C. G. Monnett, Jr., Route No. 
7. Box 345, Greensboro, N. C., $4.50 
plus .50 postage—Written for wood 
working plant superintendents and 
machine operators, this 167-page 
manual contains 187 pictures and 


charts. Its author is vice president 


Here’s a dependable “BREAD and BUTTER” item... 


VERONA 


DRIFT PINS 


BARREL TYPE 


i 


PLUG TYPE 


Drift pins are in constant demand—bought in 
large quantities, and consumed steadily. All 
the sizes for which you are likely to be called 
upon can be shipped from Woodings-Verona 
stock. And special sizes can be quickly pro 
vided. Made from tough, high carbon steel, to 
minimize mushrooming. 

Woodings-Verona makes a full line of rail 
road and construction toois—sled ges, hammers 
wrenches, crowbars, picks, mattocks and others 
They meet all AREA and Government specifi 
cations 

if you don't hove the Woodings-Veronc 
Catalog, send for one today 


~ 


BULL 
PINS 


hove either partic! or 
fyll toper, ond ore mode 
mn three stondord diam 
eters. Stondord length, | 2 
nches 


WOODINGS-VERONA TOOL WORKS 


AA ABAZLLE 


Shown obove ore some of the more widely-used Woodings Verona Tools 
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Cll i; U profit GHEIMULLMA 
wtth the 


JOHNSON 42442£0 LINE 


5 MODELS TO CHOOSE FROM 


Thew move. M 
“Wobile” 
SAW 


.. Wheel it 
anywhere! 


Large Capacity 5” x 10”. A Band Saw with PORTABILITY-PLUS . . . 
It’s a natural for contractors of all kinds, or manufacturers, where it is 
advantageous to wheel the saw to the cutting job. Mounted on large 
size 12” rubber-tired wheels, it rolls easily over floors or even rough 
ground. Eliminates slow, laborious hand cutting of structural’ steel, 
pipes, conduits, angle iron, reinforcing rods, etc. Equipped with head 
and motor lock for safe transporting. Carries its own extra blade sup- 
ply. Modernize your facilities. Order one or more of these revolu- 
tsonary machines now. 





(. To 7) 
Heavy Duty 
(Wet or Dry) 


A big, rugged machine, low-priced 
Cuts 10” rounds, 18” flats. The most 
advanced machine offered today. Han- 
dles anything in your stockpile. A tool 
that is stepping up production in thou- 
a sands of plants. 














a MODEL B ie 


(Wet or Dry) 


A full 5° x 10” capacity, low cost Sow 
for both large and small plants. A pre- 
cision utility tool offering all the fea- 
tures of a big machine. Fine for quick 
he cut-off jobs. A great labor saver. oy 











Boost your Sales with the Johnson complete line. 
Get details. Write for Catalog. 


JOHNSON MANUFACTURING CORP 


Johnson & Taylor Sts. ALBION, MICHIGAN 
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of Dependable Machine Co. of 
Greensboro. Subjects covered in 
clude molder operation; moulde: 
and planer stoppages and thei: 
remedy; machining defects in wood 
and their remedy; cutting speed, 
feed speed and energy consumption 
of machining wood; correct method 
of grinding, balancing setting and 
jointing knives; use of proper cut 
ting angles and bevels on knives; 
selection and care of cutterhead and 
knives; composition, use and care 
of grinding wheels; wood defects of 
all types; structure of wood: and 
common pattern names 

PROFIT MANAGEMENT AND 
CONTROL, by Fred V. Gardner. 
McGraw-Hill Book Co., 330 W. 42 
St.. New York City, $6.00—The 
author describes his aim in the pre 
face: “Unfortunately, profits do not 
just ‘happen’; they must be pro 
duced. Nor is there any guarantee 
of profit production in any particu 
lar volume of goods and services 
which may be produced and sold 
High volume, that is, high in rela 
tion to the scale of the particular 
enterprise, may increase the prob 
ability of profit. But volume does 
not in itself make any promise of 
fair return.’ To which any dis 
tributor can add, “Amen.” 

This book takes the professional! 
approach to the central problem of 
anv management that is trying to 
produce more than just sales and 
salaries. It stresses the break-even 
point as the key to finding the right 
decision about price, markets 
volume and capital expenditures, 
and explains in some detail the 
logical processes for evaluating a 
bewildering array of variables and 
breaking them down into manage 
ible segments on which to base 
decisions. The author, one-time 
treasurer of Chain Belt Co. and 
president of Smith Steel Foundry, 
is now a management consultant 
He does not try to circumvent his 
serious readers with either glib 
preachments or oversimplification 
of a necessarily complex subject 
Ihe book is time-consuming to read 
and should be thought-provoking 
for those who will take the time 

VWP 








Have You Heard This? 


Sentences and Gin TO i ED ©) ha oO ey £ 


“The argument is sometimes 
advanced, “What difference does 
the length of a sentence make so 
long as it is clear?’ But clarity is 
not the sole criterion: the important 
thing is ease of comprehension. And 
small blocks of meaning are more 
casily comprehended than large 
ones. After all, a quart of gin is 
perfectly clear, but you wouldn't 
try to drink it all in one draught.” 
Shoptalk, McGraw-Hill Publishing 
Co 





It's Always the Other Fellow 


“What is most distressing in this 
kind of analysis (Survey of Sales 
Purchasing Relationships) is to hear 
each man assure us that he is against 
sin and that it is the other fellow 
who is ‘muddying the water.’ We 
have observed that the man who 
talks the most in this fashion is 
frequently a major offender himself. 
He is unaware of this because of 
his failure to be sufficiently self 
critical. He is so sure that he is 
right that he does not take the 
time to use objective analysis of his 
own operation as the basis for his 
judgment about his relationship 
with others”—J. Collins Coffee, These are the features that sell power drives; 
Management Development Associ better built, lighter and powered to make the job go 
ates, commenting on a survey of faster and easier. A bright, polished aluminum 
salesmen and purchasing agents finish shines like a jewel .. . real eye appeal with 
made with the cooperation of the proved sales appeal. You can recommend it to anyone 
New York Sales Executives Club for it bears the TOLEDO label—the mark of a 
and the Purchasing Agents Associa dependable product. Write today for the new 4-page 
tion of New York folder cevering the new TOLEDO No. 78 Power 


Drive. It's a honey of a money-maker. 





Write today for new free bulletic with conclusive proof of 

superiority. Your “TOLEDO” supplier hos all the facts 
DETACHABLE TAIL 

Escope for the crew of a Boeing TOLEDO PIPE THREADING MACHINE COMPANY 


B-52 Strotofortress will provide on TOLEDO 4, OMIO 
exciting sight for detached observers, 


Avietion Week, McGraw-Hill publico- 
tion, notes. Entire toil turret blows BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


off, carrying the gunner with it. Three m 
of the other five crew members eject 

upward while two use downword eject- 3 

ing seots 


PIPE THREADERS «+ PIPE WRENCHES + PIPE MACHINES 
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We have a house to put in order... 


E HAVE A HOUSE to put in order and it’s the 


house where America lives. 
Of our country’s many million homes, more than | out 
of every 10 are out-and-out slums. Nearly one-half of 
all American dwellings are in poor to “fair” condition, 
and urgently need basic repairs. 

Something must be done—both to correct the slums 
of today and prevent the slums of tomorrow. 

How do slums start? Usually just one house starts to 
slide downhill and soon a whole block changes. Pride is 
lost. Other houses are neglected, decay spreads. 

So the 20 million homes in need of basic repair and 
improvements deserve equal attention. The time to stop 
the spreading blight of slums is before it starts. 


What's your stake in stopping slums? 


If you think your town is different, just look around you 
... If you think slums only affect persons who live in 
them, think again. 

Slums raise taxes and lower property values of the 
whole town. They raise rates of crime, delinquency and 
disease. Everyone has a real stake in stopping slums 
And shat includes you as a businessman 

Your firm is certainly dependent on the welfare of the 
community where you do business. But it’s more than 
good business—it’s good citizenship to take part in efforts 
aimed at civic improvements. It's the responsibility of 
every business. 


What can your firm do? The answer to America’s hous- 
ing problems starts with individuals. But to roll back 
slums is such a big job it’s going to take more than indi- 
vidual effort. It will need the cooperation of your busi- 
ness and many others 


Some slums should be torn down and a fresh start 
made. Others can be remodeled and made to conforn: 
to better living standards. So it is up to you to support 
every sound program which seeks adequate housing for 
all our people 


New help is now available 


There is a new national, non-profit organization called 
A.C.T.1.0.N.—The American Council To Improve Our 
Neighborhoods—which is designed to help all individuals 
or groups interested in putting America’s house in order 


Send for a free copy of “ACTION.” It explains what 
A.C.T.1.0.N. is and proposes to do. It lists booklets. 
research, check-lists, and other material which can help 
you. Address P. O. Box 500, Radio City Station, New 
York 20, N. Y. 


American Council To Improve Our Neighborhoods 
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Thermoid Hose Versatility 
Cuts Your Costs 


The versatility of Thermoid multi-purpose hose 
makes stocks of many different types unnecessary. 
You cut your hose cost through reduced inven- 
tories, simplified buying and less storage space. 
Losses from end remnants are greatly reduced. 


Excellent for handling air, water or oil under 
high pressure. Use also for butane, propane and 
as fire fighting booster hose. Red cover. 


Most versatile hose ever offered. Handles air, 
water, oils, greases, gases and dilute acids. 
A real inventory-saver! Brown cover. 


Handles air, water, gases where oil is not present. 
Ideal for oxygen and acetylene welding opera- 
tions. Tough, yet light and flexible. Green cover. 


Mr. Distributor: Thermoid “built-for-the-job” mechanical rubber products can 
help you increase your sales to all industries. You can always rely on Thermoid 
service and the complete cooperation of experienced Thermoid Sales Engineers 
with their intimate knowledge of industrial rubber problems. 
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‘TaH1) WRIGHT Safeway Hand Hoists 


merrier Complete Line of 11 Sizes and Capacities to 25 Tons 


SPECIFICATIONS 





SPECIFICATIONS hi 4 Ton Capacity | 20425 








Ton Capacity va) 1 § Minimum Distance 
between hooks 








Minimum Distance 
between hooks 











Stendard Lift ‘ v ° v 




















Net Werght Lbs 47 8s 





SAFEWAY HOIST 
Ya TO 4 TONS 


SAFEWAY HOIST 
12 TO 16 TONS 
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y SAFEWAY HOIST 
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SAFEWAY HOIST 
20 TO 25 TONS 


SPECIFICATIONS 








SPECIFICATIONS Ten Cepacity 








Ten Capecity Minimum — 








Minimum Distance 


between hooks Stenderd Lin 











Net Weight Lbs. 








Stendard Lift 











Net Weight lbs 


e When you stock wricut All the vulnerable parts of wrIGHT use in dusty atmospheres, as in 
Safeway Hand Hoists you areready Safeway Hoists are enclosed in high cement mills and foundries; cold or 
to meet every customer require- grade steel housings. This sealed wet exposures, or high temperatures 
ment. These sturdy, easy-running construction makes them ideal for in heat treating rooms. 
hoists come in eleven sizes and ca- 
pacities to cover the widest possible No expense has been spared to make the 
range of lifting applications. WRIGHT Safeway Line the best hand hoists you can sell. 

WRIGHT Safeway Hoists, now Let us send you Catalog DH-164B. Write our York, Pa., 


completely redesigned, retain their office today 
simplicity of construction but the 


use of improved materials assures Wri . eo 28 
right Hoist Division f 
or 


the user a hoist with a much longer, 


trouble-free life. ja AMERICAN CHAIN & CABLE Better 


~) York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, Value 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 








